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SET NEW RECORD 






Compare your performance with national and regional 


averages as shown in the annual survey report...page 97 


MANAGEMENT COURSE WINS INDUSTRY'S ACCLAIM - page 82 
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Check Your Performance. .....ccccccces 81 SCHOOL DAYS 





An editorial 
For 86 distributor execu 


tives, the three-week man 

agement course at Harvard 

Management Course at Harvard Wins was a most rewarding ex 
: erien Turn t age 
HEED occ ce cescebasesess 82 gre Gedo 
82 and you'll find out 

what the course consisted 
of and how the students 
felt they profited from it 


86 students complete three-week course of study 





A Positive Approach to Costs............ 94 


Mid-year meeting of Southern distributors calls 


FIRST CALI 





attention to modern management methods 


Sounds like the beginning 
but actually it’s the end 
of this story about a Los 
Angeles sales trainee 
Here’s a pictorial report 
on what happens from the 
time a man is hired to 
train for outside selling 
until he makes his first 


Tailored to Customers’ Taste............ 96 


Syracuse distributor firm supplements catalog 


with seven loose-leaf binders 









11th Annual Survey of ill. Page 105 
C: E 5 
Distributor Operations............... 97 
Sales jump 14% nationally, 18.6% in 
Middle Atlantic region 








BE AVAILABLE 
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Concentrated Sales Training Program..... 105 That's the advice given to 
city salesmen by a Cam 

Here's a pictorial report on how a Los Angeles bridge distributor sales 
man. For details on his 
philosophy of availability 
see page 116 









firm turns trainees into salesmen 








A Close Look at the Sales Program ....... 


Easton, Pa., distributor executive answers 
questions posed by August article in ID 
















Advice for City Salesmen: Be Available... . 


Cambridge salesman states his philosophy of 






REGULAR FEATURES 


availability 





PP Terre ore 
77 









Harvard Case on Salesmanship Sparks Talk of the Trade .............. 
I. 6 cwelseeuedeeesees 172 Products and Markets ........... . 118 
Case discussion is feature at Boston meeting Supply Se PE cceicasewesns 122 

So CHERaae Ge CEESTE Outlook for Business ...............45. 126 





What's New in Merchandising .......... 
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On the Market Today ...............+.- 140 





Los Angeles sales trainees are asked these 


questions; can you answer them? 



















You have to see a Peerless 
Pal to appreciate its com- 
pactness. The '%4-ton unit 
is~packaged in an attractive 
metal box with carrying 
handle. The container is 
also capable of holding a 
capacity - doubling snatch 
block. The ¥2-ton unit is 
only slightly larger 


RELOCATING A MACHINE TOOL. Rig 
it, hook in a Peerless Pal, and 
drag it. The pull is uniform 
and smooth 


TIGHTENING A GUY WIRE. Draw it 
tight. The true friction hold- 
ing brake will keep it exactly 
that way until splice is made. 


4 ; ! 


ee 











ENTIRELY NEW 
LEVER PULLER 


— positive friction brake 


hoids load in any position 


Lift a load, lower a load, drag a load smoothly with the 
entirely new Peerless Pal Lever Puller. A true friction brake 
holds it safely in any position, a welded and heat-treated 
steel chain prevents it from spinning. It is so light and com- 
pact that it can be carried in the palm of the hand. Fully 
enclosed construction, too, makes it ideal for use in shops, 
on service trucks, on farms, in service stations, on the high- 
way, around boats. For complete information on the new 
Peerless Pal Lever Puller, write for a copy of Bulletin P-40. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


LIFTING AND LUGGING heavy parts 


POSITIONING and holding struc- 
tural members while welding 
them together. The Peerless 
Pal brake holds in any position 


wherever they may be—on the 
farm, in the shop, on the high 
way, On construction sites. 
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Reboring Unnecessary 
With Easy-to-Install 
Taper Lock Sprockets 


For applications where delays 


are costly, Link-Belt roller 
chain taper lock sprockets 
provide the perfect answer. 


rhey're ready for use right off 

the shelf . . . with no reboring 

or other machining needed. 

And they mount fast . . . easy 
. . tight as a shrink fit. 

The taper lock bushings re- 
quire only simple adjusting of 
setscrews for rapid installa- 
tion or removal. And their 
tapered construction assures a 
positive, full compression grip 
on the shaft. In addition, com- 
pact, flush design eliminates 
operating hazards 

These precision sprockets 
are available in 8 pitch sizes 
from % to 2 in. Bushings are 
stocked in bore increments of 
1/16 in. for shaft sizes from 
% to 4-in. diameters. Addi- 
tional details can be obtained 
from Books 950 and 2649. 





New Screw Conveyor Components Cut 
Horsepower and Maintenance Needs 


Adding to an already exten- 
sive screw conveyor line, Link- 
Belt has developed a complete 
family of re- 
* Sales lated ball and 
roller bearing 
Meeting components 
; with many ex- 
in Print clusive features. 
For both new and existing 
systems, they assure efficient 
performance . . . exceptional 
operating economy. 
Incorporated in enclosed 
countershaft ends, as well as 
new trough ends and hangers, 
Link-Belt self-aligning bear- 
ings easily adjust to shaft de- 
flections. Their free-rolling 
action reduces starting and 
running friction—lowers pow- 
er requirements. Maximum 
protection for bearings and 
conveyed materials is provided 
by lip, felt or waste packing 
types of trough end seals 
Other refinements include 
the Link-Belt enclosed Moto- 
gear that offers better than 
96% efficiency and the 
Quik-Link conveyor screw. 
Because it can be removed 
without disturbing other com- 
ponents, the screw permits 
fast, easy maintenance, 





FULL INFORMATION on re- 
cently developed screw con- 
veyor components is available 
in Folder 2489. 





MOTOGEAR. Easy motor replacement and trough-top mounting 
make this enclosed helical gear drive ideal for screw conveyor 


applications 
its bracket. 


BALL BEARING IN HANGER 
is self-aligning rdjusts 
instantly to shaft deflections 





COUNTERSHAFT END connects 
conveyors at right angles 
permits right-angle drive. 


Any foot-type NEMA motor can be mounted on 





DOUBLE BALL BEARING 
TROUGH END resists over 
hung loads supports shaft 
at two points. 


QUIK-LINK CONVEYOR 
SCREW allows fast removal 
of any conveyor screw sec- 
tion or hanger 








Low upkeep, low first cost make Series 50 choice at this plant. 





Series 50 Idler Popular Choice 7” 


Low-Cost Conveyor of Medium Loads 


Link-Belt Series 50 idlers are 
specifically designed for con- 
veyors handling maximum 
loads of 100 Ibs. per cu. ft. 
and moderate lump sizes. 
Available in greasable and 
factory-sealed types, they pro- 
vide initial and long-lasting 
economies 

Balanced, concentric rolls 
with smooth edges and sur- 
faces assure longer belt life. 
Also, formed steel brackets 
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provide accurate roll align 
ment——wont spread under 
load. See Book 2516. 





LINK-BELT COMPANY 
Piants in 


Indianapolis ¢ Philadelphia 


Chicago « Adanta ¢ Colmar 
Pa. ¢ Houston « Mi 

lis © San Francis * Los 
Angeles ¢ Seatrl ‘ 
U7 sn Prov al Caties 


























.-- for delivery when you need if 
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see Thueadwele first 


FOR THE FINEST IN 
CUTTING TOOLS AND GAGES 


AE 


Mode by THREADWELL, Greentield, Mass. 
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1957 


The Cover 


Good news in two areas—business and 


education 
Phe 


page 97 


is spotlighted on our cover. 
1956; 


compare 


industry fared well turn to 


and you can your fig- 


ures with regional and national averages 


hor a report on the management course 


at Harvard and the approval with which 


it was received, see 


page 82. 
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New Tools in the PROTO Line 


Sharply Increase Your Sales and Profits! 


Continuous expansion of PROTO’s huge 
line of professional-quality tools ena- 
bles you to meet your customers’ needs. 
With thousands of standard and special 
tools in the complete line, you can serve 
many markets... add customers... in- 
crease tool volume... gain one-source 
buying advantages of lower inventory, 
less paper work. PROTO also gives you 
unequalled promotional support... im- 
pulse-selling merchandisers, extensive 


magazine advertising, over 40 sales aids. 
Yes, tool business is BIG business when 
you handle PROTO. Send for catalog of 
entire line to PROTO TOOLS 

2235 Santa Fe Ave., Los Angeles 54, C alif. 


Eastern Warehouse& Factory, Jamestown, N.Y.*Canadian fa 


Forging Ahead 


PROTOez=100L5 ie 


PROTO means ROfessional TOols Quality, Service 
& Understanding 
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fae TLAPER*LOCK 


INTERCHANGEABLE! 


= 


-iIT’S 


TAPER-LOCK SHEAVES @ 


TAPER-LOCK SPROCKETS 


TAPER-LOCK COUPLINGS & 
Rigid — Flexible —Chain 
TAPER-LOCK STEEL 
CONVEYOR PULLEYS 


lt Packs a Sales Punch! 


Here’s a selling story that makes real sense 
to your cost-conscious customers! The same 
Taper-Lock bushing fits sheaves, sprockets, 
couplings, conveyor pulleys. Standardizing on 
Taper-Lock means smaller inventories of power 
transmission parts. And it means quicker 
changes when necessary, to keep production 
lines running! 

Taper-Lock interchangeability can mean more 
profit to you. There’s a wide range of sizes 
which makes it easy to change from one size 
shaft to another. Taper-Lock fitted products 
slip onto the shaft quickly — hold with the 
firmness of a shrunk-on fit — come off easily, 
without shock to bearings or machinery. 
DODGE MANUFACTURING CORPORATION 
500 Union Street Mishawaka, Indiana 


THE TRANSMISSIONEER is featured in Dodge adver 
tisements, which appear in leading industrial publico 
tions. Prospects are directed to “call your local Dodge 
Distributor’ for information and assistance on new, cost 
saving developments in power transmission machinery. 
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Industrial Distribution 





Editorial inspires action; distributor 
airs a gripe—manufacturers paying 


his salesmen for selling their lines; 


readers voice approval, forward mail 


‘Smart Business’ 


YOUNGSTOWN, OHIO 


Back in 1956 one of vour INpbus 
VRIAL Disrripution editorials (“It’s 
Just Smart Business,” Jan. °56, p 
S1) discussed the value of a con 


distributor organization. 
your belief 


least be 


cern’s 
Your 


that 


stressed 
should at 


concern’s finan 


editonal 
such value 
mentioned in the 
cial statement 

Because of 


matter, I believe 


vour feelings on the 


vou will be inter 


ested in the 1957 Lee Rubber & 
lire annual report in which out 
president, A. A. Garthwaite, very 
definitely pays tribute to our dis 
tributors for their part in our con 


tinued growth (see tribute below 
lhanks to you for your editorial 
that 
item to our mind 
J. M. Hucues 
Manager, Distributor Sales 


Republic Rubber Division 


called this highly important 


Lee Rubber & Tire Corp 


1 ‘ t he balance sheet, 

} ( s ti itstanding 
| pu Rubl } itor Organization 

dpe U Republic's famous 

Po x he industry's first 
tt I } tdopted in 1923 
Republ i ‘ tinue to contrib 
7 } the Corpora 


@ Congratulations Mr. Hughes! It’s 
always a pleasure to see a worth- 
while idea put to use. 


Protest 
West Coas1 


We are starting to view with con 
siderable alarm and anxiety the prac 
manufacturers 


tice inaugurated by 


to pay distributors’ salesmen cash 
and other bonuses for selling their 
products. 

For a manufacturer to mail a 
check direct to 
for that salesman’s bonus earnings 


without the full knowledge and con 


a salesman’s home 


sent of his employer seems to be a 
highly dangerous practice, as it will 
injure his morale and harmonious 
relations with his employer 

We are paying our salesmen sub 


stantial salaries, plus COTMMIMISSIONS, 


to sell all of our lines and for a 
manufacturer to encourage these 


men to neglect one line to favor 
his for a consideration seems highly 
irregular. 

We have discussed this situation 
with other major distributors who 
unanimously support our view and 
it is, therefore, urged that steps be 
taken 
climinate all direct factory payments 
It is our atti 


as soon as convement to 
or gifts to salesmen 
tude that, if 
special benefits to offer for promot 


a manufacturer has any 


ing his products, these be given to 
the distributor who is stocking and 
financing the sale of his products 
In this way, these additional allow 
inces can be put to work for the 
benefit of that manufacturer’s lines 
in all territories to develop sales even 
more 

\ Disrriputror 


Hosannas 


WILLIAMSPORT, PA 
I have just completed my “must” 
reading and I cannot help but pass 
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You Said It 


along my opinion in regard to th 
article on “Communication” as pr¢ 
sented in the February issue (p. 55 
of INpusTRIAL DisrripuTion. In my 
opinion this is an outstanding art 


and rates to m« 
1 feel that one of 


cle as top drawe1 


material, because 


the very basic and fundamental 
problems is being able to put acro 
your ideas to the other fellow in 


terms that he is thinking and unde 
standing completely 
of the fact 


an outstanding article in m 


In view that thi 
such 
opinion, | am just wondering if you 
consider reprint 


intend to opi 


If so, I would like to be put on the 


list to receive 10 or 15. In the mean 
time, | am photostating cop rf 
this article and passing it out to 
some of our key personne! 
J. Paun Hl. Hivery 
Vice President 
Lowry Electric Co ! 
@ Unfortunately, we did not 1 
print this 
Credit and Sales 
Jersey Crry, N. | 
Ihe attached releas¢ | | 
QO. Kallmann, executive retary of 
the Stationers & Publ Boat 
of Trade, Inc., New York Cit 
comes to me as a trustee of that 
organization, as well as a member 
It was sent to each member of 
S & P's top management, and it 
so timely that I am passing 1t 
to you 
Never before in American indi 


Continued on page | 
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The cost of a 
LUNKENHEIMER VALVE 
Gets smaller. 


and smaller 


with each passing year 
of dependable service. 
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; idea to help you sell valves 


and serve your customers better! 


THE SKY-HIGH COST OF MAINTENANCE 
IS INDUSTRY'S NUMBER-ONE PROBLEM 
AND ITS ONLY SOLUTION IS QUALITY! 


America’s larger and more progressive industrial organizations already 
feel the need for higher quality in their plant equipment even though 
they might not recognize it—yet. It's our combined job to make them 
see why it doesn’t pay today to buy anything less than the best. 

The reason? Plant maintenance costs are so far out of line that they're 
biting deep into industrial profits. Your customer 
finds it almost impossible to control the spiraling 
wages of skilled maintenance labor, so there's 
only one thing he can do: invest in the most 
* BRONZE maintenance-free equipment on the market. And 
© IRON that calls for dependable quality. 

Take valves, for example. Today, the minute a 
maintenance man touches a wrench to a valve, its 
© PVC cost can double. An investment in dependable, 

trouble-free valves pays off again and again in 

maintenance savings. 

That's why your market for Lunkenheimer 
Valves was never more favorable. No other valves 
in the world share the Lunkenheimer reputation 
for dependability and maintenance-free service. 

Today, when you talk to your customers about standardizing on 
Lunkenheimer quality as a solution to the problem of high valve main- 
tenance costs, you have a receptive audience. They know from experience 
that Lunkenheimer Valves last longer, with less downtime and repair. 
You can back up that impression with case-history stories from your own 
and Lunkenheimer’s experience with other plants. 

Use this powerful money-saving idea with your customers who have 
an interest in lowering plant maintenance costs. It will help you sell 
LQ600 and the entire Lunkenheimer line. It will help you sell other 
manufacturers’ lines that measure up to top-quality standards. You've 
never had a more appropriate time to tell your quality story. The Lunken- 
heimer Company, Box 360, Annex Station, Cincinnati 14, Ohio. 


© STEEL 





IN VALVES 
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“Led-Lok” 
Socket Cap Screws 


— 
Ro 









Fle’ wil SOCKET SCREW PRODUCTS 


Fiat Head 
Socket Screws 





Socket 
Set Screws 























tion-proof socket screws that will give you a warm reception 


. and these Blue Devil Products 


give me the finest line of Socket Screws available in the coun- 


I'M A BLUE DEVIL DISTRIBUTOR . . 


VWWSyY 4equew 


in any plant in your vicinity. What more could a distributor 


ask for? 


try today. Included in the line are Lep-Lox and Sar-Lok, vibra- 


Silver Anniversary —25 Years of Socket Screws Exclusively 


Sold Only Through Authorized Industrial Distributors 


SAFETY SOCKET SCREW COMPANY * 6500 N. Avondale Avenue, Chicago 31, Illinois 


Los Angeles, San Francisco, Detroit, New Haven, Conn. 


neatanie 


Warehouses oat 
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You Said It 


Starts on page 





trv has there been a greater need 


for a close tie-in between the credit 
and sales for profitabl 
that Mr 


. ] 
would 


manager 
operations. It strikes me 
Kallmann’s 
make good reading 
Me 
secretary 
Che Joseph Crucible Co 


VIEWS below 


Ll EMPLETON 


Importance of the 
Credit Manager 


lhe credit 
function in business is 
overlooked. Credit as a 
exchange is swiftel and mor 
than facili 


tates the production, exchange, 


the 


sometime 


unportance of 
medium of 
safcr, 


convenient money. It 


and 


consumption of goods, with the re 


sult that volume sales are possibl 


and through expanded volume, 
prices of commodities are within 
reach, and a higher standard of liv 


ing is attained by society 
here is not enough cash in cit 


culation to do business for one d 


he credit manager is a specialist 


in analyst, a business critic who 
guides and controls over 90% of all 
transactions involving the transfer 


yf goods. 


Fortunate indeed is the organiza 


tion that has a sales-minded credit 
manager and a credit-minded sal 
manager! 

\ great many executives still do 


not realize the importance and po 
tentialities of the credit department 

Sound judgment is required in 
separating the honest operator with 
small capital, and with a chance for 
success, from the incompetent met 
chant who is doomed for failure 
\ company with a policy of selling 
does not 


only well-rated accounts 


need a seasoned credit Manager, but 


most companies do not desire to 
limit their distribution to selling 
only the best in the field. Hence a 


credit manager’s value is in his abil 
ity to sell the marginal risks with 
(Continued on page 14) 






MARVEL” & BAND SAW 


makes a tough job 
































FLOOR TO FLOOR IN 5 
HOURS ...no special jigs, 


fixtures or set-up required 


The versatility, simplicity of operation and unmatched efficiency of a 
MARVEL No. 8 Universal Metal Cutting Band Saw makes it the best 
all-around saw you can buy. 

Take the job illustrated, as an example. Three equally spaced re-entrant 
cuts were required to segment a large, heavy die forging. The work was 
merely placed on the table between the vise jaws with the first lay-out line 
positioned to bisect the blade. Feed pressure was set on the direct-reading 
scale and the cut started. On a MARVEL No. 8, the work is always sta- 
tionary and the blade is fed into the work; the cutting edge of the blade is 
always square with the table throughout its full feed traverse, which 
eliminates the need for special fixtures. The pre-set Automatic Overload- 
Relief Power Feed kept the blade moving into the work only as fast as it 
could freely remove the metal; as the vertical length of the cut decreased, the 
blade was automatically fed faster, thus increasing cutting speed. Upon 
completion of a cut, the blade was rapidly returned to its starting position 
by a rapid traverse handwheel located at the operator’s position. Succeeding 
cuts were made in the same manner, with the same ease and speed. 

Jobs like this aren’t done every day, but they serve to emphasize the 
versatility of the MARVEL No. 8, a truly universal metal cutting saw. If 
you cut, machine or fabricate metal, this is a sawing machine you should 
know about. Write for catalog. 


ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. - CHICAGO 39, ILL. 
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Self-Primer 
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% PPower-Toke-Off Drive | 
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are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line inciudes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


PUMPS 





MARLOW PUMPS 


Division of Bell & Gossett Company 
MIDLAND PARK, N. J. 


Morton Grove, Illinois Longview, Texas 



























9 aes 
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oe 
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Marlow, specializes in 
pumps for: 

e@ Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 























en 


Motor Driven Self-Primer 
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Petroleum Marketing 
Sewage 
Swimming Pools 
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NOT JUST GOOD... Here 
is the finest quolity cushion 
rubber speciolly compounded 
by Durkee-Atwood's expert 
rubber chemists. Here is the 
quality your customers want 
. . . Durkee-Atwood to 
withstand countless hours of 
flexing ... flexing flexing 
. without failure! 


a complete line 
serving industry 


MULTIPLE V-BELTS 


Standard Line for normal 
loads. 

Premium Line with 40% 
extra capacity for high 





STEEL CABLE 
V-BELTS 
Now available... a com- 


plete line of steel cable 
reinforced V-belts. 





GENERAL DUTY 
V-BELTS 
Power-balanced con- 
struction for maximum 
flexibility, durability and 

strength. 











DOR-TITE 


' for weather proofing ... 
D sound proofing .. . draft 
stopping, etc. 


SPONGE RUBBER 


for cushions ... gaskets... 
mounting pads, etc. 





DURKEE-ATWOOD'S hi-tensile 





synthetic cords ore specially 


pre-treated for low stretch 
and extra strength, durability 


and flexibility 


THIS is the toughest, longest 
wearing jacket on the mor 


ket impregnated with 
rubber under tremendous 
pressure double lam 

nated keeps weor ata 
minimum gives greatest 


coefficient of friction 
gives greatest abrasion 
resistance 


MULTIPLE BELTS by Durkee 
Atwood are vertically matched 
there's no ‘sog no 
error each belt is tested 
ndividually for top efficiency 
in power transmission that's 
why Durkee-Atwood gquorar 
tees motchability. Power Bo 
anced construction means sales 


ond repect sales for you! 


SUPER SERVICE YOUR ACCOUNTS 


Here are seven features of Durkee-Atwood’s Super Service 


loads. : ‘ - . : : : 
that help distributors se// .. . 1 Factory trained distributor 
men ...2 A complete line of Power Balanced V-belts . 
3 Preventive maintenance service . . . 4 Fast emergency ser 


vice .. . 5 Readily available field engineers . . . 6 Complete 
design and research facilities at the factory . . 
plete stocks in warehouses across the country 


and 7 Com- 


FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 


Write for complete information on the Durkee-Atwood 
Industrial Distributor Plan 


DURKEE 


ATWOOD 
COMPANY 















Minneapolis 13, Minn. 


FEderal 2-0441 
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Question: What's your straightest way to new sales | 
to the vast materials-handling market? 


You Said It 


(Starts on page 7) 





reasonable success. His worth 
should not be measured by the 
amount of bad debt losses only, but 
by comparing the bad debt loss with 
the additional profit earned by the 
company on the added sales volume 
from the acceptance of marginal 
risks. Many times this added sales 
volume can represent the profit 
earned by the company. 

Turnover of working assets is of 
the utmost importance in any busi 
ness. ‘This is true not only with 
regard to inventory, but also ac 





counts receivable. The credit man- 
() ager keeps to a minimum his com 


Answer: The new BEELINE-<« rs tied up in accounts 
SCREW CONVEYOR receivable. 


with Automatic Straightness* 
and lower cost! 


Credit Decisions 


Credit decisions must be based on 
facts, and should not be a guessing 
game. If sufficient facts are made 
available to a credit manager, his 
percentage of sound decisions will 
be high. 

A credit manager’s qualifications 
are sometimes taken for granted, 
such as his resourcefulness, analyti- 
cal mind, honesty, diplomacy, alert 


*kNew design and precision manufacturing make new BEELINE sections 
so uniform that the conveyor is automatically straight as lengths of 
trough and other components are assembled. 

In addition to overall outstanding quality and its major improve- 
ments over conventional screw conveyors, the BEELINE’s new design 
and production techniques also make possible lower selling prices. 

BEELINE advancements mean easier installation, sharply reduced 
maintenance, greater operating efficiency, and interchangeability of 


parts. The new BEELINE design is more readily adaptable to dust- ness, hunger for information, thor 
tight systems. These and other new savings are offered with the most oughness, firmness without being 
compact means for conveying bulk, free-flowing materials such as stubborn, patience in the face of 
cement, flour, grains, crushed ice, dry chemicals. criticism or resentment by a cus 

Mail the coupon below for more information on how the new tomer or salesman because of a 
BEELINE means MORE SALES, MORE PROFIT FOR DISTRIBUTORS. turned-down order. 


The credit manager reaches for 
ee ee ee maximum sales and profits with 
a minimum losses. This—plus a col 


i i n the new BEELINE Screw Conveyor. 
SNS ey es ED , lection program that turns over 


My Name: Title: accounts receivable quickly, with 
e good customer relations—is a goal 
ompany: : 

Address: 


authority and cooperation is ex 


tended to him. 
Mail to Dept. 13, P. O. Box 1038, Fort Worth, Texas 


.).- Fort WortTH=---— 


A credit department has some 
times been described as the “brake” 


7 
i 
i 
| that can be achieved if proper 
5 
; 
aa 


tp ay 


in a business, in the sense that it 


ra STEEL AND MACHINERY COMPANY holds back volume. Certainly no 
Warehouse Stocks in « Fort Worth ¢« Jersey City ¢ Memphis Atlanta e Chicago body would be foolhardy enough to 
St. Louis e Kansas City ¢ Odessa ¢ Houston ¢ Oklahoma City ¢ Denver a _ ey 
Los Angeles ¢ San Francisco ¢ Portland drive an automobile with a “souped 
Jontinued on page 18 
TOMORROW'S PRODUCTS TODAY (Conti page 18) 
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One more good reason why it pays to sell CHICAGO fasteners 








Specialized technical service 
helps you clinch additional sales 


CHICAGO puts a staff of experienced technical problem-solvers 
at your disposal. Sometimes they can help you to make 
profitable sales other distributors can’t get close to. 


These specialists work closely with you and your customer. 
Often they can recommend a standard fastener instead of a 
costly, specially designed fastener. You make the sale, be- 
cause CHICAGO makes and stocks over 4,000 standard fastener 
items— including cap screws and “‘Safety-Plus”’ socket screw 
products. Other times CHICAGO fastener experts find ways 
for your customer to make a better product for less money. 


It’s plain to see that our specialized technical and metallur- 
gical service is worth a great deal to you. One of many ex- 
ceptional advantages you stand to gain. So write our Stand- 
ard Products Division today for complete details on the 
CHICAGO franchise—the most profitable in the industry. 











Continuing sales help. Fastener ex- 
perts selling with you and for you. 
Full protection on all sales in your 
territory. 

A complete fastener line . .. over 
4,000 catalogued standard items. 
Superior fastener performance. 
CHICAGO’S unique carbon restora- 
tion process and rigid quality con- 
trol make it possible. 

Fast service and delivery. 
Preferred by leading manufac- 
turers throughout industry. 
Specialized engineering and metal- 
lurgical service. 








THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 
2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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Your customers know Fairbanks Trucks 
have the rugged construction and smoother 
operation that takes the load off their minds. 
For 65 years Fairbanks Trucks have proven 
to give faster, safer handling, longer, more 
dependable service. 

Now Fairbanks is promoting an entirely 
new selling theme that means extra business 
for you: “Trucks are as tools — job fitted. The 
proper tools, Fairbanks Trucks, make light 
work of handling bulky merchandise.” In 
Fairbanks’ business paper advertising and 
promotional literature Fairbanks is selling this 
idea to your customers. And they are buying 
it. For your customers know that they quickly 
write off their truck investment against the 
substantial time and energy savings they get. 

Whatever your customers’ material han- 
dling problems, there’s a Fairbanks Two Wheel 
or Platform Truck that solves it — right on 
the button. 


YOUR SALES LEADER OF THE MONTH 


Trucks your sales leaders for this month. 
























It pays to sell Fairbanks. Fairbanks 


Trucks, like all Fairbanks products, are 
needed in every plant and commercial enter- 
prise in your territory. They have the extra 
sales features that make them easy to sell 
and which open doors for the sales of all 
Fairbanks products. 

Step-up your profits by making Fairbanks 


Take advantage of the interest created in 
these trucks by Fairbanks’ national adver- 
tising campaign and direct mail program to 
win new customers and resell the old. Work- 
ing together we will boost your sales, step-up 
your profits. 





~~ 
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A 
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KS COMPAN 





Executive Office: 393 Lafayette Street, New York 3, New York 


Valves ¢ Dart Unions ¢ Trucks ¢ Casters * Wheels 
520 Atlantic Avenue 393 Lafayette Street 15 Stanwix Street 202 Division Street 
Boston 10, Mass. New York 3, New York Pittsburgh 22, Pa. Rome, Ga. 


Factories — Binghamton, N. Y. and Rome, Ga. 
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The Maurey MULTIPLE 


V-Drive line includes V-Drive line includes 
FUL-GRIP Q-D sheaves... in Hi-Q bushed type and fixed bore 
— stocks for A, B, C, and D ee ae en eet cost 
STANDARD CAST IRON SHEAVES MOR-GRIP FHP V-belts, O, A and 
for A, B, C, and D and E sections B sections in all stondard lengths . . . 
MOR-GRIP Multi-V Belts in all designed 
standard lengths in A, B, C, D and E refrigeration fans and Fan 
sections V-pulleys ... 

MOR-GRIP V-Link Belting in A, B, and interchangeable Bushings . . . 

Cc Flexible Couplings . . . 

Complete Multiple V-Drive Accessories Complete V-Drive Accessories 


maurey delivers both 


The Maurey FHP 





V-Drives have 





Variable Speed Transmissions 


provide infinite speed ranges up 
to 10 to 1. Installed on new or used 





y-drives your © 
Industry knows ieeeing exacting O 


ustomers want 


1917 Ma 
lity. aay) ood. 





the cooperation you want... 


YY SERVICE... 


& 








Complete Maurey stocks strategically 
placed expedite delivery to your cus- 
tomer on every V-drive need from fhp 
to 600 hp. 


SALES HELP... 


The live leads produced by direct mail 
and publication advertising go to 
Maurey distributors. Your sales efforts 
are backed up by folders, booklets, 
brochures and catalogs which can be 
imprinted with your name. 
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ENGINEERING HELP... 


The personal assistance of Maurey field 
engineers as well as the services of 
V-Drive specialists in the Mourey home 
office helps you with special V-drive 
problems. 


COOPERATIVE PROTECTION ... 


By qualifying as an authorized distribu- 
tor of the complete Maurey line, you ore 
gucranteed full factory cooperation and 
protection. We shall be glad to give 
details on territories open. Write today. 



































COMPLETE 
LINE 


FOR QUICK DELIVERY 











OVER 
A QUARTER 
CENTURY OF SERVICE 









PLUS SPECIAL BLOCKS 






You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 
Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 

















* 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
* 








MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


s7 


HAE -M69-354 
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You Said It 


(Starts on page 7 





up” accelerator and no brake. Dis 
aster would result. The credit de 
partment “brake” is a safety device 
not used constantly to slow accelera 
tion, but used in emergencies to 
slow up or stop accounts where im 
pending disaster is evident. 

The modern credit manager is 
not a destructive force as some 
would believe. Today most credit 
managers are business doctors, ad 
vising under-capitalized or inefficient 
customers with a view to thei 
unprovement, thus maintaining a 
reasonably safe outlet for the com 
pany’s product. The credit manager 
is often able to cement the friend 
ship of a customer to his house be 
cause of his advice and helpfulness, 
and at times is closer to this type 
of customer than the sales depart 
ment. His ability to analyze finan 
cial statements places him in a good 
position to estimate the customer’s 
or prospect’s paying habits, and 
judge the probability of their sur 
vival. 

Your credit manager is an impor 
tant part of your team. 


“Sell Stock Items” 


GREENFIELD, MAss 

INDUSTRIAL DisTRIBUTION is read 
carefully in our offices each month 
to feel the pulse of the industrial 
distributor and to make sure our 
policies are directed toward giving 
him the kind of service he expects 

I'he articles are informative and 
useful, and it occurred to me that 
you might like to see how one of 
your stories (“Sell Stock Items,” 
Oct., p. 82), was put to use in a 
recent sales letter to our distributor 
family. 

I appreciate your bringing up a 
point that all manufacturers will 
agree is vitally important to thei 
interests. 

J. S. pu Mont 
Vice President 
The du Mont Corp 
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at your Service 


Those doors being opened are the right ones, too. 
Behind many of them sit VIP’s of America’s top 
industrial product-using firms. They’re the men 
getting the message about Goodyear products- 
dramatically told and retold by Goodyear’s big, 
four-color national advertising campaign. 


On the average of 4,000,000 advertising mes- 
sages—in Time, Business Week, Newsweek, U. S. 
News & World Report — go out month after 
month, year after year. They slip past recep- 
tionists and secretaries—right into the hands of 
decision-makers in firms you call on. 


What’s more, virtually every one of those ads 
is tied in—directly—to you. Ever since ’44, their 
concluding paragraph has reminded readers that 
“It’s smart to do business with your Goodyear 


Distributor.” Even longer than that, there’s 


been the suggestion to “Look for him in the 
Yellow Pages...” 

Naturally, that prompts many a phone call to 
you. And even when it doesn’t, this kind of con- 
stant preselling of the men af the top has plenty 
to do with the reception you get from your con- 
tacts down the line. 

So it’s easy to see how Goodyear’s “‘distributors- 
come-first” campaign—unparalleled in the indus- 
try—can be of help to you. To find out how you 
can make the most of it, write: Goodyear, 
Industrial Products Division, Akron 16, Ohio 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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outsells any other pliers 2 to 1 
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USE GTICA-- 


® 
<U><atx<ca> UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4, NEW YORK 


Hal/mark sf Quality since 7895 
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.« The pliers the oyporte use | 


strength, induction-hardened on wear surfaces for 
greater durability. Another exclusive, Utica pliers 
are backed by Unconditional Guarantee. No ques 


Select from the world’s most complete line . . . types 
and sizes for every purpose. Over 160 different types 
from stock. Special models designed for special 
needs. You will be using industry’s finest quality. 
Every pair of Utica pliers is drop-forged for rugged 
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tions asked. For further information, write for 


complete 32-page catalog illustrating all models 
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HYDRAULIC PUMP... MICA CRUSHER... 


Poly-V cuts maintenance Poly-V pays for itself 


LOG BARKER... 


Trouble free operation 


M1 Poly-V Drive “OPENS 


SAND & GRAVEL PUMP... GAS COMPRESSOR... 


Belt stretch eliminated Dependable operation 


GENERATOR DRIVE... OIL WELL PUMP... 


Saves space on crusher Poly-V speeds drilling 


GRANITE CUTTER... VACUUM PUMP... 


Poly-V minimizes take-up Poly-V reduces belt inventories 
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COPPER FLOTATION... 


Matching problems eliminated 


BORING MILL... 


Noisy chain drive replaced 


BUFFER DRIVE... 
Poly-V cuts drive costs 20% 
























MINE FAN... 


Bearing troubles eliminated 


AIR COMPRESSOR... 
Poly-V cuts shaft overhang 








ENGINE LATHE... 


Poly-V eliminates slip 





OORS” IN EVERY INDUSTRY! 


Never before has one product answered the basic needs 
of so many customers in so many industries! Unique 
design of R/M’s patented new Poly-V* Drive is the 
reason. Wherever heavy duty power transmission is 
required, users are looking for space saving drives 
with narrower sheaves, shorter centers, more speed 
ratios ... greater power delivery in less drive space. 


Only R/M Poly-V Drive 
offers these advantages ! 


On the job, they look for less downtime for belt take- 
up and replacement, a solution to “length matching”’ 





POLY-V® V-BELTS 








SINGLE UNIT MULTIPLE BELTS 


VW 








COT 





TWO CROSS SECTIONS 


8 6c 


FIVE CROSS SECTIONS 


*“"vww 
a o E 





WIDER SHEAVES 


haa 


NARROWER SHEAVES 

















Every Design Feature is a Selling Feature 


MANHATTAN RUBBER DIVISION—PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


HOSE « FLAT BELTS * V-BELTS * POLY-V DRIVES * CONVEYOR BELT © INDUSTRIAL RUBBER SPECIALTIES 





problems, reduced belt and sheave inventories with 
greater interchangeability ... longer life for belts 
and sheaves. 


Only R/M Poly-V Drive 
meets all these requirements ! 


Every design feature of Poly-V is a selling feature . . . 
and every new user is a solid repeat business prospect! 
Put R/M Poly-V Drive to work opening doors—and 
keeping them open—in your area. 


*Poly-V is a registered Raybestos-Manhattan Trademark 


SO Steee 


au vie 
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NEWS THAT HELPS YOU SELL 
$1.4 million expansion adds to 


shop equipment manufacturing 








Work begins on expansion which will add 80,000 sq. ft. of floor space to facilities for manufacturing HALLOWELI 
shop equipment. The new building will house the most modern equipment of its kind in the industry 





es A 

eee tem A tn 
UNBRAKO SOCKET SCREW PRODUCTS FLEXELOC siir-.ockinc NUTS MALLOWELL SHOP EQUIPMENT SEL-LOK SPRING PINS 
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- HALLOWELL 





facilities 


In 1948 and again in 1951 SPS facilities 
for the production of HALLOWELL shop 
equipment and shelving were expanded 
and brought completely up to date. But 
steady growth in sales and development 
of new product lines have compelled us 


to expand and modernize again. 


Installed in a new 80,000-sq.-ft. annex will 
be half a million dollars’ worth of new 
machinery. The new machines will permit 
the application of entirely new techniques 
to the manufacture of HALLOWELL equip- 
ment. The installation will make fullest 
use of modern concepts in fabrication, 
materials handling and automation, It 
will go into operation in about 6 months. 


But we know that it is not enough for us 
simply to manufacture fine products. 
Along with advances in design and pro- 
duction technology goes thinking in the 
fields of market research, advertising and 
sales promotion to develop new ways to 
help you sell our products—complete lines 
of HALLOWELL shop equipment and shelv- 
ing, UNBRAKO socket screws, FLEXLOC 
self-locking nuts, and Se_-LoK spring 
pins. STANDARD PRressep Steet Co., Jen- 


kintown 13, Pennsylvania. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 





Landmark goes. This 100-year-old building had to be demolished to make way 


for the new expansion. One of the oldest commercial buildings in the area, it 
formerly housed the SPS main office and the distributor training school 





Cornerstone is moved. Right, H. Thomas Hallowell, Jr., president, and George 
A. Gade, vice president of sales, inspect contents of SPS main plant's cornerstone, 
which had to be moved to a new location. The stone contained a sample of the 
first UNBRAKO socket screw made. 





Lucky horseshoe stays. In 1921 this horseshoe was hung over the door in the 
old main office. Sales have climbed steadily since, and the horseshoe will have a 
place of honor in the new building 
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BUT WOULDN'T YOU 


RATHER HAVE THE LATEST 











NOW 


the latest technical 
advance intools... 


Ub lempered” 


HAND and POWER 


Hack Saws 


Certified by American Standards 
Testing Bureau* to meet 

their standards for superior 
cutting — Uniform Teeth... 
Uniform Set ... Uniform Temper 


eller 


Now you can cut all kinds of metal faster 
and cheaper . . . with hand or power hack saws 

. thanks to Heller’s great new advance in 
tool technology JOB TEMPERING. 

Controlled-analysis steel is specially selected 
to strict Heller specifications, then Heller uses 
its own unique heat treating method to bring 
every blade to the precise hardness and temper 
to accomplish the class of work for which it 
is intended. 

The result: JOB TEMPERED hand and power 
hack saw blades perform better and last longer 
on the toughest cutting jobs. 

Based on this new development, every Heller 
blade is certified by American Standards 
Testing Bureau* to meet the three vital require- 
ments for superior metal cutting — Uniform 
Teeth, Uniform Set and Uniform Temper. 

You can choose the right JOB TEMPERED 
Blade from Heller’s complete line. And if your 
sawing problem involves economy as well as 
the proper use of power hack saw blades, a 
HELOMETER will help prolong blade life, improve 
cutting and speed set-ups by showing you 
when blade tension is precisely correct. 
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Big Benefits in the Heller Line 
of “Job Tempered” Hack Saw Blades 


THE INDUSTRY’S MOST POWERFUL MERCHANDISING PROGRAM 
BACKS THESE GREAT NEW TOOLS! 


n ali asi cS SOLD EXCLUSIVELY THROUGH 

d ) tool engineet : ‘ EN fo Heller Ss 
quipme DISTRIBUTORS 

— en = , "YOUR OUTSIDE Toot Room’ \ 














g 
r% Heller vigorously promotes _its . 

q & “ w 
it / expanded | your prospects in a Heller ob Rempered 00 g 

| blue-ribbon list of magazines. 





And you get wall charts, direct 















r q mail support, booklets and other 
r | merchandising aids to help you sell 
: more tool make more money! H E L a E R T O O a = O , 
r : America’s oldest file manufacturer 
GREAT NEW OPPORTUNITIES 
5 Newcomerstown, Ohio 
os TO SELL... A subsidiary of Simonds Saw and Steel Co. 
7 
: Behind every door you. enter, 
: there’s a potential sale for Heller 
) JOB TEMPERED hack saw blades. So 
, the Heller Line is a real bread and 
butter line, with day in, day out 
5 les and profit opportunities for you. 
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Fig. 3 
glass-base material use Morse quick-twist 
4 drill. For tapping procedure has been 
ted for all types of materials. A ground high 
satel Morse electrolized tap is recommended 
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ORMICA says: 


Reg. U. S. Pat. Off 


“use MORSE 


Electrolized Tools!’ 


Top performance on the job, hole after hole after hole . . . that’s why 
the instruction manual of the Formica Corporation specifies: 





“For Drilling Glass-Base Material : 
MORSE Quick-Twist Electrolized Drill . . . 


“For Drilling Paper and Fabric-Base Materials: 
MORSE Slow-Spiral Electrolized Bakelite Drill . . . 


“For Tapping: 
Procedure has been standardized for all types of materials. 
A ground High-Speed Steel MORSE Electrolized Tap is 


recommended.” 









Formica, like every other concern that has tested it, finds that the 
exclusive MORSE process of Electrolizing gives up to 30% longer 
tool life on the toughest jobs. And the only source for Electrolized 
cutting tools is the Morse-Franchised Distributor. 





MORSE TWIST DRILL & MACHINE COMPANY + NEW BEDFORD, MASS. 
Subsidiary of VAN NORMAN INDUSTRIES, INC. 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


means “THE MOST”’ 
in Cutting Tools 
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BOSTON 


goes alli out for distributors 


Randy Jackson, Director of Sales, discusses 
BOSTON’S Distributor Cooperation Plan with 
Lloyd F. Childers, Vice President, Goodyear 
Rubber & Asbestos Co., Portland, Oregon. 
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With a BOSTON franchise, you’re sure your rights are protected 
all the way. But that’s only one side of the story. BOSTON always 
cooperates — works closely with you and your salesmen to sell the 
big purchasers in your market. This strong, friendly relationship 
puts you in a firmer competitive position. 


BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTO ‘ BOSTON 3, MASSACHUSETTS 


Specialists in Industrial Rubber Products 


AL He SE e BELTING e V-BELTS e MATTING e PACKING e TAPE 
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OIC Distributors! irccisccivavesinyoonedingerce ncn 





1100 LINE 1300 LINE 




















a new rugged OIC 
forged steel lines 


Both feature the modern and rugged bolted The 1300 line includes a high flow port area, 
bonnet joint, which simplifies and lowers the offering full-flow characteristics. 





cost of maintenance. 
The 1100 line, with standard flow ports, is 


compact, economical, and includes the same 
high quality, rugged features and trim as the 


Both feature a soft iron gasket securely retained 
in the bolted male and female body-bonnet 
connection to assure enduring tightness. 


1300 line. 
Both feature 13% chrome stainless stee! trim 
with 1000 Brinell, duracased wedges. Most valve users have applications suited to 
Both feature plenty of gripping area for pipe both of these new OIC valve lines. Write for 
wrenches on pipe ends; there’s no interference Bulletin #195-R illustrating features and speci- 
with body-bonnet flanges. Simplifies joint fications that fit these newest forged steel valves 
make-up! to your services. 


THE OHIO INJECTOR COMPANY + WADSWORTH, OHIO 





ALVE 6, FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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Fo: more than 65 years, Osborn has developed 
and built brushes to meet industry's needs 
The excellent performance of these brushing 
tools throughout the years has gained unequalled 
acceptance among industrial buyers. They realize 
that top-quality is behind the name “‘Osborn”’ 
This acceptance is your key to greater sales 
volume to top profits through repeat orders 
year after year Ask for an Osborn maintenance, 
paint and power brush order on every call. The 


Osborn Manufacturing ( ompany, Cleveland 14, Obio 


Osho Brushen 


O S B O R N BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES « BRUSHING MACHINES « FOUNDRY MOLDING MACHINES 
R) 








This advertisement 
is currently appearing 
in the leading metal- 

working magazines. 
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EFFICIENT MILLING...in any direction! 


New CLEVELAND 4-flute center cutting End Mills : 
reduce individual end tooth shock and assure smoother Pv 
cutting action, particularly in plunge milling. ' 


The advanced design of 4-flute 500 Series High Speed End Mills 
is your assurance of accuracy and high production in both tracer 
and general purpose milling. The accurately form-ground notches BALL NOSE SQUARE END 

and the precision ground cutting edges give you absolute uni- tp het Gn held ence end eames 008 tans, Be ect 
formity and positive chip removal. < Try these new CLEVELAND ny Me Cr a ae sian ts aa _. 
End Mills on your next job. Get all the advantages of 4-flute mills 


and plunge cutting, too! Contact our nearest Stockroom, or... 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THECLEVELAND twist prt co. 


1242 East 49th Street ° Cleveland 14, Ohio 


Stockrooms: New York 7 « Detroit 2 + Chicago 6 * Dallas 2 * San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd, London W. 3, England 








Choose your 
warehouse Ace... 


for fast delivery 
of taps and gages 


—_—_— 


ATLANTA 


Ney, 
V "ORK 


a Ng 


Card warehouses cover the country, from coast to coast. To you, that means quick deliveries 


a 


that speed your sales, backed by Card's technical aid to your customers in tapping and 


gaging problems. 


S. W. CARD DIVISION, MANSFIELD, MASS. 
Warehouses: Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco 


CAF ID 


DIVISION OF UNION TWIST DRILL COMPANY 
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UNDER ONE COVER 


/ 


/ 
all you need to know to 
order HEAVY HAND TOOLS 


OVER 3 ‘ 0) TOOLS LISTED 


SIZES, WEIGHTS, LENGTHS, 
ETC., FULLY ILLUSTRATED 


Send Today! 


WARREN TOOL CORP. WARREN, OHIO 
—___—Please send me a copy of Catalog 956-L 






















SLEDGES 


HAMMERS 


MATTOCKS 


a 


CROWBARS 


WRECKING 
BARS 
he | 


DRIFT PINS 





WEDGES 








WARRENCTEED 


I 
: 
' { 
ae trade mark 
Title | WARREN TOOL CORPORATION 
Add ! Manufacturers of Warren-Teed and Devil Railway Track Tools / 
General Offices... Warren, Ohio : 
City 7 Ee l Export Division . . . 30 Church St., New York 7, N. Y. ) 
4 
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2 
_ Distributors Find 
~ | Gun Drills a Big 


Profit Producer! 


Chicago-Latrobe Distributors are 
steadily increasing their business 
with Gun Drills. Reason? It’s 
simple. More and more production 
4 men are finding that C-L Gun Drills 
produce excellent results on many 
otherwise difficult drilling jobs. 
And Chicago-Latrobe Distributors 
get the business because C-L trained 
Sales Engineers have done so much 
. more to help sell them. The ad you 
see to the right of this column is 
the current C-L ad on Gun Drills. 
It is appearing in nearly all of the 
most influential trade magazines 
. taking the C-L story direct to 
your customer. 
: In Gun Drills as in the rest of 
the Chicago-Latrobe line there’s a 
never-ending effort to: (1) Produce 
finer products. (2) Produce more 
effective tools and aids for the C-L 
Distributor. If you want a better 
line to sell—call in Chicago-Latrobe. 


Chicago-Latrobe 
Gun Drills... 


PART OF THE COMPLETE DRILLS + REAMERS + CARBIDE TOOLS - COUNTERSINKS - COUNTERBORES - SPECIAL TOOLS 








"All he did was suggest 
Chicago-Latrobe Gun Drills...” 


More than one production man has pulled his shop 
out of a tough spot by discovering that Chicago- 
Latrobe gun drills offered a new and practical way 
to do certain difficult drilling jobs. Consult your 
Chicago-Latrobe distributor. He’s had wide experi- 
ence in this specialized field, and he has a C-L Service 
Engineer available to him who rates as the final 
authority on gun drilling. 


| 


























: 
|  CHICAGO-LATROBE LINE @) CHICAGO*+LATROBE 
™ 427 W. ONTARIO STREET - CHICAGO 10, ILLINOIS 
OFFICES AND WAREHOUSES 
| DOURLE CIRCLE NEW YORK + DETROIT + CHICAGO + LOS ANGELES 
TOOLS 
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METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


(7 
i % 


CIRCULAR 

SCRAP METAL METAL 
BLADES VENEER P CUTTING 
KNIVES KNIVES 








ONE SOURCE FOR ALL MACHINE KNIVES 


Every type of machine knife needed by virtually every 

industry has been supplied with unerring accuracy 

by The Wapakoneta Machine Co. Specialists in the pro- 

duction of machine knives since 1891, Wapakoneta is 

a now one of the oldest and largest independent machine 
. . ' knife manufacturers in the world. 


Every blade is engineered to fit the job, whether 
it’s for the woodworking, steel, paper, plastic or 
veneer industry. Unsurpassed precision production fa- 
cilities assure quickest possible deliveries. 







A complete line by 
knife specialists. Adver- 
tised in U. S. News and 


World Report. WRITE FOR COMPLETE CATALOG and information about your territory. 


a 
CORRUGATED 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


~ 


SLOTEED HIGH-SPEED a 


prone wa re y 
rH WAPAKONETA sacnine co. | 7 4 


WAPAKONETA, OHIO 


kK ives é yin - ed for the dob 2 am 189] DOWEL KNIVES MHIEK SLONTED 
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SOLVE 
TOUGH CONVEYANCE PROBLEMS 


for Your Customers with 


Titeflex 


METAL HOSE™ 
and 
QUICK-SEAL COUPLINGS 


You can do this by stocking and demonstrating Titeflex 
Flexible Metal Hose and Quick-Seal Couplings for 
conveying problem chemicals under high stress conditions 

Whether used singly or paired according to size ranges, 
these high-performance products handle the flow of or 
ganic and volatile liquids as well as gases, between moving 
or misaligned terminals, at wide extremes in temperature 
and pressure. Both are super-resistant to corrosion 
and absorb vibration, pulsation and shock without dam 
age. Couplings couple or uncouple in ONE second are 
leakproof at all operating pressures 

Write today for details on liberal distribution set-up 
for your area. No obligation—naturally! 
‘ to 6” Coupling sizes '4” to 12 


Hose sizes 


* Also available with a core of TerLoN—a Du Pont tetrafluoroeth ylene 


resin—in sizes \4"'to 14". 


* ae 


B 


CALL YOUR LOCA 
DISTRIBUTOR 


2 


L 


Consult the 
yellow pages 


of your telephone directory 


TITEFLEX, INC., 602 HENDEE STREET, SPRINGFIELD 4, MASS. 
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CARBOLOY. 
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Headquarters of the Metallurgical Products Department of General 
Electric Company, 11133 E. 8 Mile Road, Detroit 32, Michigan. 
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WHY DISTRIBUTORS OF 
CARBOLOY. 
RECEIVED A NEW FRANCHISE 


On January 2, a new kind of Distribution Plan was 
put into effect with Carboloy Distributors. Here’s 
why it was done, and how Distributors will benefit. 


The new Distribution Plan is another step taken by G.E.’s Metallurgi- 
cal Products Department toward giving Carboloy Distributors the 
most valuable —and profitable — franchise in the cemented carbide 


industry. 

It has three basic objectives: 

1. To help Authorized Carboloy Distributors increase sales volume. 

2. To give Distributors an opportunity to improve net profits and 

profit margins. 

3. To speed up inventory turnover on the Carboloy cemented 

carbide line. 

The new franchise will fulfill these objectives because it is based 
on a plan to serve the customer the way he wants to be served. And 
it does this by placing two channels of distribution at the customer’s 
disposal . . . each designed to meet a particular kind of buying need. 

In addition, the new franchise includes several features that are 
unique in the carbide industry. 

Among these are: 

1. A new discount plan that gives the Distributor added incentive 

by compensating him in direct relation to the service he renders 

the customer in maintaining large local stocks. 

2. A new inventory policy that provides far greater stock protection. 

3. Performance Measurement Reports which show a Distributor 

how to realize a larger return on his stock investment. 


The net result is that an effective, realistic team relationship has 
been created between Distributors and the Metallurgical Products 
Department. From this relationship, the customer will receive better 
service ... and through it, both the Distributor and the Department 
will profit. 

Thus, it further opens the door for Authorized Carboloy Distribu- 
tors to capitalize on the most famous cemented carbide trademark — 
“Carboloy”—the most powerful line, and the most attractive franchise 
in the carbide industry. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 
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Whether your customers work with soft lead or babbitt... or whether they have to file 
rugged stainless steel... there’s a Nicholson-made file that’s been designed specifically 


for the job at hand. 
Not only do we make the world’s finest files, but we make them to meet every industrial 


need—for the softest metals and the hardest . . . for the most delicate instruments and for 
those big jobs that require rapid but efficient metal removal. 


You can do your customers a service by keeping them informed of Nicholson’s complete 
line. Help them select from X.F. (EXtra Fine) Swiss Pattern files in hundreds of shapes and 
sizes . . . Special Purpose files for aluminum or plastics . . . Machinists’ files, Regular 
Purpose files and rasps...more than six thousand high-quality varieties. 





. for durable stainless steel... 











Your catalog will show you in detail the wide choice of files and rasps available. And 
you can learn a great deal about file selection, care and use from “File Filosophy,” an 
interesting, profusely illustrated book that’s just out in a new edition. Write for your 
free copy soon. You'll find it most informative. 


REMIND YOUR CUSTOMERS TO SPECIFY NICHOLSON BRANDS 


ste NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND —_ 


@s.a.* (In Canada: Nicholson File Company of Canada Ltd, Port Hope, Ontario) 


NICHOLSON FILES veer concoss 





"40% SALES GAIN IN DAYTON 


“Cog-Belt* plus Factory-cooperation the major factors”’ . 
says O. F. Nixon, Jr., President, Industrial Suppliers, Inc. | 


“We're pleased as can be about that 40% increase in 
V-Belt sales. We had many opportunities for new busi- 
ness last year... new plants going up... moderniza- 
tion 

“Fortunately, we were able to take advantage of almost 
every opportunity. It was the adaptability of the Cog- 
Belt that turned the trick. 

“A full profit leader, it led to sales of standard V-Belts 
as well as sales in our other industrial lines. And the 


programs. 


ery, 





technical help on specific drive problems given us by 
Ken Sparks, our Dayton Representative, put the clincher 
on many a sale. 

“Since taking on the Dayton V-Belt line eight years 
ago we've enjoyed a steady increase in volume. No smal] 
part of that is due to Dayton’s aggressive advertising 
and sales promotion. But the part we really like best is 
fron 


knowing the future of our market is protected 


over-distribution by the Dayton Selective Franchise.” 












INV-BELTS RECORDED LAST YEAR” 
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Charles W. Nix 
and Sales Manage) 
sales room. It’ 

1 us by we have. That ; = . 
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Manual.” 
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“Handling our counter sales are Paul Peacock (left) and Ronald 
: Hoxsie. They’ve both had a thorough briefing in use of the 
Dayton Handbook of V-Belt Drive Design and Selection from 
The That book 


their work and the work of our whole staff.” 










Dayton Representative. has sure simplified 






rate 









“Ed Morgan of our Sales Staff helps a customer select an 






FHP V-Belt in front of the Dayton V-Belt display in our 
Counter Sales Department. We want people to know we’re > 
in the V-Belt business. This display tells them as soon as 









they step in the door.” 













“Here’s one of the drives we’ve recently installed, a Cog-Belt 
variable It’s a that’s lot of 
enthusiasm from textile mill people because of the flexibility 
it gives their machines. That’s O. T. Kersey, Vice President, 
Inc., Ken Sparks, 
That kind of factory cooperation sure 


speed drive. type getting a 








Industrial Suppliers, and Dayton, making 






a follow-up inspection, 






helps make a satisfied, come-back-for-more kind of customer.” 
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Dayton Rubber 


World’s Largest Manufacturer of V-Belts. 








The Dayton Rubber Company, Industrial Replacement Division, 
Dayton 1, Ohio 
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TO NORTON DISTRIBUTORS’ SALESMEN: 


You have the SUPER-MARKET 
for tool room grinding wheels 


Norton makes wheels for every tool room job... 


precision-built for ‘TOUCH OF GOLD” uniformity 


“Everything under one roof.” 


That’s the modern super-market advantage Norton campaign and your cue to sell the benefits of the 


brings to your tool room grinding customers. world’s largest line, with wheels for best results on 


It’s the theme of the present Norton advertising every tool room grinding job. 
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NORTON G BOND AND BE BOND WHEELS bring you the 
most efficient vitrified bonds ever developed for precision and 
semi-precision grinding. For sharpening and for surface, cy- 
lindrical and internal grinding on all steels suggest G or BE 
Bond wheels in 32 atunpUM*, 38 aLUNDUM, 19 ALUNDUM, or the 
new non-premium priced 44 ALUNDUM abrasive. 





a 


(eoRTaN) 


NORTON DIAMOND WHEELS are the recognized “Crown 
Jewels” for carbide grinding backed by long leadership in 
diamond wheel development and manufacture. Recommend 
them in the Norton-pioneered resinoid bonds — regular B for 
wet grinding and B6 for dry grinding. 


It's YOUR Super-Market, Too 


Here is one of your biggest selling fields with plenty 
of prospects looking for better tool room grinding wheels. 

You have those wheels. Give the facts on them. Fell your 
prospects and customers how Norton wheels, all ol them, 
are made with the most advanced eq upment and with the 
most experienced “know-how” in abrasives manufacture 


Explain how the result ts processing so precise that users 


get new standards of wheel balance and duplication of 


grinding action. 

To your customers, this means wheel after wheel and lot 
after lot will grind althe 
saving Touch of Gold” performance. Te 
customer goodwill, easier repeat sales, steadier profits. 


Mass. Behr-Manning 


division ol Norton Company 


. a 
with the same time-and-money- 


you, wu means more 
Norton Company, Worcester 6, 
Company, Troy, N. ¥ 
Export: Norton Belir-Manning 


Worcester 6, Massachusetts. 


Overseas Incorporated, 
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NORTON K BOND WHEELS in crysToLton® abrasive are often 
the best investment for small volume carbide grinding. The 
vitrified K Bond, in half-grade increments of hardness, enables 
users to “pin-point”’ specifications. K Bond crysToLon wheels 
are also excellent for grinding cast iron and other low tensil 
strength materials. 
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TWO BOOKLETS THAT TELL ALL. Vhe Hand! On I 
Room Grinding gives yout t t er 200 pa 

with information tl i \l i] / b) 
Wheels For Prea (, g lo { ( ru 5 
shows the way to corr select These are rea rk 
tools that help y il ist ers solve tool roon | 

help you boost sales Imprint i cop available free 


NORTON 


ABRASIVES 
(ilaking better products... 


to make your products better 


NORTON PRODUCTS: Abrasives «+ Grinding Wheels 
Grinding Machines + Refractories 
BEHR-MANNING PRODUCTS: Coated Abrasives + 
Stones + Behr-cat Tapes 


Sharpening 
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TO NORTON DISTRIBUTORS’ SALESMEN: 


You have the SUPER-MARKET 
for tool room grinding wheels 


Norton makes wheels for every tool room job... 


precision-built for ‘TOUCH OF GOLD” uniformity 


“Everything under one roof." 
That’s the modern super-market advantage Norton campaign and your cue to sell the benefits of the 


brings to your tool room grinding customers. world’s largest line, with wheels for best results on 


It’s the theme of the present Norton advertising every tool room grinding job. 
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NORTON G BOND AND BE BOND WHEELS bring you the 
most efficient vitrified bonds ever developed for precision and 
semi-precision grinding. For sharpening and for surface, cy- 
lindrical and internal grinding on all steels suggest G or BE 
Bond wheels in 32 aLuNDUM*, 38 ALUNDUM, 19 ALUNDUM, or the 
new non-premium priced 44 ALUNDUM abrasive. 








(eanTany 


Goa) 


NORTON DIAMOND WHEELS are the recognized “Crown 
Jewels” for carbide grinding — backed by long leadership in 
diamond wheel development and manufacture. Recommend 
them tn the Norton-pioneered resinoid bonds — regular B for 
wet grinding and B6 for dry grinding. 


It's YOUR Super-Market, Too 


Here is one of your biggest selling fields with plenty 
of prospects looking for better tool room grinding wheels. 

You have those wheels. Give the facts on them. Tell your 
prospects and customers how Norton wheels, all of them, 
are made with the most advanced equipment and with the 
most experienced “know-how” in abrasives manufacture 
I xplain how the result is processing so precise that users 
get new standards of wheel balance and duplication of 
grinding action 

To your customers, this means wheel after wheel and lot 
after lot will grind alike with the same time-and-money- 
saving Touch of Ge ld” performance. To vou, il means more 
customer goodwill, casi? repeat sales, steadier profits. 

Norton Company, Worcester 6, Mass. Behr-Manning 
Company, Trov. N. Y.. division of Norton Company 
Export Norton Belir-Manning Overseas Incorporated, 


Worcester 6, Massachusetts. 
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NORTON K BOND WHEELS in crysro.ton® abrasive are ofte: 
the best investment for small volume carbide grinding. The 
vitrified K Bond, in half-grade increments of hardness, enabl 

users to “‘pin-point” specifications. K Bond crysToLton wheels 
are also excellent for grinding cast iron and other low tensile 
strength materials. 
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NORTON 


ABRASIVES 
Gilaking better products... 


fo make your products better 


NORTON PRODUCTS: Abrasives + Grinding Wheels 
Grinding Machines + Refractories 
BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening 
Stones + Behr-cat Tapes 
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ASK THE MAN WHO SELLS IT... 


Whitney Chain means greater sales and profits for distri- 
butors everywhere. This is no “guesstimate” . . . the plain 
facts are 


e complete premium quality line 
e high profit margin 
e sales potential in every plant 


@ nation-wide engineering and warehousing 





. national! advertising keyed to your service 


{nd exclusive distribution of the new Whitney Single and 
Double Pitch Self-Lube Roller Chains—more sales oppor- 


New... Whitney's packaging tunities in industry and agriculture. 

include pla tic enclosed disas- 

sembled chain parts for easy 

chain assembly we oo ADD THIS UP FOR TOP PROFIT 

parts inventory . nother 

exclusive Whitney service! IT’S WHITNEY CHAIN THAT SELLS 


CHAIN COMPANY 


239 Hamitton St., Hartrorp 2, Conn. 


ROLLER CHAIN ° ILENT CHAIN ° CONVEYOR CHAIN ° SPROCKETS e FLEXIBLE COUPLINGS 
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INDUSTRIAL DISTRIBUTORS: 
This advertisement appears in leading 
metal-working publications to help 
promote your sale of Standard Tools 









Complete tine stocked by 
late tt-lelel-ige Mm Mele MES lE-ligiel'ileol miisme colt iam la 7 


Call the “STANDARD” Man... 

to advise the most economical operating 
procedure, based on knowledge and long 
experience. 

He will help you select the best type of tap 
for your job from their Complete Family of 


metal cutting tools. 


Cuality Jo0ts Since (8837 


TANDARD JOOL (0. | 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO « DALLAS * SAN FRANCISCO 


THE. STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 
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Since 1893, The Belmont Packing & 
Rubber Company has earned the reputa- 
tion for producing mechanical packings to 
uniformly high standards of quality. 


As the industrial age has progressed, bring- 
ing with it ever new sealing problems, 
Belmont has anticipated these needs. New 
packing designs, new manufacturing tech- 
niques, new materials such as the fluoro- 
carbon plastics, synthetic and silicone rub- 
bers, and special compounds and bonding 
agents have been utilized to combat cor- 
rosion, withstand higher pressures and 
temperatures, and continually improve the 
service to be expected from our products. 


That is why the familiar slogan, “There is 
a Belmont Packing for Every Service,”’ is 





BELMONT |! 


as true today as when it was adopted— 
why the Belmont trademark is known and 
respected throughout the world. 


Early in our history we adopted the basic 
policy of selling exclusively through indus- 
trial distributors—and of protecting these 
independent businessmen from all direct 
selling of the Belmont line. 


This has been a mutually rewarding policy 
as our sales success, over the years, is the 
direct reflection of the success of Belmont 
Distributors. 

Looking ahead, we propose not only to 
continue this policy, but to further imple- 
ment it with an aggressive program of dis- 
tributor sales assistance, as outlined on the 
opposite page. 











is a BELMONT PACKING for every service”’ 








“duPont trademark 


LOOKS AHEAD 


Profit from the 


BELMONT 


DISTRIBUTOR PROGRAM 


Most Wanted Line 


Eleven profit leaders are the backbone of 
the Belmont line: 1—Bert-VEE Molded 
V-Rings, 2—Crisscross Braid, 3—Cen- 
trifugal Pump, 4—Air Compressor, 5— 
Hydraulic, 6—Valve Stem, 7—TEFLON* 
Chemical Proof Packings, 8—TEFLON 
Jacketed Gaskets, 9—Spiral Wound & 
Woven Asbestos Gaskets, 10—Sheet Pack- 
ings, 11—TEFLON Stock. 


Application Directed 
National Advertising 


Your best customers and prospects read 
Belmont Packing advertising appearing in 
leading industrial publications in the 
power, chemical, petroleum, hydraulics 
and the general plant maintenance fields. 
Two million messages, annually, are point- 
ed to specific product applications. All 


invite the reader to “See your Belmont 
Distributor.” 


Augmented Field Force 


Draw upon the specialized knowledge and 
years of sales experience in the mechanical 
packing field that this recently enlarged 
Belmont field organization offers you in 
building your packing business. Their sole 
purpose is helping you sell our products. 


Distributor Tie-in 
Material + Sales Tools 


So that you may capitalize fully on our 
powerful national advertising, Belmont 
offers attractive, informative literature on 
all products, imprinted with your name; 
direct mail and publication inserts for your 
own local advertising, and other distribu- 
tor sales tools. 


THE BELMONT PACKING & RUBBER CO. 
Butler & Sepviva Sts., Phila. 37, Pa. 


BELMONT 





















NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


RUST-OLEUM 


{ 


PENETR 


of rust to bare metal as i 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this ’ 
important research before your customers and prospects! Dramatic four-page advertisements : 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this will continue all through 
1957 . . . showing your customers and prospects just how Rust-Oleum penetrates through 
rust to bare metal. 

Think what this important development means to you! You can prove Rust-Oleum 
penetration by your rusted panel demonstrations -AND NOW YOU CAN SHOW 
IRREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 
Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 
fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 
Use Rust-Oleum’s specially-prepared sales tools to go over this story of 
penetration with your accounts ... show them the thirty-page report 
on Rust-Oleum penetration prepared by Battelle Memorial Institute 
technologists ... go over the results page-by-page with them. 
Rust-Oleum penetration of rust to bare metal can save 
your customers thousands of dollars in costly surface 
preparations ... and it can mean thousands of dollars 
in additional Rust-Oleum sales for you. 





























Iilustration of cross sec 
tion of rusted metal 
cooted with Rust-Oleum 
lentarged 150 times) 

















THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 


ARCHITECTURAL 
RECORD 


WESTERN INDUSTRY 

TIME MAGAZINE 

NEWSWEEK 

BUSINESS WEEK 
and 50 

other important 

publications 















it is distinctive as your own fingerprint 


ION 


nitbrou eb the “eyes "of rad: loactivity! 


R There is only one Rust-Oleum.. . 



























Your Greatest Sales Tool! 


Be sure that each of your 
customers and prospects 
knows the facts in your com- 
plete thirty-page report on 
Rust-Oleum penetration, pre 
pared by Battelle Memorial 
Institute technologists. It cov 
ers in detail the methods, pro- 
cedures, and results of nearly 


Mixed, rust and 


Rust-Oleum coating 
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three years radioactive research. It is registered in your namé 
and is your most important Rust-Oleum sa tool! Reme 
ber—you sell the only one of its kind in the 
Rust-Oleum. The results of this important research serve to 


emphasize the fact that Rust-Oleun 
own fingerprint. 


Distance from Coating Surface, mils j tu 4 i 0 Li U j Vi h 
Rust-Oleum penetration through rust to bare metal as i STOPS 
? oo 





recorded by Geiger Counter is shown on the graph 
above in “Percentage of Surface Radioactivity” figures 





RUST-OLEUM CORPORATION « 2413 Oakton Street —Evanston, Illinois 

















When you handle 





Thermoid 










2 aol 







Rubber and Friction 
Products 







Your area is 


~ peer ; 
bs “a i ¥ 


‘o Mi) PACKED WITH =aa% 


POTENTIAL 






















[t’s true! You have prospects in every industry when 


you handle the Thermoid line. With Thermoid, you can 
supply an unusually wide range of Hose, Conveyor Belting, 
Power Transmission Belts—Flat and Multi-V—plus a full 
line of Industrial Friction Materials! And remember, all 
this is backed by Thermoid engineering service and 


technical sales help! 


hermol 


Thermoid Company, Trenton, N. J. 





No Bargain Sales For Us! 


We expect every Ohio Brass distributor 
to make a fair Profit on the O.B valves that 
he sells. 

To make a fair Profit, it’s necessary to 


have a stable Price structure. We regularly 





Publish price lists covering all standard items, 





and we stand by those Prices. There are no 





bargain” sales on O-B valves. 


We don’t believe in selling on Price. We 





believe in making a quality product and sell 
ing on the basis of the service that we and our 
distributors can give the customer And on 


the basis of the performance of O-B Products. 


The entire story on O-B distributor policy is contained 
in the booklet KEEPING FAITH » We'll be glod to send 
you a free copy, if you'll mail the covpon below 


MANSFIELD || OHIO, U.S.A. 


Ohio Brass Company 
380 North Main Street 
Mansfield, Ohio 

Please send me og free copy of Keep 
ing Faith 

Name 

Title 

Company 

Address 

City 

State 


4623-V 
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HEWITT-ROBINS FIELD ENGINEERS 
IN 42 SALES OFFICES ARE 


AT YOUR SERVICE 


Your success as a distributor—and 


ours as a supplier—depends not only 
upon supplying quality products, but 
upon service. And Hewitt-Robins is 
constantly expanding and improving 
their facilities for faster, more efficient 
service to you. 

For instance—in the Philadelphia 
area, we’ve moved our District sales 
office and warehouse. This new ware- 
house—strategically located to main 
highways—is much larger so we can 
carry a greater inventory of replace- 


ment conveyor belting, transmission 


belting, industrial hose and other H-R 
products. 

And, in Pittsburgh—we have an ad- 
ditional District office to handle sales 
of H-R Industrial Rubber Products. 
This new office will serve Northwest 
Maryland, Southeast Ohio, Northern 
West Virginia and Southwest Penn- 
sylvania. 

Hewitt-Robins now has 10 ware- 
houses and 42 sales offices. Further ex- 
pansion is under way —all in the direc- 
tion of better service for distributors of 


H-R belting and industrial rubber hose. 


. All advertisements in our Industrial Rubber Prod- 
ucts Division will direct readers to your listing in 
the local classified telephone directory. 


HEWITT-ROBINS - STAMFORD, CONNECTICUT 
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BETTER SERVICE FOR THE CENTRAL ATLANTIC AREA 














7 
Aikie 
4 IN PITTSBURGH, IT'S JOHN R. FULLER IN PHILADELPHIA, IT'S JOHN T. SHELDON 

+ He’s the manager of industrial rubber sales in “Jack” started with H-R in 1939, took five years 
our newly organized District office. Mr. Fuller, off for Army service and then came back to work 
with nine years’ experience in industrial rubber as field engineer. He did such a good job that he 
products, and the two trained field engineers who was promoted in 1949 to the job of district man 
will be working with him, are well qualified to ager. He and his staff are proud of their new 
give you dependable technical service and assist office and warehouse—says now he can give his 
ance whenever needed. customers real fast service 





Ww 
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DISTRIBUTOR REPORT ON 


de 


Bert Igou, machine tool sales manager for Mill Supply & Machinery Co. 
and Charlies G. Rimmel, production foreman, Electrical Products Division 
of Joy Manufacturing Co., St. Louis, discuss installation of W-T 20” drill 
presses af Joy's St. Lovis plant. Company purchased one press several 


years ago—now has 15 units. 


Mill Supply does an especially effective job in servicing its accounts. 
At left, G. F. Gilligan, plant manager of Joy's St. Lovis plant, outlines 
machine tool needs of his company to Bert Igou. 
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“We handle only prestige lines— 





and WALKER-TURNER 
is one of our most profitable...” 


says C. W. Burst, Sr., president, Mill Supply & Machinery Co., St. Louis, Mo. 


“Light-Heavyweight” machine tools help 
this Walker-Turner distributor boost sales 
over 350 per cent in past nine years. 

The success and growth of Mill Supply 
& Machinery Co., Walker-Turner distrib- 
utor in St. Louis, Mo., has been outstand- 
ing since the company was established in 
the late 1930’s. For example, since 1947, 
when the present management took over, 
sales volume has increased more than 350 
per cent. Today Mill Supply has fifteen 
salesmen servicing the metropolitan St. 
Louis area, Southern Illinois, and Eastern 
Missouri. 

In explaining the progress of his firm, 
Mr. C. W. Burst, Sr., says: “Our custom- 
ers depend on us for ways of increasing 
production at the least possible cost. We 
must offer prestige lines of industrial 
equipment—equipment that will not only 
produce but will also last long and have 
good trade-in value. 

“Our salesmen can recommend Walker- 
Turner machines to customers as the best 





To pre-sell prospects in your area, dominant Walker-Turner 
color advertisements ore appearing in leading trade publi- 
cations. In addition, a wide range of effective promotional 
material is available to make your selling job easier. 





C. W. Burst, Sr. reviews the company's scheduled expansion plons 
with C. W. Burst, Jr., executive vice president. In neor future Mill 
Supply & Machinery will move to new quarters that will more than 
double present floor area. 


there is. W-T tools have been one of our most 
profitable lines every year since we've been in 
business.” 

If you are not now selling Walker-Turner 
“Light-Heavyweight”’ machine tools, write us 
to learn if a distributorship is available in 
your area. 


WAI ; 
Division of Rockwell Manufacturing Co. 
Dept. WC-91, 400 N. Lexington Ave., Pittsburgh 8, Pa. 
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se check with the fellows in your receiving department, you’ll be 
agreeably surprised. The hectic period while we were moving and 
getting settled in our new manufacturing plant is now over. 


at left gives you a glimpse of the tremendous volume going 
through our shipping department. Millions of P-K quality fasteners 
... and they’re on the way to satisfy your customer’s needs. 





For years the guarantee... 
if it's P-K... it's O-K... 
a 
and from now on, 
BETTER P-K DELIVERY 
will build even bigger sales 
vo/ume—more profitab/e . 
business, for you! 


7 
a PARKER-KALON DIVISION, Genera! American Transportation Corporation, 
Manufacturers of Self-tapping Screws, Socket Screws, Screwnails, Masonry 
= Nails, Wing Nuts and Thumb Screws. 
Factory: Clifton, New Jersey—Warehouses: Chicago and Los Angeles. 


Parker-Kalon deliveries are better and getting better daily! The photo 


fasteners 


















O Twenty op Pl 
p= ap A wna NO OTHER 


LINE GIVES YOU 
ALL THESE SALES 
ADVANTAGES! 


hardened bed 
ways at no extra 
cost! ... totally 
enclosed head- 
stock, apron and 
quick-change box, 
all oil bath lubri- 
cated ... Timken 
“Zero-Precision” 
tapered roller 
bearings. 





© 


18” heavyweight 
drills for heavy-duty 
drilling — with many 
easy-to-see selling 
advantages including 
larger, heavier con- 
struction throughout, 
gear-driven power 
feed, cast iron pulleys, 
larger tool-and-job 
capacities. 





12” hydraulic tracer lathe for 
precision duplicating of multiple 
diameters, tapers, bevels, shoul- 
ders, radii, grooves, chamfers. 
Priced far below machines of com- 
parable performance! 





5 


A fast selling vertical All backed by the most 
milling machine... the 
most accurate machine of 
its type! Mills, drills, 
bores, reams and shapes 
— at all angles — with one 
work setup. A precision 
machine tool with greater 
versatility and ease of set- 
up and operation than has 
ever been available in 
a miller at, or near, its 
low price. 


dominating advertising 
and sales promotion 
program in the industry. 
A few market areas 
are still open — 


write for information! 


GQuusine CLA USIN DIVISION, ATLAS PRESS COMPANY 
pie irene 3-117 N. Pitcher St. . Kalamazoo, Michigan 


£7 
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-»»: Which would you choose? 





The U-BRAND fitting, of course! 


For complete Tough, pliable U-Cote film is readily cleaned or painted and has 
information long-lasting durability. It won’t crack from rough handling 
send for this or wrench gripping. This U-Cote film actually seals fitting surface 
free folder from damage by Rust, Corrosion, Fumes, Acids, Alkalies, 
today! Abrasion, Heat and Steam. That’s why maintenance men prefer 


U-Brand black fittings. They know they stand up longer under 
the toughest conditions . . . minimize repairs and repainting 


. .. reduce maintenance costs. You sell added protection at no 


extra cost! Order a supply of U-Brand fittings today 





~ 


A single source for all your pipe fitting needs The 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings— Unions a U nm ' © mn Mi al i ea b ‘ e 


— Plugs and Bushings — Cast Iron Drainage and Screwed Fittings — a Manufacturing Company 


Ashland, Ohio 


Steel Nipples and Couplings — Insert Fittings for Plastic Pipe 
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Kadically tyfewnt 9 
Simonds SAP, clon 


TRADE MARK : 








your customers are reading about 
SA Borolon—the new single crys- 


with the greatest surface hardness 


ed with aluminum oxide type abra- 


produced from a furnace charge 
molten base with a_ soluble 
ssolves, leaving single, natural 
grains without crushing 

particle of SA Borolon is 

sses to which conventional 
subjected under grinding 

, each particle has more cutting 
greater penetration and fast- 
action. Sell your customers 
itting with Simonds SA Boro- 

W heels Write for illustrated Catalog 


Bulletin ESH-272. 











OOLER GRINDING 

Because of its tough, hard crystal structure, SA 
Borolon bites into the work, and fractures before 
point dulling can set up frictional drag, with conse- 


quent risk of damage to steel temper. 


FASTER CUTTING 
Because SA Borolon is made up of a single, un- 
broken crystal with multiple cutting faces, over its 
entire surface it provides a regular sequence of sharp 
edges on the wheel face. This differs radically from 
ordinary blocky grain in which blunt faces are 


interspersed with cutting edges. 


LONGER LIFE 
Because SA Borolon has (1) increased resistance 
to dulling and (2) fractures so as to increase the 
“self-sharpening” feature of the wheel, less dressing 


is required and wheel life is prolonged. 


BETTER FINISH 
The sharp, free, cool-cutting action inherent in the 
single crystal structure of SA Borolon, means im- 


proved finish on your toolroom grinding jobs 


SIMONDS 


ABRASIVE CoO. 


CALL *“pistmipuToR 


SIMONDS ABRASIVE COMPANY 


Tacony & Fraley Sts., Philadelphia 37, Pa. 
LOCAL STOCK 


DIVISION OF SIMONDS SAW AND STEEL CO FAST SERVICE 


BRANCHES: PHILADELPHIA, CHICAGO, DETROIT, LOS ANGELES, SAN FRANCISCO, PORTLAND, ORE 





























New IMPERIAL 
HT SEAL, 


Furnished in steel and stainless steel 


BODY OF FITTING END OF TUBE 


Butt-Joint simplifies installation! 


GET A GREATER SHARE OF THE TUBE FITTING BUSINESS ... 
you can’t miss with the years-ahead HI-SEAL 


Hi-Seal is the successor to all present tube 
fittings for high-pressure, severe service 
Never before such ease in making a truly fool- 
proof tubing connection. Sleeve fits only one 
way, cannot be installed in reverse no 
chance for error. Positive butt-joint with no 


or hard-temper tubing. Positively no torquing 
of tube when making a joint! To 

All this plus the fact that Hi-Seal fittings a 
can be disconnected and reconnected as often 
as desired with assurance of original pres 
sure-tight seal! 



























































tube entry into body of fitting eliminates need a eae Y I tati 
. . pm, . . ) 
to spring tubing. This is especially important i. His : } : 
when working with large-diameter, heavy-wall ndord 
ouuaany S8ak FINAL TRIPLE SEAL 
] } Sor - 
ite 
. | tor 
| “~ 
NOTE CONTROLLEG BITE | <a : 
FOOLPROOF ASSEMBLY Hi-Seal goes to CLOSER TUBE BENDS works in close WITHSTANDS HIGHER PRESSURES — Joints 
gether only one way. No need to dis quorters where other types of fittings can stay tight beyond the burst pressure of 
assemble or double check for tightness not be used. A real aid to design the tube thoroughly field tested 


Created and manufactured exclusively by . . 


THE IMPERIAL BRASS MANUFACTURING COMPANY 


511 


in Canada: 334 Lauder Ave., Toronto, Ontario 


Industry's most complete /ine of tube fittings and tubing too/s. 


S$. RACINE AVENUE, CHICAGO 7, ILLINOIS 
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> MADE TO ORDER 
to INCREASE YOUR SALES 


LOCKWASHERS «¢ SPRINGTITES AND SEMS © HOZ-FAS-NERS 
THREAD-CUTTING SPRINGTITES AND SEMS «+ EATON KEPS 






















e EASIER STOCKING 
e@ QUICKER IDENTIFICATION 
e VISIBLE SALES POWER 
@ LEGIBLE SPECIFICATIONS 
e COLORFUL DISPLAY 


EATON-RELIANCE “HAS EVERYTHING” FASTENER PACKAGING 


ee = Here’s a new package, especially developed by 
- * 
on <—- the Reliance Division of the Eaton Manufacturing 
am * ia 
pe, et poe Company, that nas eve rything tor distributors 
= ats ; 


of Eaton-Reliance Industrial Fasteners. It's attrac- 


— one 
~~ el — = tive in appearance, easily identified, sturdily « 
™ Pad , = 
= —— structed tor stacking, and divided into sma 
a — as 


for convenience The bold specification mark 
can be easily seen te ling size, classit 

ass quantity; plus transparent Mylar ee thr gt 
windows in individual inside boxe for quick 





product recognition 


MYLAR WINDOWS Your customer will De enthused with ff all new Eaton-Reliance Fastener 5 


agin rogran t gives your customers the informatic they need tor q k 
Mylar windows offer the selling power es Por 
of visible packaging plus protection for efficie nt stock ng, tor yrder ng nventorying and uting witl t waste Get a 
the ill ’ kee oo 
he products. Mylar will n — © the information today There are Reliance distributorship f write 
break, turn yellow and brittle with age 
nor be affected by and grease wire or coll. 


SEND FOR DESCRIPTIVE LITERATURE AND PRICES...TODAY 


"DuPont trade-mark Reg. U.S. Pat. Office 


RELIANCE DIVISION —— 
EA MANUFACTURING COMPANY 
550 CHARLES AVENUE - MASSILLON, OHIO 

la S FF f Mew Verh © Cleve a . ° ° ° 





ALE Der , 


wy PRODUCTS: Sodium Cooled, Poppet, and Free Valve e Tappets e Hyd Valve tte ’ ‘ eot erts « Jet 


Engine Parts « Rotor Pumps « Motor Truck Axle » Permanent Mold ray lror t 1 « Heater Det te ° ~ 





Springtites Spring Washers « Cold Drawn Steel « Stomr ngs e Leaf and ¢ pring « Dynamat [ ‘ i. ke Dy nete 











What’s Behind the Big Selling Success of 
Tuffy Slings...and How You Can Share It! 


No other sling offers you so much 
profit opportunity, because no other 
sling gives your customers so much 
for their money. That, in a nutshell, 
is the story of the phenomenal sling- 
selling success of Tuffy distributors 
everywhere. 


Tuffy Slings have exclusive features 
that no other slings can come near to. 
The patented, machine-braided fabric 
gives a combination of strength and 
super-flexibility you won’t find any- 
where else. Just try to knot a Tuffy 
Sling with your hands! Even if you 
do it with a vise, the flexible fabric 
smooths out after knotting or kinking 
without suffering material damage. 


Then there’s the exclusive Tuffy 
pressed-on ferrule. It’s formed over the 
tucked splice by terrific pressure under 
precision dies. Result—a non-snagging 
eye splice with full strength of the 
fabric. 


All this adds up to longer trouble-free 
sling life. When your customer can get 
these Tuffy advantages at the price of 
ordinary slings, you can be sure of 
continued repeat orders. Distributors 
tell us that selling one Tuffy Sling is 
almost a guarantee of repeat sales year 
after vear! 


But we go further to make Tuffy 
Slings easy to sell. We’re dramatizing 
Tuffy’s “super strength plus extra flex- 
ibility” story in full page ads in leading 
trade magazines with a third of a 
million readership. These advertise- 
ments direct customers to you, the dis- 
tributor, to get their Tuffy Slings. 


} 2 wy i 
~] AARNE 
OCCUPATIONAL — 


Vill sFactorY HAZARDS 


Pipe Line t 


jnousTRY 


Tuffy’s FREE Sling Handbook 


Every Tuffy advertisement invites the 
reader to send for a free copy of the 
Tuffy Sling Handbook —60 pages that 
thoroughly cover the subject. This book 
tells the sling user how to select the exact 
Tuffy Sling he needs from Tuffy’s big 
variety of “job-tailored” slings and fit- 
tings. It’s a complete buyer’s guide — plus 
a rigger’s manual that gives your cus- 
tomer everything he needs to know to do 
his own rigging. 


Full-page Tuffy ads like this are on topping it off with the TuffyF REE 
the job around the calendar, telling Sling Handbook offer. Every one of 
the good news of Tuffy Sling ad- the thousands of leads we get from 
vantages to readers of important this advertising is turned over to 
trade magazines everywhere. And Tuffy distributors. 


Distributors Fill Orders Fast 
on 16 Factory-Fitted Tuffys 


____. Streamlined Ferrules 
Pressed On Over 
Tucked-in Splices 


Give Tuffy Eyes Full Strength of Sling 


Fh wre 


0 Hardly Ever Does 


aa ie “14 Bin - 
So : No Complicated Specifications in 
Figuring and Ordering Your Tuffy Needs 


Tuffy Machine 
Se eS Braided Wire Fabric 
SAT Successor to Wire 


Rope in Slings 


Tuffy Hoist Line Teams Up with Tuffy Slings 


union (( Wire Rope corp. 


For Canada, Safety Supply Co., Toronto 


Write us for complete information about the money-making Tuffy 
distributor plan, and your FREE copy of the Tuffy Sling Handbook. 
Do it now, today! It will be one of the most profitable decisions 
you ever made! 


2) 


4 


unio Eire Rope. corporation 


Specialists in high carbon wire, wire rope, braided 
wire fabric, and stress-relieved wire and strand. 


2236 Manchester Ave. ° Kansas City 26, Missouri 













f you want an Impact Wrench 
designed and built the way it should be 
in the first place and a factory that you 
iknow goes a little bit further than most 
fin standing behind its tools... 


















@ ELECTRIC DRILLS 
@ SCREW DRIVERS 


* 
ay 
i © SANDERS 
WR oa ce Cc hee ; © G RINDERS 


@ IMPACT WRENCHES 
LOOK UNDER 
ELECTRIC 
TOOLS! 


ALBERTSON B- 
& CO., INC. 
















@ VALVE FACE 
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Your sales job is simplified through a 
service complete in every respect. 


More than 40 years serving industrial dis- 
tributors with top quality. 


Here is the brush line for every industrial 
requirement. 


. From receipt of order we work to smooth 
the distributors sales job. 


Repeat orders of any quantity are exactly 
the same as initial orders. 


Lay your problem in our lap and we will 
have the right answer for you. 


TIME PROVES THAT IT 
PAYS TO SELL MILWAUKEE 


It doesn’t take long for the qual- 
ity of a product to make itself 
known. That is what happens 
when Milwaukee Industrial 
Brushes go into service. Time 
becomes the proving ground 
and the quality gets full ap- 
proval. 

This organization works at all times to main- 
tain a high standard of service. Add Milwaukee 
Industrial Brush quality and you have a one 
source supply that is your assurance of satis- 
fied customers and profitable sales. Give your 
customers Milwaukee Industrial Brush quality, 
it pays off year after year. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 


WRITE FOR 
DESCRIPTIVE 
LITERATURE 
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Williams ILLIAM 
als 
SULT CA 

We 


mercial transmission of 


ie hia \\ | Niagara's electric power. 
Of \')\\ With unlimited power 
\ available, a new 


industrial age of high 


production, precision 
5 l 
PVT Cd mf am machining was born 
see F my Yes 
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TOOLS OF INDUSTRY 












“CONSISTENT PRE-SELLING” 
with strong advertising 
and promotion to back 
up your selling effort 


BROADEST LINE OF ITS KIND 
enables you to supply 
the right cools for 


any industry 
— 










pW-WILLIAMS <7, 


~ 
UNMATCHED ACCEPTANCE , AA sory 


through quality and QYILLIAMS 
; q F Too. <q mOvsrer 







performance, builds repeat 
sales for the Williams 


Since 1882, Williams has anticipated the tool requirements of 
manufacturers with a complete line of holders for curning, boring, 
threading. knurling, planing, shaping, cutting-off and side work. A 
Williams cooperates with full line of high speed and carbide cutters and set-up accessories is 
Industrial Distributors also available. 

all the way. That's why 


brand 







You get quickest delivery at lowest cost from your 
LOCAL DISTRIBUTOR 


IT PAYS YOU 10 Williams makes the broadest line of its kind. Write for Catalog 302. 


STOCK and SELL 
vy. H. WILLIAMS « co. 


BUFFALO e NEW YORK @ CHICAGO e¢ LOS ANGELES 
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DISTRIBUTORS FIND GOLD 
IN STEEL TAPES! 


Demand for high-quality steel measuring tapes has reached a new high as 
American industry switches to these compact, modern, precision measuring tools 


Are you getting your share of this booming market? You should 
be. Distributors all over the country are discovering a big up- 
swing in their sales of steel tapes. Why? Because all over 
America, industry is scrapping the old fashioned folding rule — 
and switching to a new standard of accuracy and convenience 
provided by the compact modern precision measuring tape. 


The benefits? Faster work with Evans high-visibility White-Tape 
finish. Better work with Evans close-tolerance graduations. Fewer 
errors with both inch and feet-and-inch markings on Evans 
blades to save figuring. Lower costs with no breaking of fragile 
slats, and low-priced Evans replacement blades tb make old 
tapes like new. Safer work with tapes that clip to belt or slip 
fully inside pocket with no dangerous projections. 


One company — Evans Rule Co.—has played a significant role in 
this new “Industrial Revolution.” Evans pioneered the trend, 
over 6 years ago. Today, Evans leads the field...in quality, in 
merchandising, and in sales! 


Three reasons why EVANS Tape business 
is big business for industrial distributors: 


1. Evans Quality... Every Evans tape is packed with high- 
quality features and unconditionally guaranteed to meet 
Government specifications and the strictest industrial pur- 
chasing standards. 


2. Evans Promotion...The industry’s strongest advertising 
and publicity campaign — aimed at your customers —tells the 
steel tape story to the purchasing agent. 


3. Evans Merchandising... Evans, using over 20 purchasing 
agent magazines, offers every purchasing agent a free measuring 
tape — so he can try it, test it, compare it with other devices. 
Over 10,000 already have accepted this offer. Evans passes their 
names to industrial distributors for sales follow-up. Distributors 
who picked up these leads report unprecedented sales! 


Many inquiries from your territory 
are coming in—right now! 
... And there’s rich sales potential for you in every one of them. 
To get these added sales -STOCK EVANS NOW! 
Try one of these remarkable tapes for yourself ...and see why 
everybody’s going for EVANS! 
It’s yours—FREE!—your choice: 


EVANS KING-SIZE 10-ft. WHITE-TAPE 
( Extra-wide blade that stands up straight ) 


or EVANS 12-ft. POCKET WHITE-TAPE 
(Ful' 12-ft. Measure—in handy Pocket-Size) 


Clip the coupon ...drop it in the mail now. 


EVANS RULE CO., 400 Trumbull St., Elizabeth, N. J. 


Gentlemen: 
Please rush my free sample of the EVANS Tape I've checked: 


( KING-SIZE 10-ft. WHITE-TAPE (1) POCKET 12-ft. WHITE-TAPE 





Name — 





c y 


Pp 





Address —" 





i cctcnsiaeiitigitientiieningpecqeatenigiatieniiniis State__ 


eee ee ee ae ae 








NEW EVANS “POWER-TAPE” 
with Controlled-Speed Blade Return 

* Pull out tape—make measurements. 

Press button with thumb—blade re- 

turns automatically—speed is under 

your control all the way! 

Blade can’t “creep” — locks where 

stopped. No lost measurements! 

New! Clear Tenite carrying case 

that hangs up for convenience. 

Magnifying lens in lid. 

6-ft. List $1.19 —— Also 8-10-12 ft. 


““KING-SIZE”’ 
Blade %”" Wide 
Stands up straight for Upright Meas- 
uring — Won't bend or buckle because 
it’s 33% wider than ordinary tapes. 
Complete with removable belt clip. 
10-ft. List $2.39 —— Also 12 ft. 


POCKET TAPES 
Still the unchallenged sales leader in 
the Steel Tape field! 
6-ft. List 98¢ —— Also 8-10-12 ft. 


LONG TAPES 


Handsome leather-like Vinyl cover, 
with double roller mouthpiece and 
chrome-plated winding reel. Stainless 
steel edge band. Combination hook- 
ring at blade end. 

50-ft. List $4.98 —— Also 25-75-100 ft. 


These are the features that make EVANS 
America’s Most Wanted Tapes 


Heavily chrome plated cases 
Double blade markings 


10 deh Uke ! | Work in feet and inches? Read Here 
Fit ee oe be \2/9),,)\ Work im inches? Read Here 


¢ Clear plastic carrying cases 
Reasonably priced replacement blades for all sizes. 
Do it instantly—no tools needed. 
Sliding end hook on all sizes up to 12 ft.— 
100% accuracy in inside-outside measuring. 
Snow white Bonderized steel blades. Jet-black markings 
* UNCONDITIONALLY GUARANTEED. 


English-Metric Markings are available on all styles of tapes. 


NEWLY DEVELOPED 

CHALK-LINE-PLUMB-LINE 
50 ft.—100 ft. 
Sturdy, streamlined combination tool 
for one man chalk lining. Built-in 
plumb bob. A precision instrument — 
with more quality features than any 
chalk line made! 


50-ft. List $1.49 





Evane RULE CO, « Elizabeth, N. J. * Montreal, Que. * World’s Largest Manufacturer of Steel Tapes 
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Your Wickwire Rope Distributor 
and our sales engineer 
..a helpful team 


This sales engineer—an expert on the 
selection, installation and maintenance of 
our products—is with your Wickwire 

Rope Distributor every time he makes a call. 


True, sometimes he’s hundreds of miles 
away, working in the field or at the mill. 
Yet, even if he’s not there in person, your 
Wickwire Distributor has the full 

assurance that sales engineers such as this 
one are always quickly available to help you. 


It’s just one more reason why your Wickwire Distributor 
knows he’s got top-quality wire rope, slings and strand to 
sell... and that these products will serve you well. 


4086 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 
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steer 
steady 
lamp 
profits 
your 
way! 


Lots of good lamp business will 
fly right on by if you carry a line 


of lamps everyone else carries, too. 


Steer some of these steady prof- 





its your way by selling Champion 
Lamps — a line that’s limited to 


selected suppliers like yourself. 


You get the repeat business — 
not just any competitive salesman 
who happens along. You keep it, 


too, for Champions have a 50- 


year reputation for lasting light- 


ing value. 


CHAMPION LAMP WORKS 


LYNN, MASSACHUSETTS 
DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 





CHAMPION 
lamps 
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You Sell more because 


BARRY PULLEYS 
perform better 








LRA 





Purchasing agents and production chiefs are sold by 
proven performance records. That's why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet dur- 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 


R.& Jj. 


1 SADE STREET PASSAIC, N.J. PRESCOTT 7-5030 











DICK ROPE V-BELT DRIVES 





Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear. 


DICK BALATA BELTING 





Closely interwoven hard surface duck. Totally im- 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 





Scientifically designed. Electrically welded construc- 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install. 


fa iiae tele, 


COMPANY, ING. nonncucs, | tO ANGELES 


SAN FRANCISCO 
SEATTLE 
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To help you sell... 


JEFFREY 


Supplies these 


colorful posters 


CONVEYING «+ PROCESSING + MINING §QU! 


TRANSMISSION MACHINERY + CONTRACT MAN 
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BETHLEHEM 
FASTENERS 


BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Po. 









Hanger 174-4 


LIM? Vea we : 


TELEPHONE NUMBER 





REGULAR HEX NUTS 
HEAVY HEX NUTS 


FINISHED HEX NUTS 


HEX HEAD CAP SCREWS 


LAG BOLTS 


CARRIAGE BOLTS 


MACHINE BOLTS 






Fasteners Wall Hanger 
Saves Time for Your Customers 








You can make a big hit with your fasteners customers by printed on heavy stock for long service life. What's more 
offering them Bethlehem’s new fasteners wall hanger. The it can be furnished imprinted 

hanger saves time because it enables the user to locate in If you distribute Bethlehem fasteners, and feel that you 
a jiffy such facts as list prices per 100 pieces, container would like to offer the hanger to your customers, just get 
quantities, and weight per 1000 pieces. in touch with the nearest Bethlehem office 





The two-color hanger is conveniently indexed, and has 
B y BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
separate sections on nuts, cap screws, and carriage, machine 
: , . On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Coast 
and lag bolts. Its overall size is 84% in. x 11 in., and it’s Stee! Corporation. Export Distributor: Bethlehem Stee! Export Corporation 








BETHLEHEM STEEL 
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OPPORTUNITIES 
FOR DISTRIBUTORS 





OVER 1,100 FOUNDRIES BUY: Large 
wheels (12”-20” diameters) for rough snag- 
ging with about 3000 Swing Frame Grinders. 





Are You Getting Your Share of the 
More than $20 Million Foundry Grinding Wheel Market? 


There's a healthy, profitable market for you, 
selling grinding wheels to any foundry you can 
serve. Why? Because grinding wheels are essen- 
tial to foundries, and are used up quickly in the 
rough snagging operations. 

What's more, these wheels fall into a limited 


range of sizes and specifications. This, and the 
rapid turnover, helps you purchase them in dis- 
count-producing quantities. In most cases also, 
foundry grinding wheels are simpler to sell and 





service than many other industrial items, since 
the grinding done is generally less complicated. 
To these advantages, add Bay State’s complete 
line of products already known and respected 
by foundry men, strong advertising support, top 
field engineering talent backed by full research 
and training facilities . . . and you are in the 
best position to get your share of this depend- 
able, profitable market. Why not re-consider 
the possibilities in your territory today ? 





YOU CAN SELL: Raised hub disc-wheels 
used on over 25000 portable grinders for 
notching and cleaning castings. 


4000 FOUNDRIES BUY: Straight wheels 
and flaring cups for portable grinding with 


heavy duty machines. 


YOU CAN SELL: Cut-off wheels used by 
1500 foundries for cutting gates and risers 
from brass, bronze, aluminum, and iron cast- 
ings with over 2000 cut-off machines. 


FOUNDRIES BUY: Thousands of small 
wheels, cones, plugs and mounted wheels of 


all types for light portable grinding 


YOU CAN SELL: The large wheels needed 
for hand-held snagging on more than 16000 
of these Floor Stand Grinders 


TO QUALIFIED DISTRIBUTORS interested 
in representing Bay State: We will be glad to 
help you evaluate the foundry market for grind 
ing wheels, or the other profitable sales oppor 
tunities for these products in your area. Just 
drop us a line to the home office in Westboro, 
or to any of our branch offices listed below 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: Bristol, Conn., Chicago, Ill., Cleveland, Ohio, Detroit, Mich., Pittsburgh, Pa. 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 














ONLY SARCO MAKES ALL 5 
BASICALLY DIFFERENT TYPES OF STEAM TRAPS 


Liquid Expansion 


WHY DISTRIBUTORS FIND IT PAYS... 


to sell all 5 types of Sarco Steam Traps 


Only Sarco offers this sales-winning 
combination of advantages 


A strong competitive advantage 


Sarco and only Sarco offers all five basically dif- 
ferent types of steam traps. 

When you sell these five traps, you are, from 
the user’s standpoint, in a position to make un- 
biased recommendations. You can always rec- 
ommend exactly the right type of steam trap to 
meet the user’s needs. 


Undivided Responsibility 
...by one source of supply 


Sell the Complete Sarco Line...and you elimi- 
nate the expense of dealing with four or five 
different sources of supply. And you get the pro- 
tection of Undivided Responsibility. 


Simplifies your selling job 


You have only one “brand” selling job...instead 
of five! You recommend one steam trap manu- 
facturer...Sarco...for all five different types of 
steam traps. 


Gives you the fastest-selling 
steam trap on the market! 


It’s the new Sarco TD Thermodynamic Steam 
Trap...a revolutionary new type made only by 
Sarco. 

Has taken hold like wildfire in all industries. 
It’s the greatest “door-opener” in the field. Ask 
for new bulletin No. 257B. 


Big advertising campaign 


Sarco advertising in 35 publications...total 
monthly circulation of almost 1,000,000...and a 
continuing mail campaign help Sarco distributors 
by creating a preference and demand for Sarco. 


Helpful sales assistance 


Our distributors can always count on prompt 
and competent sales and technical assistance 
from Sarco field offices. Sarco Company, Inc., 
Empire State Building, New York 1, N. Y. 


2's2-6 


Sarco steam traps, temperature regulators, heating specialties, 
strainers, condensate and vacuum pumps, finned-tube radiation 


SARCO 
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OUT OF THE BLUE: Matt Landry (Oliver Van 
Horn, New Orleans) was one of those who almost 
missed the Southern meeting, thanks to stormy 
weather. . . . Matt flew in and, after circling Palm 
Beach for a couple of hours, the plane took off for 
Miami, only to learn they couldn’t land there either. 
.. . After a trip back to Tampa, a couple of hours 
wait there and another flight to Palm Beach, Matt 
finally arrived at the hotel—just in time for the morn 
ing meeting. 














CALLING ALL T MEN: Before going to the mid 
year meeting of the Southern Industrial Distributors’ 
Association, Paul Stine (Harry P. Leu, Orlando, Fla.) 
called his cashier and asked for funds. . . . She deliv 
ered them in $20 bills and Paul went on his merry 
way—that is, it was merry until he tried to spend 
money the first time; you guessed it, he had a counter 
feit $20 bill—and right from his own company, too. 


HAVE A CIGAR: There’s no doubt about it, Bill 
McClelland (Winter Brothers) was the cigar counter’s 
best customer during the Southern meeting. 

You can imagine how the word spread after Bill got 
a telephone call that Mrs. McClelland had presented 


him with their third child. . . . Yes, mother and baby 
are fine. . . . Bill’s got a sore hand from receiving con 


gratulations and a depleted purse from buying cigars. 


A PROBLEM: ne of the impressive things about 
the course at Harvard was the quick wit. . . . There 
was the discussion, for example, of a salesman drinking 
too much while at work. . . . It was pointed out that 
among his accounts were two breweries. . . . One of 
the distributor executives immediately commented 
that the sales manager should take those accounts 
away from the salesman. ... Another participant 
objected, pointing out that the salesman was getting 


Talk of the Trade 
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a sizeable amount of business from the breweries. . . 
“That’s easy to understand,” said one chap quick as 


could be. “It’s just a case of reciprocity.”—Well, | 


thought it was funny. 







SURPRISE: You can imagine the surprise of Irving 
Buck (Tool Supply & Engineering, Dallas) when he 
started to make a point with a visitor by gesturing 
with his glasses. . . . The bridge, for no reason that 
Buck could figure out, just parted and Buck had him 
self two monocles. . . . Speaking of Buck’s company 
reminds me that burglars recently broke in, took a few 
thousand dollars worth of cutting tools and, to make 
matters worse, made off with 63 miniature liquor 
bottles, a collection it took Buck 15 years to get 


together. 

















PUZZLE: | don’t know whether I| should start study 
ing French so I can get along when the Southern 
holds its meeting in New Orleans next vear or do you 
think that the well used motto for Florida will be 
applicable, substituting New Orleans for Florida 
“Let’s keep New Orleans green, bring plenty of 


money.” 


R. W. B. 
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Linco/n LUBRICANT 





Apply The Right Lubricant —In The Right Quantity —At The Right Time 











LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri 


A GREAT NEW EXCLUSIVE FOR LINCOLN DISTRIBUTORS 

... ONE AUTOMATIC CENTRALIZED LUBRICATION SYSTEM 

TO SERVICE BOTH CLOSED BEARINGS AND OPEN GEARS, 
CHAINS, CAMS AND SLIDES, SIMULTANEOUSLY 


Lincoin’s new MistOmatic* Spray Control Valve is designed for use with any Lincoln power-operated 
Centralized Lubrication System. It dispenses a controlled quantity of mist lubrication on open, 
moving machine comp ts. Eliminates makeshift mop, brush or pouring methods of lubrication. 





MistOmatic Spray Valves are also being used widely throughout industry with great success on 
assembly lines for spraying pre-measured quantities of grease, oil, paint, glue and similar materials 
on production components. Applications unlimited (Bulletin 809 for complete details.) 





| 





NEW POWER-DRIVE 
CENTRALIZED SYSTEMS 
ANNOUNCED 


These revolutionary centralized lubri- 
cation systems are specifically designed 
and engineered to meet the proven in- 
dustry need for a method of automatically 
applying viscous or fluid lubricants to 
bearings on individual machines. . . at 
predetermined, self-controlled time in- 
tervals. 

This tested method of lubricant appli- 
cation assures maintenance of a proper, 
pre-measured film of refinery-pure lubri- 
cant on all bearing surfaces. Timing and 
control devices are incorporated in the 
lubrication system to suit the machine’s 
individual requirements, based on such 
factors as operating speed, load and du- 
ration of operation. In addition, this ap- 
plication method provides the ideal sys- 
tem for power lubrication of individual 
machines arranged in automated produc- 
tion lines. It permits interchangeability 
of machine units without disturbing the 
lubrication system. (Bulletin 806-R for 
complete details.) 


LINCOLN AUTOMATIC 
LUBRICATION SYSTEMS 
SLASH COSTS ON 
LAUNDRY MACHINERY 


Installation of automatic lubrication sys- 
tems on laundry machinery is a relativel 
unexplored field, but one with vomeamees d 
ous potential. It brings into the sales 
picture the vast Institutions market in- 
cluding hospitals, hotels, nursing homes 
... every establishment with a leundey 
department. 

A remarkable case history of how Lincoln 
Centralized Systems reduced costs in 
five operating categories at The St. 
Mary’s Hospital, St. Louis, was described 
in a major editorial carried by “‘Hospi- 
tals” official journal of the American 
Hospitals Association. Reprints avail- 
able on request. Installation was made 
by Lincoln Distributor, Jos. H. Yerkes 
& Co. of St. Louis. 


“Trade Nome Registered 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


. } APPLICATION Mews 


Modern Controlled Lubricant Application Systems For Modern Machines 






























































g from outlets of pumps to to bearings. 





MS ADOPT LINCOLN MULTI-LUBER* PUSH-BUTTON FOR LINCOLN 
POWER LUBRICATION SYSTEMS ...VAST DISTRIBUTORS... . 
Ever seen a plant maintenance crew lubricating a shop truck by the con- 
, 9 . < 
ventional grease gun method? Then you'll understand why, in a few short a a 
months, six leading shop truck builders are now offering Lincoln Power mand Lincoln hes designed the Gret high 
Lubrication as an optional accessory. pressure, manually-operated Oil Gun for 
. ° . 2 contacting standard lubrication fittings, 
With conventional methods, an hour is usually consumed raising the truck a tear es. Gel alin non gun 
with chain hoist or special lift so a man can get underneath and painstakingly eliminates conventional drip-type oil sys 
locate and contact each fitting. In the case of electric-powered trucks, batteries tems “¥ ft their inherent cndven- 
have to be removed in order to reach some of the important bearings. ae. SS mane pee Sang on 
cleansing of bearings as well as pressure 
Now with the Lincoln Multi-Luber System, a mere press of a button flushes lubrication. 
ubri- and lubricates all bearings in seconds while truck is operating. Model 848 has been thoroughly tested 
gned and proved by both laboratory and field 
n in- tests. Pressure developed is 500 P.S.I.; 
cally Output per stroke using No. 30 oil is 
is to .041 ozs. Equipped with push-type 
: - at Linpak Nozzle. Easy two-finger triz¢cr 
- operation—-one quart capacity 
ppli- 
per, 
ibri- 
and 
the 
ne’s 
uch 
du- 
ap- 
sys- 
lual 
luc- 
lity 
the 
for 
Cross-section view of Multi-Luber vacuum-operated View of engine compartment showing twin Multi- : 
injector pump. Luber pumps with integral lubricant reservoirs and 
control panel with push-button and signal light. Fast moving Lincoln Bullneck Fittings 
are among the most popular distributor 
resale items. Their ‘“ball-in-top” design 
helps build repeat sales because they 
seal dirt out, keep grease in. That means 
real bearing protection. Lubrication is 
faster and easier— and they cost no more 
s- than ordinary fittings. Anodized metal 
ly rings slip over the head of each fitting 
. for oil lubrication and make it impos 
~~ sible to contact these particular fit 
es tings with a grease gun 
'y 
in 
n 
.. 
d 
i- 
n - 
- €) 
e . “s we 
~ View of tough, resilient Nylon feed lines, fabric Truck under-carriage showing feed lines connected | 


bearing ports. 
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AIR HOSE WATER HOSE STEAM HOSE 


fh 
' § ¥ Prowene . Ori Wiretex 


Champion Champion 
f ele ree ay 
FAIRWAY!) 
a Owe. GHG | * 


Fairway 


a LINE of rubber items 
sufficiently complete ...to permit 
effectively supplying the requirements 
of the trade solicited. 


CONVEYOR ELEVATOR 
BELTING BELTING 


REPUBLIC’S 


5-POINT SALES POLICY 
Super Basel A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 


A QUALITY of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be 
expected. 


| 
! 
I 
l 
! 
I 
| 
| 
| 
l 
| 
J A PRICE basis inducing and making | TRANSMISSION 
I 
! 
| 
! 
l 
l 
! 
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I 
: 
l 
I 


! 
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Record Maker | 

I 

_ beats “en a | possible aggresive competition with 

BELTING 
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l 
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Challenge 





reasonable profit return. 


FREEDOM from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by 
his day-to-day solicitations 

SELLING helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 


Chariot 


— 


Package 


and many, many more... 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 





INDUSTRIAL DISTRIBUTION # MARCH, 1957 














r IS ALWAys exciTING at this time of year to 
I add up the final, 12-month figures for the opera- 
tions of a firm or an industry. That final net profit 
figure at the bottom of the page succinctly summar- 
izes the effectiveness of a year’s business activity. 
It is an important moment as the management 
of a firm sees it in all its definiteness for the first 
time. But it is equally interesting for us here on 
INDUSTRIAL DistrisuTioN to see the final perfor- 
mance figures for the whole industry. 

It is certainly a pleasure for us to be able to 
oring to the industry the results of our Annual 
Survey of Changes in Distributor Operations (see 
p. 97 through p. 104). This reporting job would 
not be possible, of course, without the unselfish 
cooperation of distributors throughout the country 
who give us their confidential operating figures. The 
whole industry owes these men a vote of thanks. 
And we naturally appreciate, and respect, the con- 
fidence they have imposed in us. 


Highlights 





As the results of each annual survey are finally 
brought together, it affords a favorable opportunity 
to take a look-see at what is going on in the industry. 
Without scooping too much of the information 
from the eight fact-filled pages, I’d like to point 
out a few highlights. 

e Dollar sales of distributors in 1956 were 14 
per cent above those in 1955. During this same 
period the Gross National Product rose about 6 
per cent. On a dollar total basis, distributor sales 
hit a new all time record of $4.5 billion plus. 

e Not all regions shared equally in the improve- 
ment. Distributors in the Middle Atlantic, West 
South Central, and New England regions showed 
the widest gains. The narrowest gains, on the 
other hand, were recorded by distributors in the 
East North Central and East South Central regions. 

e An evaluation of these outstanding dollar sales 
gains must be tempered, of course, by an apprecia- 
tion of the contribution made by price changes. 
During the year prices of industrial supply and equip- 
ment items rose 7.7 per cent (see p. 138 for the 
ID price index). Thus, on the average, a little more 
than half of the dollar gain may be accounted for 
by the increase in prices during the year. Stated 
another way, distributors moved about 7 per cent 
more goods in physical volume terms. For com- 


parative purposes, the FRB index of the physical 
volume of production was up 3 per cent in 1956 
over 1955. 

e Gross margin or gross profit was off about 3 per 
cent. Distributors in the Mountain and East South 
Central regions had the dubious distinction of sus- 





Industrial Distribution 


Check Your Performance 





taining the greatest declines in gross margins—19.7 
per cent and 17.2 per cent, respectively. Distribu- 
tors in the East North Central region were unique 
in that they actually improved their gross margin 
showing. 


Problems 


These facts form a suitable backdrop for any diag 
nosis of the health of the industry. They certainly 
form a factual basis for the industry problems as 
stated by distributors. We ask the questions “What, 
in your opinion, are the toughest problems faced 
by the industry?” As the reports are read, one is 
struck by the constant reappearance of certain 
problems. High on the list is price cutting and 
the consequent further erosion of net profits. This 
condition has a substantial basis in fact as the 
figures revealing the deterioration of gross margins 
will testify. ‘Two types of predators are most fre 
quently distinguished (1) hat and desk operators 
and (2) reputable concerns in their own trading 
areas who leave their scruples behind as they move 
into another distributor's trading area and, of course, 
as they get further away from home. 

Another closely allied problem, perhaps even a 
result of the first, is the relentless drive to improve 
efficiency, reduce the costs of operation and thus 
conserve the reduced gross margins. Doing some- 
thing about the costs of office work or paper work 
gets the major share of the mentions. Evidently, 
other major, even greater, generators of expense 
are not a source of concern. 

Getting, training and keeping good salemen and 
other personnel are problems that continue to rank 
high in distributors’ minds. This seems to be almost 
a chronic problem in this industry. This same 
problem ranked very high in our first Annual Survey 
of eleven years ago. We have been having practi- 
cally a full employment economy for the past several 
years. All concerns, in all industries have man 
power problems. The question is, are we having 
more trouble getting and keeping people than 
other industries? If we are, the next me | obvious 
question is, what is wrong with us? What are 
we not doing that we should be doing? And what 
are we doing that we shouldn’t be doing? This line 
of questioning can, of course, be brought down to 
your firm. 

Take a look at the Annual Survey results and 
let me have the benefit of your own thinking. 


p eS ae 
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Classes were held mornings and afternoons; evenings (3 to 5 hours) were 
devoted to study and informal group sessions on upcoming class work. 


Management Course at Harvar 
Wins Industry's Acclaim 


) pes INDUSTRIAL SUPPLY INDUSTRY S$ FIRST MANAGEMENT COURSI for 


distributors is now a thing of the past but, according to participants and 
observers, the results of three weeks of intensive college work will be 
telt in the industry for years to come. 

he course was sponsored by the National and Southern Industrial 
Distributors’ Associations and was held at the Harvard University Gradu- 
ate School of Business Administration in Cambridge, Mass. The 86 
distributor officials in attendance represented 77 companies from points 
as distant as Portland, Ore., and as close as Cambridge, itself. 

Here, then, is the story, with pictures, of what the course was about, 
who participated and what they thought of the course. 
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It was cold outside at 7 a.m. (18 below zero) and most of 
the executives used underground passages to get to . . 


During a “stretch-your-legs” break in classroom work, Philip 
Beaubien chats with a most interested visitor, Robert 
Fernley, executive secretary of NIDA, co-sponsor with SIDA 
of the course. 


Breakfast in Kresge Hall. While all meals were served here 
breakfast was the only one served buffet styl 


Cases were discussed in and outside the classroom. Here 
F. Marsena Butts, chairman of the associations’ Joint Educa 
tional Aids Committee, chats with Robert T. Davis, Assist 
ant Professor of Business Administration. 


What's the goal? —» 























Overall Goal 


Of Management Course: 


Increase Your Power 


To Understand Problems 
To Make Decisions 


Dr. Harry R. Tosdal 
Professor of Business Administration 
Harvard University 


M* QUESTIONS HAVE ARISEN concerning the recent management course 
at Harvard. Answers to most of these questions were supplied by 
Harry R. Tosdal, Professor of Business Administration, when he welcomed 
the 86 distributor executives to the course. 

To provide the rest of the industry with Dr. Tosdal’s thinking, we posed 
six questions. Here are the questions with Dr. Tosdal’s replies. 


What are the major goals of management 
courses such as the recent NIDA-SIDA 
sponsored course at Harvard? 


©¢The major goals can be summed up as increased 
power to understand administrative problems and 
make administrative decisions in business. One, of 
course, may break this down briefly into several sub 
topics; for instance: 

The development of analytical ability, with the end 
in view of developing judgment in business and ad 
ministrative situations. 

Development of imaginative power; imaginative 
thinking of the type which the school seeks to develop 
includes both the imagination required to recognize 
and solve problem, that is, diagnose and suggest al 
ternatives to solutions to specific problems as well as 


the imaginative thinking which encourages the ways 
and means of putting conclusions into effect. 

To increase the command of facts. The presenta 
tion of business situations in our cases within which 
the problem must be solved necessitates devoting con 
siderable attention to the particular situation as com 
pared with the more general application of the reason 
ing involved. 

Development of facilities in reading with compre- 
hension. 

l'esting the ability of men to work through prob- 
lems under time pressure and the enhancement of 
that ability. 

Training students in the art of working with and 
through human beings to carry decisions into effect. 

To provide an atmosphere of reality and concrete 
ness so that discussions appear interesting and practical 
to students 
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Does the age of a participant have any 
bearing on what he can contribute or 
get from the course? 


©eThe age of the participant does have a bearing in 
only one respect. It is our desire to have in the course 
men whose ability and experience are reasonably on 
the same level. Our experience is that men in the 
42-55/60 year group should not be mixed with the 
25-35 year group because the latter, even though able, 
are not usually in a position to contribute their share 
to the discussion. Consequently we do not ordinarily 
admit men under 35 to our regular advanced manage- 
ment sessions, a policy arrived at after a good deal of 
experience. We did make some exceptions in the 
NIDA-SIDA course. 


It has been said that the case method of 

teaching leaves questions and problems 

3 dangling in mid-air—no specific and defi- 

* nite solutions. Would you comment on 
this? 


©€Several comments might be made. The first is that 
the purpose of case discussion is not to give definite 
answers to the students but to increase their capacity 
to arrive at decisions. The comment of many stu- 
dents in the NIDA-SIDA course upon this question 
indicated that they realized there might be several 
answers to many problems but felt that the raising 
of questions and the examinations of bases for deci 
sion were most important. 

A part of the answer is to be found also in the atti 
tudes of most students when they finish the course, 
namely, in the general attitude and feeling that they 
expect to approach their future problems more thor 
oughly and more intelligently. 


Then there’s the comment that, even 
though the case method is good, it would 
be even better if all of the cases involved 

* were from “our” industry. Would you 
comment on this? 


®€With this I disagree. Our experience is that a 


series of cases drawn purely from an industry would 











not be superior to the cases drawn from a variety of 
situations. The cost of a good tested set of cases for 
an industry would be quite substantial and the 
preparation and testing time-consuming; but the main 
objection is that it will not equally stretch the minds 
of students as effectively as cases which are function 
ally pertinent, drawn from varied industries, and 
tested for teaching purposes. 

It should be noted that probably few if any sessions 
were held in which industrial distribution was not 
brought into the discussions. This parallels our ex- 
perience with other groups. 


Is a college education necessary for a 
man to participate in and benefit from 

5 an industry-sponsored course? Would 
* you elaborate, giving some of the factors 
you consider when screening applicants. 


®A college education is not necessary for the course. 
Education is not merely a matter of courses for degrees 
but what a man has made of himself. Some of the 
best educated men are those who have reached a 
high stage of intelligent, business leadership the hard 
way. 

Our choice of candidates for the course was made 
primarily on the basis of age, responsibility, and ex- 
perience, and their bearing upon the ability of the 
candidate to give as well as receive benefit in class 
discussions. The need of further training should not 
be the prime criterion nor the desire of some men to 
use the class to make contacts with older responsible 
executives. We wanted a group of able, competent 
top executives who could bring to the discussions, 
both within and out of the classroom, the benefit of 
their varied experience. 






Would you care to make any observa- 
tions on the recently-completed NIDA- 
SIDA course? 


®€We have been led to believe that the member 
were highly pleased with the course. We did seek 
criticism in various ways but the response from many 
points has been almost embarrassingly flattering. We 
are aware of course that the adverse critics may have 
kept silent but we think that the course was quite 
successful.” 


How was participation? 








Management Course (Cont’d.) 
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Everyone Participated in Discussions 


Ox tHE WELCOMING SESSION WAS OVER and th but most found that four and five hours were required 
“students” were settled in Hamilton Hall, igOl (hat the executives would spend hour after hou 
ous schedule of study was undertaken The : average discussing and re-evaluating management problems 
participant spent 18 of each 24 hours, studying o1 was indicated right from the beginning. With 86 
discussing the cases which had been selected by faculty men carrying titles ranging from president and owner 
members. to assistant general manager, it would not have been 
\ typical day’s schedule extended from a 7:30 a.m surprising to have a few stragglers check in for the 
breakfast straight through to a study period starting welcoming session a bit late. Instead, at the appointed 
at 8 p.m. hour for th yurse to start, ceverv one of the 86 was 
These evening study periods were combinations of registered in. According to Harvard officials, it was 
individual study and impromptu group sessions. The the first time that an entire class was on time 
executives were advised to spend a minimum of three laving gotten off on the right foot, the distributor 


hours in preparation for the following day's classes executives maintained good relations with the Harvard 
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educators with whom they came in contact. Many 
of the executives pointed out that one of the im 
portant by-products of the course was bound to be 
the more complete understanding by professors of the 
industrial distributor and his position in our economy 
his public relations work assumes added importance 
when it is realized that many of the 16 professors 
who conducted classes are authors of marketing books. 

As Professor ‘Tosdal put it, he had high regard for 
the “quality and cooperation of the members of the 
course. It was a fine, able and intelligent group of 
men. My colleagues were much pleased with the 
active and intelligent participation. I think we all 
finished the course with added respect for the execu 
tive group of NIDA-SIDA.” 

‘hat the feeling of high regard was shared by th« 
distributor executives was shown by an informal check 
of 20 participants. They were asked: “If the associa 


tions were to sponsor another course, would you make 


application to attend? Of the 20 queried, exacth 


half said they would like to attend another cours« 
Che remaining 10 said “No, I would not attend bi 
I'd make certain my company was represented 
Not a single respondent showed a lack of inter 
Whether the associations will attempt to ho 


nt 


; 


another course has not been decided. It was po 
out that staging this course involved two years of w 
Ihe idea of holding such a course was advanced 
1955 by C. McDonald England when he was pre 
of the Southern Association 
Ihe suggestion was turned over to the Joint 
ticnal Aids Committee and Mr. Butts a 
approached Harvard officials. They a 
posal with the understanding that faculty de 
should be done, who should do it, and how it s} 
be done. In making such decisions, members of th 
faculty consulted regularly with industrv leaders 
“The instructional methods,” Dr. Tosdal explain 


What did they get out of it? —» 











Study was the “order of the night” and here two room- 
mates, Robert Crawford, Erie Mfg. & Supply Corp., Erie, 
Pa., and George W. Levering, Jr., Engineering Supply Co., 
Dallas, burn a little midnight oil. 


“were under faculty control, although every member 
welcomed association corporation. 

“Efforts were made to choose from the masses of 
material available those portions which would be 
beneficial to the class. The faculty assignments were 


fully under faculty control and the choice of students 


was, too. 

“We believe the length of the course was the mini- 
mum for the fields covered and while there might be 
differences of opinion as to the extent to which par 
ticular problems might be emphasized or de-empha- 
sized, there seemed to be sufficient agreement so that 


Small discussion groups of eight to ten men were the back- 
bone of the course. These groups met twice daily under 
group discussion leaders and discussed the cases coming up 
in subsequent classes; such discussions frequently were much 


POE AR ot 


— 


y A 


All from Portland, Ore., are: Theodore R. Ahlberg, Good- 
year Rubber & Asbestos Co.; James L. Haseltine, J. E. 
Haseltine & Co.; Arthur H. Allen, Goodyear Rubber & 
Asbestos; and John C. Derville, Jr., General Tool Co. 


little change in the general plan would be called for 
were the course to be repeated.” 
\s to value of the course, participants were asked: 


Do you feel you'll be able to apply any of 
the material you've studied so far to your 
work when you return home? If so, what? 


Individual answers start on opposite page => 


more heated than in actual class but this very fact insured 
active participation. Here Mr. Beaubien instructs group 
leaders in ways to keep the discussion periods alive. Leaders 
were changed at mid-point in the course. 
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“T’ve learned how to 
analyze objectively all 
the facts presented— 
and probably as impor- 
tant —make sure the 
facts were obtained 
from the correct source 
to represent a true pic 
ture of the whole situ 
ation or case.”—T. H. 
Hubbard, Harris Pump 
& Supply Co., Pitts 
burgh 


‘I feel that we have 
been taught many of 
the logical and reason 
able approaches to 
business problems in a 
short time. I know I 
have a far better under 
standing of the meth- 
ods of determining the 
elements of financial 
problems than I had 
previously.” —Norvin L. 
Solie, Screw Machine 
Supply Co., Chicago 


od 


“This course is teach- 
ing us how to think, 
not necessarily what to 
think. As a result, we 
should be able to go 
back and deal with our 
day-to-day problems in 
a more competent 
manner and our long 
range problems with 
more appreciation of 
the many factors bear- 
ing on our decisions.” 
—John M. Kinabrew, 
Jr., Standard Supply & 
Hardware Co., Inc., 
New Orleans, La 


“The art of making 
more accurate decisions 
quicker is one tech 
nique I feel I can most 
likely fit into my work 
immediately —to ana 
lyze a problem objec- 
tively, deciding what 
action is necessary, why 
and when this must be 
taken, who is to take 
the action and where 
and how.”’—Bernard C. 
Weirauch, Orr Iron 
Co., Evansville, Ind 


“Looking at a prob 
lem through 86 pairs 
of eyes, I have learned 
results in a different so 
lution than the one 
you get from looking 
at a problem through 
one pair of eyes. This 
knowledge will broaden 
my thinking in efforts 
to solve future prob 
lems in my business.” 
—John C. Pye, Pye 
Barker Supply Co., At 
lanta, Ga 


“A new (to me) con 
cept of ‘capital em 
ployed’ in business and 
how to compute return 
will help to formalize 
our approach to the 
problem of cost of 
handling a_ particular 
line—also a way of fig 
uring what a line con 
tributes to the busi 
ness.” —C. McD. Eng- 
land, Logan Hardware 
& Supply Co., Logan, 
W.Va 


— 


“Benefits cannot be 
immediately measured 
in dollars and cents but 
are nonetheless real. A 
few are: improvement 
of analytical ability; de- 
velopment of imagina 
tive power and an in 
quiring mind; practice 
in solving real prob 
lems under pressure; 
development of per 
sonal contacts.”— 
Thomas H. Clynes, 
Squier, Schilling & 
Skiff, Division of Al 
ban Corp., Newark, 


N. J. 


a 


I believe, and hope, 
that I have learned to 
be more analytical in 
my thinking Case 
studies produced what 
I would consider obvi 
ous answers, which, 
after careful study and 
discussion, prove the 
answers not to be so 
obvious and many 
times reversed my pre 
vious thinking.”’—Rich- 
ard A. Christian, ‘he 
Canton Supply Co., 
Canton, Ohio 


> 


I have learned of 
the overwhelming sup 
port for psychological 
testing and of the prin 
ciple of ‘contribution 
to overhead.’ Personal 
discussions with several 
of the men have 
cleared questions of 
salesmen’s compensa 
tion.’—Robert G. 
Campbell, The Boyer 
Campbell Co., Detroit 


The 
brain 
edure carefull 
vhich made it 


ck mal 


WeCKS 
tion ~ thought and 
newly-developed think 
should 
be invaluable Sidney 
lr. Exley, Jr., Harper & 
Reynolds Corp., Los 
Angeles 


ing proc dure 


For More Answers —> 











“Nine days away 
from the forest enables 
one to see a great many 
big and little trees 
Here all phases of tor 
estry your 
are analyzed. On the 
first day, | was certain 
pine was pine. Today, 
I'm certain pine isn’t 
ilways pine. This only 
goes to prove there are 
otten two or more ways 
to do things.”’—Andrew 
Thompson, Industrial 
l'ransmissions, I n¢ 


Buffalo, N. ¥ 


business) 


‘The course has been 
a very excellent experi- 
ence. My ability to ob- 
serve objectively and 
thoroughly has been 
improved greatly. The 
value of the opinion 
of others has taken on 
increased importance. 
I'he school is a fine ex- 
ample of well-thought- 
out organization. Most 
enlightening.” —John P. 
Burns, Burns Supply, 
Inc., Syracuse 


“The constant Har 
vard *“Why?’—emphasis 
upon the increased us¢ 
of tacts the disclosure 
of many authorative 
sources tor more facts 

exercises in the use 
of imaginative powers 
much of this will be 
rubbed off in some de 
gree in our presently 
charted activitic and 
perhaps some new 
ones.” —Harold E. To- 
rell, Svracus¢ Supply 
Co., Syracuse, N. ¥ 


\ second question, also asked at the midway point 
in the course, was “What ha$ impressed you most 


since vou arrived at Harvard?” 


and their replies are on the opposite page. 


The subjects covered in the course were varied 
enough to insure the interest of all—cases ran the 


len men answered 


gamut of management problems. Here, for example, 
ire some of the topics covered: 
Market and market research 


os 


“You have learned 
to take each problem— 
be it one in purchas- 
ing, sales human rela- 
tions, finance or some 
other—and evaluate it 
from all angles. You've 
found there is no one 
pat answer 
learned to think.”— 
William M. Spencer, 
Ill, Owen-Richards, 
Co., Inc., Birmingham, 
Ala 


You've § 


» 


“We'll use aptitude 
tests more extensively; 
we'll define responsibil 
ities more closely; and 
we'll gather more infor 
mation before making 
decisions—this informa 
tion to come not only 
from within our com 
pany but from books, 
outside authorities and 
newly-acquired friends 
in the industry.” — 
George Main, Provi 
dence Mill Supply Co 
Providence, R. I 


What one thing has impressed you most 


since you arrived at Harvard for the NIDA- 


SIDA management course? 


Ten Men’‘s Replies —> 


Organization of wholesale enterprises 





Buying policies 

Executive leadership 

Training salesmen 

Selection of salesmen 

Compensation of salesmen 

Field sales operations and local supervision 


\ppraising financial developments and analyzing 

financial conditions 

Managing trade credit 

Meeting continuing capital needs 

Control of nonfinancial operations 

While there was no grading of participants or exam 
inations, there were graduation ceremonies. These 
were held at the Algonquin Club in Boston on the 
Amid much good-natured 


Sales quotas 

Pricing 

Sales programs 

Human relations problems 


Elements in marketing programs last Thursday evening. 
Order filling and warehouse layout ribbing, each executive received a certificate along 


Inventory control with the congratulations of faculty members and 


Delivery equipment policy 
Building the basic financial statements 
Use of wholesalers by manufacturers 


fellow “students.” 
A complete list of the 86 participants—men whose 
ages averaged 45—is published on page 92. 


INDUSTRIAL DISTRIBUTION © MARCH, 1957 











Hitude 


ively; 


isibil 
; and 
infor 
iking 
rma 
only 
com 

0ks, 
and 
ends 
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Co., 


“My impression is 
that, by clear thinking, 
group discussion and 
looking at two sides of 
every question, you 
yften reverse your orig 
inal opinions on a par 
ticular question. I be 
lieve we will all want 
other men from our 
ompanies to attend if 
the course is repeated.” 

William C. Cava- 
nagh, Jr., Fairmont 
Supply Co., Fairmont, 
W.Va 


a 


“Management of 
inv business today is a 
science that must be 
clearly understood. The 
case study method 
used here at Harvard 
brings this fact out 
very clearly and has 
caused all of us to 
search for all the vari 
ous facets of a problem 
before attempting to 
come to any intelligent 
conclusion.” — Frederic 
H. Butts, II, Butts & 
Ordway Co. Cam- 
bridge, Mass 


— 


“I am most im- 
pressed by the case 
study method, which 
brings out many facts 
leading to a_ possible 
solution without mak- 
ing a definite recom- 
mendation. I will go 
home convinced good 
management is the 
process of taking ac- 
tion, after all the possi- 
ble facts have been 
analyzed.”"—A. W. Ad- 
kins, Pelican Supply 
Co., Inc., Shreveport, 
La 


ee 


“The case discus 
sions are extremely in 
teresting Everv one 
takes a crack at the 
various problems pre 
sented They are 
guided by the most 
competent professors 
in the country The 
interest and enthusi 
asm of the men attend 
ing is outstanding. The 
staff of the university 
has done a terrific job.” 
—Miles F. Alexander, 
Ducommun Metals & 
Supply, Los Angeles 


“This is different— 
it’s stimulating lhe 
Harvard case method 
definitely makes one 
more aware of the ne¢ 
essity of clear objective 
thinking. The analvti 
cal approach to busi 
ness problems is a 
must. The exchange of 
ideas is of immense 
value.”"—Robert J. Ol 
sen, Screw Machine 
Supply Co., Chicago 


“That which has im 
pressed me most at 
mid-term is the oppor 
tunity to live, talk, and 
study, constantly for 
three weeks with many 
of the finest men in 
our industry in an en 
vironment of study and 
learning far removed 
from the pressures of 
every-day business.” — 
Robert L. Jones, Jones 
& Auerbacher, Inc., 
Newark, N. J 


“Undoubtedly the 
sincere desire of all dis 
tributor executives at 
tending this course to 
search for new meth 
ods and different ideas 
has impressed me most 
From the presidents 
down, long hours of 
reading, studying and 
informal sessions have 
supplemented the for 
mal programs.’’—Giles 
P. Bennett, Fred K 
Blanchard, Inc., Troy, 


N.Y 


Th instructor 
have impressed me by 
ibility to 
ourage and 


their expert 
mstruct, en 
enthuse the 
of this class 
tion material furnished 
us is out of this world 


member 
Instruc 


and well-developed fol 
our industry. Harvard 
offic 1als have done } 
fine job managing th 

COUTSE Leonard J]. 
Tinney, John Weekes 
& Son Co., Water 
town, N Y 
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List of Participants 


Adkins, Alton W., Pelican Supply Co., 
Inc., Shreveport, La 

Ahlberg, Theodore R., Goodyear Rubber 
& Asbestos Co., Portland, Ore 

Alexander, Miles F., Ducommun Metals 
& Supply Co., Los Angeles 

Allen, Arthur H., Goodyear Rubber & 
Asbestos Co., Portland, Ore 

Badalli, Francis J., Standard Equipment & 
Supply Corp., Hammond, Ind. 

Bennett, Giles P., Fred K. Blanchard, Inc., 
Troy, N. Y. 

Bremer, William C., Degen-Fiege Co., 
Los Angeles 

Burns, John P., Burns Supply, Inc., Syra- 
cuse, N. Y. 


Butterwick, James F., Barrett Hardware 
Co., Joliet, Il. 

Butts, Frederic H., Il, Butts & Ordway 
Co., Cambridge, Mass 

Caler, Lester E., W. S. Wilson Corp., 
Long Island City, N. Y. 

Campbell, Robert G., The Boyer-Camp- 
bell Co., Detroit 

Carey, G. Cheston, Jr., Carey Machinery 
& Supply Co., Inc., Baltimore, Md. 

Cavanagh, William C., Jr., Fairmont Sup- 
ply Co., Fairmont, W. Va. 

Chapple, James H., The Geo. Worthing- 
ton Co., Cleveland 

Chatfield, Wilson P., The F. Hallock Co., 
Derby, Conn. 

Chewning, Richard M., The Republic 
Supply Co. of California, Los Angeles 

Christian, Richard A., The Canton Sup- 
ply Co., Canton, Ohio 

Clynes, Thomas H., Squier, Schilling & 
Skiff Division of Alban Corp., Newark 

Crawford, Robert W., Erie Manufactur- 
ing & Supply Corp., Erie, Pa 

Davison, Elton E., The Republic Supply 
Co. of California, San Leandro 

Demming, Perry T., The 
Supply Co., Akron, Ohio 

Derville, John C., Jr., The General Tool 
Co., Portland, Ore 

Dietz, Leonard L., Dietz Industrial Supply 
Co., Aurora, II] 

Dull, Carroll E., P. A 
Inc., York, Pa. 


England, Clarence McD., Jr., Logan Hard- 
ware & Supply Co., Huntington, 
W. Va. 

Enright, William L., Ellfeldt Machinery 
& Supply Co., Kansas City, Mo. 

Exley, Sidney T., Jr., Harper & Reynolds 
Corp, Los Angeles 


Hardware & 


& S. Small Co., 


Ferguson, Richard E., Jr., Industrial Sup- 
ply Co., Clinton, S. C 
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Foss, Warren L., M. L. Foss, Inc., Denver, 


Colo. 


Foster, Augustus, Squier, Schilling & Skiff 
Division of Alban Corp., Newark, N. J 


Fridrich, Robert M., Orr lron Co 
Evansville, Ind. 


Gilbert, Elbert R., Pratt-Gilbert Hardware 
Co., Phoenix, Ariz 

Gordon, W. Sterling, Sterling Supply Co., 
Ferndale, Mich. 

Gutknecht, William J., Jr., Stambaugh 
Supply, Division of the Stambaugh 
rhompson Co., Youngstown, Ohio 

Hadden, Callender F., Jr., Standard Sup- 
ply & Hardware Co., Inc., New Orleans 

Hallett, James C., The Hardware & Sup- 
ply Co., Akron, Ohio 


inc., 


Haseltine & 


Haseltine, James L., J. | 
Co., Portland, Ore 


Hilton, Herbert L., Pennsylvania & West 
Virginia Supply Corp., 
W.Va 


Wheeling, 


Houvenagle, Lloyd S., Electrical Engineer- 
ing & Equipment Co., Des Moines, 
lowa 

Hubbard, T. H.., 
Co., Pittsburgh 


Hudgins, Christopher Curtis, The Henry 
Walke Co., Norfolk, Va. 

Idema, Henry, Manufacturers Supply Co., 
Grand Rapids, Mich 

Jones, Robert L., Jones & Auerbacher, 
Inc., Newark, N. J 

Kern, Thomas W., Piedmont Mill Supply 
Co., Inc., Salisbury, N. C 

Kinabrew, John M., Jr., Standard Supply 
& Hardware Co., New Orleans, La 

Levering, George W., Jr., 
Supply Co., Dallas 

Loeppert, Henry V., Boyd-Wagner Co., 
Chicago 

Lund, Ralph W., Mortensen Industrial 
Supply Co., Inc., Milwaukee. 

Main, George, Providence Mill Supply 
Co., Providence, R. | 

Manley, Darrell, Briggs-W caver 
ery Co., Dallas 

Marcy, John W., Hope Rubber Co., 
Fitchburg, Mass 


McCalla, Gilbert R., J. | 


Memphis, Tenn 
McCutcheon, David A., Jr., Southern Sup 
ply Co., Jackson, ‘Tenn 
Morgan, Robert W., W 
Minneapolis, Minn 
Mueller, John E., Manufacturers Selling 
Co., Trenton, N. J 


Murray, Ken G., Murray Industrial Supply 
Co., Sacramento, Calif 


Harris Pump & Supply 


Engineering 


Machin- 
Inc., 


Dilworth Co 


S. Nott Co., 
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Naisbill, Allan F., The Galigher Co., Salt 
Lake City, Utah 

Newcomb, Joseph H., James McGraw, 
Inc., Richmond, Va. 

Newland, Wilbur A., Industrial Supply 
Corp., Richmond, Va. 

O'Brian, Dennis D., O'’Brian-Mace Co., 
Florence, S. C. 

Olsen, Robert J., Screw Machine Supply 
Co., Chicago 

Pattison, Wallace M., The W. M. Patti- 
son Supply Co., Cleveland 

Perrott, James L., Chandler-Boyd Co., 
Leetsdale, Pa. 

Pitts, Glenn E., The Republic Supply Co. 
of California, Los Angeles 

Pye, John C., Pye-Barker Supply Co., At- 
lanta, Ga. 

Rand, Horace W., American Supply Co., 
Inc., Alexandria, La 

Reynolds, Von E., Paul Roberts Steel & 
Industrial Supplies, Twin Falls, Idaho 

Richards, Harry C., ‘Transmission, Inc., 
Dayton, Ohio 

Riecken, Alfred F., Orr Iron Co., Evans- 
ville, Inc. 

Russell, Robert H., J. Russell & Co., Inc., 
Holyoke, Mass. 

Seggel, Richard A., Dodge-Newark Sup- 
ply Co., Inc., Newark, N. J. 

Solie, Norvin L., Screw Machine Supply 
Co., Chicago 

Spencer, William M., ITI, Owen-Richards 
Co., Inc., Birmingham, Ala 

Stivers, Lloyd E., Vulcan Supply & Metals 
Co., Cincinnati 

Thompson, Andrew, Bickford & Francis 
Belting Co., Inc., Buffalo, N. Y. 

Tinney, Leonard J., John Weekes & Son 
Co., Watertown, N. Y. 

Torell, Harold E., Syracuse Supply Co., 
Syracuse, N. Y 

Tydeman, William A., Jr., W. A. Tyde- 
man & Son, Inc., Easton, Pa 

Voorhees, David, B., R. C. Neal Co., Inc., 
Buffalo, N. Y 


Waid, Rollie J., The Trumbull Manufac 
turing Co., Warren, Ohio 


Walker, Edmund L., Edwards & Walker 
Co., Portland, Me 

Weirauch, Bernard C.., 
Evansville, Ind 


Wells, John L., Machinists’ Tool & Sup- 
ply Co., Los Angeles 


Or Iron Co, 


Weston, Charles H., Erskine-Healy Inc., 
Rochester, N. Y 


Wright, Ervin W., Southwest Supply Co., 
Inc., Glendale, Calif 














EXPERIENCE with automation in 


data processing Was presented by Paul tions impose cooperation, said Ralp! 
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MANUFACTURER - distributor _ rela DISTRIBUTION cost analysis presen 


tation made by Norton treasurer, Wil 
Johnson, (Norton Co.), introducing iam ‘}. Perks 


The Positive Approach To Costs 


Mid-year meeting of Southern distributor draws attention to modern 


. Harrv P. Leu, Inc., Orlando 


management methods in electronic data processing and cost analysis 








OSTS WERE THE THEME Of two important papers 
presented to Southern Industrial Distributors’ 
Association members and guests at the annual mid 


vear meeting held at the Palm Beach Biltmore Hotel, 
Palm Beach, Fla., in January. More than 425 mem 
bers and guests attended the three-day session. Rep 
resented were 61 distributor firms and 138 manufac 
turer-supplier companies. 

The next mid-year meeting of the Southern Asso 
ciation, it was announced, will be held at the Roose 
velt Hotel, New Orleans, La., on Jan. 6, 7 and 8, 1958 
‘he decision was made at a meeting of the executive 
committee and advisory board held on the first day 
of the convention. It is expected that the more cen 
tral site will increase distributor attendance at the 
meeting. 

The feature of the breakfast meeting of the South 
ern Association on the second day was a talk on 
“Modern Office Methods”, by Paul J. Stine, president, 
Harry P. Leu, Inc., Orlando, Fla. The burden of M1 
Stine’s presentation was his company’s selection of 
a positive approach to the problem of costs through 
getting more information about the business in order 
to arrive at sounder business decisions. 

“Some people,” Mr. Stine said, “seem to resent a 
change. We get set and fixed in our ways; new things 


ind new systems mean more work and more thinking. 
Being human, and possibly a little lazy, we just don’t 
want to tackle the job. The horse and buggy days 
have come and gone. You don’t drive a ‘Model T’ 
inv more. Yesterday’s models are obsolete, and soon 
We must, then, think of the ideas 


of better 


todav’s will be 
of tomorrow of electronic equipment 
methods of improvement in every facet of our 
yperations. Gentlemen, you had better hitch you 
wagon to an electronic star . . . because the old horse 
may throw a shoe and come up lame and the industry 
will pass you by.” 

Mr, Stine described, with the aid of slides, the 
experience of his company in establishing continuous, 
ir “in-line” accounting through the use of IBM Card- 
itype accounting machines. ‘The Cardatype used in 
ludes five units, cable-connected—a control unit with 
wxiliary keyboard, electric typewriter, calculator and 
printing card punch. On these machines, the com 
pany prepares complete invoices, credit memoranda, 
inventory and sales analysis cards, and entry cards to 
:ccounts receivable 

Complete details will be published in a compre 


hensive report to the industry in a forthcoming issue 


of INDUSTRIAL DISTRIBUTION, 


Following Mr. Stine’s presentation, there was open 


94 INDUSTRIAL DISTRIBUTION ©# MARCH, 1957 





Supp 
\s 
Dall: 
presi 
\sso 
gues 
Jord 
\m¢ 
lati 
Birn 
Asse 
Co., 
fron 
\ 
He 
mal 
sum 
awa 
con 
\ 
ror 


on 











\ A ) ‘. 

“ ie Je 
a Be. , \ 
. 


—_— 





BREAKFAST MEETING of Southera Association was fea- 
tured by Mr. Stine’s automation talk with slides and general 
discussion of current problems 


discussion on subjects introduced by members. Domi 
nant was the exchange of ideas on catalog preparation 
ind costs. 

National Industrial Distributors’ Association presi 
dent, Frank M. Cruger, of Indiana Manufacturers 
Supply Co., Indianapolis, Ind., was guest. 

Ashley DeWitt of Briggs-Weaver Machinery Co., 
Dallas, ‘Tex., president of the Southern Association, 
presided at all meetings. A meeting for Southern 
\ssociation members, visiting manufacturers and 
guests followed the breakfast meeting. Charles T. 
Jordan of The Charles Parker Co., president of the 
\merican Supply & Machinery Manufacturers’ Asso 
ciation; Alex V. Davies of Moore-Handley Hdwe. Co., 
Birmingham, Ala., first vice president of the Southern 
\ssociation, and Henry B. ‘Tonsmeire, ‘Turner Supply 
Co., Mobile, second vice president, were introduced 
from the platform. 

\ talk, “Progress Sharing” was made by Mr. Cruger. 
He outlined the responsibilities of distributors to 
manufacturers and the responsibilities of both to con 
sumers. Manufacturers and distributors must keep 
aware of these responsibilities if the industry is to 
continue as a successful form of distribution. 

\n inspirational address entitled, ““What’s Ahead 
tor America’, was delivered by Dr. Alfred P. Haake, 
onsultant, General Motors Corp. 

\t the final meeting, Mr. DeWitt introduced Ray 
Barnett, managing editor, INpustRIAL DisrripuTtion, 
who reported on his four-day stay with distributors 
taking the management course at Harvard University. 
Mr. Barnett said that reaction to the course was enthu 
siastic and application was diligent. For a report on 
the management see page 82. 


Ihe feature of the meeting was a presentation 
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ASSOCIATIONS’ CHIEFS—Frank M ! 
tional, Charles ‘I Jordan of th American and Ashley 
DeWitt of Southern—confer 









entitled. “Cost Accounting—An Aid to Increased Net 
Profits” by Ralph M. Johnson and William T. Perks 
both of Norton Company 


inalysis techniques, Norton personnel, under the 


Using distribution cost 


direction of Mr. Perks, who is treasurer, made analyses 
of the costs of handling some 25 different product 
lines and categories in three distributing firms. Onc 
of the distributors did more than $4 million volum« 
another more than $1 million, and a third less than 
$1 million 


Methods Described 


I'he functional costs and unit of measurement used 
to determine costs of handling each line or product 
category (for instance, invoice preparation costs wer 
distributed on the basis of the number of invoice 
lines) were shown 

After discussing the methods of cost analysis, M1 
Perks then showed the results of the analysis mad 
in each firm. An unusual pattern of high gross margin 
but net loss on handling was noted in three lines o1 
product categories. But, as Mr. Johnson explained 
this information did not result in negative action on 
the part of the firms analyzed, but in constructi 


action such as change in methods of warchousing 


order filling, and even pricing. One distributor, Mr 
Johnson said, went to the extreme of doubling pr 
on broken packaged orders without complaint from 
customers and made the line profitable 

I'he social calendar of the convention included a 
cocktail party on Monday evening; a buffet luncheon 
l'uesday and manufacturer distributor conference 


with a cocktail party and dinner on the terrace 


the evening 






1957 


































How to make up 
catalogs . . . 


Tailored 


Customers’ 
Tastes 


WW E BELIEVE In promoting our 

W produc lines to the utmost 
by making it easy for buying per 
sonnel to locate, and use, our sup- 
John C, 
Sweeney, general manager of Onon 
CO.. 
“To supplement our bound catalog, 


pliers’ literature,” says 


daga Supply Inc., Syracuse. 
and to insure maximum use of our 
suppliers’ complete catalogs, we are 
loose-leaf 
binders. ‘These binders contain com 


now distributing seven 
plete manufacturers’ catalogs, and 
prices, on our major lines in one of 
the following categories: 
1. Abrasives 
2. Cutting Tools 
3. Hand Tools 
Fasteners 
Machine 


Abrasive Machinery 


l‘ools 


Maintenance 
“Note that the 
simulated black leather with gold 


binders are of 


lettering—companion pieces to our 
catalog, 
color combination.” 


bound same design and 
Iirst it was necessary to deter- 
mine what customers should receive 
which catalogs. Each salesman made 
out lists for each of the seven sup- 
plementary binders—by company 
and individual. 
Harvan 
“Splitting catalog data by product 
category makes it possible to dis- 
tribute catalogs to different person- 


nel, catalogs tailored to their par- 


Salesman George savs, 


ticular interests. Key personnel in 
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SEVEN BINDERS, each containing manufacturers’ catalogs and price sheets in one 


of seven product categories plement 
Co., Inc., Syracuse 
I italog (nm 


prominently on cov 


ound 


various departments of big accounts 
previously complained about the big 
cumbersome catalogs including ma 
terial on not 
handle.” 
And 


Saves us 


produc ts they do 


Sweeney adds, his 


too. Why present 


a complete, expensive catalog to 


Mr 
money 

byay } c 
only buys fastenet 


someone who 


and hand tools?” 


Price Sheets Included 


Current price sheets are included 
with catalogs. It is the salesman’s 
responsibility to keep binder 


tents up to date. When new cata 


con 


logs or price sheets are issued by 
the supplier, the salesman takes 
them around, discards the obsolete 
material and inserts new literature 

Prior to the binders, when new 
catalogs were presented to customer 
desk 
drawers, squeezed into shelves ot 
bookcases, and it was virtually im 
them 


know 


personnel, they were placed in 


possible to locate when 


needed. Now buyers where 
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omplete, bound catalog at Onondaga Supply 


Sweeney spreads binders out with 


out categories are imprinted 


points 
i 


because the wide 
the product 


such catalogs are, 


binder spines show 
category in bold, gold imprint. 
Within each binder, catalogs run 
in alphabetical sequence by manu- 
facturer’s name; tab index dividers 


help locate particular catalogs. 


Suppliers Enthused Too 


Mr. Sweeney concludes with the 
observation that “our suppliers have 
been enthused about this program 
ind cooperated 100%. They realize 
their catalogs are now getting to 
more and more influential buying 
personnel and receiving more and 
more It is not necessary for 
them to imprint their catalogs as 


use. 


our binder covers have our name, 
iddress and pertinent data promi 
nently displayed. 

“An unexpected advantage is the 
increased catalog space on P. A.’s 
shelves now occupied by Onondaga 
material—additional advertising thai 
helps promote our name as a source 
of supply on major lines.” 
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9 Industrial Distribution Presents... 
11th Annual Survey of 
Distributor Operations—1956 





DOLLAR 
SALES 


a +14% 


GROSS 
MARGIN 













ANOTHER PLUS YEAR (with one exception) is shown 


National sales increase kept in 


by these percentage charts 





INVENTORIES 
_ +8.7% 


SALES PER 
SALESMAN 


+ 9.9% 


1956 Sales Reach Record $4.5 Billion 


TURNOVER 


_ 7.1% 


AV. AMOUNT 
PER INVOICE 


_ +7.7% 















step with year’s increase in industrial production ind kept 


thead of year's Ye price increase 


14% sales increase paces increases in all phases 


of distributors’ operations—except gross margin 


Dd’: AR SALES OF INDUSTRIAL pIsTRIBUTORS for 1956 
showed a 14°% increase to rise to a record $4,515 
billion, according to returns tabulated in ID’s 11th 
Annual Survey of Distributor Operations. Thus, 1956 
sales exceeded the record $4.1 billion mark attained by 
distributors in 1951. 

Increases were general in nearly all phases of dis 
tributors’ operations last year. Inventories at January 
1, 1957 were 8.7% above those for the same date in 
1956, turnover of inventory in terms of cost of goods 
sold rose 7.1% to 4.5, number of invoices billed 
increased 5.9°%, number of employees was up 4.8%, 


and number of salesmen increased 3.8%. Sales per 


employee were greater by 8.8%, and sales per salesman 


up by 9.9%. Accounts receivable were 7.5°%, greater 
As was the case in 1955, distributors’ gross margin 
Regionally, all distributor 


except those in East North Central experienced a 


decreased 2.6% to 22.8% 


decrease in gross margin 

Distributors participating in the Annual Surve 
ascribed their increase in sales to booming industrial 
conditions and higher prices. Outlook for 1957 wa 
generally optimistic 

The editors of Industrial Distribution thank the 
hundreds of distributors who provided confidential 
figures for making this survey possible. ‘Their coopera 
tion has enabled ID to again publish a reliable statis 
tical picture of the industry 


Now for the bigger picture —> 
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DOLLAR SALES (white line) increased 14% in 1956 to 


reach new record. The lower (black) line shows trend of 


1952 1953 1954 1955 1956 


ms of constant 1947-49 prices. This 


increase Im prices during the year 


1956: Distributors Had A Good Year 


te PERFORMANCE OF DISTRIBUTORS during 1956 vil 
tually duplicated their performance during 1955. All 
phases of their business, including gross margin, be 


haved during 1956 almost the same as they did in 
1955. Further, as was the case in the year before, 
distributors accurately forecast their 1956 sales—84% 
foresaw sales improvement, and 84% of distributors 
participating in this Survey reported improvement 
Below is a comparison of the range of dollar sales 
increases and decreases between 1955 and 1956: 


Increase or Decrease 
in Sales 


Percentage of Firms 
Reporting 

1955 

40.1 to 50% 
30.1 to 40% 
20.1 to 30% 
10.1 to 20% 
0.1 10% 
—0.1 —10% 
-10.1 — 20% 
—20.1 50% 


‘The biggest sales loss was reported by an East South 
Central distributor (17.2%). 
in Alabama and another in California, reported 50% 
sales increases, largest of any. 

Regionally, Middle Atlantic distributors showed the 


Two distributors, one 


gest sales increases (18.6%), closely followed by 
New England distributors (17.8%) and West South 
Central (16.4% he lowest gain, reported by East 
South Central distributors, was still a substantial 5.6% 
Distributors participating in the Survey were well 


larg 
ld TOS 


ware of the impact of the year's 8% price increase 
on their sales volume. Nevertheless, many named 
booming business conditions as responsible for their 
continued prosperity. Most of those who suffered 
sales decreases named automotive and textile indus- 


tries as being responsibl 


Inventories Increase 


I'he percentage increase in the level of distributors’ 
inventories at January 1, 1957, didn’t quite keep up 
with the percentage increase in dollar sales, except in 
the case of Mountain distributors. However, as in 
the past, the reason may be the fact that inventories 
it this date are traditionally low, and therefore do not 
bear a true relation to reported sales volume. 

Regionally, East South Central distributors showed 
only a 1.9% increase in inventories. Change in com 
position of lines, depressed local industry conditions, 
changes within individual firms were some of the 
factors which might explain this condition. 
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REGIONALLY, this is how distributors’ 1956 sales com 


pared with those in 1955. From this map distributors can 














> Turnover Improves 
h 
st In turnover (ratio of inventories to cost of goods 
. sold), distributors nationally showed a 7.1% improve 
ll ment, rising from 4.2 in 1955 to 4.5 times in 1956. 
e Middle Atlantic, East and West South Central dis 
d tributors showed turnover improvements over the 
Ir 10% mark. 
d 
- Gross Margins Are Down 
Nationally, distributors’ gross margins averaged 
22.8%, a 3.6% decline from 23.4% in 1955. Distribu 
tors in seven of the nine regions showed decreases in 
their gross margins during 1956. East North Central 
) distributors’ margins showed a slight 1.2% increas« 


to 24.2% from 23.9%. West North Central dis 
tributors’ margins remained unchanged at 24.2%. 
he largest decrease (19.7%) was shown by Moun 
tain distributors, whose gross margin dropped from 
21.8% to 18.2%. Nearly every reporting distributor 
in this region mentioned competitive price-cutting as 
a leading business problem. However, this complaint 
was general among distributors throughout the coun 
try. Nearly every questionnaire received by ID in 
the course of this survey contained a distributor's 


determine in which census region they are located. Regional 


Statistics ar 


But Price-Cutting Poses a Profit Problem 





] 







tabulated on following two pages 






comment that “price-cutting,” “price gouging,” “fail 
ure of manufacturers to police prices,” constituted th 






“toughest current problem faced by the industry.” 





Che highest gross margin (25.9%) was reported by 
Pacific distributors followed by 24.2% reported by 


Fast and West North Central distributors 












Accounts Receivable Reveal Trend 











Nationally, distributors averaged a 7% increase in 


their accounts receivable. In terms of days’ sales, 








however, this item came down from 38 days in 1955 
to 36 days in 1956. In light of comments made by 
some distributors on the Survey questionnaire, there 







s some indication of a credit tightening due to the 





tight money market. ‘This situation, which became 


marked during 1956, has affected the distributor in 






First it has slowed down his collections 


from customers dependent on the money market, and 


two wavs. 






second, it has cut into his ability to extend credit 







More Employees, Higher Sales 






Accompanying the upward sales trend, the number 





of employees of distributor establishments increased 
by 4.8% over 1955. Again, Mountain region distribu 







Salesmen’s productivity up —> 




















And Here’s a Regional Comparison of 





Sales Inventory 


Cost of 
Goods Sold 


Turnover Gross Margin 





% increase over 1955 


1956 





United States 8.7% 


15.6% 


22.8% 





New England i 8.9 


22.6 





Middle Atlantic ‘ 11.5 


21.3 





East North Central 





West North Central 





South Atlantic 





East South Central 





West South Central 





Mowyntain 








Pacific 





























tors reported the largest increase (11.1°¢) in employees. 
West North Central distributors reported a slight 
decrease of 1.5%. Distributors in other regions 
showed increases in number of employees close to 
the national average. 

There was an 8.8% increase in sales per employec 
during the year, the national average dollar figure 
being $39,760. Mountain distributors showed $46,255 
sales per employee, highest of all regions. Largest 
increase was shown by Middle Atlantic distributors, 


whose per-employee sales rose 15.6% in 1956. 


Salesmen’s Productivity Up 


The number of outside salesmen was reported by 


distributors as being up 3.8%, with the Mountain 
distributors showing a 15.4% increase. Distributors 
in other regions, however, showed percentage increases 
in the number of salesmen that were close to the 
national average. 

[he productivity of salesmen was 9.9% better in 
1956 than in 1955. Average dollar sales per salesmen 
increased from $211,647 in 1955 to $232,639 in 1956. 
Salesmen in the Pacific region had the highest indi 
vidual sales figure: $320,522. 


Amount Per Invoice Increases 


Che number of invoices billed by distributors in 


1956 increased by 5.9%. Distributors in the West 
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* Sd + | ” 
Distributors’ Performance During 1956 
Accounts Sales per Sales per Amount per JNo. of No. of No. of 
Receivable Salesman Employee Invoice Salesmenf_ Employees Invoices 
(days “lo “lo So 
je sales) $ change $ change $ change %. change from 1955 
6% 232,639 8.8% § 48.32 77 3.8% 4.8% 5.9% 
——< 
) 221,629 12.2 
218,757 
209,195 
249,256 
252,864 
190,708 
170,985 
246,854 
320,522 

































































} South Central region showed a 12.1% increase in gross margin indicates the continued existence of un 
5 the number of invoices billed, largest increase in an\ solved operating problem 
region. 
Nationally, the average amount per invoice increased Facing a Dilemma 
7% during 1956, to stand at $48.32. In 1955 the 
average amount per invoice was $44.86. ‘The amount It can well be wondered how much longs ti 
per invoice was highest in the Pacific region: $67.02 tors can face the dilemma created bv narrowing mat 
Lowest amount per invoice was shown by New Eng gins, plus rising costs, and intensif d_ price Np 
land distributors: $34.40 tition 
\s mentioned above, nearly all questionnaires sul 
What the Survey Results Show mitted by distributors contained expressions of thei 
growing concern with this problem. As shown on the 
Che results of this Annual Survey reveal that dis following pages, this concern has deeply colored dis 
tributors generally have benefited from the sustained tributors’ view of business prospects for the coming 






industrial boom. However, the continued decline in veal 





A look at 1957's prospects —> 




















11.3% 
23.0 
22.4 
29.0 
1.3 
3.3 
9.9 





This Percent of Distributors: 


How Distributors View 1957 


Estimate 1957 Sales Will Be: 


15 to 25% 

10 to 14% ony 
1 to 9% 

Same as 1956 

1 to a? Below 
10 to 15%) 1956 
Don’t Know 








1957 —Year of Promise and Problems 


Anticipating bigger sales this year, distributors are 


badgered by mounting costs, but plan improvements 


pony rHroucHOoUT THE U.S. who partici 
pated in ID’s Annual Survey view 1957's sales 
prospects with a high degree of optimism (see table 
above). ‘This optimism holds true of all nine census 
regions. As the roundup of distributor opinion (be 
ginning on facing page) shows, there are only a few 
areas and a few industries experiencing actual hard 
ship. In general terms, the story is the same every- 
where—influx of new industry, expansion of existing 
industry, and increases in population. 

But despite the high level of prosperity, distributors 
as one man complain of an inability to increase their 
profits in face of rising costs. In all regions their 
complaint centers on inadequate margins—margins 
made even more inadequate, they say, due to com 
petitive price-cutting. And as far as the current year’s 
outlook is concerned, most distributors see a continua 
tion of this competition, both from “hat and desk” 
operators and established houses 


Squeeze of Tight Money 


Nor do distributors expect any early relief for the 
“tight money” problem, a problem which is slowing 
up their collections from customers (who are squeezed 
for working capital), and is also causing some distribu 
tors difficulty in maintaining sufficient inventory 
Higher freight charges are being felt by distributors 
far zemoved from their sources of supply. 


I'hese cost and margin difficulties have reached a 
point where many distributors are taking action to 
increase their operating efficiency—not 10 years hence, 
but this year. More distributors than ever replied in 
this vein to this year’s Survey: “We are opening a 
new headquarters in April that will go far toward 
reducing a lot of the cost in materials handling. We'll 
ilso save through more efficient office facilities. ‘There 
will be mechanized shipping facilities—a lot of new 
methods for more efficient operations in the ofhce, 
shop, and warehouse.” 


Need for Personnel 


Similarly, there is more indication on this vear’s 
Survey questionnaires that distributors are acutely con 
scious of the quality of their inside and outside sales 
personnel, thus of their ability to serve customers who 
are technologically moving ahead. Says a West Coast 
distributor: “The availability of competent help is 
going to be our toughest problem this year. And our 
relations with our sources of supply is going to be 
another, particularly from the standpoint of their 
ability to keep up with research and development, 
as well as their ability to produce in quantity and 
quality for the future market.” 

The 1957 outlook, then: Confidence, with an ex 
treme awareness of the need for competent help to 
deal with intensified competition. 
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New England 





ONE OF THE RESPONDENTS to the 

Survey feel business in 1957 will 
go down. More than half of them 
look to a 5 to 10% increase in sales 
volume. Prediction is based on 
healthy state of region’s industry, 
with some defense contracts thrown 
\ favorable 
economic factor is construction of 


in for good measure. 


the New England Thruway. 

Competitive price-cutting is less 
prevalent in New England than in 
other areas, and one distributor re 
marks on the actual “complacency” 
of his salesmen due to good times. 
Nevertheless, distributors are bor- 
rowing and spending for expansion 
even though costs are mounting and 
trained salesmen hard to find and 
train. ‘There is a great deal of weed 
ing out of low-profit, low-volume 
lines, and general complaints about 
inadequacy of margins. 


Middle Atlantic 





OST DISTRIBUTORS expect a con 
tinuation of the 
boom characterizing business in 


industrial 


major distribution centers in this 
region. And most expect their sales 
volume to increase up to 15% as 
a result. However, many said part 
of increase would be due to con 
tinued rise in prices. 

The continued rise in costs of 
operations was named by most dis 
tributors as the outstanding problem 
facing them in the coming year. 
Close on this problem is that of 
price-cutting, one distributor criticiz 
ing the “general apathy” of manu 
helping distributors 
fight this trend. 

Finally, distributors in this region 


facturers in 


Here’s Distributors’ Regional Look at 1957... 





complained of the difhculty of find 
ing trained sales personnel to sus 
tain sales volume and service during 
the coming year. 


East North Central 





REAT MAJORITY OF DISTRIBUTORS 

report they expect higher sales 
in 1957. In some centers outlook 
is dimmed by uncertainties in auto 
motive and electronic (radio and 
TV) industries. Farm implement 
and home appliance industries arc 
“in doldrums.” Tool and die shops 
and many metalworking industries, 
however, are regarded as strong sales 
prospects. 

Several distributors stated they are 
taking steps this year to increase 
efficiency and reduce costs. The 
complaint about “hat and desk” 
competitors cutting prices is general, 
and concern over shrinking profits 
unanimous. Many distributors re 
port difficulty in getting good sales 
men, and propose improving sales 
training methods in coming yeat 
In all centers surveyed there are 
distributors planning new buildings 
this year. 


West North Central 





A RESPONDENTS look for higher 
1957 sales, even in areas where 
drought and lower farm income has 
hurt business. In other areas gencral 
economic prospects are bright. In 
Lake Superior area Taconite devel 
opment and St. Lawrence Seaway 
promise further industrial expansion 
In St. Louis area, chemical and air 
craft industries are expanding capac 
itv, but the automotive and electrical 
industries are reported sluggish 
Costs are the distributors’ main 
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headache, with one distributor con 
templating whether to refuse orders 
under $30 or impose a_ servic 
charge. Competition from out-of 
state distributors is increasing, with 
consequent price-cutting. Some dis 
tributors are noticing slow-up in col 
lections due to effect of “tight 


money’ on customers 


South Atlantic 





PTIMISM about 1957's sales pros 

pects is generally high. In some 
areas (particularly coal and textile 
areas) some distributors expect a 
sales downturn. But in Florida 
where industry is growing rapidly, 
distributors see an increasing poten 
tial from pulp and paper, chemical 
and aircraft industries, and also from 
host of new industries moving into 
state. All through the South Atlantic 
region, indeed, existing industry 1s 
doing well, and new industry con 
tinues to move in 

Distributors are attempting to 
meet their common cost problem 
by dropping unprofitable ling 
adopting better stocking procedures, 
moving into new, more efficient 
quarters. Competition and price 
cutting is expected to increase thi 
vear, and many distributors speak 
hopefully of improving their sales 
programs through training of moré 


and better salesmen 


East South Central 





[) stRiputors WERE UNCERTAIN 4 

to 1957 sales prospects, neal 
half putting themselves in tl 
“don’t know” column when asked 


for estimates. A Tennessee distribu 
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tor, for example, couldn’t foresee the 
effect of the cotton and grain crops 
on his business this year. Distribu 
\labama, 


though stating new industry con 


tors in Mississippi and 


tinued to enter their areas, hesitated 
to forecast a rise in their sales. Pos 
answer is fur 


sibly some of the 


nished by a Louisville distributor 
who points out that new, big in 
dustry coming in doesn’t auto 
matically mean bigger distributor 
sales—these plants often deal with 
price-cutting “jobbers” or agents, or 
direct with suppliers. 

Distributors throughout the area 
are nevertheless planning attacks 
this year on problems of cost, per 


sonnel, and sales programming 


West South Central 


IS1RIBUTORS GENERALLY FORESE! 

higher sales in 1957, except in 
areas where the drought has left 
its mark. In other areas distributors 
anticipate more volume due to in 
creased pace of oil, natural gas, 
sugar, chemical, and aircraft indus- 
Machine New 


Orleans, and home-building, cotton 
Texas 


tries. shops in 

gins and cotton oil mills in 

ire reported in a slump. 
Competition from new distribu 


tors is on the increase, aggravating 
distributors’ cost problems. Several 
distributors state they have set them 
selves specific cost-reduction goal 
for this year. According to one dis 
tributor, tight money is forcing him 
to curtail inventory. Nearly all dis 
tributors report their greatest cut 
rent ofhice 
sales personnel. A few distributors 


need is for better and 
are planning branch operations, and 
several report plans to erect new 


buildings 


[prover CONDITIONS in eastern 
Colorado New 


qualify to some extent distributors’ 


and Mexico 
general estimate of higher 1957 sales 
However, in areas such as Denver 
distributors are highly hopeful of 
prospects in muning, natural gas, 
aircraft, and construction industries 
Arizona and Idaho distributors are 
looking for continued influx of new 
industry and population 

As in other regions, distributors 
complain of “price gouging” by new 
ind small competitors, and expect 
continuation of this trend through 
year. High freight rates are named 
as a growing cost problem. To off 


set effect of higher labor costs, som« 


distributors report decision to plan 
for new quarters this year. 

One kind of competition distribu 
accept as inevitable: Rapid 
growth of small centers to point 
where they can support their own 
jobbers and distributors. 


tors 


DISTRIBUTORS expect 
this 

half anticipating a 10 to 25% in 

crease. From Los Angeles to Seattle, 


EARLY ALI 


increased sales year, with 


the economic growth story centers 
on electronics, guided missile de 
velopment, aircraft, tool and die 
shops, oil refining, oil tools. Impact 
of Mid-East crisis is mentioned fre 
quently as economic influence. 
Woodworking and furniture indus 
tries alone are mentioned by Seattle 
distributor as having poor outlook. 

Distributors’ parallel 


distributors 


problems 
those of elsewhere— 
rising costs, persistent price competi 
tion, scarcity of trained salesmen. 
San Francisco distributor states his 
sales performance is suffering from 
steady dispersal of industry to out 
lving areas and restrictions on sales 
men’s calling hours. Several distribu 
tors report they are planning instal 


lation of new office equipment. 





How Are Distributors Meeting Cost Problem? 


mounting costs” as one 


But manv of them have 


O° (HE THRESHOLD OF 
of their biggest headaches for the year ahead 


Annual Survey they 


indicated to the 


it. What 


form do these measures take? 


1957, distributors name 


ire taking 


Here are 


distributors are working on this year 


® Cost Programming—more distributors state they 


set up definite cost goals on a calendar or fiscal year basis. And toward this 


end they are installing accurate, cost-finding methods 


© Office 


taken hold. 


¢ Materials Handling—fork trucks, pallet trucks, 
stock arrangement are some devices more distributors are using to increase 


“Automation”’- 
systems involving punch cards, common-language tape, 


trend toward integrated, 


their physical efficiency. 





curative measures against 
three broad areas 


mechanized 


onveyors, functional 


undertaking to 


office 


etc., has firmly 








BY McGraw-H 
) W. 42np St., New Y 








lan 


bu 

pid 
int 
wn 








@ 


as 


After You Get a Job, It Takes 
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Only Two Years To Become A Salesman 
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A concentrated sales training 
e Program has reduced from six 





to two years the time it takes at 


























Ducommun Metals & Supply Co., Los 






Angeles, to move a recruit up to an 






outside salesman’s post. For the first 





few months a trainee such as Don 




















Petrbok (pictured here) does nothing 
but learn. He goes to classes and ob- 
serves departmental operations. Any 
productive work he does is incidental 
to learning. While this may sound 
costly, to Ducommun officials it makes 
sense—a trainee learns more, learns 
it faster and does it without disrupting 
normal operations. Nineteen weeks 
after Mr. Petrbok finishes psychologi- 
cal tests such as the one being taken 
under the direction of Marge Farrier 
(note clock), he’ll be an inside sales- 






man. 





The initial training program is 
" broken into parts; one, daily 





classroom sessions and, two, ro 
tating assignments to various depart 
ments where the trainee learns by ob 
servations and practice. However, be 
fore a salesman-to-be even becomes a 
trainee he is interviewed by all four 


of Ducommun’s sales managers. Sales 





Manager Larry Collins (left) is putting 
searching questions to Mr. Petrbok 


| Under Ducommun’s Concentrated Training 


1957 
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Concentrated Sales Training (Cont’d.) 


9:30 a. m., five days a week for 
14 weeks, and carry such typical 
titles as “Grinding Wheels,” “Threaded 
Products,” “How We Buy,” “How We 
Price,” and “How We Sell.” The num- 
ber of sessions devoted to each subject 


3 Classes are held daily fro.a 8 to 
° 


varies with its importance and com- 
plexity. “Hoists,” for example, is a one 
session class while six sessions are held 
on “Grinding Wheels.” Ducommun 
personnel—purchasing agents, special- 
ists, etc.—handle most of the instruction 
but manufacturers’ men also are used. 
Here (left) Mr. Petrbok and his associ- 
ates listen to Herb Krieft, assistant 
manager, inside sales. Mr. Krieft is in 
direct charge of the trainee program. 


A telephone setup exactly as 
used in Ducommun’s Inside Sales 


is one of the training aids em- 
ployed. Mr. Petrbok is taking the role 
of an inside salesman while Mr. Krieft 
kibitzes. Mr. Petrbok is talking to an- 
other student who is taking the role of 
a purchasing agent. The other trainees 
in the foreground are writing the same 
order as Mr. Petrbok. They hear his 
conversation over a public address sys- 
tem. The classroom program is a con- 
tinuous cycle; at the end of 14 weeks, 
it starts over; students come in at any 
point and leave when that point is 
reached again. 





During the same period they are 
5 attending classroom courses, 

trainees are learning first hand 
about various Ducommun departments. 
The full schedule of rotation through 
departments takes 19 weeks, the first 
two of which are in Pricing. They re- 
turn to Pricing for six other weeks, 
scattered throughout the training pe- 
riod. Trainees are in a special group, 
physically separated from regular em- 
ployees. This makes it easier to super- 
vise them and to watch their progress. 
They‘re expected to improve steadily 
on both accuracy and number of or- 
ders priced per day. 


After Pricing, trainees move into 
@ the Stockroom. A total of three 


weeks (separated by work in 
other departments) is spent in the 
Stockroom and Warehouse. Trainees 
do not fill orders or do any other ac- 
tual productive work. They‘re on hand 
to observe and ask questions. When 
they enter each department, they‘re 
given a lengthy questionnaire; they're 
expected to find out the answers and 
learn them. Supervisors help the train 
ees find their way around and get thé 
answers to such questions as “What 
are the minimum sizes that can be cut 
on a hydraulic hacksaw?” 








Concentrated Sales Training (Cont’d.) 


Trainees are checked ali along 
7. the line as to what they are 

learning. In the Stockroom, for 
example, here is Mr. Petrbok being 
tested on his knowledge of threaded 
products by Jack Eman, foreman. The 
trainee is trying to identify each 
threaded product in a boxfuil of un- 
marked items. 


Supervisors report regularly on 





@ how trainees are doing. When 
he gets into the Shipping De- . ee _ 
partment, Mr. Petrbok gets the word . , pare Baa 
from Al Dinges (right) before doing ad 


some of the regular paperwork. The 


work, of course, is done under close aay 
supervision. 











There’s more than paperwork 
for trainees. They help load 







trucks and spend some time ac- e 


tually making deliveries. In this way a eff 
they obtain a clear picture of the de- 


livery process. COMM \ f 
oak | ‘ ie 











- 10 Back to paperwork, Mr. Petr- 
s 


bok learns how to dig out in 





formation from the follow-up 

bead office files. Follow-up Clerk Wanda 
; Bailes is helping him. During the weeks 
in Follow-Up, Claims, City Buy and 

Call Back offices, Mr. Petrbok is as 
signed to work with an experienced 





person in each section. After some 
breaking in, he handles calls himself 


with their help. 


Concentrated Sales Training (Cont’d.) 


Four weeks at the end of the 
| 1. training period are spent in 

Counter Sales. Here Mr. Petr- 
bok gets a chance to test out what he 
has learned; he meets customers and, 
for the first time, works under pressure 
of time. After completing the 19 weeks 
of instruction, trainees are given an 
“open book” quiz that takes about 
four hours to complete (if you'd like to 
test yourself on sample questions, turn 
to page 174). On the basis of this test, 
plus weekly classroom quizes, super- 
visors’ reports, etc., a decision is mode 
as to whether a man is ready for per- 
manent assignment to inside sales, 
needs more training or wasn’t meant to 
be a Ducommun salesman. 


Having passed with flying col- 
12. ors, Mr. Petrbok is assigned to 


Inside Sales. For the first 
three months here, Mr. Petrbok is still 


in training, working in a special section 
under close supervision. Here a super- 
visor, Kasimer Wnorowski, listens in on 
Mr. Petrbok’s sales talk. Classroom 
learning doesn’t come to a_ halt, 
either. There’s a weekly meeting (from 
a half hour to an hour) for all inside 
salesmen on specific products, new 
items, sales techniques, etc. Then there 
are voluntary courses—eight half-hour 
lunch time sessions—in which trainees 
are encouraged to enroll. 





After about a year and a 
13. half in Inside Sales, a man 

is ready to move to Out- 
side Sales, if that’s his wish and 
the company has an opening. Be- 
fore being assigned to an outside 
sales post, Mr. Petrbok is inter- 
viewed by all sales managers. 
Here are Ed Ramp, Joe Ray, Steve 
Kenney and Larry Collins putting 
questions to Mr. Petrbok who is 
about to become Outside Sales- 
man Petrbok. 


peng officials do not consider 
their training program perfect. 
There have been many changes since 
the program’s inception three years 
ago—one of the last was increasing 
the departmental rotation time from 
15 to 19 weeks. 

While no actual statistics are avail- 
able, Ducemmur officials believe the 
course is paying off. They feel the fact 
that Inside Sales has been able to 
keep up with a 50% increase in busi- 
ness since 1953 is proof enough. There 
have been 125 trainees in the program 
of which 34 are no longer with the 
company, 28 having left voluntarily. 

Advantages of the program are ob- 
vious, according to David E. Martin, 
When you draw 
from other departments, 
you're under a handicap right form 
the start—at the hiring stage. Quali- 
ties needed for one job are not always 
those advantageous to another. More- 


training director. 
salesmen 


over, he reasons, drawing from other 
departments keeps the whole organ- 
ization in turmoil. Train a man for 
warehouse work, lose him to Sales, 
start over. This doesn’t mean that 
Ducommun employees are ineligible 
to apply for the trainee program. They 
get first chance, in fact. 

The Ducommun estimate is that the 
company gets back what it puts into a 
man’‘s training by the end of his first 
year. 

Trainee selection is considered criti- 
cal to the success of the program. 

Prospects come from varied sources 
—newspaper ads, the California De- 
partment of Employment, college 
placement bureaus, referrals by people 
in the plant. Men between 21 and 30 
are preferred. Previous sales experi- 
ence isn’t demanded. 

For new Outside Sales assignments, 
Ducommun draws on a pool of men in 
Inside Sales. Here’s the way the pool 
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is maintained: 

Whenever the pool gets low in rela 
tion to expected openings, Ducommun 
picks a list of 20 men in Inside Sales 
They are the 20 with highest seniority 
among those who want to go outside 
and whom Ducommun considers likely 
prospects. From this list, ten are chosen 
for Outside Sales training. 

The Outside Sales training program 
takes about ten weeks and is under 
the direction of outside sales managers 
The program is a combination of in 
struction, discussion, and practice in 
handling problems. 

At the end of ten weeks, the “grad 
vates” (assuming their performance in 
the classes has confirmed that they‘re 
good prospects), become part of the 
pool from which Outside Sales draws 
as openings come along. 

During the training period, and until 
they’re assigned a territory, the men 
continue to work in Inside Sales 























Year Ending December 31, 1957 


Gross Gross Salary & 
Sales Profit |P/S | % Profit 


CONCISE, POINTED ANALYSES of every aspect of 
W. A. Tydeman’s sales program are made by Mr. Sandt, 
such as this yearly recapitulation of a salesman’s dollars-and 


Salesman __ 


Total , No. 
Cost Prof.}| Cont. 


cents performance. Other analyses show average sales pet 
contact, earnings per contact, etc. Thus, firm can say it 
really knows how sales program is shaping up. 


Close Look at the Sales Program 


“Do you really know your sales program?” this distribu- 


tor executive was asked . . . And here’s how he knows 


By Don 


McGill 


Associate Editor 


es aucust, ID printed an article titled “Six Things You Should Know,” 
posing some conscience-searching questions about management. One 


group of questions was headed “Know Your Sales Program,” and each 
question was worded to elicit from the reader an answer showing if he 


really did know his sales program. 


Kenneth E. Sandt, vice president of W. A. ‘T'ydeman & Son, Inc., Easton, 
Pa., has furnished answers to this part of the article, and in so doing has 
shown the actual “how” of aspects of the firm’s sales program. 

Below are the questions and Mr. Sandt’s answers to them. 


1. Do you know if your sales planning and ideas have 
permeated your whole sales force? Do you, your sales 
manager, and your salesmen regularly take stock of 
your overall sales program and plan where you are 
headed? 

Mr. Sandt: We are attempting to keep our 
salesmen, inside as well as outside, fully informed 
on sales planning through sales meetings held 
twice each month. At these meetings, new lines 
are discussed, each man present being given an 
opportunity to express his opinion on the feasi 
bility of taking on a new product or line. While 


the final decision is management’s, the opinions 
expressed by each man are given serious con- 
sideration. 

Often the manufacturer’s representative is asked 
to attend these meetings for a discussion of his 
company’s policies, and give the sales force a 
chance to become acquainted with the only con- 
tact they may ever have with a new line. There 
have been a number of instances where lines have 
been found not to be acceptable due to the ques- 
tion of future cooperation. 

For example, our men will ask if they can really 
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count on factory help from the manufacturer. 
They'll wonder about engineering assistance—a 
lot of companies don’t have a clear-cut policy 
here, and may even cut our margin (and thus the 
salesman’s commission) in return for such assist- 


advertising is doubtful, since many of these bene 
fits are intangible or indirect. But to again an 
swer the question, we feel our expenditures are 
quite justified. 


ance. Our moe always want to know about the 6. Do you know if your salesmen are making the full- 
manufacturer's policy on OEM, another instance est use of their time in exploiting the potential of 
where clear-cut policy statements are scarce. their respective territories? 


2. Do you know if you are recruiting the very best 
salesman material commensurate with your firm's 
compensation and advancement potentials? 

Mr. Sandt: Yes. We believe our salesman 
material is of the best, since our youngest in point 
of service has been with us for over five years. 
Furthermore, the earnings of our salesmen are 
based on a salary paid every two weeks, plus a 


Mr. Sandt: It’s doubtful. When business is 
good, the salesmen prefer to spend their efforts 
almost entirely on those customers where they 
are assured of business. ‘They argue that there 
aren't enough hours in the day for missionary 
effort. It's certain that when business drops off, 
they will begin exploring their territory to keep 
up their volume. 


percentage of gross profit on their sales each 7. Do you know if a territorial basis is the best for 
quarter, plus an expense account paid monthly. your salesmen to work on, or would an account basis 
Each man has shown increased earnings each year. be better? 


To us, these results are sufficient indication we 
have picked the right men. 


3. Do you know if there is satisfactory cooperation 
among your sales force—between your outside and 
inside salesmen, for example? 

Mr. Sandt: Cooperation between outside and 
inside salesmen has never been a serious problem, 
as Sales meetings have given both groups a means 
to frequently discuss their problems. We recently 
found, however, an occasional meeting with the 
ofhce manager, warehouse foreman, and outside 
salesmen created a better understanding of each 
other's problems, such as credit and collections, 
orders incorrectly written, mistakes in filling 
orders, etc. 


4. Do you know if you are getting the maximum 
mileage out of sales promotion material furnished by 
your manufacturers? 
Mr. Sandt: We endeavor to use all the sales 8. Do you know if your selling expenses are in line 
promotion material offered by manufacturers. with the sales results achieved? 


Salesmen are given a requisition, and order only 
the quantities of promotion material they can 
use. We try to assist the manufacturer in hold- 
ing down his costs by requesting for actual dis- 
tribution, and not for filing in the literature room. 
In this way we try to get the utmost mileage out 
of suppliers’ literature. 


Mr. Sandt: A territorial basis helps to reduce 
traveling expense and give better coverage of 
accounts. We assign new accounts to the sales 
man who is presently covering the area in which 
the new account is located. However, when the 
accounts were assigned initially to the salesmen 
and a number of plants of the same type of 
industry was in a territory, each salesman was 
given one or more of these plants. 

This not onlv equalized the potential among 
the salesmen, but gave us a kind of insurance on 
an account by enabling us to switch it to a sales 
man who already had a knowledge of this pat 
ticular industry. 

The combination of a territorial basis and 
account basis we've worked out has proved to be 
highly flexible. When a salesman falls ill, for 
example, we can transfer his accounts to another 
salesman without any trouble. 


Mr. Sandt: As in the case of advertising ex 
pense, our sales expenses are checked monthly 
against gross profit. Each year we set up a per 
centage figure which covers earnings and travel 
expense. As far as we can determine, selling 
expenses are in line with sales results 


9. Do you know how to detect weak points in any 
5. Do you know exactly what you are spending on aspect of your sales program? 


advertising, and if this is amply justified by results? 
Mr. Sandt: Our advertising expenditures are 
checked against the National association’s annual 
percentages. We attempt to hold this item to 

a definite percent of the gross profit figure. 
Whether we can trace the benefits of all our 
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Mr. Sandt: We maintain every kind of analysis 
that will help us detect where our sales program 
is falling down. In particular, we have found 
charts showing the relationship between gross 
profit and the number of contacts made with 
customers to be very useful in this respect 
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It’s not important to 
plan itineraries or keep 
copious customer rec- 
ords — not if you cover 
a local territory, says a 
Cambridge, Mass. sales- 
man. 


After over three years 
developing a city terri- 
tory, his experience adds 
upto... 


IN 


\| \ 


aaaal 
“eee 
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BEFORE 9 A.M. Salesman James | 
ind picks 


up messag tron i ( nt nl 


] 


il 


Smith, Ir 


checks in with switchboard operator 
ity territory 


.. . Advice For City Salesmen: Be Available 


By George L. 


_— (# LIP SERVICE is paid to 
salesmen planning their itiner 
aries and keeping detailed customer 
records, yet these activities can be a 
waste of time and detract from the 
main selling job,” according to 
James L. Smith, Jr., salesman for 
Lewis EK. ‘Tracy Co., Cambridge, 
Mass. 

“I’m referring to city salesmen in 
particular,” Mr. Smith points out. 
“Based on my experience in devel 
oping a city territory, the most im 
portant job facing the salesman is 
to be available when customers need 
If you are intent on making 
scheduled calls, and occupied with 
keeping statistics current, you're not 
functioning simply and effectively 


him. 


to give customer service.” 
Mr. 


customers 


Amplifying his remarks, 
Smith “My 
don’t care to see me every ‘Tuesday 
at 10:30 A. M., for example. On 
most such calls, I'd undoubtedly 


just be taking up the buyer's val 


continues, 
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Bottari, Assistant 


uable time with routine calls that 
wouldn’t mean a thing to him. After 
a couple of months of that, I'd be 
tabbed as a nuisance.” 


Set Sights On Selling 


With a solid background of seven 
years on the inside, including ware 
house and office M1 
Smith feels the new salesman has 
to free himself of details formerl, 


experience, 


of great importance, set his sights 
on the main idea of selling. Spe 
cializing in bearings, belting, and 
power transmission equipment— 
items usually needed in a hurry 

Mr. Smith points out the salesman’s 
job is to be flexible enough in his 
operations, and constantly in touch 
with the office, so that he can drive 
out to a customer's plant the day 
he is needed. “You're selling ser 
ice, and unless the customer gains 
confidence in your dependability, 
you don’t have anything to offer that 
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Editor 


he can’t get from every Tom, Dick 
and Harry in the business.” 

Commenting on an opposing 
school of thought, Mr. Smith ob 
serves, “I know there are those who 
insist a salesman should stay out of 
the office, and I go along with that 
—during the hours available for ef 
fective selling. But how about dead 
time—before 9, during lunch hour 

if you don’t have a date with a 
buver), and after 4:30? Sure, there 
are places where it’s possible to make 
effective calls during these times, 
but they are few and far between. 
I use these ‘dead times’ to stop in 
at the office. My customers know 
[ can be reached there or, if they 
leave a message, I'll be getting it 
very shortly.” 

Another point on availability: 
“While I’m not advocating that 
salesmen delivery men, 
when you're in and out as I am, 


become 


frequently you can spot urgent or 


ders for good accounts. Delivering 
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NOON DELIVERY-—If he spots important orders waiting for truck delivery, and if 


onvenient, Mr. Smith makes personal delivery by cat 


personally, I’ve found, 


customer personnel with the fact 


IMIpPTesses 


I'm not only after orders, but also 
out to give service. Personal de 
livery is a mark of the salesman’s 
appreciation for business received. 
And, I’ve also discovered, making 
deliveries presents an opportunity to 
ask about other items—I’ve picked 
up plus business quite often while 
in the customer’s plant making a 
delivery.” 


Itineraries 


When he first took over his out 
side assignment three years ago, 
Mr. Smith recalls he called on every 
body. 

“IT went up and down the streets, 
going into every building that 
looked like it might contain ma 
I kept records of calls in 
1 customer record book, and sched 
uled weekly, and even semi-weekly, 
calls on major customers and po 


chinery. 


tential accounts 

“The trouble with scheduled calls 
is that you get in the rut of just 
making calls—no definite purpose in 
mind. Customers get tired of point- 
less chats, and it’s difficult to have 
a new product, or something spe- 


cific and worthwhile, to discuss on 
every call if you're coming in once 
or twice a week. 

“Also, you re so busy following 
the planned itinerary that you post 
pone handling important matters 
etc.—that 
come up from day to day.” 


complaints, inquiries, 


The Best Guide 


Asked how he knows when cus 
tomers should be called on, Mr. 
Smith replies, “The best guide I've 
found is my copies of invoices. If 
a good account doesn’t show up in 
my invoice copies over an unusual 
period, I hustle out there to find 
out what's going on. If some nice 
orders turn up, I make it a point 
to call and thank them personally 
When I have an 


interesting new product, or pert 


for the business 


nent news, I make calls on those 
customers I know should get this 
information.” 

Possessing obvious enthusiasm for 
his work, Mr. Smith observes, “For 
me, enthusiasm is 
planned itinerary would make my 
job drudgery. The way I operate, 
every morning presents a new, un 
planned day. I never know who 


important oat | 
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AFTER 4:30 P.M. phone is best aid to 


lity for city salesman 


philosophy of availa 


will call, or what will happen, but 
I’m available to shoot out wherever 
And, if there are no 
making 


I’m needed 
urgent calls, I'll be busy 
contacts I intuitively know are duc 

“About that intuition. When | 
first started out, I didn’t know 
where to go—except everywhere 
Gradually, as experience and knowl 
edge of the territory was acquired, 
I developed a ‘feel’ for knowing 
where I should call and when | 
should be there 

lhe philosophy of being available 
is extended by Mr. Smith to his 
home location (“I live within six 
minutes of the office.”) and his 
calling cards which feature his home 
phone number plus the firm phone 

“At first I debated doing this,” 
Mr. Smith admits. “I feared P. A.’ 
might take unfair advantage of it 
encroach on my personal time | 
must admit there have been few 
called at 


home, but these occasions made 


occasions when I’ve been 


well worth while Also, I know 
that many P. A.’s and plant men 
appreciate the idea that | am avail 
able at any time if they need me; it 
emphasizes what any industrial 
supply salesman should be selling 


service.’ 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 





1. GRINDERS 


Grinders are used today for many operations involving 
many materials. The more you know about these op- 
erations, the better able you'll be to converse with shop 


personnel. 


A. Pictured at left is an internal grinding set up on 
a Universal grinder. It is general practice in 
internal grinding to use as 
spindles or quills as possible, and, where narrow 
surfaces are being ground, the wheel is usuaily 
permitted to uncover the width of the work. 
A centerless-grinding machine consists of a con- 
ventional speed grinding wheel and an opposed 
slowly moving regulating wheel, forming a grind- 
ing throat. A work rest supports the work in this 
throat and the several parts are relatively adjust- 
able for different sizes and varieties of work. 
True False 
Out in the shop of one of your good customers, 
the shop foreman starts talking about a through- 
feed grinding operation. What is he talking 
about? 





2. TRAPS & GAGES 


If you’re looking to trap business on steam specialties, 
gage your potential and brush up on steam traps and 


water gages. 


A. Steam trap capacity is determined by pressure 


B. 


differential (steam pressure minus back pressure) 
across the trap orifice. 

True False 

Ordinary back pressures must be taken into con- 
sideration when selecting the trap. 

True False 


Manufacturers have been concerned about de- 
veloping and designing high pressure boiler wa- 
ter gages because today, ...... to .. psi is 
considered average for public utility plant boiler 
operation, while ...... to ...... psi operating 
pressures are no longer unusual, with super- 
critical pressures being used in some utilities. 

It is considered good practice to “blow down” 
gages under full boiler pressure, or with both 
drain valves open. 

True False 
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3. CONVEYOR BELTS 


Charlie, the conveyor belt salesman, says, “If you know 
your stuff, if you can help solve a customer's problem, 
you won't have to worry so much about occasional price 
competition on conveyor belts. | look for trouble spots, 
and try to come up with a solution that will prolong 
a belt life, save the customer down-time, maintenance 








and replacement costs.” 






A. Charlie found one place where the plant super- 
intendent claimed a fairly new belt, even when 
empty or lightly-loaded, didn’t run straight on 
the carrying idlers, and there didn’t seem to be 

P any definite pattern in the way the belt ran off. 
Charlie realized a new belt might be stiff, but 
this belt had passed the broken-in stage, it was 
aligned with the carriers, and the loads were 












properly distributed. 
Any idea what the cause of trouble was here? 
What would you have recommended? 

B. One of Charlie’s customers used scrapers for re- 
moving caked materials from the pulley side of 
sand conveyors, but this wasn’t completely effec- 
tive on a couple of belts. 

What would you recommend as supplementary 
cleaners? 

C. Charlie ran into a weird problem when one poten- 
tial account in the sticks told him his conveyor 
belt ran crooked—only on certain days. 
Investigation showed Charlie that wind blowing 
against the belt was forcing it out of line, and 
the sun on one side of the steel frame caused 


















uneven expansion in the steel. 
Charlie made three suggestions. 
they were? 





Any idea what 


eed = eS 


=f rT 


— 


Tot 4 
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4. TOOL STEELS 


While you don’t have to be a metallurgist to sell tool 
steels, it is advisable to familiarize yourself with some 
of the current literature that tears away the air of 
mystery that used to surround the selection, heat treat- 
ment, and use of tool steels. 

Steel yourself for plant discussions on hardening by 
checking your present knowledge with the following 
questions. 

A. Carbon tool steels react to hardening in much 
the same manner; slight variations in analysis 
and melting practice will bring about variations 
in the depth of hardening or case depth 
Thus, steels are graded as .. ‘ , 
or , and hardening. 

B. There are oil hardening, air 
ter hardening tool steels. 

With regard to distortion and size change, air 

hardening steels are better because the slower 

cooling in the hardening phase results in less in 
tense strains with less distortion. Air hardening 


hardening, and wa- 


steels are also more resistant to abrasion than 
the oil hardening types. 
Do you agree? 
C. Flame hardening and induction heating are often 
used with tool steels. 
False 


True Explain why 





FOR ANSWERS, PLEASE TURN PAGE 


























Answers to Sales Quiz on pages 110-111 





1. Grinders 


A. The missing words are short, stubby and half. 

B. True 

C. Through-feed grinding is accomplished by pass- 
ing the work through, or between, the grinding 
and regulating wheels. Grinding takes place as 
the work passes from one side of the wheels to 
the other. 





2. Traps & Gages 


A. True 

B. False. Manufacturers’ trap capacity figures in- 
clude the effect of normal back pressure caused 
by trap discharge; also safety factors recom- 
mended in selection are such that working pres- 
sure differential is rarely of concern. 
1500 to 1800 . . . 1800 to 2200. 
False. Never “blow down” gages. Follow man- 
ufacturer’s instructions for “back washing” to pro- 
long life of micas and gaskets. 


3. Conveyor Belts 


A. The belt in use was too stiff transversely to con- 


B. 


ia 


form well to the carry-idler rolls. Charlie suggested 
changing to a belt construction with transverse 
flexibility or installing an extra number of align- 
ment aids. 

Water sprays directed against the belt surface 
will help here. 

Charlie suggested: 1. erect wind baffles, or im- 
prove the belt housing, 2. use self-aligning idlers, 
3. paint the frame with aluminum paint to re- 
flect heat. 


WPA TA Aa 








4. Tool Steels 


A. 


Missing words are: shallow, medium, medium 
deep and deep. 

Hope you agreed. These statements are true. 
False. These methods are seldom used because 
positive control of temperature is not possible, 
and the fast rates of heating result in undesirable 
temperature differentials. In some special cases, 
these methods may be used with small sections. 
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HEX HEAD 


. CAP SCREWS 


va tigen 


WING NUTS 
ly 





| 
; 


cA TENDOED 
PRONG 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal. 


Ask Your Distributor... He Knows 


THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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U.S. TOTALS 


December 1956 
Compared with 


November 1956 


December 1956 
Compared with 


December 1955 





VM 








Jan.-Dec. 1956 
Compared with 


Jan.-Dee. 1955 


_ 














CompPpitep BY INDUSTRIAL DistRIBUTION 


WIM 
-4% 


+9% 


+14% 





Supply Sales Trend 


Final Figures For December 1956 




















NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAI 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAI 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





December 1956 
Compared with 
November 1956 


December 1956 
Compared with 
December 1955 


Jan.-Dec. 1956 
Compared with 
Jan.-Dec. 1955 








+ 1% 
+ 3% 


° D% 


-10% 





+18% 
+18% 


+11% 


+12% 
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YARWAY’S vigorous advertising 
stimulates your 
steam trap sales 


@ Vigorous, consistent advertising in 27 leading national trade journals 

















... plus intensive year-round direct mail promotion... catalogs and 
folders . . . national trade shows . . . motion pictures for associations and 
plant showings...dealer displays and helps—all contribute to making the 
YARWAY Impulse Steam Trap a profitable, fast-moving line for Indus- 
trial Distributors. 














More than 1,000,000 YARWAY Impulse Steam Traps have been sold. 






Customer popularity is based on the YARway Impulse Steam Trap’s 
simplicity, small size, proven dependa- 
bility, the fact that it is good for all 
pressures without change of valve or seat, 
has only one moving part and trouble- 
free stainless steel construction. 

YARWAY IMPULSE Write for full details on YARWAy’s plan 
ee veer of selective distributorships for the 





















YARWAY Impulse Steam Trap and its 
fast-moving companion, the YARWAY 
Fine-Screen Strainer. 












YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 












impulse steam traps 


FINE SCREEN STRAINERS 








YARWAY 
FINE SCREEN 
STRAINER 
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SALES TRENDS (Cont’d.) 





December 1956 
Compared with 
November 1956 


December 1956 
Compared with 
December 1955 


Jan.-Dec. 1956 
Compared with 
Jan.-Dec. 1955 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAI 
Arkansas 
Louisiana 
Oklahoma 


sia 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
W voming 


PACIFIC 
California 
Oregon 
Washington 





—- 8% 


—- F% 


+ 3% 


+10% 


-11% 





370 


6% 


- 8% 


T% 


+ 2% 





+15% 


+ 9% 


+16% 


+13% 


+15% 
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How to Reduce Machining Costs 
with V-R Tantung Cutting Tools 


TANTUNG bridges the gap between maximum cutting speeds pos- 
sible with high speed steel and minimum speeds practical with 
carbides. Generally Tantung can be started at speeds 50% higher 
than HSS—and on many applications you can cut up to 100% 
faster. Tantung is also ideal when slow speeds cause build-up when 
using carbides. 


Tantung will appreciably reduce machining costs on the following 
applications: 


1. Older Machines When machines lack the speed or rigidity to 
successfully use carbides, Tantung will permit up to double, or 
greater, the production possible with HSS. 


2. Multiple Operations. In turning an O.D. at high speed using 
carbide and simultaneously boring an I.D., the boring surface speed 
is often too low for carbides. Tantung is the answer. 


3. For Automatics. Tantung is an ideal cutting tool material, 
particularly on short runs. Grinding costs less than for carbide. 
Solid Tantung tool bits permit many regrinds, reducing tool cost 
over carbide. Tantung is more efficient at moderate speeds. 

TANTUNG is a real door-opener for industrial distributor sales- 
men. WRITE FOR SALES KIT giving facts about TANTUNG to 
help you to more profitable sales. 


MANUFACTURERS OF 


CEMENTED CARBIDES, TOOLHOLDERS and TANTUNG® CAST ALLOY CUTTING TOOLS 


Wascoloyenamet Corporation) 


ij SUBSIDIARY OF FANSTEEL METALLURGICAL CORPORATION | 
826 Market Street ¢ 
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TANTUNG 
is a Chill Cast Alloy... 


. it has high red hardness . . . high 
transverse rupture strength (about double 
that of most cast alloys) . . . low coefficient 
of friction . high shock resistance. It is 
available cast to form to your prints as well 
as in solid tool bits, tipped tools, cut-off 
blades and full length toolholder inserts. 

















ASK FOR BOOKLET 


Complete data on what 
Tantung is. . . where 
and how to use : 
how to grind and 
braze. Will answer 
nearly every question 
you might ask. Get 
your copy, without 
obligation. Write or 
call today. 























Waukegan, Illinois 
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The Outlook for Business 





By The Economics Department, 


F GREAT IMPORTANCE to the business outlook was 

President Eisenhower's delivery to Congress of 
a $72 billion federal budget—$3 billion more than for 
fiscal 1957, and more than any government of the 
United States has ever spent in peacetime. 


A STINGING COMMENTARY: 


commentary on the cost of modern government, and 


It is a stinging 


especially on the cost of modern weapons of defense, 
that this budget is not the product of extravagant 
dreams on the part of those charged with budget 
making, but a slimmed-down, sweated-down version 
of much higher original estimates. And although a 
few Congressmen have reacted with pleas for greater 
economy, a more numerous group are already at work 
on proposals to restore programs that were omitted 
from the budget and add a few of their own in fields 
such as air power, farm support, welfare and public 


works of all kinds. 


UPWARD PRESSURE: It comes mainly from a 
defense program that is literally under jet propulsion. 
\s long as the fantastic pace of scientific development 
continues to create new and more complex weapons- 
such as the jet missiles—the costs of defense will con 
tinue to soar. An estimate of cost for some military 
programs becomes merely a hopeful guess that new 
weapons can be made for a given sum before tech 
nology changes the design, or calls for still newer 
and more expensive gadgets. Such developments pre 
vent firm estimates of defense expenditures and, by 
so doing, prevent any firm assurance that the total 
budget will not go higher. 

l'‘o be sure, the President and his Economic Ad 
visers—as well as Mr. Humphrey—are still determined 
to hold down all but the most necessary federal ex 
penditures, to keep the budget balanced as a check 
against inflation and, if possible, to build up a surplus 
for tax reduction. ‘These conservative objectives are 
reflected in the President’s annual Economic Report. 
But the “necessary” part of the budget is getting 
larger. And this growth—chiefly in the military sec 
tor—may translate into as much as $5 billion addi 
tional demand on the economy over the next vear. 
I'he extra billions may not add up to inflation. But 
they will provide a substantial push for business 
activity. 


WHY WORRY?: With government expenditures 
now set to play an expanding, if not a dominant, part 
in the business picture—and with industry’s plans for 


McGraw-Hill Publishing Company 


capital spending still pointing to a significant increase 
in 1957—it may seem idle to worry about the chance 
of a business Iet-down. Asa matter of fact, not many 
people outside Wall Street are worrying about it. 
Both our own optimistic nature and the facts of the 
present situation incline us not to worry either. But 
in the spirit of scientific inquiry, we have compiled 
a list of possible booby-traps for prosperity in 1957. 

We do not anticipate that those charged with deci 
sions in business and government will be so clumsy 
as to let the economy wander into any of these traps. 
But we feel an obligation to provide material to those 
of our readers—we always thought there were quite 
a few—who really enjoy worrying. So here goes: 

|. The automobile industry may fall on its face, 
after sprinting off the mark with overtime productions 
of its new models. If spring does not bring its usual 
pick-up, a good many assumptions may have to be 
revised. 

2. Credit may get so tight that business will not 
be able to carry out expansion plans, or maintain the 
present level of inventories. Most experts assume the 
Federal Reserve will relax its grip on credit sufi. 
ciently to avert a financial crisis. But there are no 
guarantees. 

3. Construction is feeling the credit squeeze. ‘There 
have been dire predictions of a 30% or greater drop 
in housing starts. 

4. Profit margins have been narrowing, and there's 
still no sign of a real improvement. ‘This raises a 
big question: Will manufacturing companies continue 
to invest so heavily in new plant facilities when profit 
margins are declining? 

5. Consumers are showing some resistance to high 


prices. ‘They have been staying away from auto deal 


ers who still believe in “list pricing”. And they 
haven’t been buying all the higher-priced homes that 
are on sale either. 

6. Inventories may get out of hand if production 
continues at present levels. 
NOT SO BAD, AFTER ALLI!: As we review this list 
of worries, it seems things are not so bad after all. 
If the auto and housing industries are not running 
wild, if tight credit and narrow profit margins are 
containing some of the exuberance in business plan 
ning, and if consumers are refusing to tolerate any real 
inflation—well, we're just not going to have a specu 
lative boom in 1957. It’s going to be a downright 
sober, hard-working sort of boom, with no bust to 
follow and a chance to do even more business in 1958. 
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Your sales advantages hit 


100% 


with BUTTERFIELD men 
helping you sell 


: |” CUTTERS 
DRILLS | AND 
AND END MILLS 
REAMERS 


As a Butterfield Distributor you get a line in which completeness, inspection, quality and 
consumer acceptance all rate 100%. Also, you get 100% cooperation from trained Butter- 
field salesmen who bring technical help to your customers and assure prompt deliveries 
from warehouses in Chicago, Cleveland, Detroit, Fort Worth, Los Angeles, New York and 


San Francisco. 
BUTTERFIELD DIVISION UNION twist DRILL COMPANY, DERBY LINE, VERMONT 
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What's New in Merchandising 





SPS Course 


Teaches Fastener Facts 
to Girls Friday 


Standard Pressed Steel Co., Jen 
kintown, Pa., has opened its factory 
training course for distributor sales 


men to all-girl classes. The girls are 


enrolled from the office staffs of its 


distributors and its own. sales 
branches throughout the U.S. Sec 
retaries from SPS Jenkintown plant 
are also taking the course. 

Seventeen women completed the 
first all-girl school, following the 
same product-training course SPS 
has given distributor salesmen. The 
course teaches how precision indus 
trial fasteners are designed, manu 
factured and tested, and shows how 
they are used in a variety of in- 
dustries. 

George C. Somes, SPS sales pro 
motion manager, said the purpose 
of the course is to provide more 
trained people so that requests for 
information be handled more 


promptly and efficiently in the ab- 


Call 


sence of sales engineers and other 
highly trained men. 
Among those graduated recently 


128 


Anne T. 
Jo. Ca 


from the course were Mrs 
Wallace, R. G. Wallace 
City, Calif.; Beatrice Merz, 
Mechanical Supplies Co., Cincin 
nati; Mrs. Mary J. Wallace, G. R 
Armstrong Manufacturer's Supplies, 
Boston; and Mrs. Marcella M. Sage, 
Mechanical Supplies Co., Cincin 


ver 


nati. 


Minnesota Mining Film 
Shows Vinyl Pipe Tape 
Minnesota Mining & Mfg. Co., 
St. Paul, Minn., 
color 


has produced 1 20 
the 
correct application of “Scotchrap” 


minute movie showing 
vinyl pipe insulating tape for corro 
The ind 


sound film presents corrision prin 


sion prevention. color 
ciples with cartoon characters drama 
tizing the effect of electrolysis on 
unprotected and faultily protected 
pipe 

The use of taping machine and 
short-cuts for hand wrapping tape 
are also illustrated and explained 
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Ramset Sets Up 
Training School 


Ramset Fastening System, a part 
of Olin Mathieson Chemical Corp., 
started a training 
distributor and 


Cleveland, has 


school to teach 
dealer salesmen in the handling of 
the firm’s powder-actuated fastening 
tools. Classes will start every other 
week at the firm’s headquarters, and 
each class will last three days. 

Head of the school is Ralph H. 
Benedict, firm’s former district sales 
manager in Ohio. An aspect of the 
new course, savs Mr. Benedict, will 
be to teach Ramset representatives 
to train operators in the field. 


CIRCULAR SAW BLADE 
— 
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Disston Designs 
New Saw Package 


Henry Disston Div., H. K. Porter 
Co., Inc., has developed a new indi 
circular saw 


package for 


Feature of the envelope 


vidual 
blades. 
type container 1s a cut-out window 
which shows the style of tooth 
enclosed. 

Reverse side of the package illus 
trates and the 
stvles of blades the firm makes. It 
also carries Disston’s red-and-green 
color and design motif established 


last year by H. K. Porter. 


describes various 





a part 
Corp., 
ning 
and 
ng of 
ening 
other 
, and 


h H. 
sales 
the 
will 
tives 


Manufacturers’ Training Programs « Films 
Displays * Packages « Literature 





DEMONSTRATION is introduced by Kenny Hayes, Biggs 
LaFayette, Ind., to distributor's local 


Pump & Supply Co., 


Buffalo Fire Appliance 
Helps Distributors Demonstrate 


Buffalo Fire 
Dayton, O., has inaugurated a series 
of product demonstrations to help 
distributors their customers 
fire fighting principles. The instruc 
tors are eight representatives of the 


Appliance Corp., 


show 


manufacturer, who stage demon 


strations at the 
tributors. 


invitation of dis 


Attendance at demonstrations 
consist mainly of 
municipal fire officials, and show 
how extinguishers can be used 
against gas and oil fires. Buffalo 
employs a “rig” operating on liquid 
petroleum gas channeled through a 
series of hoses to outlets that simu 
late actual industrial fire hazards. 
One outlet simulates a fire in a rup- 
tured underground oil line, and an 
other simulates flaming liquid shoot 
ing from a broken pipe flange. 

The distributor isn’t burdened 
with heavy expense or responsibility 
for the demonstration. He contacts 
the manufacturer, arranges a day 
and time for the demonstration, s« 


industrial and 


lects a site for the show, and secures 
approval of the local fire depart 
ment. Invitations are then mailed 
to customers and prospects, and fol 
lowed up by outside salesmen’s calls. 

I'he actual demonstration is han 
dled by the Buffalo specialist, and 
later members of the audience are 
hand at fire 


invited to trv their 


extinguishing. 


Thor Publishes 
Air Tool Catalog 


(hor Power ‘Tool Co., 
Ill., has published an 84-page cata 
log of its industrial air tools. Some 
40 basic with model varia 
tions, accessories, and adaptors are 


\urora, 


tools, 


described. 

Featured are the firm’s newest ait 
tools—the “Uni-Tork” screwdrivers 
and nutsetters, no. 5V_ vertical 
grinders, no. 25G die grinders, no 
3 series straight grinders, and addi 


tions to the no. 4 series (direct drive 
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customers and prosp¢ 


ert Peel helps mem 


ts. (Right 


Buffalo representative Rob 
r of audien xtinguish fire 





right-angle nutsetters, multiple 


units, and grinders 
inter 


(he catalog stresses the 


changeability of parts for man 


tools. Brief sections are devoted to 
contractors’ air tools, high frequency 
electric and universal electric tools, 
and products of the firm's construc 


tion equipment div 





Heller Catalog 
Covers Saw Blades 


Heller Pool ca. 


Continued on page 182) 


Newcome! 








sell SPEED... F 
Sell SAFETY... 
Sell SATISFACTION! 

Keep your Customers well supplied with \T 


‘the SAFEST BLADES made!" 





When the angle’s 

> tough and the going’s 
rough a man needs fast- 
cutting blades with 
plenty of give! ATKINS 
Silver Steel® blades with 
the shatterproof, flexible 
back save time, save 
tempers . . . may 
even save lives! 





FOR OVER 100 YEARS AMERICA’S MOST DISTINGUISHED LINE OF} 


‘ 
| 
: 
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High-Speed 


MOLYBDENUM 


ATKINS RW read co 
oc’ hacksaw blades _... 


FLEXIBLE 


Backing 


SHATTERPROOF ... Arkins Silver Steel® ATKINS 
blade with the flexible back is a tough, fast-cutting 

hacksaw blade that positively will not shatter . . . is Sileer Steel. 
virtually impossible to crack or break in actual service. Quality! 

The secret is ATKINS precision tempering which con- 
trols the degree of hardness throughout the blade. Thus, 
you get an extremely hard cutting edge, with a mild, 
flexible backing . . . an advanced ATKINS development 
that eliminates danger of breakage or fragmentation on 
difficult cutting jobs. It’s made for “tight spots”. . . 
the awkward, twisting, off-balance angles that cause 
ordinary blades to snap, frequently causing damage to 
equipment and injury to personnel. 

Sell speed . . . sell safety . . . sell satisfaction. Serve 
your customers better by demonstrating ATKINS Silver 
Steel® shatterproof blades... the safest hacksaw blades 
ever made! “SELECTIVE 


Teletype, phone or wire your order direct to ATKINS factory DISTRIBUTION" 
or to nearest branch for same day shipment! profits you MOST 


...- because it serves 


Sharpie ” Says your customers 


Always sell ATKINS... BEST! 
a cut above the rest! 





ATKINS SAW DIVISION 
BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


Branches: 


"A Trade Mark of Borg-Warner Corporation 
Chattanooga - Philadelphia - Portland, Oregon 


Export: 


0 F SAW S$ A N D A C C E S$ § 0 ~ | E § Borg-Warner International, 36 S. Wabash, Chicago 3, Illinois 


*A Trade Mark of Borg-Warner Corporation 
Copyright 1957 by Borg-Warner Corporation 
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Convention Plans Set 
For Triple Meeting In 
San Francisco, June 17-20 


Final arrangements for the ‘Tripk 
Industrial Supply Convention in 
San Francisco, June 17-20, are being 
drafted by committee members. The 
three sponsoring associations are the 
Supply & 


Manfacturers’ 


American Machinery 
Association, of which 
Charles ‘I’. Jordan is president; the 
National Industrial Distributors’ 
Association of which Frank M. Cru- 
ger is president; and the Southern 
Industrial Distributors’ Association, 
headed by Ashley DeWitt. 


The convention will open off 
cially on Monday, June 17. Regis 
tration will be held all dav at the 


Fairmont Hotel and there will be 
meetings of all three associations’ 
during the 
p.m. there will 


executive committees 


day. From 5 to 7 
be a Joint Fellowship ‘Tea for mem 


bers of the three associations 


Breakfasts Planned 


On Tuesday moming the Ameri 
can and Southern Associations will 
hold breakfasts for their members. 
\t 10 a.m. the Joint Opening Ses 
sion will be held at the San Fran 
cisco Opera House and that aftet 


noon the three associations will hold 


individual annual business meet 
ings. ‘The two distributor associa 
tions will meet in the Fairmont 
while American members will con 


vene in the Mark Hopkins Hotel 
rom 6 to 7:30 p.m. there will be 
a joint reception and cocktail parts 
ladies are invited. 

Wednesday will be devoted to the 
Booth 


will be held at the Civil Auditorium. 


Conference Program which 
lor the ladies there will be a recep 
tion, luncheon and style show in 
the Mark Hopkins that afternoon. 

On the final day of the meeting, 


Thursday, June 20, there will be a 


Joint Meeting of National and 


EWS: 





MANUFACTURER 











Father and Sons Launch New Supply Firm 


Che Flagg Industrial Supply Ce 


son W 
dent 


Flagg and his sons—Paul W 


Nelson W. Flagg and his 
Robert W. and Paul W., have termi 
nated their association and interest 
in Page, Steele & Flagg Co., New 
Conn., established a 
new company, The Flagg Industrial 
Supply Co. 

Robert is president and Paul is 


and treasurer of the 


Haven, and 


secretary new 


SONS, 


Hamden 








Conn., was formed by (from left): Nel 
retary and treasurer, and Robert W., presi 
| firm at 2331 Whitney Ave., Ham 


f experience in 


| 


| den, Conn 


[he elder Mr. Flagg, who has had 
51 years experience in the industrial 
supply field, had been president of 


| Page, Steele & Flagg. His sons, who 


have each had more than 15 vears 
the field, had been 


vice presidents. 





Southern members: Americ 
invited to sit in. At 


11:30 a.m. the closing session for all 


in} TCM 


bers will be 


three associations will be held in th« 
Fairmont 
‘he 


quested that no outside 


three associations have r 
ictivitics 
interfere with the official functions 
and have informed all members 
“It was voted that no cocktail pat 
ties, or other affairs such 
breakfasts, boat 


shall be arranged by 


iS Opell 
houses, rides, et 
any member 
companies which will interfere with 
any scheduled functions of the con 
vention or of any of the three asso 
Any such affairs must be 
closed half 


official functions.” 


ciations 


one hour before am 
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Thor Moves Headquarters 
From Aurora to Chicago 


l'‘hor Power Tool Co.'s executive 


ofices have been moved from 
Aurora, Ill., to Chicago. All man 
agement and sales executives fot 


merly at Aurora were involved in the 
change. ‘The company has leased 
6.000 sq ft. in the 


Building 


Prudential 





Acquires Sheffield Corp. 
Shefheld Corp. has been acquired 
Aviation 
wholly-owned © subsidiary Louis 
Polk, Shefheld’s president, said there 
would be no management or policy 


by Bendix Corp. as a 


changes 
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U. S. Rubber Sells 
Wire-Cable Business 
To Kaiser Aluminum 

(he wire and cable business of 
U. 2 
Kaiser 


Corp. ‘The sale 


Rubber Co. has been sold to 

Aluminum & Chemical 
included plant, 
property and equipment in Bristol, 
R. I. 

U. S. Rubber’s wire and cable in 
ventories, sales organization and dis 
tribution network have been taken 
over by Kaiser Aluminum. ‘The wire 
ind cable department's employees 
have also been transferred. 

H. Ek. Humphreys, Jr., chairman, 
U.S. Rubber, said the company had 
been thinking of getting out of the 
vire business for some time as it is 
allied to the metals 


more ¢€ losely 


ficld than to the rubber industry. 





Bice Succeeds Perry 

At Progressive Mfg. 
Warren F. Bice of ‘The Pro 

sive Mfg. Co., division of The ‘Tor 

rington Co., has succeeded Ralph H. 

Mr. Perry 


retired after 40 vears in the fastener 


CS 


’ 
~ 


Perry as general manager 


ndustry 





Chain Beit Adds Regional Sales 








J. B. Roberts 





H. K. Porter Shifts Mann 
To Head Leschen Wire Rope 


Emmett H. Mann has been trans 
ferred by H. K. 
Pittsburgh, to vice president and 
general manager of the 
Wire Rope Division. He had been 
general manager of the Alloy Wir 


Leschen 


Division 
Company officials also announced 
an expansion program at Leschen of 
almost $14 million to be completed 
at the end of this year. 
Mr. Mann joined Alloy 


a sales engineer, was 


seven 
vears ago as 
advanced to sales manager and in 
1956 was promoted to general man 


1ger. 





Dayton Rubber Meets With Georgia Distributor 





Dayton Rubber Co.’s latest advertising and sales promotion were discussed at meet 


ng with executives 
Strobeck, Dayton Rubber 


president and general manager 


Davton Rubber district manager; Charles W 
president and purchasing agent Industrial 


wer, O. T. Kersey, vice 
.M Hubbard Davton Rubber 


f Industrial Suppliers 
president of mechani al sale ind ©. | 
Industrial Suppliers 


ated arc I ( 
Nixon 
Standing are K. ¢ Sparks 
Nixon, vice president and sales man 
Suppliers; and 


L 


Inc., LaGrange, G 


regional manager 


William Sivyer 


Porter Co., Inc., 





FOR ADDITIONAL NEWS, SEE NEXT PAGE ===> 





Manager Posts 





H. F. Bergis 


I'hree new regional sales manage 
have been established by 
Chain Belt Co. for the eastern, mid 


west and southern, and northwest 


posts 


ern regions. Six district sales heads 
have been named and two new di 
trict sales offices opened 

J. B. Roberts has been promoted 
from sales manager at New York to 
eastern regional sales head; William 
Sivyer moves up from Philadelphia 
sales manager to midwest and south 
ern regional sales manager; and 
H. F. Bergis, formerly sales managet 
of the Portland, Ore 
northwestern regional sales manage! 

J. S Moore, 
Atlanta, has been transferred t 
head New York City sales. H. | 
Weil has been promoted from sales 
engineer, New York City, to Phila 
delphia sales manager. Dabney P 
Murmll and Wilbur F. Church have 
been moved up from sales 
at the Atlanta and 


to sales managers 


, district, is now 
Sales manager at 


enginect 
Portland, Or 
of the same offices 
\ new district sales office has been 
established at Newark and the areca 
ofhce at Charlotte, N. C., is now a 
ofhce. Raymond | 


l'raylor, formerly sales engineer, ha 


district sales 
been appointed sales manager at 
Charlotte. C. D 
shifted from sales engineer at Nev 


York City to Newark sales manage 


Be Tgen has be Cl 





Acquires New Firm 
Bingham-Herbrand Corp 


been acquired as a wholly-owne 


subsidiary by Van Norman Indu 
tries, Inc. Donald F. Hess, chai 
man, and Herbert I. Segal, presi 


dent, Van Norman, have been mad 
directors of Bingham-Herbrand 

















Hardware Trade Group Elects Officers 


New president of Hardware ‘Trad 


ond from right) shake 
‘ vO \ 


idents 


vy two \ € pre 
P - 


1) 


\ssociation of New York, Gordon Carpentet 
hands with Ken ¥ 
Jack Madsen and Ed Jung 


Chey are flankec 


first v 


orke, 


retiring president 


Andrew Jackson 





Cambar Presents Purchasing Award 


Rufus Barkley, president of the 
Barkley Co., Jackson 
awarded S$. L. Jackson, 
Humphreys Gold 


Cameron & 
ville, Fla., 
comptroller of 
Corp., and president of the Purchas 
ing Agents Association of Florida, 
the Cambar award for having done 
most for the purchasing profession 
lhe 
made at a private luncheon held at 
the River Club in the Prudential 


Building, Jacksonville 


during the vear award was 


I'he second award went to O. L. 
Williamson, purchasing agent, Mer- 
rill Stevens Drydock & Repair Co. 

Mr. Jackson 
expense Nassau 


Mr 


with 


received an all 
vacation for two, 
Williamson was pre 


McGraw-Hill Li 


of Business Management, a 


while 
scuted the 
brary 
set covering 


six-volume reference 


business organization, finance, cred 
its and collections, business corre 
spondence, marketing and self man- 
agement 

Sponsored by Cameron & Barkley, 


distributor of industrial supplies and 

Charleston, S. C.; 
Savannah, Ga.; Jacksonville, Miami, 
Orlando and 


machinery in 


l'ampa, Fla., as part 


of the firm’s long 


yrange program to 
stimulate improved purchasing prac 
was open to all 


tices, the contest 


134 


- > * 


S. L. Jackson, comptroller of Hun 
phreys Gold Corp., accepts the con 
gratulations of Rufus Barkley for win 
ning award for 
profession 


service to purchasing 


Florida purchasing agents and 
buyers. 

to all known 
purchasing personnel in the state 
Mr. Jackson topped the field with 
167 Mr. Williamson 


second with 109. Runners-up in 


cluded W. A. 


Ballots were sent 


points; was 
l‘hornton, Davison 
Chemical Co.; W. A. Rocca, Miami 
Sales & Export; Charles W. Cham 
bers, Food Machinery & Chemical 
Corp., and Frank C. Fish, St. Regis 
Paper Co. 
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Plaque for service is presented to Mr. 
Yorke by Bill Edwards, past president 


Gordon Carpenter, Lufkin Rule 
(2. 
I'he Hardware ‘Trade Association of 
New York succeeding Kenneth E 
Yorke, of Hansen & Yorke Co., New 
York City. 

The other new officers are Andrew 
Jackson, Neal & Brinker Co., New 
York City, first vice president; Ed 
mund Jung, Millers Falls Co., 
ond vice president, and J. KE. Mad 
sen, Madsen & Howell, Inc., Perth 
Amboy, N. J., 

Mr. Yorke became chairman of 
the board of directors. Other direc 
tors are Chester H. Breaks, Brod 
head-Murphy Co., Elizabeth, N. J.; 
Don Gilbert, The L. S. Starrett 
Co.; Philip M. Gengler, The Long 
Island Hardware Co., Long Island 
City, N. Y.; Brownie Jalbert, Bay 
State Tap & Die Co.; Carl Bunker, 
Diamond Expansion Bolt Co.; and 
kd DeMaria, Brothers, 
New York City. 

Arnold Martin, Favette R. Plumb, 
re-elected secretary-treas 
urer, and Robert Richards, J. H. 
Williams & Co., re-named 
chairman of the executive commit 


has been elected president of 


sec 


third vice president 


l'opping 


Inc., was 


was 


tee. Also re-appointed were Roy 
Schmidt, Stanley enter 
tainment chairman and Mr. Jalbert 
as golf chairman 

Three golf outings will be held 
this year at Tamarack, May 21; at 
The Knoll June 18, and at North 
Hills, Sept. 28 


| ools, as 
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Goodyear Makes Industrial Products Changes 


O. A. Schilling 


Assignments have been made to 
four top sales posts in the industrial 
products division of Goodyear Tire 
& Rubber Co. 

QO. A. Schilling has been promoted 
to sales manager, IH]. R. Comstock 
to assistant sales manager, R. E. 
Chapman to manager, central re 
gion, and R. | 
of hose sales. 

With the company 15 years, M1 
Schilling Dallas district 


manager for the industrial products 


Mercer to manager 


became 


division in 1941, eastern sales man 
ager in 1947 and manager of the 
industrial products departments in 
1956. 

Mir. Comstock joined Goodyear 
in 1929. He transferred to industrial 
rubber goods in 1935, was promoted 
to manager of the Minneapolis dis 
trict in 1940 and 
central sales manager in 1950. 


advanced to 


Mr. Chapman has served as man 
iger Of the hose sales department 
since 1950. Before this he had been 
i held representative at Des Moines, 
lowa. 

\s a field 
Mercer covered Duluth, Minn., and 


representative, Mr. 


Des Moines, Iowa. He was ap 
pointed assistant manager of hose 


sales in 1953 





Plomb Tool Changes Name 


Pendleton ‘Tool Industries, Inc., 
is the new name of Plomb ‘Tool Co. 
The firm’s main Los Angeles plant 
and a Jamestown, N. Y., division are 
now operating as Proto Tool Co., 
divisions of Pendleton Tool Indus 


tries 


H. R. Comstock 


ty 
aim 


R. E. Chapman 








SKF Advances Sutherland to Sales Director 


James H. Sutherland Edward H. Wagner 


ier in Pittsburgh and in Chicago 
H1e will be located in Philadelphia 


Sutherland has _ be: 
promoted to director of sales bi 
SKF Industries, Inc., and Edward | Mr. Wagner has been appointed 
Hl. Wagner succeeds him as mid | to Chicago headquarters. He joined 
16 vears ago and had 


~ 


james H 


western regional sales manage! | the compan 
With the firm 13 vears, Mr. Suth been head of imdustrial sales In 
1955 became manager of marketing 


erland also served as district man 


Lufkin Outlines Sales Plans at Meeting 


PRECISION TOOLS 





APES and RULES 


s sales conference was attended by entire 
hairman of the board, it was his 5lst sal 
outlining th lling I 


Recent Lufkin Rule Cr 
For R. G Thompson 


was devoted t ind advertising pt 


meeting I 


FOR ADDITIONAL NEWS, SEE NEXT PAGE 





Garrett Supply Building 


Portland Distributor Opens New Quarters eaeadbe Chants Semnece 


\ quarter-million dollar building 
is being constructed by Garrett Sup- 
ply Co., division of The Garrett 
Corp., Los Angeles, at Phoenix, 
Ariz., and is expected to be ready 
in May. 

I'he new building is on a five acre 
site at ‘l'wenty-Ninth Drive and 
(homas Read in northwest Phoenix. 








Buys Danielson Mfg. Co. 


Nicholson File Co. has purchased 
the assets of The Danielson Mfg. 
Co. and has formed a new Rhode 
Island corporation of the same 





Employees of Munnell & Sherrill, Inc., Portland, Ore. celebrated the recent opening 
of their new office building with an open house attended by more than 500 peop! name. ‘The new subsidiary will con 
The new quarters provide 2,500 sq. ft. main floor warehouse and display area, plu 

tinue to be operated by its present 


large modern office space on balcony overlooking the display area. A large off-str 
management 





parking lot provides ample space for customers 





Father-Son Teams Star at Flexible Steel Lacing Meeting 





Four father-and-son teams were present at Flexible Sr., director, and Hugh Coats, Jr., sales. 
Steel Lacing Co.'s annual, week-long sales meeting Pictured below left are Frank McComb, plant 
Pictured above left are Harry Beach, sales, and superintendent, and Jim McComb, sales; below right 
Milton Beach, president; above night are Hugh Coats, are Robert Beach and Don Beach, both in sales. 





ADDITIONAL NEWS STARTS ON PAGE 230 
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OF YALE LOAD KIN 
ELECTRIC HOISTS 


The safety factor is important in any handling operation 
That’s why it pays you to tell prospects about the 
many safety features of Yale Load King Electric Hoists. 
e Special magnetic contactor controllers, activated by 
the pushbutton, assure fast starts and sure stops. 
24 Volts at the pushbutton prevents dangerous shocks 
in case of grounds or short circuits. 
The load brake automatically and instantly stops load, 
eliminates load slippage. 
The independentiy acting motor brake checks motor 
drift, makes accurate spotting of loads easy. 
Upper and lower limit stops eliminate danger of 
overtravel, prevent damage to load and hoist drum. 
Load hook will not fracture under heavy overload. 
Load block adds to load and operator safety. 
Use the booklet “Why Yale Load King Electric Hoists 
are the world’s finest!” to give your customer all the facts Capacities: 
he wants to know. It keeps you one sales step ahead! Yale Load King Chain Type 


+, land 1*% tons 


Yale Load King Wire Rope Type 


YA L E INDUSTRIAL LIFT TRUCKS AND HOISTS 


ne The Yale & Towne Manufacturing Company, Philadelphia 15, Pennsylvania 


Gasoline, Electric & LP-Gas Industrial Lift Trucks + Worksavers + Warehousers + Hand Trucks + Hand and Electric Hoists 
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(1947-49 


NAME OF PRODUCT CLASS 
Abrasive Products 


Cutting Tools 


100) 


Jan. 


oé 
142.4 
151.1 





Price Index for 19 Product Classes 


Jan. 


"56 


143.4 


128.7 





% Change 


From 
Year Ago 





+ 10.6 


T 5.4 
























Fans and Blowers 
Fasteners 
Incandescent Lamps 
Industrial Rubber Products 
Lubricants 

Materials Handling Equipment 


Mechanics Hand Tools 
(Files, saw blades) 


Metalworking Accessories 
Motors 
Paint 


Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


Steel Products 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 


Welding Machines 
(Equipment, rods) 
(weighted average ) 


Total Index 


Source Bureau of Labor Statistics and Industrial Distributic 





171.7 


145.0 
144.8 

92.0 
161.6 


169.4 


166.5 


118.5 


135.3 


160.4 





144.8 
92.0 
160.9 


167.8 


166.5 
118.5 
124.1 
131.8 
164.1 
135.3 
160.8 


168.8 





15 


“~j 


4 
168.3 
147.2 
14.1.8 

60.8 
147.6 


157.5 


145.9 
110.8 
117.0 
125.5 
148.7 
129.2 
143.6 
155.8 


146.2 
130.3 


142.3 


Ny 


+ 13.9 


9.3 


wi 


7.0 


6.9 
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LYON quality design is reflected in this 
new handle with beautifully contoured lines, 
finger-tip action and finished in durable chrome. 
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CABINETS 


—_ 


DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 


PATENT APPLIED FOR 































FOLDING 
CHAIRS 








“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE FF 


STEEL LOCKERS, for example. Look for the design 
features that pay off for years and years. Compare Lyon 
construction and you'll see how and why you get so 
much more in both durability and appearance. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 

CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 





We can manufacture special items to your specifications 


LYON METAL PRODUCTS, INC. 


General Offices: 353 Monroe Ave., Avrora, Ill. 
Factories in Avrora, lll. and York, Pa. 
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ON THE MARKET... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 








Wire Rope Sheaves 


Start Instantly, 
Stop Without Spinning 


Durolite sheaves in stock sizes 6 
to 18-in (alloy steel) and 20 to 24-in 
(cast steel) are now available as 
separate items. 

Also announced by the manufac 
turer are Durolite blocks from 6 to 
18-in with bronze bearings and § 
to 42-in in roller bearings. 

Bros., Bellwood, 


Sauerman Inc., 


Ind 


Pipe Fitting 
Plastic Layer 
Eliminates Leaks 


\ paper-thin layer of plastic on a 
section of the inside wall of a new 
pipe fitting promises to do away 
with the problem of leaks at joints 
solvent welded 


ording 


in cemented, or 


plastic pipe installations, ac 





INDUSTRIAL DISTRIBUTION # MARCH 


to the 
ment. 


manufacturers announce 
he plastic laver is said to make 
slightly 


diameter 


the inner half of the fitting 
than the 
of pipe it is used to join; a light 


smaller outside 


coat of solvent base cement on in 


end, 


side of fitting, and on_pip« 

softens plastic layer so pipe can be 

pushed snugly into place 
United States Rubber Co., 


York 


New 





Conveyors 


For Magnetically Elevating 
Variety of Small Ferrous Items 


I'wo new models of the maker’s 
Magna-Mover, 3ISN12 and 31SN6 


are said to incorporate a magnetic 


field of permanent magnets that 
penetrate through the moving belt 
so that items to be conveved feed 
themselves onto the intake, close to 
floor level, and are held to the con 
vevor until reaching the stainless 
steel transition section at the top 
ot the unit where they are auto 


matically discharged 


Eriez Mfg. Co., Erie, Pa 


1957 












Cleats 


For Inclined 


Conveyor Belts 


REMA cleats in four heights— 


3, 1 and 14-in—all in 36in 
lengths, are available for installations 
where conveyor belts are inclined to 
the point where gravel, large wood 
chips or other items would have 
tendency to slip or roll back 

Flexible Steel Lacing Co.., 


, 
Cuago 


Chi 


Shelving 


Can Be Set Up 
In Half Time 


Called Erectomatic, new steel 
shelving features a locking device 
which holds each shelf firmly in 
place and provides load-carrying 


” 
’ 
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. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 








capacity, yet allows each shelf to be 


removed or re-positioned quickly 
without tools. 
Other 


of shelves without tilting, can be 


features include: removal 
spaced on 3-in centers, full width 
ind depth available for storage, un 
to 


partial dividers when removing or 


necessary remove bin fronts or 
re-positioning shelf 

Also recently announced by the 
manufacturer are tool storage cabi 
nets in floor type and wall type 
models with peg boards, and peg 
boards as separate items for open 
wall storage. 

Standard Pressed Steel Co.., 


kintown, Pa 


Jen 





Boring Bars 


Change Requires Only 
Interchange of One Piece 


l'ransferability from a turning to 
a threading or facing operation or 
from one requiring triangular inserts 
to another requiring round or square 
throw-aways is now provided in 
micro-adjustable boring bars. 

Complete tool change requires 
of the standard 


only interchange 


anvil. 


Wesson Co., Ferndale, Mich 


_ ; 
= 
. 
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Threading Machines 


With Different 
Die-Heads, Workholders 


Known as “Rapiduction Jr.”, a 
new line of threading machines 1 
comprised of four machines of sam« 
basic design but with different tvpes 
ot 
to permit selection of most suitabl 


die-heads and workholders said 


machine for each individual's needs 


Floor space required is 48 x 274 
in, height to center line of spindle 
4U-in, net 
1000 Ibs. 


Oster Mfg. Co., Wickliffe, Ohio 


weight approximately 
£ P] 


Conveyor 


Addition To 
Oscillating Line 


Coilmount, a new oscillating con 
veyor has been engineered for appli 
the 
and capacities to augment and com 


cations in intermediate ranges 


plement the light and heavy ranges 





FOR INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 144 AND 145 






of the maker's Flexmount and lorg 

mount convevors for bulk material 

handling 
Available 


tions of 5 to 10-ft lengths, in trough 


in fully assembled sec 
widths of 10 and 20-in, in 10-gage o1 

in trough thickness, sections can 
be assembled in lengths up to 100-ft 


Link-Belt Co., 


Chicago 
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Caster 


Suited For 
Loads to 5 Tons 


11X300 Series Super-Load caster 


feature ‘Timken tapered roller beat 
Ings ind self mitaied ballrace to 
provide maximum swivel and roll 
ing movement 

Some of the other feature n 
clude: combination dust-guard and 
grease seal, adjustable slotted nut 


for 30 deg. turn lateral adjustment 
in swivel take-up 
Faultless Caster 


ville, Ind 


( OTp Vall 


Hole-Mill 


Self-Cleaning Actior 


Cuts Holes in Thick Stock 


Hole Mill inew product 


iS Said to produ ( deep hole 
thick plate, or on 
pieces; mills through-holes in stock 


is thick as ?-in in 


Continued on pas 


urved cvlindr 


some tool 
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BALANCED 
ACTION 
TOOLS BY 
WINTER 


Winter tools are available from complete 
stocks at branch warehouses in New York « 
Chicago « Dallas « San Francisco « Los Angeles 
and at the Winter factory in Rochester, Michigan. 


TAPS 


Hand Taps 

Machine Screw Taps 

Chip Driver Taps 

Nut Taps 

Pipe Taps 

Nib Taps 

and various types of Taps for Special 
Applications 


GAGES 


A complete line of Plug and Ring Gages, 
Thread and Plain 


DIES 


Adjustable Round Split Dies 
Hexagon Rethreading Dies 
Solid Square Bolt Dies 


Solid Square Pipe Thread Dies — 
<€/ 


All Winter Advertisements say eS 9 
CALL YOUR Za 
WINTER DISTRIBUTOR , 


WINTER BROTHERS COMPANY 
Rochester, Michigan, U.S.A. 
Distributors in principal cities. Branches in New 
York « Detroit « Cleveland e Chicago e Dallas e 


San Francisco e Los Angeles e Division of National 
Twist Drill & Tool Co. 
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They Meet the Challenge of Today's 
Harder-to-Machine Metals 


Not long ago it was said of some titanium and stainless steel alloys and 
of several high-tensile-strength steels: “They must be ground.” But after 
concentrated laboratory research, National has improved its standard 
tools so that they now cut many of these harder metals. 


NATIONAL TWIST DRILL AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York e Detroit e Cleveland e 
Chicago « Dallas e« San Francisco e« Los Angeles 


All National Advertisements say 
TWIST DRILLS © REAMERS ¢ 
-,  ©ALL YOUR COUNTERBORES © MILLING 
J NATIONAL CUTTERS * END MILLS * HOBS « 

\ DISTRIBUTOR 


CARBIDE AND SPECIAL TOOLS 








The search that never ends 


Experimental drilling of one of the hard- 
to-cut materials 









































uses automatic feeds on various ma 
chines, and can be resharpened as 
required 
\vailable covering range of hole 
to 4-1n. 
Clark 


sizes from | 
Robert H 
Hills, Calif 


Co., Beverlh 





Holding Device 


All Steel, 
Versatile 


Giant Grp : 


can be 


1 new holding de 


VCC used as a bench vise 
drill press or band saw fixture, large 
capacity wrench, or work clamp 
De Walt Inc., Sub 
Machine & Co.., 


ter, Pa 


American 


Foundry Lancas 


Gear Motors 
Integral Parts 
Totally Enclosed 


Rite-specd” gear motors, fan 
NEMA. standard “D” 


flange, have been added to the man 


cooled, Ill 


144 


On the Market Today (Cont’d.) 





ufacturer’s line of power transmis 
sion equipment 
One of the 


the simplicity with which the cat 


features 


tridge assembly and electric moto 
can be removed from the gearcasc¢ 
without touching the base of the 


unit. 
Rockwood Pulley Mfg. Co., New 
York 





claimed is 


Band Saws 


Flat Ground Die Steel, 
Hand & Power Hack Saw Blades 


Three new lines—hand and 
power hack saw blades, metal cut 
ting band saws and flat ground die 
steel—have been added to the manu 
facturer’s line. 

Development of a steel treating 
process called “Job ‘Tempering’ is 
said to be responsible for the new 
lines. 


Heller Tool 
town, Ohio 


Co., 


Newcomers 


Jack 


100-Ton, 
Two Speed 


Model 100B-12, a 100-ton 


new 

























of This 


Index 


BORING BARS 
Wesson Co 14 


CALIPER 


L.. S. Starrett ¢ 


CASTER 

Faultless Caster Cor 14] 
CLEATS 

Flexible Steel Lacing ¢ } 


CONVEYORS 


American Planter (¢ 

Eriez Mfg. ¢ 14 
Link-Belt Co } 
W. A. Whitn Nifg. ¢ 


COUPLINGS 
Lovejov Flexible ¢ pling ¢ 
Smith & Serrell, | 
CUTTER 


Chicago Screw ¢ 


DEHUMIDIFIER 
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Month’s New Products 


DRILLS 

Thor Power ‘Tool Co 146 

Whitman & Barnes 164 
FANS 

Chelsea Fan & Blower Co 165 
FLASHER 

R. E. Dietz Ce 160 
GAGES 

Ellstrom, In 178 
GEAR MOTOR 

Rockwood Pulley Mfg. ¢ 144 
HAMMER 

Garland Mfg. Co 168 
HAMMER BITS 

lilden ‘Tool Mfg. Co 7 
HEATERS 

Vulcan Electric Ci 148 
HOLDING DEVICE 

DeWalt In Sub. American 

Machine & Foundry Co 144 
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With Grip-Master 
Locking Mechanism 







Model “TS” (‘Three Sided) Grip 
Master vise and fixture base features 






jaw sides precision-ground at right 








angles to parallels for accurate ma 






chining from top and sides without 






re-setting work, 
Offered in two sizes with 3 or 4-in 
















two-speed hydraulic jack has a lift 
ing height of 64-in, and is equipped Wi Wan 
| KEYWAY BROACH KITS 


For cutting keyways from '\"' to | 
in any bore from '4" to 3” in one 
minute for as little as one cent 


with a tandem pump 
Jack base is drilled and tapped for 
| pressure gage, an optional feature. 
Western Railroad Supply Co., 
Chicago (Continued on page 146) 














SQUARE BROACHES 
ee . “ * i For finishing cast or drilled holes in 
Index of This Month’s New Products (Cont'd) one pass. In stock for %%" to 4, 
squares. Hexagon broaches and Pro 
duction Type Keyway Broaches also 
HOLE-MILI SHELVING in stock. 


Robert H. Clark ¢ 14] Standard Pressed St ( j 

























JACK SOCKET | 
Western Railroad Supply ¢ 1+4 Wright ‘Tool & I ( MAGNETIC BASES J 
Hold dial indicator gages ty 

NIPPI } ( HUCK SC | DERING IRONS — Save set up time Alnico 

i. ee ee magnet has 50 Ib. grip on 

Mercury Hydraul In | Insto-Gas Cor] all four sides. 360° hori- 


zontal swing, 180° verti- 





OILERS PHREADERS cal swing. 
l'rico Fuse Mfg. ¢ Erie Tool Work j 
PALLET LIFTERS !HREADING MACHINES duMONT f 
, - Oster Mfg. Co 14] TOOL BITS 
Cady Metal Fabricating Co 58 
High Speed Ground, Square 
. ' PHREAD CHECKER and Rectangular. Hold a keener 
PIPE FITTING Shefheld C 7 cutting edge longer due to “bal- | 
United States Rubber Cx 14 hetheld Corp anced” toughness, red hardness 
—— aad and wear resistance ; 
PORQUE TOOLS 
PLIERS 
Ape Mossberg Co 164 
Diamond Calk Horseshoe Ce 154 
VISES For complete information on these 
PUMP Cchenbien View & Mile. ( 152 fast selling, high profit tools, get 
Sutton Mie. Corp 154 : in touch with 
° ‘ Heinrich Tools, In 14 
SAWS, BAND wonse The duMONT 


Heller Tool ¢ 144 Fairbanks Ci 162 CORPORATION 


. Greenfield, Mass. 
SCREWDRIVERS WIRE ROPE SHEAVES 


Xcelite In 178 Sauerman Bros, In 14 
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To help 
services, 


sell 


tisements corry 
message at 
right. 

















your 
current 
lufkin trade adver- 


the 
the 



















ADVERTISING 
PAVES YOUR WAY 


Your prospects are ‘‘pre-sold" when you sell Lufkin. 
Sales come easier and quicker, and you save time to 
make those “extra’’ sales calls. Your customers are cur- 
rently being sold by Lufkin's extensive advertising ap- 
pearing in top publications, such as Mill & Factory, 
American Machinist, Tooling & Production, Modern Ma- 
chine Shop, Buyer's Purchasing Digest, Popular Mechanics, 
Popular Science, Science & Mechanics, Mechanix Illus- 
trated, American Weekly, This Week, Saturday Evening 
Post, and leading engineering magazines. Over 37'/2 
million readers are being ‘“‘pre-sold'’ for you, month 
after month. 
DECIMAL MARKED TM met 
MACHINE DIVIDED “ee 
© 
STEEL RULES s T 
6782 





wee 


eect? 






All patterns — flexible, semi- 
flexible and stiff tempered 
spring steel. Clear, dark lines 
and figures for rapid, accurate 
measurements. Precision ground 
and expertly finished in Chrome- 
Clad or polished steel. 


50(.02) 5 
1234 






SELL JUFKIN TAPES * RULES 
PRECISION TOOLS 
and they'll sell you 


THE LUFKIN RULE COMPANY, Saginaw, Mich. 
New York City Borrie, Ontario 


SAVE TIME 


consult your industrial distributor 
® He can supply most items immediately from his stock. 
® His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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locking lever. 
Heinrich 
W isc. 


Tools, Inc., 


Threaders 


Ratchet Type, 
With Segmental Dies 


Pipemaster drophead ratchet pipe 
threaders in two sizes—No. 1PR in 
all sizes from 4 through 1}-in and 
No. 2PR from } through 2-in have 
been announced. 

Dieheads change instantaneously, 
vet cannot fall off; two-way ratchet 
is provided for easy back-off. 

Erie Tool Works, Erie, Pa. 


Drills 
More Compact, 
More Streamlined 


Silver Line “EN”’ series universal 
electric drills in sizes from ~ to ]-in 
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jaw widths, a choice is available of 
either standard “SV” locking mecha, 
nism said to enable operator to ad. 
vance jaw forward by “pumping” 


Racine, 
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¥Tap Engineering Service that delivers 


a plus in sales potential 
for HY-PRO Distributors 


Tap business is good business for any supplier. It’s better business for the 
HY-PRO Distributor because he can offer top-quality taps plus a Tap 


Engineering Service that goes further to make good friends . . . 





A PLUS IN JOB ANALYSIS 

HY-PRO field engineers quickly demonstrate 
their willingness and ability to dig deeper for the 
facts necessary for effective job analysis and 
recommendations. 




















A PLUS IN SERVICE SPEED 

HY-PRO TAP specialists are fully equipped for 
prompt service in processing inquiries. And, 
since standard HY-PRO taps meet most needs, 
they can be supplied from ample, conveniently 
located stocks, without delay. 








GET ALL THE FACTS, and you'll see why this 
sound HY-PRO sales strategy puts more profit 
in tool sales ... why more and more Distributors 
are teaming up with HY-PRO. 


Warehouse Stocks at 
DETROIT, MICH. 
DENVER, COL. 


NEWARK, N. J. 
ST. LOUIS, MO. 


HY-PRO TOOL COMPANY - 





CHICAGO, ILL. 
LOS ANGELES, CALIF. 
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. a“ 
A PLUS IN ENGINEERING APTITUDE 
HY-PRO TAP specialists regularly tackle the 
toughest tapping problems, and have a long 
record of developing taps that set new standards 
for lasting economy, lowest cost per hole 


ITINININAAAA 
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A PLUS IN FOLLOW-THROUGH 
Buyers once sold on HY-PRO TAPS remain 
sold. Distributors get full support of HY-PRO 
and mail 


as 


fieldmen in sustaining good will, 
ings of HY-PRO sales and service literature 
supplement sales calls. 


REG. U.S. PAT. OFF. 


TAP ENGINEERING SPECIALISTS 
NEW BEDFORD, MASS., U. S. A. 
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HOUR METERS TAKE AWAY THE GUESSWORK 


Beat down-time on production equipment! Maintenance record systems are of value 
only when they are based on accurate operating time. The Hobbs Hour Meter 
furnishes the time data essential for a genuinely effective maintenance program 

. and time information vital for cost and production records. Compact and easy 
to install on any equipment operated by alternating current. Ruggedly built... 
sealed against dust and moisture. Easy to read. 


@ Write for Catalog AC-587 for complete information. 


JOHN W. Hobls CORPORATION Sw 


2079 YALE BLVD. SPRINGFIELD, ILLINOIS CELETE) 


L/P GAS 


SALAMANDERS 


Oldest and Largest Wheelbarrow 
Maker In America 


Two improved models com- 
bine efficiency and economy. 
Inside baffle produces even 
flow of heat. Dual purpose 
shield spreads heat, elimi- 
nates hot spot under unit. 
Holes in feet permit fastening. 
Equipped with U/L approved 
low-pressure regulator, hose 
assembly and fittings. Auto- 
matic safety shut-off controls 
available and recommended 
for unattended operations. 
Model 500— 
Model 500 50,000 BTU per hour 
Model 750— 
WRITE FOR FREE LITERATURE 75,000 BTU per hour 


OTHER FAMOUS JACKSON PRODUCTS 





WHEELBARROWS MIXING BOXES 
MANUFACTURING COMPANY 


"> 
f T 
e WHEELS 2 rs — Harrisburg, Pa. 
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supersede the company’s former 
“UF” series. Designed for heavy 
duty applications, the new drills are 
said to run cooler 

\lso introduced by the manufac 
turer is a new No. 16 universal 
electric portable Speedsander for 
C or DC, delivering 6200 rpm, and 
weighing five lbs 

I'wo new portable clectric gen 
crators recently announced—EG 
1.5A for AC and EG-1.5D for DC 
powered by gasoline engines, arc 
said to provide 13 amperes of 115 
volt current for operation of electric 
drills, saws, hammers, concrete vi 
brators and other tools on construc 


tion sites. 


Thor Power lool Co.. \urora, I] 


For Water, 
Oil, Liquids 


Electric flange type immersion 
heaters with tubular elements 
welded or silver brazed into standard 
steel pipe flanges have been an 
nounced. 

Standard models include 3-ele 
ment type with 3-in, 300 Ib steel 
pipe flange; 6-element type with 
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Portion of Warehouse in RB&W’s Port Chester plant 


Look at this reliability 





of supply...and packaging 


RB&W standard fasteners, one of the broad- 
est and best known lines in the industry, are 


OXES, cases, kegs as far as you can see... 

all packed with RB&W bolts and nuts, in 
instant readiness for shipment. This is just 
part of our finished stock .. . and in just one of 
our four plants. 


To a bolt and nut distributor, that’s like 
money in the bank 


Because it means dependable supply, for one 
thing. Your customers look to you as their 
“warehouse” to free them from need and cost 
of large inventory. But you in turn need 
prompt delivery fsom your own supplier. RB&W 
has not only strategically located finished 
stocks, but also the plants and abundant raw 
material reserves to handle even unusual orders 
promptly. 


Note, too, the sturdy wooden cases. Their 
use at RB&W exceeds the industry’s packaging 
standards. They stand up when stacked. You 
waste neither storage space, nor stock through 
broken or collapsed containers. 


made right . Stocked right .. . packaged 
right... priced right. Yes, handling the RB&W 
line is profitable business. 

Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


RB-W 


T11th year 


Plants at: Port Chester, N.Y; Coraopolis, Pa.; Rock Falls, Iil.; 
Los Angeles, Calif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas; San Fran- 
cisco. Sales agents at: Milwovkee; New Orleans; Denver 
Distributors from coast to coast. 


RBsw FASTENERS - S7r01g Point of any assembly 
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SELL THE LINE 
with the 
PROFIT LEADER 





For a longer profit per sale... SELL QUALITY 


IGVICG 


SELL THE COMPLETE CHANNELLOCK LINE 


You get more than a qual- 
ity line when you handle 
Channellock pliers. Here’s a 
line with a fast-moving, na- 
tionally advertised profit- 
leader . .. the popular Chan- 
nellock 420. No other plier 
does so many jobs so well... 
no other plier sells so fast. 
So stock the Channellock line 
and put the profit-leader 420 
plier out front for your cus- 
tomers to see... try ...and 
buy. It’s easier to sel] just 
one plier line. It’s profit-wise 
to sell the Channellock line. 











CHAMPION DE&ARMENT TOOL COMPANY 


| Ne ew ee 


150 
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5-in 300 Ib steel pipe flange; 12-cl 


ment type with 6in 150 Ib steel 
pipe flange 

Vulcan Electric Co., Danvers, 
Mass 


















- 


Oilers 


Eliminate 


Dry Starts 
“Kwik-Flush” 


feature a reservoir that automatically 


gravity feed oilers 


floods bearing with a fixed amount 


(approx. § oz. 


of lubricant the in 
stant the oiler valve is opened 

Following the flushing cycle, oiler 
functions in normal manner, feed 
ing lubricant drop by drop at re 
quired rate, and again stores oil for 
next flushing cycle when machine 
1S idle. 


I'rico Fuse Mfg. Co., Milwaukee 


Caliper 


50-Division 
Vernier Scales 


Called the No. 123 satin chrome 
Master-Vernier caliper, a new tool 


is designed with both Vernier plates 





oe 
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aids give you a whopping big oppor- 


Easier to Sell. 


GRINDERS 


xtra large discounts plus FREE sales 


nity to enjoy handsome profits as 
authorized Baldor Distributor. No 


other line offers so much for you or 


y 


our customers 


Ball-bearing motors never need servic 
ing — lubricated for life 

Totally enclosed. splash-proof motors 
keep out dust, grit, metal particles. Last 
a lifetime! 

Dynamically balanced motors give 
smoother operation, less vibration 
Complete line to satisfy every customer 
demand. % to 3 HP, 6" to 12” individu 
ally balanced wheels. Bench and pedestal 


_ types. Every model guaranteed! 


Find ovt about Baldor’s generous 
sales plan. Write... 


BALDOR ELECTRIC CoO. 


4353 Duncan Ave. «+ St. Lovis 10, Mo. 


SELL 


The Only 


Complete Line 


ZIP 


“T” Slot 


BOLTS 


¥g to 1” Diameter 
1” to 30” Long 


Immediate Delivery 


GEO. H. SELTZER & CO. 


FOLSOM, PA. 
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-PUL 


A self-contained cable unit, proved most reliable 
“under fire’. Single line capacity 7,000 pounds, 
double capacity with sheave. A tool with thousands 
of uses—in the oil fields, construction, mines, logging 
and all lines of industry where individual power is 
needed. Boundless sales opportunities for distributors 












seeking attractive profits. 







IMPORTANT IN MAINTENANCE 


MULTI-PUL 


Model T-100—Twin Unit 
Standard Cable 
Length 60° 








FUL ae 
lh“ ® he ) 








2—Husky models, S-100 single 
reel pulls in one direction; 
é T-100 Double reel, pulls in 
sa two directions. 










Ask us for Distributor Terms 





Let us furnish the facts about MULTI-PUL and statements from our 
enthusiastic users substantiated by additional orders. MULTIPLE 
CORPORATION, 1908 North Main Street, Dayton 5, Ohio. 






Copyright 1955, Multiple Corp., Cayton 5, Ohio 
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Every plant needs a SHOPLIFTER 


THE ORIGINAL 
500 LB. HAND LIFTER) 


More than 10,000 have 
been supplied to over 
50 different types of 
industrial plants 

all over America 


Only *210°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep. 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available 
Write Don Subr for salesmen’s catalogue 

sheets and re-sale information. 
pea 


— 


Performance guaranteed. 
Sold with a 10-day 
=| free trial offer 
ECONOMY ENGINEERING CO. 


4532 W. Lake St., Chicago 24, Ill. 
Eastern Sales Office: 342 Madison Ave., New York 17, N.Y 











Why CHOKE’ your 


scldating iron? 


— just ‘CRADLE’ it with a 
HEXACON 
HATCHET SOLDERING IRON 


The operator has to “choke” the conventional 
straight iron to hold it, whereas the 
HEXACON HATCHET IRON “cradles” in —Originator 
the hand with no perceptible grip whatsoever ay and Pioneer 

— thus relieving hand strain and eliminating i WATTS TIP DIA. PRICE 
the “heavy hand”, the cause of poorly sol- ae ar 178" $ 6.50 
dered joints. Because HEXACON HAT- 26 30. 3/16" 65 
CHET IRONS are perfectly balanced in 3 V4 e375 
weight, they enable the operator to solder in . 5) g 11.00 
a natural position and relieve fatigue of arm os , 12 
and back. 5 F 3 12 
DISTRIBUTORS! HEXACON offers more than forty : 

different Industrial Soldering Irons (HATCHET 

Line is only one of seven distinct types), ranging 

from 25 watts to 700 watts with tips from '%” to 

134” im diameter — for every soldering need 


HEXACON ELECTRIC COMPANY 


138 West Clay Ave., Roselle Park, New Jersey 


A COMPLETE LINE 
OF HATCHET IRONS 
BY HEXACON 
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scale, said 


fitting flush with 
to eliminate reading errors due to 


main 


parallax. 
Other 
plate finish eliminates 


multi 
hard 


features include 
glare, 
ened and stabilized master bar for 


rigiditv, long adjusting jaw, avail 
able in 12 and 24-in sizes 


L. S. Starrett Co., Athol, Mass 


Angle Adaptor 
For All Positions 


No 734 Gvro-V ise 


ingle adaptor said to permit move 


features an 
ment of the vise up and down in 
an are. 

With the adaptor, the vise can be 
placed in any position required, and 
is said to work equally well in any 
upright or on-its-side position 
Vise & M[tg 


Columbian Co., 


Cleveland 


Soldering Irons 


Melt Solder 90 
Seconds After Lighting 


I'wo new internally fired solde 
10-S-2 with a 2-Ib per pair 
20-S-5 
pair copper have been announced. 

According to the 
the tip of the copper reaches 1000 
dev. F. in 34 


Insto-Gas Corp., 


ns 


Ing irons, 


copper and with 5 Ib per 


manutacturer 


minutes 
Detroit 





said 


ue to 


nulti 


hard 


a STANDARD GEARING 
that meets CPEIA| needs available trom 


avail 


Vass 


Foote Bros. has pre-engineered an 
extremely broad range of gears to 
form an almost complete variety 
of ratios, capacities, center-distances and 
sizes to meet specific requirements. 
Manufactured to strictest quality 
standards, you'll find Foote Bros. open 
gearing the solution to availability 
and cost problems. See Foote Bros. 
for all your gearing needs. And 
they're completely cataloged... 


FOOTE BROS. Duti-Rated 
Lifetime Gearing 





Here’s greater capacity in less space! Longer life 

Duti-Rated gears are specially heat-treated for in \ 

creased tooth surface hardness and produced to high BACKING 
precision tolerances .. . yet con be ordered from stock 

to meet special gearing specifications! Send for the THE DISTRIBUTOR 
Duti-Rated manual for complete information and tech- . a . ‘ 

nical data on the standordized styles and sizes avail- * ads like this 


ae .. - Ch ae in leading trade publications 


a - 
ee -——— 
i 
This Trademark Stands for the / =". finest industrial Gearing made. POOTs Snes. 
\ Worm Gear Sets 
: WALZ Standardization and Quantity produc 
tion—by Foote Bros.—make this line of 


é f quality standard and special worm geor 
oe sets possible. These ore the same worm 
gear sets used in Foote Bros. famous Hy 


grade Drives, now made available for 


Pepe ay me —— Botbe Lnars . — special operating and service condi 
FOOTE BROS. GEAR AND MACHINE CORPORATION one, ee ee ee ae 


cotalog of ratings and dimensional 
4545 S. Western Bivd., Chicago 9, Ili. date. Ask for Manual SW-1 
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First and foremost... by 
producing a complete line 
of quality bolts, nuts, riv- 
ets, screws and other indus- 
trial fasteners . . . products 
that assure complete cus- 
tomer-satisfaction. 





PACKAGING — to latest indus- 
try standards. Uniformity and 
extra durability mean space- 
saving, product protection, 
faster inventory checking. 








DELIVERY — by the fastest 
means ...and usually from 


stock. 
acl 
\ bu " Mills Pactory} 


ADVERTISING — planned to 
help you sell . . . placed in 
publications your customers 
prefer. 





CATALOG — first 

in the industry to 

be completely 

up-to-date, incorporating all 
latest packaging recommen- 
dations adopted by the In 
dustrial Fasteners Institute . . . 
thumb-indexed for quick re- 
ference . . . carefully plan- 
ned throughout for conven- 
ience of you and your 
customers. 


i sd tt Pays to be a CLARK distributor. 


oj EY Vd 4 


BROS. BOLT CO. 
MILLDALE, CONN. 











Pliers 


For Electronic, Aircraft, 
Automotive Repair Work 


I'wo new long-reach solid joint 
pliers: one, a duck bill, the 
other a needle nose plier, have been 
added to the manufacturer’s line of 


and 


Diamalloy tools 
Diamond Calk 
Duluth, Minn 


Horseshoe Co., 


Pump 
All-Bronze, 


Corrosion-Resistant 


Model CTU-115 


features an all-bronze pump hous- 


coolant pump 
ing, impeller and shafts, and ove! 
size slow-speed motor. 

Unit comes complete with 6ft 
of flexible hose, 17-in flexible nozzle 
with shut-off valve, 8-ft of 
cord with plug and five gallon tank. 


Sutton Mfg Corp., Norfolk. Va 


rubber 
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WAILALE 
BRONZE BUSHINGS 
a MACHINED PARTS 
ALL RECOGNIZED 
BEARING ALLOYS 


BRONZE 


LUBRICO-HILEAD 
COMPLETE FACILITIES , 
STANDARD BUSHINGS 
MACHINED BARS 
NEW CATALOG ISSUED 


ISUCKLYE 


| BRASS & MFG. CO. 


| ‘Sle ubisieied Giles 











NOW Speed Vise brings you a new 
larger model ...a mode! that will give 
your Customers a wider range of Speed 
Vise capacities ...a model that means 
new sales—new profits to you. 

NOW you can offer your customer 
Speed Vise efficiency ...Speed Vise 
economy for larger parts on larger 
machines. 

NOW you can offer your customer 
greater savings than ever before. 


Write Today For Complete 
Information And Prices On 
The ALL NEW Speed Vise 


CARDINAL MACHINE CO. 


1819 Dana Sida: 3! ale ] ? 














ATLAS Electrolized ROLLER CHAIN 


Available in all sizes for tiny timers to big 
tough multiple chain drives. Regular or heavy 
duty . standard or extended pitch steel 
stainless steel, bronze or the new exclusive 


Atlas Electrolized Chain. 


ATLAS Balanced SPROCKETS 


Precision made to exact chain fit. Available in all 
sizes %" pitch to 2” pitch steel, stainless 


steel, bronze or Atlas Electrolized for longer life 


NEW POWER TEAM CAN 
BOOST YOUR SALES! 


TESTS PROVE DRIVE COSTS CUT 100% 


Out of the modern laboratories comes proof that can help boost 


your sales. This new Atlas Power Team is a real sales team in 
every distributor’s hand. 

Atlas Roller Chain, Sprockets and Flexible Couplings are preci- ATLAS FLEXIBLE COUPLINGS 
sion matched to operate as a power team for peakefficiency. They are — quiet running, ruggedly built for every drive 
made to run quieter, last longer and require less maintenance. They — Available from stock—bore “\¢" to 3% 0.0. 
are a power team that build acceptance and repeat sales. They can 
be a profit team for you when you handle the complete Atlas line. 


up to 7, 


ATLAS CHAIN AND MANUFACTURING CO., 401 Pacific St. sas the it 
West Pittston, Penna. profits Ww" 
date on aad 


Please sen mn gALES poweE 
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“Bull Dog” 


FOR EVERY JOB 


4 


. iat 
rentiss 


Top Swivel Jaw 
« 


Combination 
Pipe 


aT -- 


Woodworkers 
* 





Utility 


For 89 years Prentiss have proven 
to be high quality vises that have 
stayed sold and brought distrib- Socket 


utors repeat profitable business. Fits Square & Hex 


Nuts Interchangeably 


Called ““Ven-Point’, a new socket 


The Sales Policy is 


100% through Distributors IN A FEW SECTIONS 


TERRITORIES ARE OPEN 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. sockets in a socket set 
OF THE CHARLES PARKER CO. Made in 4-in square drive to fit 


inv standard ratchet wrench of this 


is said to eliminate the space, weight, 


iid cost of one half the regular 














size, thev will soon be available in 


}. 2, 3 and 1|-in drives also 
f S S t xX gp yty-ape \ right Tool & “ib Co., Bar 
D F V ! C E S$ berton, Ohio 


‘“"“MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 


fourteen feeds—four sizes of Reservoirs 


nes Conveyor 
A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 


Prevents Rust, 
Minimizes Handling 


We manufacture 


LUBRICATING DEVICES Designed originally for centerless 


WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 


. and other Brass Products 


price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


grinders, a new conveyor is recom 
mended by the maker for other 
ipplications in conjunction with 
dipping to prevent rust and to in 
crease handling efficiency or mini 
mize manual handling of parts. 


W. A. Whitney Mfg. Co., Rock 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. ford. TIL 
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Announcing the new General Electric 











Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


I] your customers now 


| gpemneer ND the new General Electric White Mer 


cury Reflector Lamps to a 


mercury lamps—unless color discrimination 


importance. They operate on 


is of 


the same 400-watt mer 


equipment—and look at these bonus features 


UP TO 63% MORE LIGHT ON WORK FROM PRESENT 


FIXTURES: Because a brand 


new phosphot renerates 


more white light than ever betore, your customers get 


from 


to 63% more light on the work 


} 


the type of lamp being replace 1. (See below 
UP TO 33% LOWER COST OF LIGHT: With this in 


crease in efficiency, the unit cost of light can go down 


trom 7% to 433 (See below 


LOWER INITIAL COST PER FOOTCANDLE: Your cus 


tomers can get more light with the same number of 


fixtures. 


You can offer these money- 


saving features to your « 


tomers by recommending new General Electric W/ 


Mercury Reflector Lamps. The lamps are ideal f 


newer, open-top reflectors that eliminate the old-tashi 


“cave-like” effect in plants. Their specially designed 


tium magnesium orthophosphate phosphor converts 


violet radiation into more white light than ever possi 


before. It’s also an efhcient reflector—sealed in aga 


dirt and fumes 


Offer these advantages nou 


Recommend the new G-! 


H400 RW-1 to your present mercury lamp users. For 1 


information write: General 


ID-3, Nela Park, Cleveland 12 


Electric Large Lar p Dept 
» Ohio 





ADVANTAGES 


OF NEW G-E 


WHITE MERCURY OVER OTHER G-E 
400-WATT MERCURY LAMPS 





NEW RW-1 vs A-1 (clear glass) 


© 55% to 63% more 
light to the work 


27% to 33% lower 
cost of light 


Less maintenance 


Whiter “Color” 


NEW RW-1 vs E-1 (clear glass) 


© 28% to 31% more 3 
light to the work ) 

© 16% to 23% lower 
cost of light / 


@ Less maintenance 


@ Weill suited for use \ 
in upword | ght 
fixtures 

e Whiter “Color 





NEW RW-1 vs J1 
(color improved) 


37% to 40% more , 

light on the work | 
} 

24% to 30% lower 

cost of light 


Less color improve- 
ment 








NEW RW-1 vs RC! and ®1 
(reflector shape) 


© About 7% more 
light on the work 


e 7% lower cost 
of light 


@ Less color im- 
provement for 
RC-l users 
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This 
and similar ads 


are appearing in 


30 LEADING 


PUBLICATIONS 
wasted time with slow, uncertain priming 


TO HELP . . . you start delivering in seconds. De- 


livery is then smooth and constant. There’s 


YOU SELL no spasmodic operation to cause damage 
VIKING to valves and meters. And to finish, you 
Cutter 


can strip a tank fast and completely with 


PUMPS positive Viking Rotary Pumps. They are For Heavy 


V ire Rope 


Whuen you install Vikings, there’s no 





built to pump all liquids, thick to thin. 


WRITE To start, send today fer Designed to accommodate able 
cure aw PUMP cateleg 57S mm. IT wire rope up to g-1n diameter, a 


new cable cutter features replaceable 


VIKING PUMP COMPANY Si 
blade and dies, 5g-in base, and avail 


Cedar Falls, lowo. US A In Canada. its “ROTO-KING™ pumps ib lity in a variety of colors 
See our catalog in Sweets 
Weight packed is § Ibs 


Chicago Screw Co., Bellwood, III 














New CATALOG 





MATERIALS 
HANDLING 
EQUIPMENT a <A 


2-color Bond Catalog K-40 give 


you the answers you need. It Pallet Lifters 


not just for your files 4ut 


s fo 
is 0a é everyday use. There’s a_ sectio ; 
Adjustable Forks 


on simplified caster selection that 
eliminates guesswork ordering : 2 
it } t Other sections illustrate and giv: Handle Varying Widths 
wi é ac 4 complete specifications for dé : 
pendable Bond truck casters \lade in two and three ton Capac 
hand trucks, dollies and all other 

ties, a new line of standard pallet 


you need Bond built-for-the-job handling : 
equipment. lifters with adjustable forks for 


Write, wire or phone today for 
y of the new Bond handling varying pallet widths has 


your cop 
Catalog kX 40. It’s free—and it’s 
yours for the asking. 


ARS St REE GNI 
Cady Metal Fabricating Co., No. 
B FOUNDRY & MACHINE COMPANY a: hry Pee 
Tonawanda, N. Y 


MANHEIM, PENNSYLVANIA 


been announced 
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Texlite 
Sheaves 


Vari-Pitch 
Sheaves 


Magic-Grip 
Sheaves 


Texrope 
Belts 


Magi-Key 
Sheaves 


Texrope, Texlite, Vari-Pitch, Magic-Grip and 
Magi-Key ore Allis-Chalmers trademorks 





with a FexXr ope 
Drive 
Franchise 


Profitable stocking plans... nation-wide 
sales assistance organization... selective 
appointments . . . rapid deliveries through 
expanding manufacturing facilities and 
field stocks... national advertising .. . free 
promotional aids such as imprinted liter- 
ature, displays, working models, direct 
mail, films, and identification material . . . 
sales schools... engineering help... it’s 
all part of a Texrope drive franchise. 
AND all of it, plus the invaluable selling 
power of the Allis-Chalmers and Texrope 
drive names, is now available to selected 
industrial distributors. 

FOR DETAILED information on these 
profitable franchises, get in touch with 
your nearest Allis-Chalmers District Office 
or fill out and mail the coupon below. 


Pees eececeeeeeeee ese ee ee eeeeeeeesenaneaaa%, 


Allis-Chalmers A-5234 
General Products Division 
Milwaukee 1, Wisconsin 


I am interested in hearing more about 
the advantages of a Texrope franchise 
Please have your representative call 

Name 

Address 

Firm 


Other products handled 


Se Se eee ee ae ee eee eee ee eee ee 
lease eee eee eee eee eee eee eee eee 


ALLIS-CHALMERS 
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NEW 


KLEIN 


CATALOG 
FOR 
e LINEMEN 
@ ELECTRICIANS 
e INDUSTRY 











A Profitable Seller 
with a broad market 


FE 

Flasher mat 
Smaller, tive 

More Compact Th: 

Four models of electronic high fact 
wav flashers using transistors have le 

sale 
been introduced. 

Chief advantages claimed include E 
longer life, ruggedness, and require ing 
ments of only 1/1000 the power and 45 | 
a small fraction of the space of a line 
vacuum tube. ue 

R. E. Dietz Co. Syracuse, N.Y. | the new... rugged... pe 

dis 
. . 
efficient HEPPENSTALL izin 
ing: 
Couplings DRUM & BARREL TILT . 
: For precision control of pouring .. . 
we or for this new Drum and Barrel Tilt lowers sale 
, 

100 years ago in 1857, Mathias nad Sinclar dak demain came mal 

Klein opened a little forge shop in lhree new flexible ( ouplings, Features include: 
Chicago. Out of this has grown the I — 


national institution known as 
Mathias Klein & Sons. 

To dramatize this 100 years of 
service to industry, Klein has pre- 
pared a completely new catalog. 

It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety ~~~ 
the tools and equipment neede 


known as Flex-Ring, offer bore sizes 
from ;*; to 14-in, diameters from 


to 24-in, and lengths from ~ to 


71 


2}-in 
Couplings consist of two alumi 


1. CONTROL .. . provides close, accu- 
rate control of pouring liquids, pow- 
ders, oils, and chemicals. 

2. OPERATION ... turns 360°... 
equipped with easy-to-operate chain 
or hand wheel. 

3. SIZE OF CONTAINER .. . handles 
standard 55 gallon steel drum. 


4. CAPACITY .. . capacity is 750 Ibs. 








linemen, electricians and industry. The 
A new feature is a section giving 5. SPECIAL SIZES . . . may be de- 
the dimensions of each plier—length signed to specifications. , 
of handle, length of cutting knives, WRITE OR TELEPHONE TODAY 34 
width of head, size of point, etc. FOR INFORMATION AND PRICES 
This Klein Catalog No. 100 will Sin 
be of interest to linemen—electricians | Advertised in leading trade magazines | 
—good workmen everywhere. A copy to 1 
should be in the hands of every pur- t 
chaser of good tools. Write for yours. ms 
eppensta a 
Mathias KLEIN & Sons cat 
 Kstabinbed 1857 cap. 854 | ‘ 
1200 McCORMICK ROAD © CHICAGO 45, ILLINOIS NEW BRIGHTON, PENNSYLVANIA fave 
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Factory Help 
to Increase 
Your Sales 


another sign of a 


KEY LINE! 









cath distributors know one of the toughest 


problems they face is sales training for maximum 





market exploitation. They know factual, yet imagina- 






tive selling is a necessity in today’s tough-sell market. 






That's why a true key line offers distributors intelligent 






factory help including complete sales training for their 







salesmen. 





Black & Decker’s great network of salesmen, cover- 


ing the whole of the United States and Canada from 









45 branch offices, one of which is near you, offer key 






line factory help. Almost at a moment's notice they are 


available to render expert technical sales assistance to Talk facts! You'll sell more 
distributor salesmen. They stand ready to aid in organ- Black & Decker Sander-Grinders | 


izing sales programs; to conduct sales training meet- 











ings, and to help distributor men sell the tough ones. Sometimes what appears to be a little thing 





pays off in big dividends. Take the exclusive 
Kool-Flex pad on the Black & Decker 7” 


Sander-Grinder, for instance. It’s lighter; 





This is the kind of help that pays off in increased 
sales! Make Black & Decker your “key line” and you'll 


make your selling time worth more money! 







perforated to make sanding discs run cooler 





—drastically reduces chances of burning 





Leading Distributors Everywhere Sell 





material. But, it’s more than that! The exclu- 


sive Kool-Flex pad reduces “nose” weight 
& ; ® makes the B&D Sander-Grinder easier to 
handle: contributes to better tool balanc« 


That means the virtual elimination of “dig 





Portable Electric Tools —Power-Built to Last! - , 
phn lite = n= ob ging in” and operator fatigue 





The Black & Decker Mfg. Co., Dept. 2403, Towson 4, Maryland Know your products! Talk facts! You'll 






find many a sales advantage for you when 


34 Years in The Saturday Evening Post to Help You Sell! {| = jou explain the whys and wherefores of 














Since 1923 when it was one of the very first industrials your better tools! | 
to use The Post, Black & Decker has been advertising L — J 
to customers and prospects: more than 3,800,000 of 

them. These have been selling messages designed to course, in America’s favorite family magazine—plus 
catch the industrial buyer in his home, relaxing in his _ leading trade magazines—reaching all of your markets 





favorite easy chair. This year, Black & Decker is, of predisposing them in your favor. 











ARMST 


GEAR and 


improved 
easy to set 
the harder 
the grip. 

12 types, 
3-arm, stan 
STEELGRIP 
forged arms 
screws as 
Universal P 
considerabl 
end of sha 


Write EBoroiog 


safe in use— 
I the tighter 


zes — 2-arm, 
and special 
s with drop 
eat treated 
CHAINGRIP 
that reach to 
fances from 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 


CALDER the Dresser Line 


for Rive Profits... Easier Sales 
WAAAY 


tool 


7 7‘ ‘ eo \ \ \ \\ \ \ \\ \\ a. %\ 
BUILT RIGHT—Best throughout 
Right and Left hand Threaded Bushings 


materials 


steel cutters... 
for Automatic Tightening. YY \\ 

5 *' 

cis SAAS 


\ 
\ 
\ %," 


_ EASY TO HOLD— Extra » 


.e' 


well distributed . 


Weight 

\A\\ for smooth handling. 

\ ee My \ \\ « \ \\ \\ * K\AAAY 
Also CALDER Fine ‘iaesond Dressing Tools \ 


| T THROUGH DISTRIBUTORS \\ 
‘SOLD owe" H 
ek: AAS LUN \ 
CALDER ‘MANUFACTURING of oF 


2049 North Prince Street . Lancaster, Pennsylvania 
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num hubs which fit into synthetic 


rubber molded into an aluminum 


eente! ring. 


Smith & Serrell, Inc., Newark, N. ] 





Dehumidifier 


Removes Dampness, 
Prevents Rust 


Known as Hum-I-Dni, 


humidifying compound is said to 


a new de 


ibsorb up to 10 times its own weight 
in moisture from the ait 
of acti 


suspended on a 


Unit consists of a bag ied 


chemicals wire 
frame above a drainage drip pail 
Also recently, Ic« 
Rem, ice melting chemicals, are now 
ivailable in 80-lb bags for bulk ship 


ments of l-ton or more of regular 


announced 


pellet type or “CF” chloride free 
material 


Speco, Inc., Cleveland 


Wheel 


Reinforced, 
All-Plastic 


“Lamilon” nylon-reinforced all 

plastic wheels are said to feature 

high impact strength and abrasion 
4 


resistance, low water absorption and 








How many sight glass sales did you make last year? 


If your sales of sight glasses weren't substantial, you lost out on some prof- 


itable business . . . and a chance to build some good will for yourself. 


It’s true, sight glass sales are not big 
sales, but they're an extra item for 
profit-on many of your orders. More 
important, sight glasses are vital to the 
operation of more and more equip- 
ment every day. Costly down time, 
because the right sight glass is not 
available, builds good will for no one 
So why not stock them? Let your cus- 
tomers know you have them. 
Wherever someone must see what's 
happening during a processing opera- 


tion, there’s a place for a sight glass 


and a potential sale for you. Pyrex 
brand Sight Glasses are used for ov 
ens, absorption columns, reaction ket- 
tles, furnaces, pressure vessels, evap- 
orators, stills, processing tanks 
wherever thermal endurance, chemi- 
cal stability, and transparency are im- 
portant . . . for all pressures up to 300 
psi, and temperatures up to 500° I 
Write for descriptive Pyrex Sight 
Glass Bulletin EB-20. . 
nearest Corning Warehouse Distribu 


. or call your 


tor. 


Corning Stock Warehousing Distributors 


American Packing & Gasket Co., 
Houston 1,Texas 


Cincinnati Gasket, Packing & Mfg 


Cincinnati 1 Ohio 
Diamond Industrial Giass 
Philadelphia 6, Pa 

Fred S. Hickey Corporation 
Chicago 44, Illinois 


Hobelmann & Co., Inc 
San Franciscc California 


James Morrison Brass Mfg. Co., Ltd. 


Toronto 1, Canada 
H. J. Murray & Co 
New York 7, N. Y 
Stemmerich Supply, Inc. 
St. Louis 4, Missouri 
Swift Lubricator Co 
Boston, Mass 

Swift Lubricator Co 
Elmira. N 

Warren & Bailey Co. 
Los Angeles 22, Calif 


/ CORNING GLASS WORKS, CORNING, N.Y. 


Connieg mans easoacch ic Css 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 1957 








EXCLUSIVES AT NO 
EXTRA COST TO 

YOUR CUSTOMER, 
BUT THE SAME 
PROFIT TO YOUI 


DOWEL PIN 
REAMERS 


Straight Shank, 
Right Hand Cut with 











Straight, Right or Left 
Hand Spiral Flutes. 

14 Sizes from .1230 
thru .4995” Sets, tool 


OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hond Spiral Flutes. 

14 Sizes from .124 

thru .501” Sets, too! 


These reamers are two 
more reasons why L&l 
is your source for a 

complete reamer line. 


Get the L&I Story now. 











resistance to oils, greases and chem 
cals. 

Available in sizes 3 through 12-in 
with alloy steel roller bearings with 
hardened steel outer race and pro 
vision for pressure lubrication 


Fairbanks Co.. New York 


Torque Tools 


Torque Prese 
In the Handl: 
Midget Mlicroset torque t 
measuring from 6 to 10-in o1 
are available with box or open 
and ratchet or square drive 
Apco Mossberg Co.. Attlelh« 
Mass. 


Drills 


Continuous Holes 


Extension 
Shaft 
fits 


99-PR 
and 


99-JR 
Handles 


Here's aon extra 6 reach for 
the hundreds of thousands of 
XCELITE 99PR and 99JIR set: 
in use, plus the new ones being 
sold every day! The 99-X10 ex 
tends the utility of these sets 

t will your sales! Write for 
latails tedoy! 


XCELITE, INCORPORATED 


Dept. F 
Orchard Park, N. Y. 


“the reamer specialists” Through Body, Shank 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 


Designed for use on production 


runs Im screw machines or turret 
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DISTRIBUTORS Rod 


AND 


DISTRIBUTOR SALESMAN 


Are YOU—“Cashing-in” on this IMPOR- ge 
TANT part of the ARMSTRONG line by 
carrying adequate stocks and promoting 

sales on ARMSTRONG SET-UP and 
HOLD-DOWN TOOLS? 


ARMSTRONG Set-Up and Hold-Down 
Tools reduce setting-up time—keep men 
and machines producing. Designed for 
NON-SKID use on planers, drill presses, milling ma- 
JACKS chines, etc., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 
ARMSTRONG Bulletin SUT gives com- 
ae plete information. 
. 


oe Write for Circular 


PLANER 
JACKS 


> Po 


STRAP 


T-SLOT BOLTS AND NUTS CLAMPS 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 W. ARMSTRONG AVE. CHICAGO 30, U.S.A 
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Now available in 182 
standard sizes to meet 
your exact requirements 


hardened high speed steel 


DRILL BLANKS 


These versatile, low-cost drill blanks are made of top 
quality, uniformly hardened high speed steel preci- 
sion ground to exacting tolerances to meet the 
requirements of countless applications. Ideal for use 
as dowels, punches, knockout pins, gages, and 
rollers. Readily adaptable to form a wide variety of 
end cutting tools, too. And they're offered now in 
182 standard stock sizes and in sets as shown. 


Cal! your local Ace Drill Distributor today! 


NEW CATALOG covers the entire line of Ace 

Ground-from-the-Solid” High Speed Stee! 
and Carbide Drills, Reamers, Drill Blanks 
and Special Drills. Send for it today! 





ADRIAN, MICHIGAN 





ORIGINATORS OF “'GROUND-FROM-THE-SOLID DRILLS 


lathes, new high speed oil hol 
have been introduced 
Stocked 
+ 


length sizes from {jy to 1l4-in_ by 


in straight shank 
64ths, shank ends are tapped for us¢ 
with threaded pipe connections 

Whitman & Barnes, Plymouth, 
\lich 


Thread Checker 


Requires No Special 
Wires or Attachments 


\ new gage capable of checking 
and indicating pitch diameters of 
any threaded part having external 
screw threads up to 14-in diameter, 
and of any specified pitch, has been 
introduced. 

Sheffield Corp., Dayton, Ohio 
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ONLY 


MAG «TOOL 


HAS 
MICROMATIC ADJUSTMENT 


MAG-TOOL Drill Presses attach 
magnetically ‘to ferrous surfaces 
bringing the capacity .of heavy 
duty presses right to the job! 


MICROMATIC ADJUSTMENT 
enables movement of the ‘drill for 
precise positioning after the press 
has been attached to the working 
surface. For example, (see photo) 
the bit may be easily positioned 
anywhere between the two curved 
lines without moving the drill 
press 

Inquiries invited 


MAGNETIC 
ee) ite) 7 Nale), | 


Santa Clera, Calif 


igetols 


1955 Lafayette St 


Packaged 
PIPE NIPPLES 


SEAMLESS STEEL NIPPLES 


FROM STOCK: 


2” to 8” Standard and Extra Strong 
Black in A.S.T.M. A-53 Grade “A 


TO ORDER: 
2” to 8” Double Extra Strong Black 
in A.S.T.M. A-53 Grade“A” 
2” to 4” Standard and Extra Strong 
Black in A.S.T.M. A-106 Grade “A” 
Galvanized and Grade “B” nipples. 
@ Avoid errors. Nipples are 


marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec 


tsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 





You can count on 
CONTINENTAL 


for fast-growing 
1935 VOLUME 


CONTINENTAL POTENTIAL 
065 in fastener 


CONTINENTAL | 


1957 


CONTINENTAL 





CONTINENTAL puts more in the 
package than first-quality fasteners. 
Buyers get full benefit of a specialized <4 
approach to assembly planning service 
that shows convincing results in 
production dollars saved. 
This sound selling strategy puts more 
“in the package” for CONTINENTAL 
distributors and dealers as well. It 
delivers customers sold on the extra 
value of any fasteners packed with the 
CONTINENTAL label. It means volume 
potential from mounting demand that 
makes fastener sales pay worthwhile 


profits. Why not get the details? 
Continental Screw Co., Cc oO N I I N E N I A L 
New Bedford, Mass. SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS 


PHILLIPS AND SLOTTED HEAD TAPPING SCREWS « W 20 
SCREWS « MACHINE SCREWS « SEMS « BOLTS « Ts . 
STANDARD OR SPECIAL FOR ANY ASSEMB 
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How You Can Sell More 
BLOW: OFF VALVES 


The Regular Everlasting Valve 
(at the left) provides a drop-tight 
seal that actually improves with 

| use, because each time the disc 
i} rotates against the seat there is a 
| self-grinding, self-lapping action. 
| 


































The Everlasting Angle Valve 
(at the right) is built extra tough 
to withstand repeated blow-off 
shocks, erosion and abrasion. 
The disc and seat are monel met- 
| al, and the stem is stainless steel. 











For 50 years Everlasting Boiler Blow-Off Valves have 
been sold exclusively through Distributors, and have 
been winning repeat orders in sale after sale. Write for 
catalog and price information. 


EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. 


Everlasting Valves 


TRADE MARK “EVERLASTING” REG. U.S. PAT. OFF. a 











LOWELL WRENCHES: Simple to Use... Easy to Sell 














Aga again, time st idies have proved that Lowell R , Ra 
Wrenches cut costs because they are simple to use. Add tot the feat 
exceptional strength, and you have the wrenches your cust r nt— 
dependable, fast, long-lasting. Here are three of the mor 


SERIES 50 SOCKET WRENCHES 


Formerly Stee! Socket Bridge and Red Socket me 
Wrenches I he socket 


Series 50—Socket type wrench 


bolt to 





—_ pass through, and reversibl 
flipping th “tt r’ near tl 
socket. Handles from 8” to 60”; 
& & & square or hex sockets up to 9! 
Series 40—Gear type wrench 
The flat gear, | thru type, is 
SERIES 40 GEAR WRENCHES cine tow hanwre aut ae ee oe 
Formerly ‘Red Face” Bridge Builders’ Wrenches versed by a “trigger” near the gear 
. Handles from 24” to 48”; square 
ge or hex gears from 34” to 45%”. 
Series 20—Gear type wrench 
Especially popular with machine 


SERIES 20 WRENCHES tool builders, it has the r 


Formerly 1916 Pattern knob at the end of the handle. Me 

ern appearance, and heavy luty. 

Ce —————a Handles from 7” to 36”; square 
or hex gears from 14” to 23@”. 


For Complete Information 
Write for General Catalog and Price List 


OWELL WRENCH CO. 


WORCESTER 8, MASS 


ng 
»d- 
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Hammer 


Extra Length Handle 
For Sledge Leverage 


\ new rawhide hammer that will 
not scar, dent or mar surfaces fea 
tures a 20-in increased handle length 
in a split head hammer type or 
standard solid head model 


Garland Mfg. Co., Saco, Maine 


Fans 


Portable, 

Suitcase Design 

\ complete line of portable fans 
in suitcase design, as well as roll 


i-bout and floor fans, has been an 


nounced 
Some of the 


pilot light to indicate when powet 


features include 




















aD VOLUME of air . . . passes a// the air 
you need .. . leakproof . . . positive 
lock . . . easy disconnect. 


LO PRESSURE drop . . . most efficient 


coupler by actual test! Cuts operating 
costs for all air-powered devices. 








Write for complete details on performance and sizes. 










"ee by SR 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES — BRYAN, OHIO s P E E vb Cc °o U P L E R s 
Plants at Bryan and Cleveland, Ohio Alse AIR TOOLS... AIR HOISTS... 
Aro of California, 3141 S. Grand Ave., Los Angeles 7, LUBRICATING EQUIPMENT .. . AIR- 


Calif. * Aro Equipment of Canada, Ltd., Toronto 15, Ontario 


Offices in All Principal Cities CRAFT PRODUCTS . .. GREASE FITTINGS 
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Take BIG PROFITS 


$ Aine 


with RUST-SELE 101 


DAMPPROOF RED PRIMER 
(Nationally Known) 





Here is an easy-to-sell product 
that pays you high profits. Thousands 
of users in industry. All of your cus 
tomers are prospects for repeat sales 
RUST-SELE 101 Dampproof Red 
Primer, stops rust 
any metal surface. Goes on right over 
rusted and damp surfaces. No expen 
sive surface preparation needed 
RUST-SELE Company manufac 
tures the most complete line of heavy 
duty maintenance coatings available 
Nationally known, they are sold only 
through industrial distributors. May 
we tell you about the RUST-SELE 
profit plan for your organization? 
Write today to Rust-Sele Company, 
9810 Meech Ave., Cleveland 5, Ohio 


seals rust on 


MANUFACTURERS REPRESENTATIVES: TERRITORIES ARE STILL AVAILABLE WRITE TODAY! 


The Quality Line 


ackage 


for your trade 


eGe 
w0eew “ asser'ate 





* TAPER PINS 
* STRAIGHT PINS 


* WOODRUFF KEYS 
* STAN-HI-PRO KEYS 
* MACHINE KEYS ¢ COTTER PINS 
* MACHINE RACK © SPECIAL PARTS 


Here's quality that sella—repeatedtly 

“STANHO™ Steel Products are precision-made 
from selected stock, microscopically free from 
defects. Available aiso in Stainless Steel 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications 


Bulk or packaged 


Write for details and prices 


ORSE NAIL CORP 
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Hammer Bits 


Drills Only 
Perimeter of Hole 


\ new tungsten carbide tipped 
hammer bit in sizes through 14 
n im diameter has been developed 

Of solid chisel point type through 
in, the new bits are core type with 

slot in larger sizes having mul 
iple carbide cutters 


lilden lool \i fe Ci San ( le 


mente, Calif 





Nipple Chuck 


Overall Length 
Less Than 10-in. 


Pipe and conduit nipples of any 
length by means of hand threading 


Continued on page 178 













Only 
Hole 
yped 
1 14- 
ped. 
ugh 
with 
mul 


Cle 


ngth 
0-in. 
any 


ling 









It's what's IN these wheels 
That brings OUT big, new time-savings 






Pass This Information Along 


to Your Customers 





A Completely 
New Slant on 
Abrasive Applications 


You cant tell by this picture that these Brightbos wheels are compounded with Brightboy is made in whee 

as well os in a ftull ran 7e of 

RUBBER AND ABRASIVE (ALUMINUM OXIDE or SILICON CARBIDE) to cut ceianty mendiatecundin. ane 

ishi ‘LE : , . d blocks — for machine ond 
finishing time tremendously—to BURR, CLEAN. FINISH, POLISH, frequently in on 


ONE OPERATION! 


manual operations 





But the unique action of the rubber and abra in soft, firm and tough rubber binders. Stock 
sive, working together quickly shows your cus- Brightboy numbers do the work of “specials” 
tomers completely new effects provides a finish and the usual finishing jobs too 


- 
that’s often the final polish—a one-step opera- 
Dealers and their salesmen are really cashing 


tion never before associated with abrasive appli- ‘ 
in on the NEW USES Brightboy is pioneering 





cations. 

to create a completely new, wider concept ol 
Brightboy comes in STOCK numbers, exactly abrasive applications—a brand new, king-size 
JOB-MATCHED to your customers’ needs. Sili- abrasives market. Write us now for dealer prop- 
con Carbide and Aluminum Oxide grains. Each osition that details Brightboy’s unusual sales. 
in grades from extra fine to extra coarse. Each profit and turnover opportunities. 














a < 
BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO 

95 North 13th Street Newark 7, N. J 


America’s Pioneer Manufacturer of 
Rubber-Bonded Abrasives 


te Fagen - 
: . 2 eae 
* RUBBER 
“ 7 
ty . 


Fin re pe 
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PRESIDING at 
New 





OPEN DISCUSSION 


'¢ 


Harvard Case on Salesmanship 


Sparks Lively Discussion 


. . . at Boston meeting of New England distributors and manufacturers 


CHAIRMAN, Joint F 
Committe I Na 


England meml 


Industrial Dist tor \ssociation ommented 
William T. Rvya \rca N | Board of Harvard Graduate Scl 
Governor trod \dmunistrat ff 


172 
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0» OF THE LIVELIES SCUSSIONS 
il} thie hi tor if \ i | Na 


tional Industrial Dist utor \sso 

: ae 

lation mecting Vas ¢ Z 

New Keng ind aqaistriput Wid lS 

1 } rer } . 2 —e 

manufacturer guests a ! imnual 
uncheon and meetings Boston 


Everyone Participated 


With practicalls iI irt pa 
tion in the discussion t i iS¢ 
historv from the files of the Harvard 


Graduate School of Business Ad 
ind particularized on the basis of 
practical experience al und busi 


ness conduct 


\ three page descript rf the 








\\ 






IONS 











Opinions & Suggestions 


| P 
Ik +e dan 
ay 
( th 
hnanuta 
4 
ll 
Typical Reactions 
\tte t yu t 
h 
1 i l 
: 
1 1 tT 
h | i 
Itt 
' 
If t 
of 
i h t ITC 
\\ | f th 
( } ) ) 
i 
IX Dy \ l ( ( ct 
th | id Lhe form 
t th ll Vd quite l lepa 
ture from ‘anything we have don 
before and | think it stimulated a 
t of thinking 1 am afraid that 
the distributor attendance was rather 
} + o 
disappointing due to the unfavor 
ible weather At least 15 other 
uterested distributors, who had 


mad ich 11) reservations, did not 


mak 

Combining in the evening with 
the New England Iron & Hardware 
\ssociati ind the American Steel 
Warchouse Association, the New 


england distributors attended a re 


ception and banquet featuring Ed 


ward NicFaul whose topic was, 
Hlow’s Your Sense of Humor?’ 


specify MILWAUKEE 


the complete line of quality valves 
for all plumbing and heating 





Mic WAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 






gate valves 


globe valves 


angle valves 


check valves 


manifold units 


needle point valves 


anti-hum valves 


relief valves 


foot valves 


vertical check valves 


angle check valves 
by-pass pressure 
relief valves 


air check valves 


radiator valves 


miscellaneous 
equipment 


. 
. 
‘ 
‘ 














Proved best for 
trouble-free service 


Milwaukee valves are first choice of 
smart plumbing and heating men 
everywhere. That’s because their 
reputation for quality and depend 
ability is your assurance of satis- 
faction. Add to this superior design 
rugged construction and trouble-free 
service. It’s plain to see why so 
many contractors standardize on 
Milwaukee valves. Stocked and sold 
by leading jobbers and wholesalers 
Write for catalog B255 


” MILWAUKEE VALVE COMPANY 


THE COMPLETE LINE OF PERMANENT QUALITY VALVES 


A Subsidiary of Controls Company of America 


2375 South Burrell Street ” 
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Milwaukee 7, Wisconsin 
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HERC-ALLOY. 


the original alloy steel chain 


























FOR THE FIRST TIME 
Assemblies are now 
available with a choice 






of coupling links: 


WELDED 


coupling links 
...the type with which you 
are thoroughly familiar. 


DETACHABLE 

coupling links 

...the new type called 

Hammerlok introduced 

by Columbus McKinnon 
in 1955. 


cu Hammerlok 


The “do-it-yourself” reusable cou- 
pling link that permits you to make- 
up or rebuild your own Herc-Alloy 
assemblies with all components 
furnished by your local distribu- 
tor. Simple and safe. Endorsed by 


leading alloy chain users. 





CALL YOUR CM DISTRIBUTOR .«, 


write for helpful literature on alloy chain assem 


bly, care, use and inspection 


HOISTS AND CHAIN 





COLUMBUS McKINNON 


CHAIN CORPORATION 
TONAWANDA, NEW YORK 
Regional Offices: New York * Chicago * Cleveland 


In Canada: McKinnon Columbus Chain Limited 
St. Catharines, Ontario 
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How Would You Score 


In This Ducommun Exam ? 


— OF THE MAI 
Supply Co., Los 


tests are of the ope 
’ , 
materia: mM MNple 


rang program 
i iS | Piadll 


In one of the te 


ind, although 4 

limut Our tion ct 
lest vourself 
W hat if 

nprove its n 

a. < pp 

B. Lead 

( Ji) 

1). Sulphni 


Nlost pper THp< 


\. Welding 

B. Drawing 

C. Rolling 

D. Tubularizing 


Whiat is it that a 
two ends of a 
tastening? 

A. « lipper Belt | 
B. Clipper Belt La 

What's the best 
fastener for a 
rapidly fastening au 
terv to metal bo 
\. ‘Type 21 
3. ‘Type A 
( l ype B 
1. ‘Type U 


What type of P-K 


be used to cut a stand 


} 
} 


screw thread in plasty 


\. ‘Type 2] 
B. Tvpe A 
C. ‘Type | 
D. ‘Type | 


In an identifving 


8-32 the “8S” stands for 
size 

. True 
B. False 


\ customer orders 


for use in a ]-inch kd 
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KETING TRAINING PROGRAM at Ducommun \Nlet 
Angel mprehensive examinations are giv | 
ook” tvpe in that the traimees may use rete 
in tor ycture report on the Np 
7 
tio fthe m ltiple choice type irc Cmplo ! 
VCI 1 reference books, ther 1 Ti 
ink a nted wrong 
ye questions 
kable or non-stockable ? 
\. “Stockable 
B Non-stockable 
lor general purpose transfe 
ingles in cabinet work ! 
vould be the logical tool? 
\. Bevel protractor 
B. 1 square 
C. Shding T bevel 
1). Universal bevel 
[he 118° pointed drill we stock 
' ultable for most dnilling oper 
} tt trons 
\. ‘True 
B. alse 


\n oil hole drill has } }) le drille ] 


, \. ‘True 
B. False 
\ 1330 Morse drill i nade 


\. Iligh speed steel 
B. Carbon steel 

C. 4130 steel 

Id. C1018 steel 


fastener can Can +30 stainless steel be hard 
ird m i11ie ened? 
\. Yes 
B No 
What is the best explanation of 
the meaning of “base price” on 
tcc]? 
ul lik \. Basi price hot lud ig tran 
ew lug portation 
B. Basic price not including extras 
C. Basic price delivered at ware 
house 
128 chaser 1). Basic price at mill 
Ca Is our round polished drill rod 
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hard 








nsidered to be 


tion? 

\ Yes 
8 No 

Which of thesc not a tvpe of 
ond generally used in’ making 


rinding wheels? 
\. Rubber 
B. Vitnfied 
) 
\ Re sinoid 


D. Varnish 
What is a standard unit for 100 


rit Behr Manning adalox finishing 
yaper? 
\. 1000 sheets 
B. 500 sheets 
( ] TOSS 
D. 12 gross 
What tvpe of abra ised for 
cht grinding on hard. sensitive 
teels? 
\. 37 ervstolon 
B. Regular alundum 
( 39 crvstolon 
D. 38 alundum 
Can vou give a ustomer the 
muitside diameter f a Danly 
pring? 
\. Yes 
B No 


Which is the correct number fot 


i Kwik-Klamp toggle clamp with a 
fixed flanged base and a maximum 
holding capacity of 750 Ibs 

\. 9-00-19 

B. 9-00-2] 
C. 9-00-22? 


D. 9-00-24 


I have a #20B Goodrich v-belt 
W hat is the equi lent Davton size? 


\. B20 


B. 20B 
C. A38s 
D. A70 


What is a reamer used for? 
\. To make the sides of a round 
hole parallel 
B. To bring a hole to proper size 
C. ‘To remove burrs 
D. To straighten a drilled hole 


I’m holding a Vascolov Ramet 


tool holder pointing away from me. 


It bends to my right so it is 
\. Right hand 

B. Left hand 

C. Bent out of shape 
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KESTER 


sf A = 

el? _ FLUX . 71. CORE 
|< .\5 Neer 
tia == 
dik 

Ae 


YOU'VE GOT TO 


HAND IT TO PURCHASING! 


KeEsTER FLux-Core Soper has long been first choice 
with an overwhelming percentage of the nation’s 
Purchasing Agents over 50 years, in fact. Reason? 
Most P.A.’s are well aware of Kester Solder’s quality 
ingredients and manufacture, and they know that 
Kester won't let them down. Makes the job much 
easier for the distributor, which is why so many of 
the leading industrial distributors from coast to coast 


) 


find Kester one of their best lines. How about you’ 


Sell Kester and you sell the best! 


KESTER SOLDER 


4214 Wrightwood Avenue e« Chicago 39, Iilinois 
Newark 5, New Jersey « Brantford, Canada 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you ‘The right tool for 
every metal working job!” It includes milling 
. three different tool bit 
. slitting saws . . . cutoff blades .. . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 


cutters and end mills. . 
grades.. 


less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
. . Gorham’s reputation for high 
and an extensive ad- 


cutting tools . 
quality and fair dealing... 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 















orkut TOOL COMPANY 








:VERYTHING IN STANDARD AND SPECIAL CUTTING TOOL 





14400 WOODROW WILSON ° 


DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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ferrous metals? 
\. Spiral poimted ta 
B. Plug tap 
C. ‘laper tap 
1). Spiral fluted tap 
Which of these iot a methe 
D which geomet asc il 
made 
\. Supermetr 
B. Ground 
( Nilled 


1) | ipped 
\ bastard file 
\. Al 
B. A relatively smooth file 
\ 
\ 


1 unusual type file 


( 
1) 


relatively rough file 

nie Tor wo cl 
What does i.G & P 
\. True, 


B. ‘Turned, grooves 


‘round, and 


= 


PUTHICCK 
ent 

Land pecce 
] 


What tap is best suited for non 


stand tor? 


























C. ‘Immmed, graded and polishe: 


D. ‘Turned, 


Which of 
wear most rapidly? 
\. D100 K50B 
B. D100 J100 M 


STE ee ee ae 
fTouNd and pol SHCC 


these wheels woul 


Garnet abrasive materia 
\. Black in color 
B. Brown in color 


C. Grev in color 


1) Reddish Il) color 


X weight material has referen 
t 


\. Cloth 
B Paper 
C. Fiber 


D. Combination 


When the word “combination 

is used it generally refers to 

\. A combination of grit sizes 

B. A combination of different abr 
sives 

C.A cloth an 
paper or fibre and cloth 

ID). Material for a 


uSCS 


combination if 


combination 


How did you score on these 
questions? It’s true we have 
not printed the answers but, 
if you’re in doubt about any 
one of them, just drop us a 
note and we'll give you the 
right answer. 


1 


ot 


3 
= 
2 


yy 








A 








genvine A TLE M I TE fittings 


































4 i \ . 
only Alemite offers all 4 4. Only Alemite fittings have such a widely- 
extra lubrication advantages accepted nationally advertised brand name 
backed by over 38 years of continuous adver- 
a tising! Made by the leaders in lubrication! 
1. Flat top with clean, dirt-cutting edge bites 
ae through dirt and old grease instantly! Now You Can Tell the 
— ; ' Genuine Alemite By the RED BALL 
2. Only Alemite fittings are armor-hard—to 
resist nicks. scratches distortion! ¢ Instant positive identification Anyone can see at a 
: glance that it’s Alemite! ¢ Permanent, foolproof identifi 
bra 3. Tip has rounded contour to give extra work- cation—and it costs no more! ® Protection against sub- 
: ] ler w “Me l ff j io} stitution at every stage: specifying, purchasing, inspec- 
— ing angie coupler wont Slip off in tight tion, order filling, installation, maintenance, inventory! 
= quarters. Alemite precision engineering! e Insurance against mixups and swapping! 
nm of 
FREE SAMPLE! Mail Coupon Today! 
Alemite, Dept. 44-37 
se 1850 Diversey Parkway, Chicago 14, Illinois 
ve ALEMI I E A PRODUCT OF WET UALL nvccon paren newb eves Nine ond mane fy 
it oa customers. send me a sample 1 ee 
a a 
he 
LUBRICATION FITTINGS FF 6 erin re 2 
A Product of STEWART-WARNER CORPORATION Ley, Se q Stine 
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power of 


Peel iis 
ENERGY 


























QUALITY 
CONTROL 


on master, joiner and end links— 


adds to the superiority of 


TM 


factory made 


alloy sling 
chains! 


More and more distributors are cashing 
in on the growing market for TM factory 
made Alloy Sling Chains—and there are 
good reasons! These famous Slings meet 
and exceed the demands of industry. 
They’re tougher and safer, due to new 
Gamma Ray (X-ray type) quality control 
on master, joiner and end links... Con- 
trolled Atmosphere Heat-Treating and 
other new production techniques. In ad- 
dition, only TM Alloy Slings are equipped 
with patented Tayco Hooks—the finest 
on the market! Start selling TM Alloy 
Chain and you'll gain well-satisfied 
customers and rich profits right away. 
Write for Bulletin No. 13. 


<yntS> 
Advertised in Business Week week 
and leading trade magazines! \ = 


, 
Backed up with effective sales helps! 


\ 


e 
\ 


A GREAT NAME IN 








Easterr 
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plant 






+, Ind 


Tayior MADE \, <2 avon 


sales office and 
7 3505 Smaliman St., Pittsburgh, Pa 
SINCE 1873 \ 
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On The Market Today 


Phra’ mipple chuck 
Packed in metal tool box with 
holding adaptors from 4 to | 1, the 
new chuck in be used with all 
threaders adjustable to 2-in 
\lercurv [lvdraulics, Ine. Der 





Gages 


For Shallow Slots, 
Grooves and Holes 


Called Shalo-Chek, a new adjust 


ible gage is said to provide quicker 
more accurate measurement of crit 
il dimensions of shallow lot 
LTOOVES ind hole 
Measuring 113-in high, it can be 
used at the machine to check depth 
from , to 4-in 
Ellstrom, Inc., Dearborn, Mich 
Screwdrivers 
Transparent 


Plastic Kit 


Combination-Detachable” screw 


drivers with four quick-chang¢ 
points are now available in a trans 
parent plastic kit with snapfastener 
top 

Called the SK-20 kit, it fits int 
hip pocket or tool box 


Xcelite Inc., Orchard Park, N. ¥ 















‘a HELLER NUCUT 
Wavy-Teeth 











OVERCUT 
The “‘overcut" creates 
a pattern of coarse 
and fine teeth. 

























HELLER Nucut Wavy-Teeth design com- 
bines both coarse and fine teeth in the same 
file to give fast stock removal and leave a 
smooth finish. 


The coarse teeth cut fast, take a good bite, 
while the fine teeth break up the chips and 
permit quick clearing from the file. 









slots, 
toles This DOUBLE ACTION makes it possible to file 
just with less effort and remove more metal with 
ker fewer strokes. Loading is minimized, chatter UPCUT and 
hes OVERCUT 
vl reduced and a smoother finish produced. FINISHED 
lot FILE 
HELLER Wavy-Teeth files last longer, cut filing Whea the “opest” 
» tee costs, are easier to use. Most important, they are is added the 
oth easier to sell. It will pay you in sales and profits ane frown = 
| to recommend HELLER NUCUT WAVY-TEETH to larger cutting teeth 
= all your file customers. ~“y a oe 
irent 4 LOOK FOR THE 
. Kit Subsidiary of Simonds Saw and Steel Co. WHITE TANG 
rk | ; Other Famous 
ng’ NEWCOMERSTOWN, OHIO ,f goes 
ans omericar:S uss 
ne BRANCHES: New York, Detroit, Chicago, Los Angeles Swiss Pattern 
VIXEN® 
Milled Curved-Tooth 
inte 
y 
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Opportunity for Distributors! 
NATIONAL offers an excel- 
lent opportunity to industrial 
distributors. Write, today, for 
complete information on the 
NATIONAL line! 








Representatives in Principal Cities in the United States and Canada 


SPRING WASHERS 


—keep 


ey &:... 


tight 
permanently! 


Kantlinks by National 
are the spring lock 
washers your customers 
rely on for the bolted 
security of their finished 
products. Distributors 
know that easier-to- 
handle packaging, sales- 
producing literature and 
a sound distributor pol- 
icy add up to greater 
profits on spring lock 
washers! 


Catalogs Available— 


Complete Na- ‘\eerionat 
tional Catalogs 
are available 
for counter 
stacking or dis- 
tribution to 
your Customers. 


NATIONAL — easier to sell because your customers 
know these dependable spring lock washers by name! 


THE NATIONAL 
LOCK WASHER COMPANY 


4 oe vv N N 
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Coupling 


Radially Removable, 


Maintenance Free 


Known as Type RRI 1 new 
idially removable flexible coupling 
s said to provide a simple means of 
disconnecting two units without 
ixial movement of the shafts 

11P ratings range from 7.5 to 40 
it 1SO0 rpm. Maximum bores from 
l2 to 2}-in with maximum o.d.’s 
from 2;°, to 5-in. Maximum overall 
length from 64 to 72-in 

Lovejoy Flexible Coupling Co., 
Chicago 





Conveyor 


Ejects Residues 
Along the Sides 


Model 600 ZA conveyor is de 


signed to overcome problem of sand 


or residues building up in pulleys 
from seepage under belt. 

Available in 6 and 12-in belt 
trough widths, with self cleated rub 
berized belt, another Model, ZM, 
features a steel mesh belt. 

American Planter Co., Burr Oak, 
Mich 
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Free 
new 
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SLOW SPEEDS...TOP EFFICIENCY! 


new 
completely redesigned 







-powered 
GEARMOTORS 


We 






Totally Enclosed 
Fan Cooled Design shown 


+ ETI NY Single, double and triple reduction available with 
output speeds from 750 to 7.5 RPM. 1 to 125 HP. 


the right combination 
of quality motor and quality gearing for trouble-free service: 


@ Performance-Rated polyphase, single phase and DC Motors 

® Duti-Rated Lifetime High-Capacity Gearing 

Newest improvements in gearmotor design—assure you top efficiency in 
all your slow-speed power applications! Century Gearmotors combine 


famous Century motor quality and precision gearing to give you increased 
dependability, cooler operation, maximum wear life .. . trouble-free service 





even under your heaviest loads! Variety of mounting positions available 


Ideal where quick motor inter- including downshaft and tilted shaft. 
changeability is necessary. Dou- ; 
Performance-Rated to your specific needs... available in open drip proof 
ble and triple reduction units with 
out is f 350 RPM to dust proof, explosion proof and totally enclosed frames. Call or write your 
7.5 RPM. nearby Century District Sales Office or Authorized Distributor. 











Porformance- Rated © 
MOTORS 
1/20 to 400 HP 


CENTURY ELECTRIC COMPANY 










1806 Pine Street ¢ St. Lovis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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DELIVERED 
ON TIME... 


‘fon BUFFALO BOLT 


worry about tight production 
Bufttalo Bolt 


There's no need 


ry 


for servi 


; 


when you Can depend on 


tneir production tro meet and speed up yours 
not only specializes in TOP QUALITY fasteners the 
make sure they're on hand to keep your production rolling 


AND, all products are scientifically packaged 


accurate inventory 


for space 


Saving storage and quick, 


Call for the finest fasteners, the most efh 


ical service in the fastening held 


@ 3 CONVENIENT SERVICE CENTERS 


EASTERN OFFICE CENTRAL OFFICE 
New York City N I 
888 lAcksor 


Chicag 


HArrison 7-2179 RI 


BUFFALO BOLT COMPANY 


DIVISION OF BUFFALO-ECLIPSE CORPORATION 
NORTH TONAWANDA, N. Y. 
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What's New in 
Merchandising 





18 Us" 078-67 


Wetter secur 
oe 
“Tmax 
tes 1" 080-187 


issued an S-page 
Job lem 
hack 


chart 


new line of 
hand and 


Sper ification 


powc! 
ill standard industrial 
vidths, 


ind T¢ 


thicknesses, and 


lates this data 


spat 1lgs, 


and harness of material to 


ABRASIVES—Campbell Machine 
Div., American Chain & Cable Co., 
Bridgeport, Conn.—Bulletin 
DH-460-B) describes firm’s line of 


ibrasive cutting machines 


{ho 


I welve 
models are pictured. Specifications, 
uses, floor dimensions, speeds, et 
ire given in table Data 
“Allison” wheels 


form on 


firm’ s cutting 

listed 

PAPE—Connecticut Hard Rubber 

Co., New Haven, Conn 
ribing use of the firm's “Temp-R 

leflon 


Folder de 


l'ape,” a pressure-sensitive 
tape, for Class H insulation 
LUBING Kastman Chemical 
Products, Inc., New York, N. ¥ 
Reprint of article in Plastics Tech 
nology entitled “Properties and Ap 
pli Butyrate Pipe, 


cussing composition, 


itions of dis 


properties, 











The Jacobs Model 91 
Spindle Nose Collet 
Chuck for tool room 
ond engine lathes. 


The Jacobs Plain Bear 
ing Chuck for drill 
presses, portable elec- 
tric and air tools 


The Jacobs Model 96 
Collet Chuck for grind 
ing machines, millers 
and jig-borers 


The Jacobs 


Rubber- 


Flex® Tap Chuck de 
signed for tapping 
heads and impact tools 


“> « 


’ 


CHUCKS 


Superior performance is the 
result of the painstaking pro- 
duction of superior parts. 

Jacobs and your industrial 
supply distributor deliver the 
chucks you need and the serv- 
ice you deserve. First in chucks 
... first in service. 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


Oo 
aes mM he et 


ws 


The Jacobs Impact Key- The Jacobs Ball Bear 
less Chuck especially ing Super Chuck for 
designed for the air- heavy duty and pre- 
craft industry cision industrial use 








“RAWLPLUG 


MASONRY ANCHORS 


NEVER 
LET GO!”’... 


Using a %” drill Millwright 
bores 31/4" deep hole 


for over 


18 years 


He inserts '/.” 


Rawiplug into hole 


RAWLPLUGS USED TO 
LAG MACHINES IN 
LARGE NEW JERSEY IN- 
DUSTRIAL PLANT (Name 


on request) 


Millwright Leonard Gillis states 
“I’ve been at this plant 18 years 
and have been using Rawlplugs since 
¥," lag screw is placed through 
each leg into Rawlplug 


Vs es 


bler which I just lagged is used for polishing 
when 


l understand that the 
were Rawl- 


or 25 Rawiplugs 


I started here 


fellows before me 
plugs 


a day for 


using 


20 


I use about 2 


lagging. I find them very 


hole is drilled, 
The tum- 


simple to use. A smaller 


making the job faster and easier 
and de-burring. It vibrates constantly 
in use, but Rawlplugs will not let go. 

Some heavy presses were lagged with Rawl- 
plugs about eight years ago, and they are still 
holding firm 

We also use Rawlplugs to set up quick 
angle iron braces to hook up a block and 
As 
long as I’ve been using Rawlplugs, I’ve 


tackle when moving heavy presses. 


Completely lagged roller-bearing 


never had one let go.” tumbler ready for use 


RAWLDRILLS 





RAWL 
CALK-INS 


RAWL HAMMER-SETS RAWLPLUGS 








[oan eee 








RAWL DRILL-HAMMER RAWL SCRU-LEADS 


Spang Wins ™ RAWLPLUG Co., Inc. 


; 204 Petersville Road 
New Rochelle, New York 
\ RAWL 
‘s,s CARBIDE 


RAWL-DRIVES RAWL MULTI-CALKS RAWL LAG-SHIELDS DRILLS 
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COMPOUND ANI ( ( 
ind—Bullet 
bivr- lite i I I 
hor bolt B 
| luct an 1 
FASTENERS — National Machin 
Products (¢ Ut \Mlich.—Bro 
chure is idensation of firm’s 144 
page ital ind ] ents cngmecc 
data t t firm 
fandare ! lock, |] tel na 
; ' 
COMPOUND ~— Permagil Corp 
Li Isla ( N. Y.—Brochure 
hrn tl lastic com 
ound ing, cladding 
ind surfa 1asonry materials 
| eTtiC ' d 
PIPI \ I p & Equipt 
Corp., D ( All ( ) 
Hillside, N. J italos ntaiming 
technical and de ot lata on 
plasti 1p ntt ind valves 
Discusses phy | properties, chemi 
il- resistan mad ipp! ibility to 
proce lustt 
HANDLING~— \lo Mfg. C 
lcast Svracuse, N. Y.—Bulletin (no 
115¢ pich c ] cle } 
firm tat iT l tat 
GAGES Norden-Keta Cor 
Stamford, ¢ Bulletin lists spe 
ficatio ind iaract¢ tl of 
hrm s new pre ( 
VALVES_H nad Brass Work 
Hammond, Ind.—¢ sed cat 
log pictures i lescribes firm’s 


complete line I 


ind he iting 


ommercial 


AIR NOZZLE 


Stratford 


LUBRICATION 


New 
Lu-6 


denum Co., 
letin 


2 
ul 


ho 
ricant ac 
Commercial 


icitive 


ipphi 


nz¢ plumbin 





for domesti 
ti ili L 
Mortimore Mfg 
mn. — Literature 
l zz permit 
trol fr air gun 
Climax Molvb 
York, N. Y.—Bul r 
explaining firm 
Moly-Sulfide De 
, try 


ition ire cite 
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HARD EDGE 
HIGH SPEED Tungsten 
12”-18T : 





“Red End’’ 
HACKSAW BLADES 


(Hard Edge) 
Simonds ‘‘Red End” Hand Blades are TOUGH AND FLEXIBLE! 





no BEND 'EM 
: 4 


PF 



























of We make ’em of Simonds Cross-Rolled Steel for quick and easy cut- 
TWIST 'EM ting and longer life. SIMONDS CROSS-ROLLED PROCESS 
, PROVIDES THE TOUGHEST GRAIN STRUCTURE FOR 
rks MAXIMUM RESISTANCE TO WEAR AND ABUSE 
= A» Simonds offers three types of quality blades to do specific cutting 
he oT jobs faster, easier, straighter: STANDARD STEEL for general all- 
ae around use; HIGH SPEED MOLYBDENUM for longer wear and 
e dependable service; HIGH SPEED TUNGSTEN for best results in 
KINK 'EM cutting tough alloy steels. Furnished in all standard lengths and tooth 
sizes for specific applications. All-Hard Blades are also available for 
Ifg those who prefer a rigid type blade. Make your customers’ hacksaw 
= g dollars go farther with Simonds “Red End”’ Blades. 
nit 125 years of growth 1832-1957 
. SIMONDS 
vb SAW AND STEEL CO. | 
- STEP ON Sm FITCHBURG, MASS. 
* Ask for a Twister 
¢ Demonstration, or better yet, 





Factory Branches in Boston, Chicogo, San Francisco and Portland, Oregon 





try a “Red End” Blade yourself. 


Ceonodion Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, Lockport, N. ¥ 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Po., and Arvido, Que., Coneda 
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“ GREATER 
PROFIT 
OPPORTUNITY 





... With myh' s complete 
line of time-proven 
quality products... 


Here’s your chance to not only 
handle a top quality line of 
heating and ventilating 
equipment but also to pile up 
profits with myb’s generous 
distributor discount plan. 
Write for details today! 





A full magazine schedule reaching more 
than 1,000,000 readers carries the } 
company’s message to your prospects | 





SALES OFFICES: 3167 SOUTH SHIELDS AVENUE + CHICAGO 16 


myh THE NEW YORK BLOWER COMPANY 


e MARCH 
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CARBIDES—Atrax  ¢ New 


ton, Conn.—Catalog of firm’s soli 








} ] evere r » oh mic 
irbide tools. E:ngineering data and 





TcyT 





VENTILATION American Agile 


Corp., Cleveland—Brochure cover 






firm's line of thermoplastic centrifu 
cal fans, ducting and fittings, and 


vods. All data is arranged in chart 







rr 





Tih 
















COMPOUND -—\Nlonsanto Chem 
il Co., Springheld, Mass.—Bulletin 
overs iVtron 650," firm’s new 


latex binder for exterior and interior 


surface coating applications. ‘Two 






ir testing program is described 


SI 









SPRINGS 


Corp., Bristol Conn 
| . 


Associated Spring 


Brochure 










presents data on fundamentals of 






pring design. Formulas, graphs 


tables explain principles of various 





spring types. ‘lable of physical 





properties of spring materials is m 







luded 





CONTROLS~— Jordan Co., Milwau 
kee, \\ 1S¢ 


covers firm’s electrical remote posi 


Bulletin (no. J-100 





tioning controls for push button and 


iuftomat operation Photos and 








harts detail devices 





COMPOUND Sun Chemical 
Corp., Long Island City, N. ¥ 


l’olders illustrating and describing 







products of firm’s subsidiary, A. € 
Hlorn i 0.5 


hardener, “lerem blue temper 






Durafax” abrasive floor 







omponent for floors, “Hlornolith” 





liquid floor hardener, “Ferro-Fax”’ 
metallic floor hardener \ sixth 







folder summarizes characteristics of 





ill foregoing produc ts 





CONDENSERS 
Co., Utica, N \ 


Brunner Mfg 
Bulletin includ 


, specifications and capacities for 


ng 
open-type refngeration and air con 


ditioning condensing units from } 





through 100 hp. Specifications are 








ilso included for compressor units 












NATIONAL 


ORIGINATORS AND LARGEST 
PRODUCERS OF THIS NEW 
RESINOID TYPE WHEEL 


t EX: 
na AFL the latest development 


in reinforced grinding wheels combines break 
resistance with free, fast cutting action for such 
operations as weld grinding, general purpose 
rough grinding and cutting-off on ferrous and 
non-ferrous metals and non-metalic materials 

Customers who have put NATAFLEX® Wheels 
through rigorous tests have standardized on these 
NATIONAL Wheels. That is why you should us« 
them as a leader in your line 

NATIONAL NATAFLEX® is available in straight 
and depressed center wheels for portable grinders 
and cut-off machines, in sizes from 1” to 24” in 


diameters and 1%" to ¥%" in thickness 


Write today for complete 
NATIONAL NATAFLEX® information 


REINFORCED 


BREAK RESISTANT 


FASTER CUTTING 


NATIONAL ALSO MANUFACTURES 
A COMPLETE LINE OF VITRIFIED, 
RESINOID, RUBBER AND SHELLAC 

BONDED GRINDING WHEELS 
FOR ALL INDUSTRIAL GRINDING 
OPERATIONS. 


AATIONAL 


GRINDING WHEEL CO., INC. . TONAWANDA, N. Y. 




































A nice piece of caster business 


Those are Bassick grooved wheel casters moving over an inverted 


angle iron track in the assembly line above. 


over $4000. 


If you dig a bit, you may find you have customer 
money controlling the movement of materials on grooved wheel 
casters. If you talk casters you will find orders coming your 
way -- for almost every business concern is a prospect. 
the Bassick line, you have the best chance of getting the busi- 
ness. Make your company "Caster Headquarters." 


Know your products 


Bassick grooved wheel casters on inverted angle iron tracks 
They're ide- 


roll smoothly, keep loads under precise control 


ally suited for all kinds of produc- 
tion, assembly and other materials- 
handling lines. Main advantages are 
easy, efficient handling of heavy 
loads, floor protection, and flexi- 
bility. Bassick grooved wheel cast- 
ers can be used in direct contact 

s well as on tracks. THE 
K COMPANY, Bridgeport 
onn. In Canada: Belle- 
Ont. 7.27 





rw BENS 


MAKING MORE KINDS OF CASTERS... MAKING CASTERS 00 MORE 


They brought one 
wide-awake industrial salesman an order for 800 casters worth 


who could save 
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POWER ‘TOOLS—Delta | 
lool Div. Rockwell Mfg. Co., Pitts 
burgh—Bulletin  d« bing firm's 
heavy-duty ]5-in di press for pro 
duction line and shop use. Listed 
ire specifications for 40 different 
models, and Tap its and acce¢ 
SOTICS 


PUMPS-—Lavne & Bowle1 Pump 
Co., Los Angeles—Bulletin featuring 


table for determining horsepower, 
capacit ind head for vertical 
pumps. I[t also contains sectional 
views, material specifications, sche 
matic application drawings. and in 







17 
lation phot 


Imperial Belting Issues 
New Belting Catalog 


Imperial Belting Co., Chicago, 
has issued a catalog giving descrip 
tions of the firm’s stitched canvas 
belting for conveyors, elevators and 
power transmission. It is illus 
trated with installation photographs 
Other features include a_ brand 
recommendation chart, maximum 
belt life guide, and technical data 


VISES—Reed Mfg. Co., Erie, Pa 

Catalog on firm’s machinists’, spe 
cial purpose, and home workshop 
V1Ses Replacement parts are listed, 
and eight basic models are pictured 


Prices are given 


FIRE EXTINGUISHERS—W alte: 
Kidde & Co., Belleville, N. ].—Cata 
log page covering firm’s full linc = 
of portable fire extinguishers, giving 
illustrations, specifications, and tex 
tual description. Firm has also is 





sued suggested catalog copy sheets 













‘itts 
rms 
pro 
sted 


rent 


inp 





ago, 
crip 
vas 
and 
llus 
phs 
rand 
1um) 


lata 


spe 
hop 
ted, 


ired 


TAP QUALITY 






ina new dress 






















You reach for quality when you 
pick this box off your toolroom 
shelf. Forty years of exclusive 
thread forming experience backs 
every tap it contains, 


Let this bright new package be your 
guide to more precise tapping. Every tap 
, it represents is guaranteed within tolerances 
. is measured for precision in every 
step of manufacture. 


Complete stocks of standard taps are available. 
Specials will be made to your order. 





Next time you see this box, reach for it. Use Wood 
& Spencer taps and you'll see what we mean by quality. 








\"(elole mt. -me—] el-lalet-ia 





X 
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“BRIGHT-ON 


SOCKET SCREW PRODUCTS 


= 


a 


always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy . , . and your assurance 
of extra profit and extra customer 


good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 


measure up on: 


PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 


guarantee consistent high quality. 


PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 


POLICY— Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


you can do better . . . with B-RIGHT-ON!® 


i: 


5 
ao ee 


~ 


~~ 


VOU UOUNRNONGO LUN mm 


THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 Reading Road 





Cincinnati 2, Ohio 
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roduction in distributor 
CONVEYORS Link-Belt 
Chicago—Bulletin lustrating 
describing its “Coilmount” os 


onvevors. Various features are 


pictured, and selection suggestions 
ire. tabled. Engineering drawing 
show dimensions 

LATHES South Bend — Lath« 
Works, South Bend, Ind.—Catalog 
no. 5700) covering firms full ling 
of lathes, milling machines, bench 
shapers, drill presses, and tool grind 
crs. Attachments, tools, chucks, and 
ICCCSSOTICS§ ATC ilso described and 
llustrated. Specifications are given 


in table form for all units 


CARBIDES—\I. A. Ford Mfg. Co., 
Davenport, la.—Catalog (no. 601) on 
firm’s solid carbide end mills. Diam 
eter, flute radius, shank diameter, 
ind overall length on 11 types of 


mills are given. 


POWER TOOLS-—Skil Corp., Chi 
cago—Catalog of firm’s industrial. 
onstruction, and automotive port 
ble power tools, featuring 10 addi 
tions to the line. Each unit is pic 
tured and described, and specifica 


tions given. 


DRIVES — Browning Mfg. Co., 
Maysville, Kv.—Catalog (no. V-183 
\) illustrating and describing new 
line of variable pitch drives. Speci 
heations, engineering information, 
ind tables of stock drive combina 


tions are given. 


HANDLING—Yale Materials Han 
dling Div., Yale & ‘Towne Mfg. Co.., 
Philadelphia—Catalog covering linc 
of roller chain and link-chain “Pul 
Lifts.” Unit as pictured and de 
scribed, and parts list is included 


l’en advantages are listed. 


LEVELS—Columbian Vise & Mfg 


Co., Cleveland—Catalog page de 


scribing and illustrating its full level 

line. Prepared for photo-offset re 
| ] 

production in distributors’ catalogs, 


page gives details on each level type 


PTE TINGS—Parker Appliance Co., 





Share of 
Blade Sales 


A Quality Product 

Clearly Marked & Finished 
Sturdily Packaged 

Prompt Shipment 

A Fair Sales Policy 

Adequate Consumer Advertising 


Efficient Missionary Help 
OF STAR’S SEVEN POINT FEATURES 


Prompt Shipment — Star Hack Saw Blade pro- 
duction is geared to meet the demands of your customers. 
Adequate factory inventories assure you of prompt delivery 
of your orders for Star — the standard of unfailing service in 
the hack saw blede field. 


If you can’t check yes to all 7, 
it will pay you to investigate the ar LIN E 


Nos. 10815 
Se SSM t 


No. 10— Green molded handle. Almost indestruc- Long a favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 
positions, tensions blades automatically. No. 15 - lock blade features extra easy blade change. 
Red molded handle, chrome-plate finish. Same 


features as No. 10. 
Inquiries are invited from interested Distributors. 


For selective distribution, some territories open 


PD DS DD NF IES SPOS OOOGQ 


send to: 


CLEMSON BROS., INC. 
Middletown, N. Y. 
() We want your general Catalog 
() We are interested in having your representative coll 


STAR HACK SAW BLADES 


Manufactured by 


CLEMSON BROTHERS, Inc. 
Middletown, N. Y., U.S. A. 
Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Machines 





Address 
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COUNTER—B 
bury, ( B 


Blower Corp., Det 


...makes sawing |i 
automatic | 


LIGHTING—1 
New \ K Cat 


CONTROLS 
Newark } 


POOLS— Nati 
hine Co 
manual o1 
shaving utt 
specihcati 
struction and 


utter life. et 


TRANSMISSION \merican 
i : Blower Corp Detroit — Catalog 
production metal sawing, at low cost, covers firm’s Type VS Class 2 Gvrol 
Fluid Drives. Advantages and ippli 


For the labor savings of automatic high 


write for complete details or contact 


itions of drives iT des ribed 


your local Kalamazoo distributor. | away view shov 


COMPARATOR Jerp i Bavless 
Co. Solon, O.—Bulletin illustrate 
portable lea testin omparatot 


MACHINE TOOL DIVISION ; lescriptiv 


Kalamazoo TANK and SILO COMPANY 


357 HARRISON STREET . . . KALAMAZOO, MICHIGAN 
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CM CRANES. Overhead Traveling. Wall 
ond Mast Jib. Portable Floor. 








CM PULLER 
Capacities: % to 6 
tons. Lifts and Pulls 
ot any angle. 




































































nd ELECTRIC CHAIN HOIST o~-m 
. $ d 0 : ~ 
eee tf P| 
‘mS OS 
Wi of 
0., AND UP 7 
7 . | 
% ton model weighs } ‘ 
1¢ 
only 51 pounds. i } 
ra 
. CM METEOR 4 j 
Pl Wire Rope 
mn Electric Hoist } 
Capacities 
} % to 5 tons 
la ( wr 
’ 
CC i 
. ) 
al CM CYCLONE 
el @ Capacities % to 1 ton Heavy Duty —Aluminum 
? : Alloy Chain Hoist 
in @ Single and 3 phase cM COMET Capacities: % to 10 tons 
Is, @ 115 ond 208-220/440 volts : | Electric Chain Hoist. 
co t Capacities 
° : t % to 2 tons. 
— 
an @ The first truly heavy 
em re aps of the small CM TROLLEYS 
g 
electric host. bs Plain and Geared 
O “Moore”—% to 2 tons 
11 @ The hoist that’s designed ; =< “Matchless”—% to 6 tons 
it to serve you without costly “No. 120”—% to 12 tons. 
maintenance or interruptions 
vA in your work schedules. 








, CALL YOUR CM DISTRIBUTOR FOR DETAILED 
Lodestar® LITERATURE, PRICES AND QUICK DELIVERY FROM STOCK 


CHISHOLM-MOORE HOIST DIVISION 


Columbus McKinnon Chain Corporation 
TONAWANDA, NEW YORK 


HOISTS AND CHAIN REGIONAL OFFICES: NEW YORK @ CHICAGO e CLEVELAND 
In Canada: McKinnon Columbus Chain Ltd., St. Catharines, Ontario 
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VENTILATION CHART 7 Operations ideas — 
Can You Use Any? 








Lever Lift Truck 
TYPE IND 


Cholaoa General Ventilating Two-Way Radio 
eee 


Tape Regenerator 


FOR CUSTOMERS WHO 
Plate Handler 


DEMAND PERFORMANCE , 4-Color Pencil 


Display Design 


Chelsea gives you quality! With a fan : —_— 
model for every cooling and ventilating 
application, you can satisfy every cus- 
tomer’s needs. And when you sell TYPE OPJ Sheet Steel Racks 
Chelsea, you sell peak operating effi- Multiple Space Ventilation ; 
ciency and guaranteed performance on Heating Unit 
any job. Marking Pen 
Freight Rate Computer 


Label Holder 


Parcel Post Scale 


Payroll Tax Computer 
Dockboard Locks 


Storage Box Plans 











TYPE PLDX 
FOR DISTRIBUTORS WHO Duct Booster 


EXPECT PROFITS oe 
S 


, ‘Le? 


Chelsea fans give you the ‘extra’ fea- 
tures that help make sales. Intensive 
national advertising, and engineering Lever Lift Truck 
service that is always available locally, — 
Sap : his new materials handling 
makes your selling job easier too. It ld be utilized by distril 
evice COU MC UTILIZCC xy GISTTIDU 


all means more sales — more profits. 
unit 


TYPE PH and PHD Units t warchouses. it is a new 


Sold only through authorized industrial distributors Penthouse 1 1500 Ib. load capacity and 


in move heavy loads on skids, ot 


in properly designed bins, or from 
loading onto truck or railroad car 
lhe framework is made of 3-in 


FAN & BLOWER ot © INC. tructural steel channel. ‘The truck 


1as large diameter roller bearing steel 


a OO a ol Oe ok eo 8 


‘ a ; vier he front wheels swivel on 
More than 30 years service to the ventilating industry Bie lioht ted 
il canng ih Ol Linnitec 
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Just a word to most people. 
But to Delta “‘selectivity”’ means 
distributors who are chosen with 
care and discrimination on the 
basis of their ability to serve their 
customers and do a real job with 


Delta Files. 
That’s why, today, Delta is proud of their dis- 
tributors. Proud of the sales job they do for us and 


other manufacturers whose lines they handle. 


In selling Delta these distributors know that they are offering a file 
with built-in quality. A file that outperforms and outlasts most com- 


peting brands, removes an average of 25% more metal in the same time 
with the same effort. A file designed to lower the customer’s filing costs. 


Delta’s Selective Distributor Policy is the guide to all distributor 
appointments made. And, once appointed, the distributor is 
backed with a fine product and aggressive merchandiring help 
so that he can continue to secure profitable sales. 


the file to choose... 


ar 


DELTA 


FILES 
( 











A DOUBLE-BARRELED 
DOOR OPENER! 


THE PRODUCT 


THE ADVERTISING 


AALS 


0 Atta 


DUTM BRAINTREE 85 


MASSACHUSETTS Ma 


JEWELOX READY ROLL Abrasive Cloth 
helps distributor salesmen open up new ac- 
counts, hold old accounts. Its easy-to-use, hang- 
up-type packaging that features metal spool 
with full 1” arbor plus its large selection of 
widths and grain sizes appeal to men working 
with metal. 


Prospects and customers are being 
contacted and cultivated regularly for distrib- 
utor salesmen through consistent AP advertis- 
ing that blankets the country. 


Are you cashing in on this double-barreled 
door-opener? Write today for complete details 
on the profitable JEWEL BRAND ABRASIVE fran- 
chise. ABRASIVE PRODUCTS, INC., South Brain- 
tree 85, Massachusetts. 
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quarter problem as the 
truck has a complete turning radius 

494 in. Overall width is 
ind overall length, 43 in. A 
the lifting 


of effort arc 


pre sent no 


if only 
25 ll} 
} ton lever hoist is 
mechanism; only 59 Ibs 


required to lift the capacity load 


Two-Way Radio 


\ six-page brochure describing a 
complete, new line of two-way radio 
equipment for commercial and ‘in 
dustrial applications has just been 
issued by the manufacturer. ‘This 
equipment can be used with cither 
gasoline or electric powered mate 
rials handling vehicles, particularly 
in large warehouses or large storage 


vards 


Tape Regenerator 


Just in case you want to keep up 
with latest development in inte 
grated data processing, here’s news of 
a punched paper tape regeneration 
unit, consisting of a motorized tape 
punch cable-connected to a motor 
ized tape reader. The unit dupli 
cates five, six, seven or eight chan 
nel tape at the rate of 20 codes a 
1200 codes per minute, 
producing To 
prepare a composite tape on the 


second or 
a composite tape. 


unit, the operator feeds individual 
tapes, which may have been pro 
duced on Flexowriters or other types 
of tape producing devices, into the 
reader. Simultaneously, the codes 
are duplicated in the punch produc 





AND HERE ARE 
7 GOOD REASONS 
TO SELL THEM 


three throttle 
yles for any 


rocker plate 


Positive 
throttle lock 


Thor weld flux scoler makes fast work of remov 


ay weld flux and splatter is no chore at 


all for Thor’s versatile scaling hammer. It’s 
small, lightweight—handy enough for one hand 
operation in those tight corners. 
Useful too, for paint scraping, rust removal, wood 
chiseling, and removing cores from light castings. 
Stock and demonstrate—find out how easy Thor 
weld flux hammers are to sell. Thor Power Tool 


Company, Prudential Plaza, Chicago 1, Illinois. 


THOR POWER TOOL COMPANY, CHICAGO 


Branc hes in all pron ipal cules 





—_— 


Thor is the line 
to stock— 
the line to sell 
NATIONALLY 
ADVERTISED 
in Saturday 
Evening Post, 


TOOLS Ames 


Mechanics 
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Cad over 
sagging sales 7 


Give them a big boost with the complete line of 
WITT Cans and Pails. 


Customers buy fast 
they know a WITT won't quit! WITT Cans and 
Pails outlast 3 to 5 ordinary cans . 


shape indefinitely. Seurdy lids fit tight, stay aught 


Keep your sales at a high level. Sell cleanliness 
appeal that lasts for years .. . 


made of heavy-gauge steel for battleship ruggedness 

















come back for more—because 


hold their 


sell WITT Cans 


Visit our Booth 
at the N.S.S.A. Show 
March 31-Apr. 3 
Chicago, Ill 


| “Onginators of the Corrugated Can” 


warrra (Lind 


THE WITT CORNICE COMPANY 
2111 Winchell Ave., Cincinnati 14, Ohio 
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1 Composit tape of all the in 
formation recorded in the individua 
tapes In sale rder writing, for 
cxample, where one or more auto 
nati writing machines are used, 
idividual — by product tapes ar 
cated automatically as the orders 
irc written lhes¢ tapes, varving mn 


rth, contain all or selected infor 


iation as desired. ‘lo speed up the 


processing of data, a composite tape 
ombining the individually recorded 
nformation onto one long tape 


prepared on the tape regeneration 


unit When 
posite tape is fed into the 
Card 


tabulating cards, or it is transmitted 


completed, the com 
l ‘ape to 
converter which produces 
ver existing Communications equip 
ment to the place designated to fill 


the order \s input to computers 


omposite tapes speeds up data feed 


Plate Handler 


\ magnetic attachment for indus 
trial lift trucks to insure fast, safc 
handling of metal plate by ware 
housemen is mounted between the 


forks and 


automatically 


operates 








a a Sa Ni He 


Antares nent ntl 


a lp cae 


eee eee 
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Tait: Ltildng 
in the most complete 
fastener line for distributors 


PAGKAGED THREAD-CUTTING SCREWS 






by Be 











TYPE 1 


fe NOW .... complete line of Type 1 
Ud 
thread-cutting screws in packages... 


uto cadmium-plated . . . 1,000 pieces to the 


sed. : 


a package. An item to be sold in pack- 
lers ages exclusively through Qualified Pheoll 
nq Also available in bulk. 


the 


: STAINLESS STEEL 


PACKAGES and BULK 


Distributors ! 








On 


to NOW .... complete line of stainless 

















me steel (18-8 or equal) machine screws 
ip and tapping screws (both slotted and 
al Phillips heads)... together with a 
TS 
d complete line of stainless steel machine 
screw nuts... has been added in both 
packages and bulk. 
| | NOW AVAILABLE... the mete comple, bine ...PACKAGES and BULK 
: 
. : 
Thread-Cutting Screws Cap Screws (High and Low Carbon) 
‘ STEEL Tapping Screws Set Screws 
Machine Screws Stove Bolts 
BRASS Wood Screws Machine Bolts 
Sems (Washer Assembly) Carriage Bolts 
STAINLESS STEEL Cold Punched Nuts Lag Screws 
Brass Washers Threaded Rods 
Tuff Tite Screws Hi-Shear Rivets 
OLL DISTRIBUT PHEOLL my 
PHEOLL DISTRIBUTORS , 
a BOLTS 
INQUIRE ABOUT PHEOLL'S MANUFACTURING COMPANY NUTS 
QUALIFIED DISTRIBUTOR POLICY 5700 ROOSEVELT ROAD, CHICAGO 50, iL. 
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Your best source for 
special cutting tools 


—just send us the specs 7 | 


we do all the work 


ae 


















— better service for your customers 
—results in more Profits for you 


Do it the easy way... order from SPIRAL 


Immediate action on all requests 











Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ‘‘specials,’’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


Designers and Manutacturers of 


STEP TOOL COMPANY 


Phone. LOngbeach |-5384 
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4-Color Pencil 


Switch to anv of four colors with 
i flick of a finger and save time and 
effort in office and warehouse with 
this pencil from West Germany 
[his is an automatic paperweight 
pencil which takes standard leads— 
red, green, blue and black. It is fin 


ished in a non-tarnish metal 


Display Design 


Planning a display for a special 
exhibition, open house or clini 
could be a bothersome thing, but a 
professional service in Ohio will not 
only design your project but con 
struct it. ‘Uhe firm has prepared a 
four-page bulletin which shows how 


typical projects are planned and ex« 


cuted. Pictures of the design and 












































THE GREATER PROFIT OPPORTUNITIES 
OFFERED BY NYB&P vs. OTHER 
INDUSTRIAL RUBBER SUPPLIERS 


DISTRIBUTORS often tell us they never knew what real Manufac- 
turer-Distributor cooperation could mean until they became NYB&P 
Distributors. You, too, may not realize all the profit opportunities you 
are missing...until you make this point-by-point comparison. 


NYB&P OTHER 





SOURCE 
NYB&P — 
SOU include 
7. Does the line 
cts, 
1. Has it an established new types ot Otel 
Evie - the Timi 
c 2 olicy not de such as to 
company Pere whims of 44 which provide —— £4 — 
pendent 2) e —— many new accounts 


individuals? 


8, Does it maintain ade 
quate stocks strategically 


S \\ industrial 9 
' es oni ‘t - ¢ throughout 14 
sers only through fran cated 
a sed distributors with Z| cael 
al 
~otected trading areas? a 
9. Does it provide you 









n- 

with ingenious See 

3. Does it provide effec- pret aT x urate 

be )O > | 4 ‘ace ? 

———en an = GU - calculators, P 

tive sales training seul os Brod se 
= nical sales helps? _ 


n- 
- ddition to exte 
4. Do its salesmen A, ed prota ieer advertising, 
wi SIV 
erate (not compete) - do your customers re- 
ales force = al same. 


ceive, 
award-winning monthly 
advertising 


™ h you pay only 
\| line of in for whic — 
ann oducts? Yu the cost of postage’ 


dustrial rubber pr 


— 
your S 
















of nu- 


11. Can it boast 
or rela- 


P but 
of its prod merous Distri 
6. Do many » quality tionships of more than 


ye uniqu . 
ucts hav 50 years continuo LA —— 


t prot- 
features that perm! 
itable non-competitive £4 soe 
selling? —_—_— 













pd S 
iy ‘sume, o e les | ° 
‘ c— / W-BELTS AND ‘‘TIMING’’’ BELTS 


Y 





2 / 
2 <—Y 
< 
~ 
. 


NYB&P INDUSTRIAL RUBBER PRODUCTS 





—_) America’s Oldest Manufacturer of Industrial Rubber Products 
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Xo) i ay-Vas | 


in the small pump field... 





with the pewvestel Ingersoll-Rand 


MOTORRPUMP 






















top t 


in offer I-R Motorpumps kn 
Moreover, with a wide variety of 
pact Motorpumry 
ny insta 
r benetit 


COMPACT DESIGN— 
Saves space, easier installation 


OPERATES IN ANY POSITION— 
No special baseplate needed 


NO ALIGNMENT PROBLEM— 
Motor is directly connected to pumping unit 


MODERN I-R FEATURES— 


Maximum efficiency, low maintenance 


WIDE RANGE OF SIZES— 
“4 to 75 hp; 5 to 2800 gpm capacity 


W t sy for { lata mn th IR Mot 
vVWrite aay for ful lefall I ei-n M 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 
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Hand Trucks 


his truck is made of torque free 


teel principle and 1s built to with 
tress carrving loads. ‘They arc 
clded, heavy gage, tubular 
trame construction, in. steel nos« 
ites, 2 in. axles, baked enamel fin 


1 
sh products 


Parcel Post Scale 


[his is a new ile in the manu 


turer's line and features an extra 














LS1 
Tap’ 
witl 
repl 
ee. 
K&E 
. sell 
pu rpose 
workshk 
where. 
mainte 

















HANDY® WYTEFACE ... pocket-size . . . for short meas- 
urements. 6, 8, or 10 ft. with replaceable blade. Sliding 
end-hook for accurate inside and outside measurements. 


| Re 





LST WYTEFACE ... it’s a Level—it’s a Square—it’s a 
Tape. And it’s pocket-size! Has built-in, unbreakable level 
with easy-view bubble... accurate square . . . and 10 ft. 
replaceable Wyteface® tape rule. Sliding end-hook. 


The line that measures 





up to every need 








MIGHTY HANDY® WYTEFACE ... extr i-rigid pocket 
tape rule 4” replaceable blade . .. 10 ft long I asy 
reading. With sliding end hook. 


TEFACE 








FAVORITE® WYTEFACE for /ong measurements 


Choice : 25, 50, 75 and 100 ft. Foot numbers in red 


at every inch. Sturdy steel case with tough cover. 
A first choice with professional people. 


... sell themselves every inch of the way 


K & E WyTEFACE is the line that creates confidence 
. ... Sells itself on sight ... and offers a tape for every 


of , 7 ° - ° 
purpose. No wonder WYTEFACE is found in homes, 
workshops, plants, factories and on job sites every- 
; where. Everyone, from homeowners to production, 





maintenance and construction men, knows it has 








the quality that gives them extra value. Display 
WYTEFACE Tapes prominently and sell your share. 






= KEUFFEL & ESSER CO. 
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lor bands are said to guide the eve 

(*) ilmost instantly to the proper zone 
steel-pride 

ostage Computation. All chart com 

putations are at eye level. ‘The chart 


lithographed on metal to elimi 


designed to ease your nate any possibility of displacement 
or wrinkling is easily replaced in 
‘small parts” storage problem rg — 





the event of postal rate changes 
Ihe scale has a_ shock-resistant 


double fram« 


“‘steel-pride’’ Shop Boxes are ideal 
for handling small parts safely, 
conveniently and economically. All 
‘*steel-pride’’ Shop Boxes are 
made of heavy gauge steel and 
constructed to withstand rough 
treatment. Illustrated here are 
just a few of the many types of 
Shop Boxes which can be made 
to meet your exact specifications. 











a 
HOPPER FRONT BOX 


Boxes may be stacked and used 





astm, L_= 





. SAFE 
for bin type storage. Hopper wats call 
Front permits easy removal of auvoees oa 
. , 
- 3 > Ye , > TONGS 
contents from boxes even when angunions sania 
stacked. Box with Hopper front on 


at both ends also available. 





Sheet Steel Racks 


- 
NESTING PAN 


These pans nest compactly and 
stack high when not in use. One 
piece construction gives each pan 
a triple thickness for corner 
rigidity. Can be made “‘oil-tight”’ 
by welding if so desired, at extra 


These are portable heavy duty 
sheet steel racks engineered to con 
veniently handle and store the ma 


terial. One feature of the new flush 





bottom racks are the reinforced 
rossbars welded to the frame pet 
i 


mitting the stock to nest snugly. It 





cost eliminates sagging and makes cat Po 
aa. rving, tiering and storing simple and Appl 


STACKING BOX safe. Sheets of various widths can be 
ig handled and ticred to any height 
Particularly rigid when stacked “a ee ae - 


because inside supporting rails Racks are picked up with automatic 





extend around all four sides. | tongs suspended from an overhead 

Heavy-gauge steel, three-piece crane. Racks can be made to an New 

construction with reinforced cor- size and weight specification 

ners make these boxes stand up ° 

under heavy strain. Drop handles Ritz 
~ on both ends, | cally v 


| Heating Unit nine © 


STACKING PAN | thread 


\ new, large capacity heating and 





Constructed to withstand hard Ask now about our facilities “ae Instan 
; ventilating unit for conditioning 

usage and to carry heavy loads. to manufacture special boxes s holder 

Steel shaped runners make it to meet your particular needs large areas features “sectionalized . 

ideal for use on gravity conveyors. —whether it be of Aluminum, design” making 275 distinct com 


Stainless Steel, expanded 


It is strengthened by stacking 
alte a , en 6 metal or perforated steel. 


binations in nine sizes possible. ‘The 
rails at each end. 


| units range from a basic model for 
the introduction of ventilation air to 


SHEET METAL SPECIALTY DIVISION a deluxe model that provides heat 


ing, ventilation and humidification 





FOLLANSBEE STEEL CORPORATION An exclusive louver fin discharge 
1150 State Street, Follansbee, West Virginia grille for variable discharge patterns & The Ri 
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aa Fei Geni 65r 


Now Has A Revolutionary New 





True-Centering Workholder 


A po oe oe ee oe og SPE ERS ENED ENS ES SEE eee esenenere 





le 


wae 


I 
| 
| 
I 
| 
| 
= | 


4 (\ Now it pays you to sell 


. 


) the only pipe threader 






That Guarantees Always 
True Straight Threads 


ooe@Ven On Over or under size pipe 


Because All 3 Workholder 
Jaws Close At One Time! 


Here’s How It Works... 





1. Turn cam plate 
which pre-sets work- 
holder to desired pipe 
size, closes all 3 work- 
holder jaws simulta- 
— neously by 1 mechani- 
: cal action, for exact 
° ’ centering of die stock 

New TC Workholder fits present 65R's opine. even if pipe 
. new or old, you make a sale! is Over or under size. 
RIGID 65R is jam-proof—kicks out automati- 
cally when standard thread is cut. Threads 1’’ to 2” 


Patents 
Applied For 














pipe or conduit with 1 set of dies that stay in 


threader. Change from size to size in only 8 seconds. 
Instant workholder setting. With new TC work- 
holder, 65R sales are skyrocketing . .. order today! 


2. When threader is 
on pipe, all 3 work- 
holder jaws tighten in 
1 action by bump of 
forged cam lever with 
palm of hand. Jaws 
grip and hold tight. 
Threads are always 
straight and true. 





f <n eailiioal Ca 
The Ridge Tool Company, Elyria, Ohio, U.S.A. 


. 


ueenietidianieniiien 
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ry 3 


: 
. e 


Zz 4 that’s designed to do the job right. 
> % 
wee R¥we kes. 


4 


It’s a complete line of textile belting for conveying, elevat- 
ing and transmission — every style and item proved by 
performance. Our research department conducts exacting, 
exhaustive performance tests under actual operating con- 
ditions. Then suggestions from the field are integrated. 
Result: reliable recommendations for use in every con- 
ceivable application. 
Proof that this is a sound policy is the volume of repeat 
sales. And that goes for the whole Victor line: a full range 
of widths and thicknesses in solid-woven cotton, Neoprene 
impregnated, canvas-stitched, Balata, plus special treat- 
ments, and every need in belting specialties. Why not 
make your sales coverage complete ...sell the complete 
line — VICTOR! Send for Distributor Catalog today. 
A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 


—many widths and plies - Canvas Stitched Belting 
Belting Specialties. 


tetor 


53 Pork Pi, N. Y. 7 * 300-6 W. Hubbord St., Chicago 10 * Factory: Easton, Po. 


3290 
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It depends on what your ; A 
customers make. Whatever their 
products are, there’s a Victor Belt wt 


a 
ee Et ee DS wr ‘s 


1957 


mother feature 


Capacities rang 
from 1,150 to 36,000 cfm of air dc 
ery and from 30.000 to 1.900.001 


BLU providing flexibility of apy 


DRAWS, MARKS. 
Wriles 
ON ANY SURFACE 





Marking Pen 


With this pen you'r supposed to 
be able to mark “easily, perma 
nently, vividly and at low cost” am 
thing, no matter what it is made of 
It is recommended for color-coding 
mi metal parts, inventory, dated 
merchandise, — special promotion 


tems, ofhce files and personal pos 
sessions. Each pen cap is color 


matched to the ink it carries 


Freight Rate Computer 


\ simple computer which resem 
bles a slide rule shows at a glanc« 
the cost of shipping freight to a 
given destination. It consists of a 








Nez 
and 
Wil 
vert 


weit 
Fac 
you 


to W 


tribi 
















1,885,714 


RUA OAY 


you should promote 
WIL-GARD /ndustrial Gloves 


Nearly two million readers— in both management 
and supervision will read about the superiority of 
Wil-Gard Gloves during the next few months. Con- 
vert their interest to sales action by throwing your 
weight behind this powerful Wil-Gard Campaign. 
Each colorful ad in the series directs inquiries to 
you—-the distributor. It’s your campaign .. . put it 
to work for you! 

This is only one of the ways Wil-Gard helps dis- 
tributors sell. The best catalog in the industry .. . 


hand-out literature . . . colorful product-reference 
pages... anda hard-hitting publicity program tha 
will attract hundreds of thousands of additional 
readers all these pave your way to bigger volume. 
The Wil-Gard Technical Advisory Department 
gives you free advice on special applications— help 
you become established as the industrial glove 
authority in your market. 
Don’t miss this nei opportunity. Write 


or wire today for the f 


Sold only through distributors 








THE WILSON RUBBER. COMPANY 


INDUSTRIAL DIVISON 
1200 GARFIELD AVENUE, S.W. *© CANTON 6, OHIO 


A Division of. Becton, Dickinson and Company 
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Mani) R-PeC Valves are = 3... 


products md the actual freight 
us freight classificatio 
num charge - hipn 


rcharg 


e For over 86 years R-P&C has been an 
honored name in the valve business; one 
unsurpassed for quality and dependability. 
As a result customers readily accept R-P&C 
valves and fittings. They are easy to sell— 
which boosts your sales, saves your sales- 
men’s time. 


Sales Aids 

And R-P&C backs up your selling effort 

with a complete array of sales aids unsur- 

passed in the valve industry. An extensive 

advertising schedule in industrial publica- 

tions, a quarterly house organ, complete 

up-to-date catalogs, free wall charts and 

other giveaway items, valve selector slide 

rules—all help you get the order with Label Holder 
R-P&C., 


Bronze — 
Gate 
Valve 


Problems of t 
A Complete Line tion and labeling in wat 


The R-P«C line includes gate, globe, angle now be solved with a ney 
and check valves in all standard valve self-adhesive label-holder 
materials in an extremely wide variety of ind identification systems 
sizes, styles and pressure classes. A cOm¢ terials, parts, tools, supplies 
plete selection of cast steel fittings and simply set up as the devi 
numerous specialties such as bar stock 
valves, asbestos-packed cocks, Lubrotite 
gate valves and automatic stop and check 
valves all offer extra profit possibilities. 


in eight colors. Labels 

fixed, changed at 

easily removed, although 

manently in place when 

- - ree sample is offered 
Engineering Help 

R-P&C sales engineers give distributors 

technical assistance —help you sell the big Payroll Tax Computer 

orders. 


his device is supposed to cut 


Easy to Stock and Ship vour weekly payroll preparations in 


, } ; half. It shows withholding tax and 
R-P&C’s unit packaging system keeps 
Cast Steel stocks neat, cuts down handling time and 


Fitting costs. 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 


| ACCO R-Pac Valve Division 
Pn. AMERICAN CHAIN & CABLE Better 





rm 


mare : Bridgeport, Conn 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
_ Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
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Cutting Tool and Gaging Methods... by BESLY 


MATCHED TO THE JOB—aAt The Chicago Screw 


Illinois, two sizes of Besly taps, poised 


Company, Bellwood 


above an indexing table, are ready to tap C-1141 steel parts 
Operating alternately, the smaller %”-24 Besly tap quickly 
threads a hole, then the work indexes beneoth 


Besly tap and a larger hole is threaded 


. 


TOUGH GOING — Here you see a C-1018 


high carbon steel nut being threaded by a 


Besly 134” tap. Extremely abrasive carburized 
and heat treated material is difficult to tap 


However, Besly taps proved they could “take it’ 


Prove to yourself that Besly Cutting Tools 
and Gages produce better results. Put them 
on trial on your toughest jobs, and check th« 
difference in longer tool life, less down time, 
fewer rejects and faster production. If you'd 
like to try Besly tools or use Besly’s Engi- 
neering Service, see your Besly distributor 
for details, or write us... 


the 15)"-24 


- 


SQUARED OFF —Templeton, 
Kenly & Compony, Broadview, !!! 
cuts heavy, almost square threads 
in bases of 12 to 24-ton 
jacks with Besly Acme Thread. 
form Taps 


screw 


ASSURED ACCURACY —To assure that 
holes in planer cutter head assemblies provide 
precise fits for set screws, SKIL Corporation, 
Chicago, checks for accuracy with Besly-Metro 
Double End Reversible Cylindrical Plug Gages 


BESLY-WELLES 
CORPORATI N 
Estos C HM Be 8 ays 
106 Dearborn Ave., South Beloit, ilinols 


© REAMER END A . ' 


J 


in leading national metal-working publications 


month after month — the magazines your customers 
and prospects read most. What's more, Besly's Engi- 
neering Service, direct mail and promotional sup- 
port is designed to further help you get your share 
of the cutting tool volume in your area. Write for 
information on the latest sales aids now available. 


BESLY-WELLES 


Est. as C. H. Besly & Co 
SOUTH BELOIT 
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1875 
ILLINOIS 





STOP HUNTING 
FOR THESE 


Now... 
One source for all... 


One of America’s leading Safety Equipment Manufacturers 


Mr. Distributor, you can now provide a complete line of 
PULMOSAN Safety Equipment ... the line more and more PA’s are 
specifying . . . the line on which you'll roll up steady repeat orders. 


Here’s why : PULMOSAN reaches everyone in the chain of 
buying command through consistent advertising. PULMOSAN 
leads in developing new and outstanding equipment for 
respiratory, eye, face and general industrial employee 

safety needs. PULMOSAN quality control assures a standard 

of product excellence that never varies . . . that can be 
depended upon year after year. 


POWERFULLY ADVERTISED. PRACTICALLY PRICED. 
PROMPT DELIVERY. 


J 


Pulmosan Satety Equipment Corporation 
644 Pacific Street ¢ Brooklyn 17, New York 


Write today for Complete Catalog and Distributor Price List 
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the new 24° Social Security deduc 
tions all on one line for wage 
brackets up to $250. There are no 
pages to turn, no calculations to 
perform, and no special skill or prac 
All vou do 
is move a plastic slide to the desired 
wage bracket and copy off the fig 


tice is required to use it 


ures. Replacements are available as 


tax rates change. 


Dockboard Locks 


\ device, which helps to lock the 
manufacturer’s dockboards in posi 
tion between dock and rail car or 
dock and truck, is simple to use and 
can be positioned and repositioned 
to meet varying dock-to-carrier span 
requirements without tools. An easy 
pull on a lever arm opens the jaws 
of the lock and permits positioning 
it at the edge of the loading dock. 


Storage Box Plans 


Basic plans for a storage cabinet 
are being offered free. The box 
features interchangeable shelves and 
partitions and is constructed from 
plywood. The economical construc 
tion cuts expensive joinery costs. 
Dimensions for the cabinet vary 
according to vour needs. 





For information on where to 
obtain these items, write “Oper- 
ation Ideas”, INpustrIaAL Dts 
rRIBUTION, 330 W. 42 St., New 
York 36, N. Y. 
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result of an 
engineer's 


Pre-tabrication saves time, space what's B424wW Seamiess Welding Fittings 
and money when B4W Seamiess beyond are dimensionally accurate...save 
good Welding Fittings are used! the time and money in tabrication 
retolealaalelal specs? 
sense 








€ BASCOCK 4 WILCOX COMPANY THE BABCOCK 4 WILCOX COMPANY 
ere v wer s PaeT Men euiaere . we s paermen 
eNHAM STREET © MILWAUEEE 46. Ww ¢ WEST BUBNHAM STOEET © MWAUKEE 40, Ww 











More engineers are specifying 
seamless welding fittings 


More purchasing agents will order 
from B&aé&W fittings distributors 


\ ORE andmore, engineers are realizing the inher- 
| l ent advantages that modern seamless welding 
fittings have over other types of fittings. And more 
and more, they’re specifying seamless welding fit- NATURAL 


THE 


tings for the job. 
a : . * ‘ SOURCE FOR 
Purchasing agents, too, recognize the advantages 

of ordering seamless welding fittings from B&W. ALLOY 
Month after month, ads like the two shown above 

: : FITTINGS 

tell both engineers and purchasing agents about 

seamless welding fittings in general, and about B&W 

Seamless Welding Fittings in particular. 
You, as a dependable source of supply for B&W 

Seamless Welding Fittings, can be assured of con- 

tinued effort on the part of B&W to carry these 

mportant sales messages to your customers and 

rospects . 








THE BABCOCK & WILCOX COMPANY 
UBULAR PRODUCTS DIVISION © FITTINGS DEPARTMENT 
3839 WEST BURNHAM STREET * MILWAUKEE 46, WISCONSIN 


Seamless welding fittings and forged steel flanges, seamless and welded tubular products — in carbon, alloy and stainless steels 











New CAMPBELL CHAIN Cxilusive 


“MEASURE-MARK 


GCNINIGRIGIG DONITEG, 


NGRIGNGR-) 


Chain sellers and buyers everywhere have been 
quick to recognize these advantages of new Campbell 


“Measure-Mark” Chain . 


QUICK, EXACT 
MEASUREMENT 


' 
| 





Marked every 5 feet— 
pre-measured for easy handling 
and exact measurement. 


INVENTORY 
CONTROL LABELS 





Space provided for "Perpetual 
Inventory” control. Guaranteed 
footage marked on label. 


Ask your Campbell representative—or write us for full 
details on this revolutionary new chain development. 


| 
L 


.. furnished at no extra cost! 





COLOR-CODED 
IDENTIFICATION 





BLUE <High Test Steel ORANGE~Cam-Alldy Steel 
Color-mark on the chain instantly 
and positively identifies grade of 
chain—in or out of the container. 


STANDARD PACK— 


MARKED BY FEET 





In each container, standard 
footage by chain size—for each | 
grade. Standard package cost. j 









‘CAMPBELL 
CHAIN 


AVAILABLE ONLY FROM 


CAMPBELL CHAIN @ongang 


York, Pa.» W. Burlington, 


lowa « Portland, Ore 
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1957 


NEW LINES 
taken on by 
DISTRIBUTORS 





distributors 

- Arrowhead Bearing Co 
Minneapolis 
*CarterMiller Nill 
Co 

Spokane, Wash 
*Flood Supply Ci 
Crvstal Falls, Mich 
* Hoffmeyer Belting & Supply Co 
Oakland, Calif 

* LeVallev-McLeod, Inx 
Schenectady, N. ¥ 

* Materials Handling Ltd 


l‘ulsa 
*James McGraw In 
Front Roval, Va 


* Pelican Supply Ce 

Lake Charles, La 
* Power Transmission Co 
South Bend, Ind 
* Royall, Inc 

Ann Arbor, Mich 


Hercules Hose & Rubber Co., Phil 
idelphia, has taken on the flexi 
ble metal hose line of Atlantic 


Metal Hose Co., Inc 


The ( 


sonville, Fla., has 


fameron & Barkley Co., Jack 
been named 
exclusive distributor in Florida for 
Brown & Sharpe Mfg 


chine tools. 


Co.’s ma 


Parker Appliance Co. has appointed 
is distributors 
* Abercorn Aero Ltd 
Montreal 
- Industrial Piping Supply, Inc 


Pe Tisac ola, | la 


Brown-Wales Co., Cambridge, 


distributor for 


Mass., is a new 
Cooper Alloy Corp.'s stainless 
steel valves, fittings and acces 





SOTICS 






















Here’s how 


VEEDER-ROOT 
helps distributors sell 


the| A| B|C|of HR) 























a ee 


See this “Show -Case ot 


ot your 





Full-page advertising appears regularly in 
leading business magazines, promoting the 
benefits and savings of Veeder-Root Count- 
rol. And each of these pages is signed with 
this message: “Insist on standard Veeder- 
Root Counters from your Industrial Supply 
Distributor’. 


In addition there is direct mail and other 
helpful material readily available. Re- 
member, there’s money for you in counters 

. and Veeder-Root is the line you can count 
on. For full details, write Ted Nelson at: 

VEEDER-ROOT INC. 
Hartford 2, Connecticut 


Offices in principal cities 


VEEDER-ROOT 
COUNTERS... 


industrial Supply Otetributer 
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Count on 


VEEDER-ROOT ; 


to help you build business with 

Mechanical, Electrical & Hand 
Counters for every ts 
industrial application 












Stock these puct INGS 
FLEXIBLE 


...and you'll have the answer to your 
customers’ ducting problems right on hand 


No question about it—Flexible duct- less cost with these lightweight, re- 
ings give you more to sell. If your inforced fabric ductings. Because 
customer is handling air, gases, liq- they’re flexible, you can beat out 
uids or lighi solids, you can show rigid ducting nearly every time! 
him how to do it better and at Take a look at them... 


SPIRATUBE— Rugged and durable, designed 
for use at low temperatures and pressures. Can 
be supplied with thermoplastic scuffstrip where 
it will be dragged over rough surfaces. Retracts 
to a fraction of extended length—important 
to you for storage! Available in diameters 
from 3” to 30°. 


SELL IT FOR—fume removal, ventilation, re- 
moval of abrasive particles, dust collection, 
handling of light solids, temporary ventila- 
tion systems. 


FLEXFLYTE—For service involving high pres- 
sure and extremes of temperature (—120° to 
+ 650° F.). Linings and coverings are coated 
fiber glass or cotton. Coatings are vinyl, neo- 
prene rubber, or silicone rubber. Available in 
diameters of 42" to 12”. 


SELL IT FOR—handling air at extremely high 
temperatures, heater ducts, defrosters, de- 
icers, installations where moving parts will 
cause constant flexing, for exhausting harsh 
fumes, conveying fibers, grains, sawdust, other 
light solids. 





SPECIAL SHAPES—Flexible’s engineers will work with your customers to 
develop special shapes of Flexflyte, where designs call for these. 

SILICONE DEPARTMENT—Our special Silicone Department is highly 
skilled in working with this very difficult material. 

EASY TO INSTALL—Both Spiratube and Flexflyte are easily installed. They 
can readily be bent around obstacles, flexing in smooth radii with minimum 
pressure loss. No elbows or special fittings needed. 





| VAC-U-FLEX—a new, lightweight vacuum 
cleaner hose for industrial use. 
Far lighter, far more flexible than conven- 
tional hose. Made from Miraflex, an extremely 
| durable plastic, permanently bonded over a 
reinforcing helix of covered steel wire. Won't 
peel or ravel, and has smooth inside bore that 
| won't catch dirt. Available in 1%", 142", and 
| 2” diameters. Standard 10-foot lengths can 
= easily be joined by special airtight couplings 
| ; = to form any length required. 











Write for full information on Flexible ductings. 


Flexible Typing 


CORPORATION 
GUILFORD, CONNECTICUT e LOS ANGELES 64, CALIFORNIA 
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D-A-T-E*$ 
TO REMEMBER 


Mar. 23-28—American Society of 
lool Engineers, Silver Anniver 





sary Technical Meeting and Con 
vention, Shamrock Hilton Hotel, 
Houston, Tex 


Mar. 25-29—Western Metal Con 
gress & Exposition, Pan-Pacific 
Auditorium and Ambassador Ho 
tel, Los Angeles. 


\pr. 7-11—Southern Hardware Con 
vention, Southern Wholesale 
Ilardware Association and Ameri 
can Hardware Manufacturers As 
sociation, Biltmore Hotel, Palm 
Beach, Fla 


\pril 9-11—American Welding So 
iety, Annual Show, Convention 


Hall, Philadelphia 


\pril 29-May 3—National Materials 
Handling Exposition, Convention 


Hall, Philadelphia 


May 20-23—Design Engineering 


Show, Coliseum, New York. 


May 20-23—Electronic Parts Dis 
tnbutors Show, Conrad Hilton, 


Chicago. 


June 9-13—The American Society 
of Mechanical Engineers, Semi 
Annual * Meeting, Sheraton-Pal 
ace, San Francisco 


June 17-20—Annual Triple Indus 
trial Supply Convention, San 
Francisco. 


Oct. 28-31—National Industrial 
Packaging & Handling Exposi 
tion, Convention Hall, Atlantic 
City. 


Nov. 3-4—Central States Industrial 
Distributors’ Association, Annual 
Convention, Edgewater Beach 
Hotel, Chicago 


Dec. 1-6—-The American Society of 
Mechanical Engineers, Annual 
Meeting, Statler Hotel, New 
York. 



















YOU GET more* WHEN YOU BUY BEARINGS FROM YOUR 
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ONE OF BUNTING’S MOST VALUABLE PRODUCTS is 

5 convenience —and it doesn’t cost you a cent. You 
can choose from 1,117 stock sizes of Bunting Cast 

S Bronze Bearings and Bars and 751 stock sizes of 

l, bearings and bars made of Bunting Sintered 
Powdered Oil-filled Bronze. You can procure all 

y these products from the ample stocks of Bunting 

distributors in all manufacturing areas of America. 

All are precision, highest quality products, 
completely finished and ready to use. 

5 

n Your Bunting distributor is listed in the classified section of your 
telephone directory usually under Bars—Bronze, and Bearings 

) Bronze. Two modern Bunting factories and eleven Bunting Branch 

Warehouses expedite distribution in all areas. Write, or ask for 

‘ catalogs giving complete dimensional listings and technical data, 

ye All Bunting Sintered Bronze Plain and Flange Bearings are 

il « 7 stamped with part number—an exclusive Bunting feature. 

il 

h 





BUSHINGS, BEARINGS, 


yf Bu mt: ey BARS AND SPECIAL PARTS 
This advertisement appears in: 
i] Purchasing News u OF CAST BRONZE AND 
5 Iron Age @ Mill & Factory POWDERED METAL. 

Machinery ¢ Modern Machine Shop 


Pp 
Southern Power & Industry Steel The Bunting Brass and Bronze Company @ Toledo 1, Ohio @ Branches in Principal Cities 








INDUSTRIAL DISTRIBUTION @¢ MARCH, 1957 











in the Lube Field! 
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AN ARO EXCLUSIVE! 
ARO-PAK 1 replaces hand 
guns with new speed, ease 
and safety for plant lubrica 
tion. Light weight, portable, 
one hand operation gets 
hard-to-reach fittings. Holds 
5 Ibs. grease. Permanent air 
prime maximum pressure 
7500 p.s.i. Fast refill with 
Aro-Fil gun filler. Sells fast 
to ai// plants. 


ARO-PAK 


for safer lubrication, one hand operation 


...plus the pace-setting AROLUBE line 


Backed by 25 years’ experience in the lube equipment field! ARO- 
PAK and the complete AROLUBE line of industrial lubricators are 
soundly engineered, quality built. Everything from hand guns and 
oilers to pumps, reels, fittings, trucks. Nationally advertised to pre- 
sell your customers. Outstanding features and performance! Write 
today for Catalog 105 and information on the profit-possibilities 
for you as an ARO Distributor. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 


Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. *« Aro Equipment 
of Canada, Ltd., Toronto 15, Ontario * Offices in All Principal Cities 


§ LUBE EQUIPMENT 


ARO. Also AIR TOOLS...AIR HOISTS 
» ... AIRCRAFT PRODUCTS... 


GREASE FITTINGS 














Sell the hottest product 
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The Buyer Looks 
at Business 


Composite opinion of purchasing 
wents who comprise the N.A.P.A 


Business Survey Commiuttec 





Basis for Optimism 


(here are indications that the 
yptimism which purchasing execu 
tives expressed for 1957, in then 
December comments, may have the 
beginning of its confirmation in the 
January reports 

New orders have shown a mod 
rate upturn, with 32° saying that 
their position is improved. ‘This 
compares with 24% who reported a 
better new order position in Decem 
ber. ‘The number reporting a decline 
n new orders has dropped from 
December's 31% to 23% in January. 
Production remains high and 28% 
sav it is better than December. 
However, there are many who still 
believe the current situation should 
be tempered with caution. Spotty 
situations still exist both geograph 
ically and in certain industries. 

Our special question asked if the 
higher inventories of purchased ma 
terials reported in December, which 
ire again confirmed, were inten 
tional or the result of a drop in new 
orders and production. The ma- 
jority of purchasing executives 
59°) thought the company over 
all inventories were about right, 
while 30% believed them to be too 
high and only 8% too low. In a 
few cases, inventories were believed 
to be unbalanced, being too low on 
some items and too high on others. 

A renewal of price increases and 
further inflation worry many. The 
ittempt to keep the costs of pur 
chased materials down so that theit 
companies will be in a good com 
petitive position in the markets they 
see ahead is frustrated by advancing 
prices 

Purchasing executives continue to 


limit their forward coverage, par- 














INDUSTRY'S 
BIGGEST 
PROMOTIONAL 
EFFORT 


helps you sell the world’s 


most complete line of fit- 
tings for wire rope and 


chain 


CROSBY LAUGHLIN LEBUS 


| An intensive promotional cam- 

paign combines complete cat- 

alogs and specifications sheets 
for customers... 


information packed, clearly 
illustrated direct mail pieces 
with your name imprinted— 
ready to mail 


national advertisements like 
this that stress industry use, 
industry acceptance of Crosby 
Laughlin Lebus Fittings—it’s an 
ad series that introduces these 
products to the important men 
—those men in every plant, 
every industry who buy or 
specify ! 


Only Crosby Lebus 
gives its distributors a fittings line 
that offers 


Laughlin 


SAFETY — AVAILABILITY 
QUALITY — COMPLETE LINE 


Only Crosby Loughlin Lebus backs up 
distributors with a complete year ‘round 


promotional program 


Capitalize on this hard-hitting free 
promotional that makes it easier to sell 
the superior quality and prompt avail 
ability of the world’s most complete 


line of fittings for wire rope and chain. 


SELL SAFETY FIRST! 


SLING SAFETY INCREASED 
WITH WELDLESS LINKS 


Replacing welded rings and links 
with drop forged Crosby-Laughlin 
Rings. Sling Links and End Links sub- 
stantially increases the safety of wire 
rope and chain slings. Materials hand- 
ling experts in leading industries specify 
these weldless, heat treated sling fit- 
tings because of their greater strength 
and reliability in all lifting assign- 
ments. Crosby-Laughlin Weldless 
Rings, End Links and Sling Links, are 
available with stock diameters up to 
1*s". Your supplier has detailed infor- 
mation on the various sizes and capac- 
ities of these fittings. 


FRAMES 


At Electric Machinery Mfg 


pany, Minneapolis, Minn., production 


(Lom- 


of large industrial motors and gener- 
ators involves many heavy lifts. The 
stator frame shown above weighs ap- 
proximately 40 tons and is part of a 
vertical waterwheel generator that will 
produce 3750 KVA, 4160 volts 

lo handle these heavy y subassemblies, 
k-M uses Crosby-Laughlin Eve Hoist 
Hooks on chain and wire rope slings 
Drop forged Crosby-Laughlin Hooks 
are designed for strength without ex- 
cessive weight. Careful forging and 
controlled heat treating of the special 
quality steel results in greater safety 
factors on maximum lifts. 

Crosby-Laughlin also manufactures 
safety versions of the eve hoist hook 
that have a positive, non-jamming latch 
and spring mechanism. Loads stay on 
Crosby-Laughlin Safety Hooks until 
they're released. For hazardous atmos 
phere use, investigate Crosby-Laughlin 
Non-sparking bronze Safety Hooks 
See your leading mill supply house or 
industrial distributor for 
data and capacities on eye, shank 
swivel, hooks 


forged by Crosby-Laughlin. 


complete 


grab and slip 


Sell World’s Most Complete Line of Fittings For Wire Rope and Chain 


Grosty Laughlin Les = CROSBY LAUGHLIN LEBUS 


ass so. Kearny, NN.) FORT WAYNE 1, INDIANA tonoview, texas 
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Because QUALITY 
sells better... 


sell MILFORD*® 


REZISTOR* 
WELDED-EDGE 
BLADES 


with SHATTERPROOF 
CONSTRUCTION ¥g 


Wherever a shatterproof power hack saw blade is 
required, the MILFORD REZISTOR Welded-Edge 
rates first in customer appeal and user approval. 
This 3-ply blade has a cutting edge of high speed steel 
with teeth as hard, sharp and long-wearing as any 
all-hard blade . .. and for superior shatterproof 
qualities, the high speed steel edge is WELDED and 
HOT ROLLED into a back of tough, resilient alloy. 


SOLD EXCLUSIVELY THROUGH MILFORD DISTRIBUTORS 


... backed by the MILFORD Sales Policy that insures 
full benefits from the sales they have worked to develop. 


be | L F @] R D a name that signifies fine 
quality plus the latest advances in 


_——/ metal cutting to your customers 
$$ 
————— 


THE HENRY G. THOMPSON & SON COMPANY + NEW HAVEN 5, CONNECTICUT 


Saw Blade Specialists for 80 Years 
HACK SAW AND BAND SAW BLADES * HOLE SAWS * GROUND FLAT STOCK 
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ind MRO 


for many 


ind stead\ 
Prices Going Up 
Prices have resumed their upward 
piral. ‘The leveling trend that was 
reported in the last quarter of 1956 
has diminished. 73° of those re 
porting say they are paying more 
for the material they buy and none 
says prices are lower. A number of 
purchasing executives have ex 
pressed the opinion that, while the 
Government's current tight money 
policy poses many problems, they 
believe it is a sound move for the 
nation’s economy. ‘They state that, 
for the near period ahead, inflation 
vill continue to be the problem and, 
in the next few months, they look 
rices to continue to move 


slowly upward. 


Inventories High 


Following the pattern of the pre 
vious two months, inventories of 
purchased materials again ¢ re- 
ported on the high side, with 31% 
reporting increases, 20% 
state they are lower than last 
month. ‘The percentage reporting 
nventories the same is unchanged. 


Ihe general feeling remains that the 
slight build-up is primarily a reflec- 
tion of a temporary drop in the new 


orders and production. 


Litthe Change Forecast 

Very little change is reported this 
month in the employment figures 
(hose indicating greater employ- 
ment remained the same as last 
month, 17%, while those saving it 
is the same as last month dropped 
only 2 points, from 70% to 68% 
Many part-time employees hired fot 
the holiday season have been re 
leased and the general consensus is 
that employment will not fluctuate 


much for the next 90 days 


Short-Term Buying 


\ 


purchases of production materials 


gain, as for the past two months, 
ire definitely limited to the short 


r€ Some 66%o of our re 


term ran 


porting members say they are keep 





At last year’s presentation, Mr. Webb accepts MPT trophy from Worthington representatives. Left to right, 
E. J. Schwanhausser, A. G. Coppola, H. Webb, C. Wentworth, F. J. Whelan, J. W. Stovall, and D. E. Tessendorf 


15th in ‘potential, yet distributor is 


FIRST IN SALES 5 YEARS 


does a distribute 


ed filteent! 
rst place 1 
mission 
ast SIX. 
et Hi ard Webb 
b Belting Company, Buffalo, New RUNNERS-UP —- Ru: 
and winner of t 1956 Wor- 1956 contest ll 
on MPT trophy xplain. Say ment Company, Detr« 
Webb, “We speciali I ust« ing Co., Davenport; An¢ 
e. To make sal vear after vear Rubber Co., Minneapolis; 
ve got to give kind of service R 


ciudad 


ibber Co., St. Louis; O 
eeps them coming | k for more. cialties, Wichita Falls 


Ls why we Delaney, Long Beach. 








You Can Sell BARNES 
HACK and BAND SAW BLADES 








































~4* : ey 


Complete test facilities duplicate customer problems to find most practical solutions. 


Research engineering concentrates its efforts on constantly increasing 
the quality of Barnes Saw Blades. Every improvement means in- 


creased cutting efficiency and lower cutting costs for your customers. 


Quality control methods are rigidly enforced. Thorough inspections 
after each step in production assures your customers of receiving 


only Barnes highest quality blades. 


Really convenient Barnes packaging is designed with the customer 
in mind. Sturdy boxes amply protect each blade during shipment 
and storage until put in use. Clear, easily read markings on each 


box identify the contents quickly. 


Barnes Sales Engineers are metal cutting experts. Their braod ex- 
perience enables them to solve most cutting problems right in a 
customer's plant. The unusual problems are solved in Bornes’ own 
testing laboratory. Complete facilities enable Barnes engineers to 
duplicate any customer prob!em and find the most practical solution. 


All these factors create customer confidence in Barnes Blades and 


in your service as a Barnes Distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting counts count on Garnes 
w. o. BARNES co., inc. 


1297 TERMINAL AVE. e DETROIT 14, MICH. 
aoe | 
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ommitments to 60 davs or less 
I here is some extension to 90 davs 
n items in short supply or where 
onger lead time is required by mill 
hedules 
\IRO requirements are also being 


mited to immediate needs, with 


65° of the buvers staying within 


} 


he hand-to-mouth to 30-day range 

\ slight drop in lead time for 
ipital expenditures is noted, as the 
66% in the 120 days-and-over cate 
gory last month tapered off to 60% 


this month 
Specific Commodity Change 


\s might be expected, most pe 
troleum products show general price 

reases. Recent freight rate hikes 
are also strongly reflected _ this 
month 

On the up side are: nickel, some 
steel items, dvestufts, formaldehyde, 
methanol, raw sugar, coke, coal, fuel 
ind other oils, gasoline, freight rates, 
ight bulbs, paints, and cement 

On the down side are: brass, some 
copper items, tin, selenium, and 
lumber. 

In short supply are nickel 
structural and numerous other steel 
items, stainless, monel, cellophane, 


some items of electrical equipment. 





Book Reviews 








GUIDES ro STRAIGHT 
THINKING, by Stuart Chase, Har 
per & Brothers, 49 E. 33 St., New 
York City, N. Y., $3.50—The well 
known author of The Power of 
Words describes the many illogi 
ilities of thought and speech that 
keeps communication — between 
people from being as effective as it 
should be, and renders much of 

downright fraudulent. He dis 
usses what he considers 13 major 
fallacies that crop up in almost all 
irguments, among them such recog 
nizable ploys as over-generalization, 
misuse of figures, guilt by associa- 
tion and the black-and-white judg 
ment lwo chapters describe the 
illegedly harmful cynicism of big 
time propaganda, including both 
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Here's one of 
the many ways 
we help you 
sell Bristol 
Socket Screws 


+ TOP MANAGEMENT.. 


see this ad in Business 


. including 
your customers 
Week. 


4 ENGINEERS, PLANT FOREMEN... 
including your customers — see it in the 


technical trade press 


HERE’S HOW BRISTOL 
BACKS DISTRIBUTORS: 


extra holding 


Spline socket o1 


* Selling points —like th« 
power of Bristol Multipl 


ndustry-standard hex socket screws 


itional 


* Advertising aids —: 


unpaigns 


ird hitting direct mail, envelope stufters 


Opy and cut services 


, 
, 
window display stands, in 


up to-date 


* Sales aids 


lustry shows and displays 


ackaging counter dis] lay racks, sales cor 


I spondence courses 


* Information aids on new 


public ity 


products, complete bulletins price sheets 
ngineering data sheets 
There are still distributorships open in 


few territories. Write us for details. a+ 


BRISTOL 


COMPANY 


SOCKET SCREW DIVISION 
Waterbury 20, Conn. 


‘7 


°, 
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JAMES B. THOMAS holds Bristol Multiple-Spline socket 





“Outlasts hex socket 30 tol...’ 


That’s the story we get on Bristol's 
famous Multiple Spline socket, fr 
James B. Thomas, Shop Superintend 


ent for the Roto-Rooter ( rporation 
Des Moines, lowa 


“The best we have ever achieved 
with a standard hex socket screw,” savs 
Mr. Thomas, “is about 25 times of tight- 


the head 


strippe d out. But we consistently exceed 
| 


ening and loosening befor 


750 tightening cvcles without damag 
ing the Bristol Multiple -Spline screws 
...-On this one feature alone, the Bristol 
screw is 3000° better from a fatigue 
standpoint.” 

These Bristol socket screws hold cut- 
ting knives at the end of 120 feet 


more) of coiled - spring flexible shaft 


OI! 


ing that the exclusive ly franchised 
Roto-Rootet 


through clogged sewers 


ck aning mac hine snakes 


It’s rough service for socket screws. 
They endure th¢ 
ditions, the whiplash of the spring 


sewer § Corrosive con- 
shaft 
and 5 to 10 tight ning cy¢ le Son cat h 
cleaning job. 


You'll find for 


peak performance under diffic ult con- 


this same capacity 
ditions in all Bristol products—whether 
socket screws, aircraft components, in- 
controls or tele 


struments, automat 


Company, 


20, Conn. 


SET SCREWS on Roto-Rooter* slip 
must withstand 5 to 10 blade chang 
y } ] 
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164 Brist 


Precision socket screw manufacturers since 1913 


<a> 
we Bristol's Hex Socket Screws 
| F eg g 


“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cay 
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Screws up to 1%s 
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Disposable filters, instead of a conventional 


air distribution panel, cut spray booth 


and down time improve air distributio 





Binks filter-type spray booth 
cuts maintenance time & cost 


Here is a spray booth with features 
you can really sell. It uses inexpen- 
sive, quickly replaced throw-away 
filters in place of the conventional 
air distribution panel. Look at the 


benefits it gives your customers! 


Less maintenance 

When the filters become paint-filled, 
throw them away. Replace with 
clean filters. Takes only minutes 
savings in clean-up labor more than 
pay for the filters 


Efficient pigment entrapment 

Littlke or no overspray passes be- 
yond filter. Booth, exhaust fan and 
stack stay cleaner longer...much 


longer 


improved air distribution 
Air moves uniformly through the 


booth. No dead areas...no eddies. 


Better working conditions 


Effectively removes overspray and 


Ask about our spray painting school 
Open to all...NO TUITION... covers all phases 


ALLA ALA me SPRAY GU 


It takes just seconds to 


Send for Bulletin PAF 


for this illustrated bul 
letin plus prices. Or, if 
you preter, write direct 
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ond replace 


representa- 


-_ 


tie } 


TANK 





GItialv tiie =«—B inks Manufacturing Company 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED - DIRECTORY 
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lit ind consumer advertising 


his is a hard-hitting, readable book 
slightly prone to one of the 
thought fallacies the author de 


lores—over-simplification 


COMMUNICATION Handling 
Ideas E-ffectively, by Roy Ivan John 
son, Marie Schalekamp and Lloyd 
\. Garrison, McGraw-Hill Book 
Co., 330 W. 42 St., New York City, 
N. Y., $4.50—A college text to teach 
dergraduates to get more out of 
vhat they read, as well as what they 
iv, this book covers the whole rang¢ 
f human communication from the 
exercise of logic to proper spelling 
Included are chapters on reading 


inguage, semantics, public speak 


ng, report writing ind the influence 
ra point of vicw on Communica 
tion between individuals. A big or 
ler, but each subject is treated in 
ufhcient detail to provide some 


thing helpful. Recommended for 


] ] 
ndividuals of any ge group 
vhether college trained or not. who 
ire interested in their self-improve 
ment 


RECRUITING AND SELECT 
ING OFFICE EMPLOYEES, by 
\lilton M. Mandel, American Man 
iwement Association, 1515 Broad 
wav, New York 36, N. Y.—Cover 
ervthing concerned with the re 
ruiting, hiring, training and man 


wing of the man in the white collar 


x woman) and the people who 
manage him directly The final 
hapter is on the selection of supe! 


sors. Sample forms are included 
for interviews, applications and 


merit rating 


J. K. LASSER’S STANDARD 
HANDBOOK OF BUSINESS 
rAX TECHNIQUES, by J. K 
Lasser Tax Institute, McGraw-Hill 
Book Co., 330 W. 42 St., New York, 
N. Y., $14.00—The Lasser tax guide 
has been brought up to date with 
this vear’s tax laws in this new 568 
page handbook. This is the time 
of year when taxes, more than any 
other single factor, may affect your 
business decisions, so this book or 
one like it should be close at hand. 
lhe handbook deals with the tax in 
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ition to dividends, rent compen 


ind sell 


ition, advertising, buying 


ig a business, the family owned 
iterprise and many other aspects 
f business. Various tax alternative 
e discussed in situations where 
re is a choice. Each topic is cov 
red both by descriptive material 
id an actual example. Tax terms 
explained as they come up, and 
specialized knowledge on the 
t of the reader issumed 


VNP 





FROM THE 


2 FILES »o 





25 YEARS AGO 


lhe B. F. Goodrich (¢ stated its 
listributor policy in national ads 
ifirming that “the local distribu 
to in serve Ii ommunity with 
ichnite econo intage 

Shadbolt & Bovd ( Nhilwaukec 
iK ld its se On in] sales clinic 


lhe Joint Merchandising Commit 


tee of the three distributor asso 
lations reported progress “despite 
trying times 

In subnormal timc salesman 
ship of the highest order is neces 
iTV, said an ficial of the 


} } 
Chicago & Northwestern Railway 


lhe site of the 1932 ‘Triple Conven 
tion was shifted from White 


Sulphur Springs to Cincinnati. 


NDUSTRIAL DisrriBuTriON stated in 
in editorial: “What the average 
distributor organization needs 


nore than anvthing else today is 


; 


iles managemet 


zee C. Bentley, salesman for The 


E. A. Kinsev ( in Dayton, 
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improved new pump with 
































«s- another reason why you can make more sales 
with GREENLEE No. 798-AC Hydraulic Power Pump 





This exclusive new feature of the GREENLEE No. 798-AC Lightweight Portable 


Power Pump. . . two-speed action for fast approach to the work and auto- 
matic change-over to lower-speed high pressure means a big sales } for 
vou. Buvers prefer the GREENLE! Pump because it eliminates Vv Wa 
time for the ram to reach the work . . . mak hs » ast. Thi pact, 
portable electric motor-driven pump hand 1 wide varietv of hydraulic 
power requirements: Either for hydraulic pipe benders and other tools in 
the field . . . or for operating hydraulic rams, jacks, pr s, and othet 
svstems in the plant or laboratorv. Holds a Aig market for \ ret your 
share of it now by stocking and selling the GREENLEE No J8S-AC, 

| 

! 
Send Coupon lodlay | Greenlee Tool Co 

! 

! 1923 Herbert Avenue, Rockford, Illinois 

! 

! 

L_=> ; Please send data on the timesaving new GREENLEE 
GRE NLEE ' No. 798-AC Portable Hydraulic Power Pump 

' 

} 

: Nome 
GREENLEE TOOL co. Compony 

1923 Herbert Avenue per on 


ROCKFORD, ILLINOIS, U.S.A, 


City and State 












HARRISBURG 


DROP-FORGED STEEL PIPE FLANGES 





--a quality product 
at a 
competitive price 





You 


Harrisburg Drop-Forged Steel Pipe Flanges. They 
I g I 


neck is not out’’ when you offer your customers 


are mads 


by a manufacturer that has produced high quality forgings 
for more than a century 

Harrisburg Pipe Flanges are well known throughout indus 
try for reliability. The steel used in their manufacture was 


especially developed for their kind of service. Threads a 


accurately machined and critically tested for fullness, un 


formity and precision in height, angle, taper and gauging 
Flanges are shot-blasted and dip-coat finished with rust 
£ } 
inhibitive black lacquer 
Harrisburg Flanges provide leakproof, trouble-free joints 
4 & 


They 


both in installation and 


ire easy to assemble in the field, saving time and labor 
maintenance operations 


A. S. A. Specifications for oil held, 


threaded, 


Flanges are made to 


utility and industrial uses. They are available in 
butt welding, slip-on welding, Van Strone and blind types 


in pipe sizes from |!” to 24’ 


Write for literature, 
prices and discounts. 








OH More than a century in Harrisburg / 


i sia Steel Co. HARRISBURG 18, 
Division of HARSCO CORPORATION P E N N S Y LVA N | A 
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Years 








Paterson Hardware & Supply ( 
\lol \ quidated 
\l vO\ Live llardware ra’ 
Supply of Mobile took over bu 
ess directed to Paterson D. W 
NicAllen wa med supervisor 
yf distributors for SKF Industric 


10 YEARS AGO 


& Supply Co. cel 
brated its 50th 


Harry ¢ 


the firm 


( leveland loo 
inniversarv, and 


Ruhf his 4lst vear with 


} 


( lloward Kinse D¢ 
of Charles Leonard Hardware Co 
Petersburg, \ 


ime presiden 


Hlugh FE. Hulburd retired as presi 
dent of The George Worthington 
Co., Cleveland He had been 


with the company since 1SS89 


Onondaga Svracus¢ 
N. Y., marked its 
Hiram Weisberg 


cated the company’s new building 
on West Genesee St 


Supply Co., 
30th vear. H 


president, dedi 


lhe Georgia-Alabama Supply Co 
completed plans for a new $80, 
West Point 


000 headquarters 


Ga. 


 £. 
lenn., opened a br 


son, Nliss 


Dilworth Co., Memphis 
anch in Jack 





~~ t* 
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nother NEW BLACKHA‘ 





ee, 








New 3” and 4” 


featherweight benders 
FOR BENDING UP TO 3” PIPE 


S-139 assortment with electric-pow- 
ered hydraulic pump — or S-138 
assortment with hydraulic hand 


pump. Both for 
and 3” diameters 


FOR BENDING UP TO 4” PIPE 


Model S-140 assortment with -—. 


tric-powered hy« {raulic — 
14%, 1%, 2, 2! 316 and 4” 
ameters 


FOR BENDING UP TO 4” PIPE 


S-137 assortment with P-85 hydraulic 
1 » 


hand pump... for 1%, 
242, 3, 342 and 4” diameters. 


“%, 1%, 2, 2%, 











a 
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ite bender! 


NOW! Make 90° bends in 1%” 
through 3’ pipe in one pass 


M: in, he res the BIGGEST boost ever tor wholesaler profits! 
It’s Blackhawk’s new S-139 featherweight aluminum pipe bend 
er! It’s a natural equipment sales opportunity demanded by 
the booming $3,500,000,000 electrical construction market 

a hydraulic bender that has everything 


Self-selling 103-pound ready-for-work portability one-bite 
90° bending for 1144" to 3” pipe. Only 3 quick set-ups needed 


> 


for making 34%” and 4” bends 

And, you can’t miss with these Blackhawk sales advantage 
Modern electric-powered hydraulic pump models pay for them 
selves in 35 bends! And these Blackhawks save you up to 75 
over cost of manufactured ells! 


Stock sell profit like never before with these feature 
crammed Blackhawks! Sell the only complete bender line 
for 44” - 2” thin-wall conduit ye 1” rigid conduit and pipe 


Call your Blackhawk man today for complete profit details! 


Exclusive work-saving BLACKHAWK features 





REMOVABLE TOP PLATE...**LOCK- ‘‘OPTIK-ANGLE'' GAUGE — Stops WHOPPING 77% SAVED ON BENDS! 


ON"’ SHOES — No threading of guesswork and time-wasting meas Dietz Electric Co. project fore 

shoes on ram — simply place uring in controlling degree of man says, “‘on our last job we 
them in position and insert lock bend The exact angle of bend aved more than $2,000.00 con 

pin. Pipe is quickly positioned is constantly in view. Gauge is pared to cost of manufactured 
from above rather than “‘muscled mounted right on bender. ells. Blackhawk 8.139 will be our 
in’’ from side. Top-plate has production bender from now on."" 
snap-action, quick feck olt. 





Aluminum Alloy Frame and Shoes... 
Strength with Light Weight! 


Rigid and Strong — yet surprisingly light weight 

— means greater portability, easier assembly 

on bench, floor, makes overhead bending a cinch 
Smooth action S-139 turns out uniform factory 

like bends — makes big savings in time and materials 
compared to manufactured bends 

The new Blackhawk is by far the easiest to use... 
fastest bender on the market today. Keeps 
electrician crews happy too! 









THE BLACKHAWK 
MAN WANTS TO SEE 
YOU! PHONE HIM AT 
MILWAUKEE 
ORCHARD 1-4000 
EXT. 77 


BLACKHAWK bends prove BLACKHAWK’S best! 





BLACKHAWK © = © : 


Hydraulic Hydraulic Hydraulic 
BLACKHAWK MFG. CO., DEPT, P-1737, MILWAUKEE 46, WISCONSIN Power'’ Pipe Knock-Out Jocks thry 
Benders Punches 100-tons 
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10 Years Ago (Cont'd) 


value per dollar 





working vises the stre 





convenience and | 


STANDARDIZE ON EXTRA VISE VALUES 


Desmond 


HE DESMOND-STEPHAN MFG. O., URBANA, OHIO 


Samuel R. Dodge 


Samuel R. Dodge. 
Your prospects will see this sales-build- i. 5. Behn & Ce. 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 


- 
| 
| 
| ( New 
hort illness 
| \Ir. Dodge joined the industria 
| upply departmen Ilunter & 
Havens In n 1923 as their first 
| ilesman. This department was st 
vervised by Howard J. Behn, who i 
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3000# and 6000# HYDRAULIC 
COUPLINGS * 


3000# Hydraulic Couplings are all forged 
steel in sizes 1” through 3” for greater 
strength, All sizes Ye” through 4” in both 
full and helf couplings available for 
prompt shipments. 


sired Saban Corte on ante §=SOCKET WELD 
COUPLINGS* and CAPS* 


Machined from special easy-to-weld steel 
for fast and permanent installations. Both 
2000# and 3000# Couplings and Caps 
available from stock. Ye” through 4”. 


FORGED 
STEEL FITTINGS 


for all high-pressure 
installations 


lle 
——_ 
_— 
ss 
-_ 
a 
= 
= 


SQUARE HEAD and HEX HEAD 


SOLID PLUGS 
Capitel’s forged steel Square Head and Hex Head Solid 
Plugs are both furnished with a dry seal tapered thread 
and individually thread protected. 
Sqvare Head Solid Plugs sizes: 1” through 2”. 
Hex Head Solid Plugs sizes: ¥." through 2”. 





‘ONLY THROUGH RECOGNIZED WHOLESALERS © 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 



















































bor the BIG ONES! 


As a pioneer packing manufacturer, Allpax produces a complete 
line of engineered packings to meet the most exacting require- 
ments of industry, and has originated general service packings for 
universal applications. Proven superior through years of perform- 
ance and preference, Allpax products are in demand for a wide 
variety of industrial applications. Supplying the ever-increasing 
demand for these nationally advertised products is big business 
and yields a good return for a minimum of selling effort. 





For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry. 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Teflon’’* and other packings 
specially prepared fcr these applications. 





*Du Pont Trademark 


“You will serve industry better with Allpax products” 


LLPA 


| “The Packing that Packs All” 
! . SEND FOR OUR CATALOG — TODAY! 










A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave., Mamaroneck, N. Y. 


PY Oh 11-1000@) eee. \icliclsMee Ciel -tilel Miaela dlaleh am ale, ntreal 8, Quebe: 
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1946 purchased the business and in 
corporated it under the name of 
iH. J. Behn & Co. At that time Mr. 
Dodge became vice president in 
charge of sales. 

He is survived by his wife, Alic« 
Nelson Dodge, and one son, Robert 
N. Dodge, who is a salesman fot 
the firm 


Fred W. Swanson, 
Globe Machinery & Supply 

I'red W. Swanson, chairman of 
the board of Globe Machinery & 
Supply Co., Des Moines, lowa, died 
on Nov. 28. 

He joined the firm in 1908 and 
assumed its management in 1909. 
He also served as chairman of the 
board of the firm’s affiliated com 
panies, Globe Hoist Co., Materials 
Handling Equipment, Inc. and 
Credit Acceptance Corp. 

Mr. Swanson had been a president 
of the Central Supply Association, 
and a president and commissioner 
of the National Plumbing & Heat- 
ing Industries, Inc. He was a mem- 
ber of the Code Committee of the 
Wholesale Plumbing and Heating 
Industry in NRA days and on the 
board of directors of the Motor 
Equipment Manufacturers Associa 


tion. 


James D. Dale. 
Briggs-Weaver Machinery 

James D. Dale, 50, outside sales 
man for Briggs-‘Weaver Machinery 
Co., Dallas, died of a heart attack 
Jan. 25. 

He had been with the firm about 
25 years and served as an outside 
salesman the last 15 years. The Dale 
family purchased an interest in the 
company in 1920 and at that time 
assuméd active management but in 
1945 sold its interest. 


Thomas B. Hill 
The Stanco Co. 


Thomas Bennett Hill, founder 
and president of The Stanco Co., 
Dallas, died Dec. 21, after suffering 
a heart attack at his home. Mr. Hill 
was 53 years old. He served in the 
army during World War II. 
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“Knuckle-Buster” tools? 


why sell 
inferior 





For Safety's Sake—Sell Bonney ! 


Strength and precision fit! That’s the 
popularity secret of fine Bonney tools. 
Experienced machinists and mechanics 
have found that Bonney tools help avoid 
dangerous accidents—cracked knuckles— 
lost time on the job 

That’s why you can count on a warm 
welcome when you carry the complete line 
of Bonney tools. In the automotive, avia- 
tion, construction, railroad, refrigeration, 
shipbuilding fields . . . throughout general 
industry ... Bonney tools rate tops for 


practically every job. 
Bonney tools are consistently adver- 


tised in the magazines your customers 
read. So, take advantage of Bonney qual- 
ity, wide acceptance, promotion—stock 
and sell Bonney tools Now! Write us for 
a “run-down” on why Bonney’s best. 


BONNEY 


T 





Bonney is fully equipped to design and manufacture special tools to 
meet most customer specifications. Write us about any tool problem. 







BONNEY FORGE & TOOL WORKS « 
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Eugene F. Sullivan 


Morse Twist Drill Fills 
New England Sales Posts 


Eugene F. Sullivan and Thomas 


DRIFT PINS are in steady demand — H. Johnson of Morse Twist Drill 


& Machine Co. have been made 


WOODINGS-VERONA provides all eastern New England representa 


tives 


wanted types and sizes for you to sell From Boston headquarters, Mes 

srs. Sullivan and Johnson will cover 
iy : ; the Boston-Providence area. Both 
f Contractors, builders, engineering firms and previously had served as develop 


7 


industrials frequently need drift pins to ment and sales engineers for the 


! 
| \ Wi } 
FY \¥/ 2 = replace those normally worn out or lost firm. 
a This inexpensive item can become a steady, 
; ~ dependable income producer for you 
Woodings-Verona offers both plug and barrel types of Drift 
Pins in any diameter and length; also Bull Pins with either 


partial or full taper in three diameters. Standard length, 12 inches 


Write for complete information and prices 


WOODINGS-VERONA TOOL WORKS 


Shown above are some of the more widel used Woodings- Verona Tools 
Thomas H. Johnson 


INDUSTRIAL DISTRIBUTION # MARCH, 1957 








mas 
Drill 
nade 
-nta 


Ves 
ove! 
30th 
slop 

the 





Today's expert workmen get the 





most out of modern, high speed 
( Mod | | D production machines by using the 
eAaerve finest metal cutting tools . 


IIlinite Milling Cutters. Your Illinite 














i¢ 
“ 





io] | 4 distributor offers off-the-shelf 

availability on standards, prompt 

service on made-to-order specials 

He offers a complete service in 

<> QT "=" =. , > = os metal cutting tools of high uni 
formity, long life and fine finish 


tools that have made Illinois Tool 


available from your distributor: Works a recognized metal cutting 
STANDARD MILLING CUTTERS FROM STOCK tool leader for nearly fifty years 
SPECIAL MILLING CUTTERS TAILORED TO THE JOB Call him today for fast, complete 


metal cutting tool service! You'll 






be glad you did. 








DISTRIBUTORS 


This Ad Promotes Sales 
For You! 
Backed by effective advertis 
ing and sales promotion, the 
linite quality line of metol 
cutting tools builds profits for 
Winite distributors. Write to- 
doy for details on Illinite's 
sound distributor policy. 

































®) 


EEE. RI EXE 
Metol Cutting Tools 


DIVISION OF ILLINOIS TOOL WORKS a 
2501 N. Keeler Ave., Chicago 39, Illinois tome. 





gt S teght-ot § best-costs less 


PORTABLE 
POWER 
THREADING 





TOLEDO No. 78 
Power Drive— 


with wrenchless chuck, 

forward and reverse ro- 
tation, 4 to 2” 

pacity — a real 
work-saver. 


Ca- 








TOLEDO Drop Head 
Ratchet Threader— 


die change in a jiffy, 4% 
to 2” sizes, light, conven- 
ient for close cornet 

work, replaceable dies. 








The kind of tools your customers like to buy! The 
TOLEDO No. 78 Power Drive and Drop Head Ratchet 
Threader move fast . . . it’s easy to see why: just put 
the pipe in the wrenchless chuck, “finger” tighten, 
turn the switch and you're ready to go. It’s the type 
of equipment that demonstrates easily—makes friends 
instantly. Send for complete information on these 
TOLEDO-Quality products today! 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


~ THREADED PIPE PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 





THE TOLEDO PIPE THREADING MACHINE CO. + TOLEDO 4, OHIO 
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. Watrous 


Watrous Is President 
Of Brierly, Lombard 


L. B. Watrous has been made 
president and manager of Brierly, 
Lombard & Co., Inc., Worcester, 
Mass., succeeding Mrs. Alpha Du 
rell 

Mrs. Durell is mow. treasurer, a 
post formerly held by her late hus 
band, Bertram Durell. Mr. and Mrs 
Durell acquired the supply firm in 
1934. 

Mr. Watrous joined the company 
in 1952 as manager and in 1955 was 
elected vice president. Before this, 
he spent eight vears as a salesman for 
Dodge-Newark Supply Co., Newark, 
and also has been associated with 


New York Belting & Packing Co. 





NE W OFFICER C,eorge M Malacoff 
has been elected vi president of Vi 

tor J. Krieg, In He joined the firm 
in 1952 as office manager 
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Complete line of fire protection equipment 


Pyrene-C-O-Two means “More Profits For tems, brass goods, hose, accessories and the 
You” because the name itself is synonymous new packaged marine and industrial systems 
with Fire Protection ..,. and immediately All these safety-engineered products are 
overcomes 78% of any “sales-resistance” you backed by an ambitious advertising campaign 
might encounter. that directs the customers to you... our 
Our “Distributor Sales Policy” guarantees distributor. If you are not a Pyrene-C-O 
you protected rights to the most complete Two distributor, write today for complete 


line of quality extinguishers, engineered sys- information. 


lacoft 
Vi 


hrm 


THE FYR-FYTER COMPANY 
Dept. ID Newark 1, New Jersey 


BRANCHES IN ATLANTA + CHICAGO + DALLAS + DETROIT + SAN 








FRANCISCO 








COIVMBIAN VISES . 
SLEDGE 
TESTED 





COLUMBIAN MALLEABLE IRON CASTINGS ARE GUARANTEED UNBREAKABLE 
3 


4 Machinists’ Vises « 
Hydraulic Vises 
Woodworkers’ Vises 


complete line means more sales 
Pipe Vises 
Bench Vises 









Vi “iy The Columbian Vise & wy Co. 


CLEVELAND 4, H 1 


SLEDGE-TESTED 










Sold only through industrial distributors! 
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S 
A. W. Cash Opens 
Chicago Sales Office 
\ Chicag iles off i 
ened | \. W. Cash Co. and 
ifiliate, Cash Standard Stacoi 
( p., al 332 South Michigan Ave 
Ken Weeks and Bob Lefley have 
( vamed lirect the office 
vincl rves the Chicago, northern 
I i ir | tile i i 
Plant Addition 
\ 45,000 sq. ft. building is being 
tructed by United States Rub 
ber Co. to provide additional space 
for its power transmission belt plant 


Lhe new building 


in Philadelphia 
idjoins the firm’s present plant and 


is expected to be ready in June 





AUTOMATIC DIALING 


A German firm has developed a 
device which automatically makes 
telephone connections, reports Product 
Engineering, McGraw-Hill publication 
After a punched card with the desired 
number has been inserted into the 
accessory, dialing tekes place auto 
matically, and can be repeated, if the 
number is busy, by pressing a button 
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| eTRIBUTORS/ Get set to Cash-in on the BIC 


RR MECHANIC'S =a 


TOOL OF lanai 


10,000. PAY-OFF~ 


53 cash prizes for DISTRIBUTOR, SALESMAN, COUNTERMAN 


Enthusiasm works wonders and nothing works up enthusiasm like MONEY — 
not just for the Mechanic, but for your own Salesmen and Countermen. They're 
the boys who really will carry-the-ball and that’s why Ingersoll-Rand has set up 
extra prizes of good, cold cash. Some of your men may be among the 53 
winners. They all have 3 ways to win: 1. By helping mechanics with their 
winning entry. 2. By having their names on the largest number of entries sub 
mitted from the zone. 3. By clinching increased sales because of enthusiasm 
generated among all mechanics in territory 


D 

























511 big prizes for Mechanics 


Here's a ‘‘natural’’—the hottest sales stimulator for the hottest tool on the 
market, the Ingersoll-Rand Tool of Fortune $10,000 Pay-Off! This is one 
EASY-TO-ENTER and EASY-TO-WIN contest which we'll “hammer hard.”’ 
Our two-fisted promotion will reach the mechanics in your territory, through 
their favorite trade magazines and through the personal teamwork of your 
own Salesmen and Countermen who will Ae/p the mechanic with his 25 
word entry. 511 mechanics will win prizes totalling $10,681.05 by simply 
completing this sentence in 25 words or less ... ‘I prefer a power wrench 
with optional ‘TORSION BAR’ torque control because 


J1] 





Here's What The MECHANIC Does: 


He welcomes YO 
an Entry Bla UR SALESMAN who will call on him with 


Nideatasean tha, ade ask for q Demonstration plus a 
facts on time-savi sg ae oe — additional 
notice ool, e'll it 

when your salesman talks about ieee Shae 
ie) 


tomorrow instead of i 
one which is alread f | 
welcome any help your salesman oan onan re “ey | 
is 25. 


words-or-less. He’|] 
Time Payment agg very much interested in the popular 


He'll be glad to get together 


Over and ENTER! with your salesman, ta! 
Ist-June 30th ) MOTE—3 MONTH P AY-OFF . . yy ob 


—for MECHANICS and DISTRIBUTORS 
The only impact wrench in all the world In ersoll - S| I id 
which has optional TORSION BAR Torque 
Control. All other impact wrenches are 
behind-the-times and ‘‘outdated.”’ 1-550 U1 Broadway, Now Vouk 4, OLY. 
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NEW PACKAGING 


OF DURABLA CHECK VALVES * 


























*Patent No. 2,649,277 


saves time, eliminates stockroom confusion 


Now .. . a box of heavy card board for every Durabla check 
valve. They stand out on your shelves—bold type tells what each 
package contains (size, symbol, etc.). There’s a product 
picture too. 

Quick identification cuts down on stockroom confusion. 
Saves time. Saves money by eliminating mistakes both in filling 
orders and at inventory time. Neat and easy-to-stack, they leave 
space for other items. 

And remember... you can meet the check valve require- 
ments of any customer . . . in any industry ... when you handle 
Durabla. Simply stock the basic unit in line sizes ¥4”—2”. Added 
to any standard fitting, this unit becomes a complete check valve. 

When you handle Durabla you increase sales and reduce 
inventory at the same time. Ask for bulletin ID-37. 


DURABLA MANUFACTURING COMPANY 


114 LIBERTY STREET ° NEW YORK 6, N. Y. 


DM-19 
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NEW REPRESENTATIVE: Frank P 


Rogers, Seattl Wash., has been 
named factory representative for Box 
Crane Co.s power tools. Mr. Rogers 
nd his son Pat, who works with him 
will serve distributors in Washington 
ind Oregon 





New Simonds Saw Branch 
To Serve Nine States 

\ 40,000 sq. ft. warehouse, sales 
office and service shop is being built 
by Simonds Saw & Steel Co. in 
Shreveport, La. It is expected to be 
completed by early spring. 

he new branch will serve as a 
distribution and service center fort 
the surrounding nine-state area and 
also handle products of the firm's 
subsidiaries, Simonds Abrasive Co. 
and Heller lool Co 


Bolle Covers Indiana 
For Armour & Co. 


Donald ]. Bolle has joined Ar 
mour & Co. as district sales super 
visor for the coated abrasives divi 
sion. 

Formerly with Pittsburgh Plate & 
Glass Co., he will supervise sales in 
the northern Indiana area. 


Moves Dallas Office 


The Dallas office and warehouse 
of The Powers Regulator Co. have 
been moved to a new 3,500 sq. ft. 
building at 7707 Sovereign Row, 
Brook Hollow Industrial District. 





















This is the third advertisement 
in our new series in which, each 
month, we are featuring spe 
cific reasons why W&B tools 
outperform competitive makes. 


Cr ’ This month our subject is car 
Mage bide tools. The “Perma-Braze”’ 
br feature of our carbide tools is 

7 27} *K an important one. . . it gives 


W&B carbide tools a definite 
CARBIDE performance edge over com 
petitive tools, and you a hard 
hitting sales advantage. Famil- 
iarize yourself with this user 
benefit and use it as a strong 
selling point. 
Offer W&B carbide tools for 
test purposes. Your customers 
will find that they will stand up 
in the test, and you will have 
new or better customers. Re- 
member, if your customers have 
not tested W&B tools, they have 
not exhausted all the possi- 
bilities for cost savings. 


As an important part of your 
*PIONEERED AND DEVELOPED sales promotion efforts, don’t 
OY -WEIAN & CARNES fail to take advantage of all the 
W&B sales promotion items 
that are available to you. These 
include handout-flyers, ad 
reprints, mailers, charts, tool 
YI. selectors and catalogs. Remem- 
ber also, W&B will assist you 
RELIABLE locally in your publicity efforts 
SS as well as in any exhibits in 
which you may be participat- 
COMPLETE ing. You can always depend on 
IN-STOCK SELECTION Whitman & Barnes to lend 
strong support to your sales 
efforts. 


CALL Your <7] > 


DISTRIBUTOR ‘FOR... 


PROMPT DELIVERY 


DRILLS ‘ Sa Me Rae 
and GS igts CEP his avenge, OG 2G." 2 
REAMERS FD. on Pt SVs Ei eas » wraps age : 


« 


- 
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Ideal for tight spots, can move 
30 tons, 2 inches with ease. 








hydraulic jack 


gives you opportunity for increased 
sales and greater customer satisfaction 


You can increase your sales and achieve greater cus- 
tomer satisfaction with the Duff-Norton “‘Lo-Hite”’ 
hydraulic jack because it is designed for close clearance 
operations where an ordinary jack cannot be used. 
Your customers often have difficult problems involving 
vertical, horizontal, inverted, or inclined moves of 
heavy loads. You can help them solve these problems 
by pointing out that this jack can handle these jobs with 
ease by remote control. You make a friend and a sale. 

These are the features that help you sell. When 
closed, the ‘‘Lo-Hite”’ ram is only 4'4 inches high, yet 
can safely move 30 tons, 2 inches. It is operated by an 
independent hydraulic pump which is connected to 
the ram by an 8-foot flexible rubber hose. The jack is 
easy to operate—folds into a compact kit which weighs 
only 44!4 pounds. 

To provide your customers complete information on 
the “‘Lo-Hite,” give them bulletin AD-32-ID. It will 
help you with the sale. 


<= Duff-Norton Jacks 


DUFF-NORTON COMPANY 
P. O. Box 1889 « Pittsburgh 30, Pennsylvania 


COFFING HOIST DIVISION: Danville, Illinois 


Rachet Jacks, Screw Jacks, Hydraulic Jacks, Special Worm Gear Jacks, 


Rachet Hoists, Electric Hoists, Load Binders, Spur Gear Hoists 
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Columbus McKinnon Picks 
Three Representatives 
George P. Long has been assigned 
by Columbus McKinnon Chain 
Corp. to represent industrial chain 
in the Ohio Valley region, Pitts 
fom Mulry_ has 
been appointed to represent Chis 
holm-Moore Hoist Division in the 


burgh _ territory. 


same area. 
fom G. Blunden represents in 
dustrial chain in the Pacific Coast 


region. 





HOT LIGHTS 


Lighting for color TV studios gen 
erates so much heat that air condi- 
tioning must have twice the capacity 
usually required to lower 95 degree 
Fahrenheit outside air to comfortable 
working level, Electrical World, Mc- 
Graw-Hill publication, observes 
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cation to equipment 


Facts to help you sell 


Keystone 5P Line protects against over 100 cor- 
rosive agents, saves up to 50% on operation and 
mainténance. 


Here’s news of a line of Keystone Specialized 
Lubricants that will bring substantial savings 
to your customers—and worthwhile profits to 
you. Use this information in your selling, for 
these lubricants can help you win new cus- 
tomers and sell more to present accounts. 


The Keystone 5P Line assures protection in 
corrosive service where ‘‘general-purpose’’ 
lubricants have failed. 

Keystone 5P Lubricants armor machines against 
more than 100 corrosive agents and solvents. 
They prevent leaks, preserve packings, protect 
equipment and floors, and shrink operating and 
maintenance expense. Users report savings as 
high as 50° in comparison with conventional 
general-purpose lubricants! 


SAFEGUARDS AGAINST ACIDS AND ALKALIES. Where resistance to acids and 
alkalies is essential—in food processing, chemical processing, canning, 
bottling and other industries—the Keystone 5P Line gives superior lubri- 








PROTECTS AGAINST FRICTION AND 

LEAKAGE. Moving parts of general 

industrial equipment, such as 
. " - pumps, valves, conveyors and drive 
cné 8 get assurec yrotectio fro 

= rictional wear and leakage with 

rit get assured prot n from 


Keystone 5P Lubricants 


The 5P Line consists of three types of lubricants 
covering a wide range of operating temperatures 

from 0 to 350° F. They are made in four 
smooth, non-fibrous consistencies (Heavy, Me- 
dium, Light and X-Light) and have an ASTM 
penetration range of 200 to 350. You can use 
them effectively on plain and anti-friction bear 
ings, driving chains, pump packing glands, and 
lubricated plug valves on virtually all types 
of industrial machinery. 


Wherever there’s a problem application in the 
food processing, brewing, laundry, chemical, 
rubber, plastics, metalworking, power, paper, 
textile, or dyeing industry, there’s 

a potential market for Keystone T 

5P Lubricants. You'll find full 

data in Bulletin BK-20. Why not 

review it now? Be ready to sell 

the lubricants that more and  gpecjatizeo 
more plants are buying. LUBRICANTS 


KEYSTONE LUBRICATING COMPANY ° 21st & Lippincott Streets * Philadeiphia 32, Penna. * Estoblished 1884 
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John E. Kearns 








Kearns Directs Branch 
On Coast for Bristol 






































John KE. Kearns has been ap 
pointed manager of The Bristol 
Co.’s new district sales office in San 
I'rancisco 

With the firm since 1936, he 
served as sales and service engineet 
it the firm’s New York, Birmingham 
and New Orleans offices. ‘The past 
four years he has been in the appli 
cation engineering department at 
the home office specializing in auto 


matic control 


New Staff Member 


Arthur Craig Wicker, who joined 
l'ube ‘Turns, a division of National 
Cylinder Gas Co., last October, has 
been appointed to the sales devel 
when you sell opment department. He will spe 
cialize in new applications for the 
firm’s products in the chemical in 


dustry. 









az, 


PAINTSTIKS 


MOVABLE SIDEWALKS 
A COMPLETE LINE FOR EVERY APPLICA- 


TION, MARKAL PAINTSTIKS are widely used Fabric-and-rubber sidewalks that 
in a host of businesses because they’re “tailored” move will see more use in the future, 
to specific applications. Marks are weatherproof, predicts Textile World, McGraw-Hill 
fadeproof, permanent. Markal advertising plus publication. With four passenger 
steady repeat business all add up to a real money- corrying belts elveedy in eperation, 
maker . . . MARKAL PAINTSTIKS _ other projects, such as passenger-car 
nag . Markal Paintstiks (extreme left) for surfaces —50 conveyors to replace shuttle trains 
° ° 


and overhead moving sidewalks in 
HOT... Markal Paintstiks (left) for surfaces 200° to 2000°F. sf 
downtown shopping centers, are un- 


te Hake SEND today for complete distributor information and literature der consideration 
MARKAL COMPANY 


3094 West Carroll Avenue e Chicago 12, Illinois 
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«APEWELL | 


i. 


AN 0 


PIPE FITTERS 
HAND TOOLS 


os 
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WRENCHES 
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3. 


6. 
7. 


CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 


CAPEWELL products are brand name recognized and pre-sold 
through a consistent national advertising program in the leading 
trade magazines. 


CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 


CAPEWELL Sales Engineers all over the country are actively 
working in your behalf. 


CAPEWELL’s policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


CAPEWELL’s liberal freight allowance policy means profits to you. 
CAPEWELL has AIA... ask your Capewell salesman. 


BAND SAW 
BLADES 


HIGH SPEED STEEL 
BAND SAW BLADES 


GROUND FLAT 
TOOL STEEL 


THESE ARE CAPEWELL’S TESTED SALES AIDS: 


“How to Use" booklets 
that graphically illustrate 
the ways to get the most 
out of CAPEWELL products. 


Advertising reprints to 
remind your customers 
that they're buying 
nationally recognized 
quality. 


Envelope stuffers to include 
in your own direct mail 
program. They're specifically 
designed to boost sales. 


The CAPEWELL Pocket Saw 
Selector tells the complete 
saw story corry if in 
Microloy® Ground Flat Tool your pocket 
Steel combination Wall Chart 
“— 


or File Folder. 
Direct mail program le] 
imprinted with your letter 


CAPEWELL Shop Cops with head and sales message 
distributor imprint to bock up your personal 
selling efforts 


CAPEWELL products are sold only through distributors. 
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Irs a little like the chicken and the egg, this matter ) 
of vision and leadership. Each complements the other. 
At least that is the case with The Weatherhead Com- 
pany. For instance, back in the middle thirties, it 


cook not only inborn leadership but also keen fore- ’ 
sight to visualize the importance to industry of the 


now famous Weatherhead Ermeto flareless tube fitting. | 


Today, wherever the function is motivated by hy- 
draulic power, Weatherhead Ermeto is industry's first 
choice. The Ermeto story is typical of many W eather- 
head products which continue to play important roles 


in our country’s phenomenal industrial achievements. 


WEATHERHEAD 


FIRST IN HYDRAULIC CONNECTIONS 
THE WEATHERHEAD CO., FORT WAYNE DIVISION 
Dept. J-3, 128 West Washington Bivd., Fort Woyne, indiana 
In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 
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American Pulley Awards Distributor Diplomas 


Lhes« Dp i i led 1 Am in | ( d t 1a] 
ind 

Daniel ‘TV. Murph midwest re land; and Mr. Murph \m , 
gional manager for The American Pulley 
Pullev Co., was in charge of the Center—Charles Beam, Kentuck 
firm’s recent midwest regional sal Bearing Service, Lou le, Il.; Dal 
ind product Lhe thre 1 Newell, Newell Machinery Co., Cc 
scSSIOn Wa ganized and n dar Rapids, lowa; Mr. William 
ducted by W im <A. Williams American Pulley; Norm Pence, Oh 
consulting engincet1 l ransmission Co., Columbus, Ohi 
John Guckert, Hlartlev-Rose ¢ 
Class Members Pittsburgh: Dick Sparks, Industri 

Present at the nic Were lingineering kgquipment Co., Dav 

Rear (left to right)—Mel Grabow enport, lowa; and ilarold Stiefbold 
ski, Huss & Schlieper, Decatur, Ill; | Stephens-Adamson 
Fred Huggins, lennessee Machinery Front—Carl Duckwitz and Jim 
Co., Nashville, ‘lenn.; Charles R Heck, American Pullev; Bill Me 
Smithers, Brehob Electric Equip- Quillan, Pittsburgh Gage & Suppl 


ment, Inc., Indianapolis; Fred Gib Co., 


son, Wm. F. McGraw Co., Detroit; 
Dean Ellertson and Dean Miller, 
r. Stephens-Adamson Mfg. Co.; Bill 


both of 


Pittsburgh; 
Stephens-Adamson 

\. W. Ostberg and R. H. Humm 
Stephens-Adamson, 


John 


Strecher, 


) 




















ne Hurt and ‘Tom Brinkworth, Central completed the course but were not 

‘et States Industrial Supply Co., Cleve present for the photograph 

e- 

1€ - 

. Diamond Saw Moves to New Plant 

y- 

‘st 

re 

es 

ts. 
After 65 vears in Buffalo, N. Y., Diamond Saw Works, In has moved 35 mik 
iway to a new sing tory building in Chaffe, N. ¥ lhe n plant was especial] 
designed for single-line production of the company’s products. Production facilitic 

to will double its former capacity 
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WEATHERHEAD 


ONLY COMPLETE SINGLE SOURCE FOR 
HYDRAULIC HOSE LINES AND FITTINGS 


STEEL TUBE FITTINGS 
Ermeto”® Flareless and 
Flare-Twin S.A.E. 37° Flared 

BRASS TUBE FITTINGS 
S.A.E. 45 


Flared ¢ Pipe ¢ Compression e 


Flared e Inverted 


Selfalign® e Threaded Sleeve e 
Drain and Shutoff Cocks 


HYDRAULIC HOSE, ENDS, 
ASSEMBLIES 
Bulk Hose ¢ Reusable Hose Ends 
Crimped and Swaged Hose 
Assemblies 


PUSH—PULL CONTROLS 


PLANTS 
Columbia City, Indiana 
Syracuse, Indiana 
Angola, Indiana 
Antwerp, Ohio 


WAREHOUSES 
Fort Wayne, Indiana 
Glendale, California 


DISTRIBUTORS 
rhroughout The World 


FORT WAYNE DIVISION 


Fort Wayne, Indiana 


TAVAN 





ey, 
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“Darn right! Pipemaster is the best wrench in the business! I’ve been 
usin’ wrenches long enough to know. Tried ’em all—and it’s Pipe- 


master for me. Why? Because it’s better balanced . . . it’s easier to 
work with, and it’s got that patented Pipemaster double-action spring 
that makes those jaws really grip, ratchet and let go. And heavy-duty 
Pipemasters are lighter weight without sacrificing strength! You'll 
love ’em .. . so will your men.” 

This ad is part of an intensive campaign in national trade magazines 
persuading your customers to use PIPEMASTER hand pipe tools— 
wrenches (all sizes from 6” to 48”), cutters, vises, stands, threaders, 
tubing cutters and flaring tools. Mail your order for Erie factory- 
tested, unconditionally guaranteed PIPEMASTER. 


ERIE TOOL WORKS 


ERIE,PA.,U.S.A. —eeees 


N CANADA—ETF TOOLS LTD. SE CATHARINES ONT 
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William H. Van Horn 


Van Horn Manages Sales 
At Horace T. Potts Unit 


William H. Van 


promoted to manager of sales for 


Ilorn has been 


Speedline stainless steel fittings divi 
Potts Co 


Since 1952, he had been a district 


sion ot Horace | 


sales manager for the division; Mr 
Van Horn joined the firm 17 


igo 


dy 


VCars 


Directs Publie Relations 


Bernie F. ‘Vhomas has joined Day 
ton Rubber Co. as director of pub 
lic relations. He Ray 
Wetzel who had been with the firm 


succeeds 


31 vears. 





" Mgt 
fl 


Those low prices | quoted last week 


were from our 1947 price list! 





been 
. for 


divi 


trict 
Mi 


Cals 


Dav 
pub 
Ray 


firm 


FOUR NEW HAMILTON SALES CAMPAIGNS... 


directed to construction, quarrying, plant maintenance and mining markets. 


SELL MORE HOSE AND CONVEYOR BELTING... 


With Hamilton you'll get outstanding advertising support... plus Hamilton’s 
complete line, engineering help, regional stocks, quality products. 


87 N) Write today for your free copy of the Hamilton complete-line catalog. 


MANUFACTURING CORPORATION « Trenton 3. WN. J. 


A D Man factur 4 < a etelm talels) 


ATLANTA ~ CHICAGO * CLEVELAND * HOUSTON « PITTSBURGH * INDIANAPOLIS * LOS ANGELES - NEW YORK SAN FRANCISCO 
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All over America... 
dal l-mroda-b\2e]amaal-t- tal 


Vivid Permanent 
Markings 


that 

remain 
clearly 
visible! 















Mark up ‘plus’ sales by following the 
recognized leader in industrial marking 
...Dixon! Unequalled in quality and value, 
Dixon Lumber Crayons are completely 
sun-and-rainproof. And they're com- 
pletely profit-proof... always in demand 
for in-plant and yard marking . . . always 
ahead in sales and satisfied customers! 
For marking steel, iron, lumber, 


concrete — clearly, quickly, perma- 
nently — recommend 


LUMBER CRAYONS! 


colors. 

THE JOSEPH DIXON CRUCIBLE COMPANY 
PENCIL SALES DIVISION—DEPT. ID—3 
Wayne & Monmouth Streets 
Jersey City 3, New Jersey 


in Yellow, Red, Blue and 9 other 
highly visible 
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Distributor representatives fro 
ll firms graduated from the G1 
and Grade School distributors 
training course held by Simo 
Abrasive Co. at Philadelph l 
Participants 

In the first row, from the left, a1 
Olaf Sundberg, Lundquist Hdwe 
Co., Jamestown, N. Y.; Harry Apps 
and Dennis F. Gillespie, John R 
Parrv, Inc., Boston; J. ¢ Arndt 
Simonds; Claude Triplitt, ‘Tool Sup 
ply & Engineering Co., Dallas; ‘Te« 


Rowlands, Simonds; Ed Hardin, 


Pate Supply Co., Birmingham, Ala 
ind W. D. Rickenbacker, J. W 




















Simonds Abrasive Holds Distributor Course 


a * 
‘a; ‘i '- : 9 





el 
j= 


& 


t ‘ew 


1 f dav sal tramung I onductec 


Smoak Hdwe. Co., Orangeburg, 
> * 

In the back row are Frank 
Jammes, Davis & Marr Supplv Co., 
Jacksonville, Fla.; George Knepple, 
Simonds Saw & Steel Co., James 
Cahill, Jr., Production ‘Tool & Sup 
ply Co., St. Louis, Mo. E. G 
Mohrhardt, Van Kleeck, Inc., Buf 
falo, N. Y.; Evan Whitbeck, The 
Galigher Co., Salt Lake City; G. L. 
Southwood, Tool Supply & Engi 
neering Co.; Robert Cahil, Produc 
tion Tool & Supply; George Nelson, 
Marshall-Newell Supply Co., San 
Francisco; and Ernest Hanna Valley 
Supply Co., Ottumwa, Iowa 





Miller & Stern Doubles Its Space 


b 


Ngee — 


The leasing of building on left, adjoining 
space to 23,000 sq. ft. The new buildimg is used as a 
ouse formerly used. Now that it has additional 


Miller & Stern Supply Co 


warehouse, replacing a public warel 


space, the firm plans to expand its lines 
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its San Francisco quarters, has doubled 











































Carborundum Elects 
Five Vice Presidents 
id 


Five executives of the Carborun e 
dum Co. have been elevated to vice rt © 
presidents: Niles C. Bartholomew, 


Gene DeMambro, |! Wendell 


Hamm, Joseph 5S. Imirie and Leslie 
| E. Simon, G@aqsie€F .e- 


\ll five continue to be responsi 
bie for the operation of their respec The return of a competitive market is making more and 
tive division. Mr. Bartholomew more Distributors aware of the great need for better 
sales training. To help our Distributors accomplish this 
task with the least amount of time and effort, Wood's 
is always eager and willing to assist them in every way 





continues as general manager of 
Carborundum Metals Division and 


\Ir. DeMambro as general manager possible. How? Through personal help, Sales manuals, 
of the Curtis Machine Division. periodic, relevant literature on Wood's entire line of 


Power Transmission Equipment and Engineering and 
installation assistance. Why not drop us a line? Perhaps 
we can make your selling job easier. 


Mr. Hamm directs activities of the 
d manufacturing division of the func 
tional staff. Mr. Imirie is general 











manager of the electro minerals divi 
al sion and Mr. Simon continues as 
director of the research and develop 
ment division 
ink 
10.5 New Plant — 
le, \ Carl lum’ 
nes s part of Carborundum’s mod Bulletin No. 499— "Low Cost Answer 
. ernization and expansion program, to Power Transmission Problems.” 
up 
r an abrasive wheels plant will be con 
structed in Van Wert, Ohio. The 
u : 
new multi-million dollar plant is 
1 : . a 
scheduled to be finished in late 195 Catalog No. 197— 
L.. ; = WOOD's V-Belt Drive Monval, Selection 
and be in full operation by the end Pulleys, V-Belts. 
ig £ 1958 Tables, Drive Design, Sheoves- ys, ¥- 
oO >] 
LIC 


yn, _ 
an 


ley Board Chairman — 
Bae 
Alonzo A. Neese has been named a 
- ™ — 
board chairman of Warner Electric 








—_ Brake & Clutch Co. succeeding the Bulletin No. 399—""The Simplest Vari- a ae 
late Pierpont J. E. Wood. Mr. able Speed Drive on the Market.” 
Neese is president of Beloit Iron 
Works. ‘ 











J 
Bulletin No. 299—"“How to Eliminate Delays 
and Downtime Coused by Bearing Trouble.’ 


GHOST GUARD 


Hush-hush device for guarding top 






secret installations has been revealed Bulletin No. 999— 
as an electronic “fence” hidden by a WOOD's ‘'Sure- 
conventional steel fence, says Fac- Grip" Flot Belt 
tory Management and Maintenance, Pulleys; Straight or 
; Crown Face. 
McGraw-Hill publication. Wires that 
run between each fencepost create 
an invisible electronic trap that sounds 





Bulletin No. 1099—"Toke the 


, ; Gamble Out of Matched V-Beits.’ 
an alarm if an intruder approaches 


within three-to-eight feet—whether 
he’s walking, crawling, or vaulting 


T. B. WOODS SONS CO. 


CHAMBERSBURG, PA. 


CAMBRIDGE, MASS. + NEWARK, N.J. + DALLAS, TEXAS + CLEVELAND, O 


the fence. 
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No. 107 Globe Valve 


h 


No. 1250 Gate Valve 


é 


No. 912 Globe Valve 


® 


No. 830 Stop Cock 


> 


No. 1296 Gas Cock 


No. 840 Quick Operating Valve 
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| 5900 Trumbull Avenu 
| Detroit 8, Michigan 


DEPENDABLE 


D.T. suis 
Wealliecse 


VALVES 


are now 
produced 


by 


DETROIT 
CONTROLS 


GUARDIANS OF 
THE PIPELINES 


This new association serves only to 
assure users of D. T. Williams Valves 
continued high quality and good 
service in the future as in the past. 
Direct orders and correspondence to 
D. T. Williams Valves, Detroit Con- 
trols Corp., 5801 Mariemont Ave., 
Cincinnati 27, Ohio. 


_ DETROIT CONTROLS 


CORPORATION 
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ABRASIVE ENGINEER John R 
And n has b ippoint d by Bay 
State Abra Products (¢ t VET 
tat f Washinet 
on ind Idahy 





Norden-Ketay Appoints 
Officer, Expands Plant 


Wayne M. Pierce, Jr., has been 
made vice president for engineering 
ind manufacturing by Norden-Ketay 
( orp 

\ 31,000 sq. ft. plant is being 
built as an extension to the Com 
mack facilities, Long Island, N. Y., 
of the company’s precision com 


ponents division 


Builds New Plant 


\ new one-story manufacturing 
plant has been built by the Baldor 
Electric Co. at Fort Smith, Ark 
Ihe new building occupies about 
10,000 sq ft 





DE-INKING PAPER 


A new method of de-inking paper 
which will yield paper at a cost lower 
than that of making new paper has 
been completed at the University of 
Texas, reports Chemical Week, Mc- 
Graw-Hill publication. The paper is 
shredded, placed in water, and the ink 
is removed by adding a detergent and 
salt. The mix is heated and an electric 
current is passed through to increase 
the separation of ink from cellulose. 
End product is claimed to be every 
bit as good as virgin pulp in strength, 
color and brightness. 














...ready-to-ship inventory 


QUICK SHIPMENT 
FROM FERRY CAP 


Your order to Ferry Cap is filled fast because 
big stocks of Standard Fasteners are always 

on hand in a complete range of sizes. 
Continuous planned production and inventory 
control assure maintenance of high inventory, 


if 


ready for immediate shipment. 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers and specialists, cold upset screw products since 1906 
2153 SCRANTON ROAD CLEVELAND 13, OHIO 


HI-CARBS— double 
heat-treated for strength 


LO-CARBS— bright for 


regular use 


cee ME Le gene to ATER SERIE 


Set Screws 


nnn! 
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Here’s Everything You Want 


in a FAST-THREADING 
Portable Pipe Machine 


b=) 
Si EXCLUSIVE “AUTO-GRIP 
POWERFUL o. 
i 
GEARED- y 
: 


CHUCK 
HEAD MOTOR .° 
X\ 


QUICK-CHANGE 
INDIVIDUAL 
DIE HEADS 


&, “ 
i 


ay" 
























Ss BUILT-IN 
REAMER 


SELF-CENTERING 
CUT-OFF DEVICE DIRECT READING 
THREAD LENGTH 


, GAUGE 
RANGE: ‘2A TO 2 PIPE 


EXTRA RANGE: % TO % 
RANGE WITH DRIVE SHAFT: 2% TO 12 


RECIRCULATING 
Oil PUMP 














NO. 552 


Pipe Masti 


Threads 1” Pipe 10 Times Faster 
Than by Hand! 


No hand-threading tools needed when 
you use this complete pipe threading ma- 
chine. It’s built to take years of toughest 
use, too. Priced far lower than you'd 
expect, with convenient time-payment 
terms available. 

See the No. 552 Pipe Master—the 
finest of all Oster portables—at your 
nearby Oster Selective Distributor. 


Builders of 
the World's Most 
Complete Line of 


Threading 


Equipment 





ATTENTION DISTRIBUTORS! 
Oster backs your sales efforts with ads like 
this in national publications every month. 














THE OSTER MANUFACTURING CO., 1302 East 289th St. Wickliffe (Cleveland), Ohio 















Charles F. Woods 


Minneapolis-Honeywell Unit 
Names Western Sales Head 
Charles F. Woods is now western 


sales manager for the valve division 


of Muinneapolis-Honeywell Regula 


tor Co. From the Dallas office he 
will supervise the southwest, Pacific 
and north coasts and mountain 
regions 

Before taking over his new post, 
he had been industrial sales man 
ager at Dallas for three vears nd 
also served as southwest regional 
sales manager for the division. Mi 
Woods has been with the firm 13 
vears 
Appoints Stout 

George Stout has been appointed 


junior sales engineer for the Cam 
bridge Wire Cloth Co. 


territorv, he will 


Assigned to 
the midwestern 
work out of Chicago headquarters 





IN THE SWIM 


Giving home buyers “Extras” is a 
familiar story to the construction in 
dustry, says Engineering News-Record, 
McGraw-Hill 
New York builders, planning a 96- 
home split-level development in Long 
Island’s Bar Harbor section, are seri- 
ously considering a private swimming 
pool for each of the $25,000 to $27,000 


homes in the development 


publication. Now two 
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Lock Washers 
in Colm Pals 


9 Popular Sizes 
Machine Packaged and coun- 
ted in Crimped-End Tubes _ 


PLATED 
WASHERS 
in White 
Tubes 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 


Black bottom up 
for ‘upside-down 
stacking 


— or This 

Yellow top up for 
conventional stack- 
ing 


Open carton tele- 


scoped inside cover 
with readable right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 


IT’S COFFEE TIME for R. M. Smith 
Penimsular Grinding 
and R. A. Bader 
manager, Al 
Detroit Coffee 
feature at di 


tributors quarters for visitors and em 


ibrasive enginect 
Wheel Sales Corp 
president and sal 
& Supply Ce 


ounter bar is popula! 


TASIVG 


plovees 





John Bath Names Locke 
Eastern District Head 

John H. Locke, Jr., has been pro 
moted district 
for John Bath & Co., Inc 
P. ‘Tucker has been assigned to Mri 


to castern manage! 


l'homas 


Locke's former post of sales engineer 
at the Philadelphia office 

Mr. Locke has been working out 
of the Philadelphia office the past 


vears and will continue to use 


five 
this office as his headquarters 


Becomes Plant Manager 
Robert B. Kramer 


moved up from assistant plant man 


has been 
ager to plant manager by Page Steel 
and Wire Division, American Chain 
& Cable Co., Inc 





WHYWORRY 


A recent check on what individuals 
worry about disclosed that 43% wor- 
ried about finances and wages, 30% 
personal problems, 24% health. What 
about world problems, atomic 
bombing?, queries American Machinist, 
McGraw-Hill publication. Only 8% 
worried about those, and mostly for 
fear of being drafted or having a son 
drafted 


war, 
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. « « Modern, Functional 
BULK PACKAGING 
. « « at No Extra Cost! 


*The contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
lbs. — easy to place on stock 
shelves with other packaged items 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates counting 
and weighing, manual effort and 
error—prevents spilling and mix 
ing of sizes. 
JOB-PAK 

containers. 

JOB-PAK speeds up physical in 
ventory, simplifies stock distribu- 
tion. 

JOB-PAK individual inner car 
tons of lock washers are the same 
as a distributor package 


ted Lock Washers in 
van JOB-PAK. Write for Yours! 


provides re-usable 


WASHERS 


A B476-1/3cR 


25) 





































WELDOLETS & 


SOCKOLETS & 
BRAZOLETS & 
ELBOLETS # 








Dept. F 


(BONNEY) 


THREDOLETS & 





CARBON STEEL 
STAINLESS 
ALLOY 

for all services 


DROP FORGED 
for Strength 





HOT FORMED 
for Weldability 


Hot formed steel is not subject to weld 
cracking, a chronic complaint or 
cold rolled products 


HEAT TREATED 

All Thredolet fittings are 
heat treated after forging ir 
accordance with A.S.T.M. Al 


ANTI-CORROSIVE LACQUER COATING 


All Bonney fittings stay new and 
ready-to-use years after leaving our factory 
Threads do not get clogged with grit 

as do oil-preserved fittings 


consider these features then specify and use 
BONNEY Thredolets and Sockolets for all 
small branch connections... and Weldolets 


for all large branch connections 


PENNSYLVANIA DIVISION 


BONNEY FORGE & TOOL WORKS 


ALLENTOWN, PENNSYLVANIA 
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William T. Ylvisaker 


Pheoll Mfg. Gets 
New Vice President 

\ vice president and two man 
igers have been appointed by Pheoll 
Mfg. Co. 

William ‘Il’. Ylvisaker has been 


elected vice president and general 





manager of the commercial division 
He joined the firm five years ago 
ind had been general sales manager 
and most recently was general man 
ager 

Jack HI. Lewis and Stanley 
Adamck have been made manager 
technical sales and manager of 
| manufacturing, respectively Nh 
| Lewis who will direct the product 
| development laboratory, had been 
| western sales manager. Mr. Adamek 


| had been works manager 


1956 Sales Set Record 
At Cameron & Barkley 


Ihe Cameron & Barkley Co.'s 
1956 sales topped the Jacksonville, 
Fla., distributor's previous all-time 
high by more than a million dollars 

Phe $9,600,000 figure reported to 
stockholders by Rufus C. Barklev, 
president, represented an increase of 
more than one and a_ third million 


over 1955 figures 


Transfers Headquarters 


Robert F. Bourne, director of 
sales—national accounts, The Colo 
rado Fuel & Iron Corp., has moved 
his headquarters from Claymont, 
Del., to the firm’s New York office 












Cee how J-M DUTCH BRAND 
tells and sells a 
jour Customers in your Prime 
uO 


Strips Or Sheets to 


YOur exact Needs 


*CUSHions VimRation *'"SuUt ares 

*PRtvenrs *QUGanime Camraens Sounn 
*PRevenrs S*iDOime * S€4:8 our Onarrs, ony , 
Here's 4 urmform high quality ushioning sealing 
and insulating material that's always ™ four densities ranging 
that retains its shock absorbing effect 4nd con 

Pressibility. J, stops dust drafts 


ti 
firm (meets AST M specif 
if and rattles td hes) ve 
absorbs Vibration uf 


¥ neoprene chemica ¥ blown in 
resihent rubber 


antons 
fective a8 a4 
thermal! insulator 


Dutch Br 1nd offers 


PrOSBUTC-sensitive 
sound and a) 


nesses from | 16" ¢ 
tie cute For your Sponge rubber needs consy 
dutch Brand 


IN str) 


PS, sheets OF srecin) 
you a 


oMplete line of natural |[ 
Write for this 


Gives ASTM 


sponge rubber 


[ree sample Ader 


data SURRESLed Uses 


and samples o 
in each density 


smand and 
to create dem ading 
° H S program * ing in leadi 
; j nd’s continuous t’s appear and’s 
is ad is another in Dutc spe keep them wena with Dutch og 
= ll your prime prospec ns to acquaint re ically blown sponge ru 
sate and trade so ompner se and neoprene chemical) 
us ; a 
: f high qu 
complete line 0 


ioned in 
bber mentione > 
d sponge ru Let them see 
f Dutch Bran sts, too. Le " 
ects the sample nasa of ania one ryan ent a ot 
Show ae 9 ln .. . show ’em plain the six mgr ee Brand sponge rubber, 
— — four densities . . ns iene Folder of Du 
one =e do not have a Free 
the ad. If you 


! 
write for yours now! 
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Valdura offers maintenance 
paints made from specific 
resins for every condition 


Lon | 





VAL-CHEM. Versatile, chemical re- 
sistant meta! primer for use under any 


finish coat. VALPON ENAMEL. Pre- 
vents damage by oils, solvents, alkalies 


and other chemicals on wood, metal or 
masonry. 
y LPRRION 1 





PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 

sed on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance. 


_LEAKELITE | 





SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture and abrasive 
conditions on metal wood or masonry. 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 


atin COAL TA 





SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation —, refrigera- 
tion systems, metal and concrete pipe, 


marine exposures. 
_[URETHANE) 





URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where al] other types of coating 


have failed. _ALKYD 





M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 
hard, tough, quick drying and color 
retentive. 





Write today for complete infor- 
mation 


VALDURA 
HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 


101 E. Ontorio St, Chicago 11, ll. 


INDUSTRIAL expansion of territory 
savs Howell F. Wood, manager of in 
dustrial division, Barker-Jennings Hdw 
Corp., Lynchburg, Va., mean ircf 


vatch over expanded invent 





Burndy Promotes Three 
To Vice Presidents 


‘Three executives of Burndy Corp 
have been appointed vice presidents 
Sidney Wolberg who had been di 
rector of purchases is now vice presi 
also 


dent, purchasing; he ontinues 


as secretary of the firm 

Stanley M. Loomis has been pro 
moted from treasurer to vice 
George M 


from 


pre SI 


dent, finance, and 


Szabad has been moved up 


legal counsel to vice president and 


counsel 


Gets New Position 


Joseph F. Quaas has been moved | 


up to vice president in charge of 
manufacturing and production by 
Eutectic Welding Alloys Corp. He 
joined the firm in 1959. 





FLYING MOTORCYCLES 


Light “flying motorcycle” aircraft 
are being tested in Rome to replace 
traditional vehicles on large farms 
and ranches, says Aviation Week, 
McGraw-Hill publication. The Aero 
scooters will cost about $1,300 in 
production quantities of 100. 











Distributors... 


your customers 


can get 


BETTER GROUND 
FINISHES 


with J & S, guaranteed* 
self-adjusting live centers 


ACCURACY .0001” 
OR LESS 
with PERFECTION LIVE CENTERS 
SPINDLE TYPE 


“GUARANTEED 
FOR 2000 HOURS OR ONE YEAR 








New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground 
swivel vise. Mounts low, swivels, 
needs no pedestal. Patented down- 
holding clamping jaws give many 
times the holding power of an ordi- 
nary vise, yet only half the weight, 
with twice the openings. 


if you sell to the metal working field, write 
for free literature on the complete J & §S line 


LHS aS 


J & § TOOL CO., INC. 
873 DORSA AVE. 
LIVINGTON, NEW JERSEY 
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ADDED DUTIES: Hugh V. Allison, 
president and general manager of the 
\llison Division, American Chain & 
Cable Co., In has taken on the 
newly established post of general man 
ager of American Chain & Cable's 
Campbell Machine Division 





Mountain Iron & Supply 
Shifts Officers 

Max Beren, founder and presi 
dent of Mountain Iron & Supply 
Co., Wichita, Kan., has been made 
board chairman and treasurer. He 
is succeeded by his son, S. O. Beren, 
formerly vice president and general 
manager. 

Allen A. Staub has been ap 
pointed general vice president and 
also continues as secretary 

Mr. Max Beren and Mr. Staub 
are located at Parkersburg, W. Va., 
while Mr. S. O. Beren is at Wichita. 





WITH * Procher Fecrnec, ™ 


BRASS AND ALUMINUM NUTS 





Fischer nuts are like “pay dirt” to your cus- 
tomers ... and you! 

Because they are produced by turning, Fischer 
brass and aluminum nuts set new standards of 
accuracy and uniformity that speed assembly 
operations... cut costs. Yet there’s no premium 
for this extra quality ... Fischer precision- 
turned nuts cost no more than 

those produced by other, less ex- 


. “ww " 
acting methods. e| a! | 
e| @ 
Write today for complete informa- 


tion and catalog. 
SALES TRENDS are discussed by 
AE. Wright, treasurer, and F. L e 
Wallace, president, of Summers Hard SPECIAL MFG C0 
C-842-FS 


ware & Supply Co., Johnson City, 
lenn 











492 Morgan St. * Cincinnati, Ohio * WOodburn 1-1280 
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“ARISTOCRAT 


VITALLOY® FORGED 












BROTHER, if you haven't held this baby in your 
hand, you don’t know what “feel” in a wrench means. 

TALK ABOUT more skill—this beauty makes pros out of 
amateurs. Its lightness makes handling a pleasure... its 
tremendous strength comes from Billings special analysis 
alloy steel—drop-forged, heat treated. They just don't 
come any more rugged—=more lasting. 

WANT TO get down to cases on what makes this VITAL- 


LOY FORGED wrench tops in the trade? Openings are clean, 
shaped accurately for snug fit—no slips. You get into 
oA, cramped quarters with tapered jaws, thin heads that round 





out-of-the-way into the handle. Numbers and sizes ore 
clearly stamped on polished faces for easy identification. 
Finished in heavy chrome plate over copper and nickel. 


WHAT DO these features mean to you? More skill, yes, 


because of better design, lightness, strength. More savings 
in tool replacement cost, too—it lasts longer so it costs less. 
Makes sense, doesn't it? 


“W BILLINGS [sees 
WRENCHES - SHOP TOOLS 


Quolity Tools and Forgings Since 1869 
_ THE BILLINGS AND SPENCER CO. + HARTFORD 1, CONN. 
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OF WRENCHES” 


engineers’ double head — 15° angle 



















NEW OFFICES and new equipment 


nferences more pleasant these 

la it Flack-Penn 4 Saginaw 
\l ligan, a ording t RH lid Tins 
president and man 

nd W. H.R ident 


"3182 SSS Se ee o 





fr 
—— 


Williams Takes Post 
With Aluminum Industries 


W. J. Williams has been elected 
vice president and treasurer of Alum 


inum Industries, Inc. He was form 


ee 


erly vice president of The Western 
& Southern Life Insurance Co 
Mr. Williams succeeds Robert 


&, wer) 


n 
ie es 


Diefendorf, who resigned as treas 
urer and controller to form his own 
onsulting firm. Mr. Diefendorf 
ontinues to serve the firm in a HI 


onsultant capacity 
Robert J. Holtmeier, assistant 


treasurer, has been named controller 


Holds Sales Convention 


More than 150 Scott Paper Co 
executives and sales personnel at 
tended the firm’s annual national 
sales convention held in Philadel 


phia 





ELECTRONICS PRODUCTION 
UP 


Production capability on a one-shift 





basis in the electronics industry in- 
creased from $9,700,000,000 in 1954 
to $11,200,000,000 in 1955, according 
to a report in Electronics, McGraw- 
Hill publication 

















+ 


Looking down this aisle in the bulk storage section of Cleveland’s new Lee Road plant, you see part of its 40,000 
keg fastener inventory. Both bulk and package goods are warehoused on expendable pallets to speed handling 


HELPING YOU SELL MORE THREADED FASTENERS... 


Cleveland is increasing factory stocks 100% 
to help its distributors fill orders faster 


At its new suburban plant, Cleve- 
land has allotted 50,000 
square feet to inventory, thus dou- 
bling its warehouse capacity. In hex 


some 


head cap screws alone, Cleveland 
now carries the largest stock in 
the world. 

This increased — stock, 
streamlined inventory control svs- 
tem and the latest fork-lift equip- 


ment, means that your Cleveland 


plus a 


orders almost invariably get same- 


day shipment 


We can load and dispatch as 
many as 6 railroad cars and 60 
trucks a day. And because we are 
now served by rail and highway 
lines that bypass city congestion 
freight moves out without delay 

If vou feel the need for a more 
complete fastener line, backed by 
extensive manufacturer's stocks that 
can be tapped for immediate dé 
livery, why not talk to vour local 
Cleveland representative. Or write 
information 


us direct for more 


Cleveland maintains warehouses in key cities throughout the country 


Cleveland distributors handle a complete 
quality line of cold forged hex head cap 
screws, socket screws square-head set 
screws, milled studs, and dowel pins. 


THE CLEVELAND CAP SCREW COMPANY 


4444-15 Lee Road, Cleveland 28, Ohio 
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Peace 
2 
Tool Engineer 


1 — eA ee et A 5 
THE WAY 


. .. paved it for your men with advertising that talks the 
language of their customers. But we don’t let things rest 
there. Our own team of field representatives — almost 
twice what it used to be — is ready to back up your sales- 
men by recommending the carbide tools needed for any 


job. Two more reasons why . 


Distributor salesmen sell more 


WENDT-SOnIS 


COMPANY 
Dept. 1D-357 
HANNIBAL, MISSOURI « ROGERS, ARKANSAS 
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John W. Swanagon 


George Legan 


Robert Freedley 


American Chain & Cable 
Makes Division Changes 

I'he Philadelphia, Atlanta and 
Pittsburgh districts of the R-P&C 
Valve Division, American Chain & 














DRIVES WITH POWER-— 
TO POWER YOUR SALES 


RELIABLE PRODUCTS, designed for long, dependable service 
at low cost and for the highest practical efficiency; 


A COMPLETE LINE, growing every year as it keeps pace with 
the expanding needs of industry; 





IMAGINATIVE ENGINEERING, constantly improving existing 
products and creating new ones; kept aware of customers’ 
needs with the help of alert distributors; 


Salley Ses. 28 


TECHNICAL INFORMATION which enables distributors to arrive 
quickly at the most effective solutions to customers’ 
problems; 


NATIONAL ADVERTISING that calls regularly on the men who 
select; a program that keeps readers aware of American 
Pulley advances, of American product features, and— 
tells them about you—our distributors; 


INDIVIDUALIZED PROMOTION, available as attractive direct 
mail pieces, displays, and local advertising aids; 


SALES TRAINING developed by wide experience in distributor 
marketing; fresh techniques; new ideas; 


QUALITY — first, last and always—quality of product, quality 
in every facet of American Pulley’s relations with 
distributors. 


These are the factors that have made American Pulley 
Products the drives with power—to power your sales. These 
are the factors which have made handling the American 
Pulley Line of Power-Transmission Equipment so attractive 
to distributors everywhere. 








DRIVE it The American UG, ( ompany 
with AMERICAN POWER TRANSMISSION DIVISION 


Pr 
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Ingersoll-Rand 








modern, rugged 


compressors... 


ae 


4 

vi 
a 
5} 
r 
Be 4 
1 
a 

4 
s 

a! 

Pe 


1! Broadway, New York 4. NY 





Ingersoll-Rand 


compressors... 


W 


When you handle Ingersoll-Rand 


pressors you are offering y ustomers 


machines that are designed to meet the 


most rigid conditions of modern industry 


I-R design features mean dependable 


economical operation—plus important 


sales advantages for you 


Ingersoll-Rand offers a complete line of 


compressors, en ib! ling 


the right compressor to suit any con 


dition. They are available from !/ t 
20 hp, with air pressures for any com 


| processing need, and in a wide 
Most I-R com 


so furnished with gaso 


mercia 
variety of mountings 
pressors are al 
line engine-driven units. Now is a good 
time to find out about the profitable 
Ingersoll-Rand line. Write today for 
full information 
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Cable Co., Inc., have new’ sales 


heads 


John W 


trict sales manager since 


Atlanta dis 
1955, has 
Philadel 


Swanagon, 


been shifted to head the 
phia area. 

George Legan succeeds Mr. Swan 
Atlanta 


Legan has been covering 


I'he last four years 
Ala 


l'ennessee and Mississippi as 


agon at 
Mr 
bama, 
a territory salesman. 

Robert 
moted from salesman in the Phila 


Freedley has been pro 
delphia area to manager of the Pitts 


He succeeds W. G. 


Whippo who resigned 


burgh district. 


Philadelphia Distributor 
Holds Sales Conference 


“How to Increase Sales in 1957” 
was the theme of recent annual sales 
Ober- 


conference held by Lindsay, 
holzer & Co., Philadelphia. 


Ihe day and evening sessions 
were highlighted by guest speakers 
including W. Harry ‘Taylor, district 


manager of New York Belting & 
Packing Co.; Norman A. Strang of 
N. A. Strang, Advertising; A. R. 
Schreiber, district manager of Dodge 


Mfg. Corp.; and E. P. Williams, 
assistant sales manager of Boston 


Gear Works. 

The firm’s inside sales staff joined 
the conference for the banquet that 
followed the day’s session and pre- 
ceded the evening meeting. 





Ar ity 


And let's decide where 


those castings. 


now to get 


“ 





















Cutting prices? 


When you start tampering with the price structure of 
an established quality line, you may enjoy immediate 
benefits, but you had better be prepared for the 
inevitable finish. Everybody loses, including you. 

CHAIN Belt Company quality products relieve distrib- 
utors from this temptation. CHAIN Belt’s established 
prices are fair—and competitive. It's not difficult to get 
an established price for a good product with a 
good reputation. 

All CHAIN Belt products are bargains in that they 
are well worth their price tags. Experience, good 
engineering, and manufacturing skills give you a lot for 
the money at CHAIN Belt, and everybody makes a 
fair profit on the deal. CHAIN Belt Company, 

4622 West Greenfield Avenue, Milwaukee 1, Wisconsin. 


CHAINS! BELT COMPANY 


Milwaukee 1, Wisconsin 
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fess 


ARE OUR SALES FORCE! 


OUR SALES POLICY... 





100% through Distributors 


YOU ASK ABOUT... THE LINE? 


WE SAY. . . complete as can be . . . Bench and Pedestal 
Grinders @ Bench and Pedestal Buffers ® Abrasive 
Cut-Off Machines ® Portable Grinders ® Air Master 
Dust Collectors © Speed Lathes @ Tool Post Grinders. 





YOU ASK ...DO 1 HAVE TO STOCK YOUR COMPLETE LINE? 
WE SAY .. . of course, not. We will be guided by your 
requirements. 


YOU ASK ABOUT... QUALITY! 
WE SAY ... . assured by over 50 years experience in making 
fine electrical tools. 


YOU ASK ABOUT. . . PRICE! 
WE SAY .. . competitive with other quality tools—most tools 
built in two or more price ranges to fit your cus- 
tomer's budget. 


YOU ASK ABOUT... DELIVERY! 
WE SAY .. . excellent! Usually from stock. 


YOU ASK ABOUT... ADVERTISING! 


WE SAY... THE CINCINNATI advertising will pave the way 
in 8 publications: Modern Machine Shop, New Equip- 
ment Digest, Metalworking, Mining Ads; additional 
promotional space in Thomas’ Register, McRae's Blue 
Book, Conover-Mast Purchasing Directory and Machine 
and Tool Blue Book Directory. 


YOU ASK ABOUT. . . LITERATURE! 
WE SAY .. . complete catalogs and other promotional ma- 
terial available to you and your salesmen on request. 


It Pays To Sell...When You Sell Saleabie Products... Manufactured By 


SRECH 


THE CINCINNATI ELECTRICAL TOOL CO. 





312 MT. HOPE AVE. 
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H. C. Goodrich 


Robert M. Casey 


Richard Merrell 


Advances Three 


l‘hree 


new 


appointments 





have 


been mad¢ by The Lamson & Ses- 


| sions Co. 


H. C. Goodrich, formerly central 


district 


sales 


mnanager, 


has 


been 






























THIC LUBRICANT 
OUT OVERHAULE 
IN HALE" 


—says WESTERN AUTO 
TRANSPORTS, INC. 











V “Operating over 200 tractors and 


200 trailers from Detroit to the 
West Coast, we encounter temper- 
atures from 120° above across the desert 
to 40° below in the mountains of 
Colorado. We have found that with 
LUBRIPLATE our wheel bearing pack- 
ing mileage has tripled. Since using 
Lubriplate A.P.G.-90 in our transmis- 
sions and differentials, we are getting 
double the mileage between their over- 
hauls.” 


THERE Is A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 


"LUBRIPLATE 
LUBRICATES 
EFFECTIVELY 
IN EXTREME 

HEAT” 


—says KILPATRICK’S BAKERY 
San Francisco and Oakland, Calif. 





























“We have been using a LUBRIPLATE Lu- 
bricant as an all-purpose grease for over 
four years. Bearing trouble was elimi- 
nated even where we had excessive heat 
conditions, and our bearing replacements 
were cut to a minimum. In all my ex- 
perience as an engineer, I have never 
used a lubricant that gave the excellent 
results accomplished with LUBRIPLATE.” 
KILPATRICK’S BAKERY 

K. K. Weber, Chief Engineer 


(ADVERTISEMENT ) 


LUBRIPLATE HAS 
SALES APPEALS 


When you can go into a plant and 
lay it on the line that another user of 
LUBRIPLATE Lubricants is cutting 
parts replacements 50°, you are go- 
ing to get attention. Today, savings 
in Operating costs are what every 


plant operator is looking for. 


And with LUBRIPLATE Lubricants, 
you can promise and deliver savings 
beyond parts replacement. These 
modern lubricants reduce friction 
and wear, they prevent rust and cor- 
rosion, they save on the cost of 
lubricants because they require less 
frequent application, they save 
power, they permit higher speed 
operation. If these are not real sales 
appeals, we don’t know what sales 


appeals are. 


So much for getting initial sales for 
LUBRIPLATE Lubricants. Now for 
the big thing about them from the 
Industrial Supply Salesman’s view- 
point. LUBRIPLATE Lubricants are 
repeat items, they are sold to the 
same customers over and over again 
because they make good and are used 
up. With this prospect for repeat 
business, it behooves the salesman to 
open up as many new LUBRIPLATE 
customers as he can, for each is a con- 
tinuing gold mine from that time on. 


LUBRIPLATE sales practices are 
tailor-made for the Industrial Supply 
Salesman. Protected territories, com- 
petent factory representatives to help 
the salesman, plenty of good litera- 
ture and continuous advertising like 
the sample alongside of this column, 
ail contribute to build sales volume 
for the Industrial Supply Salesman. 
But he must do his part, too. Are you 
doing yours? 
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400°F. ABOVE 









The fact that LUBRIPLATE Lubricants 
are able to meet extreme temperature 
conditions demonstrates the ability of 
these products to cope with the wide 
variations found in everyday industry. 
Besides this feature, LUBRIPLATE Lu- 
bricants possess attributes not found 
in conventional lubricants. 


HIGH TEMPERATURES 
LUBRIPLATE No. 930-AA. — Pro- 


vides superior and protective lubrica- 
tion for all types and sizes of machines 
operating at temperatures as high as 
500°F. Possesses exceptionally high 
film strength and adhesiveness. Pro- 
tects all metallic parts against rust 
and corrosion. 


LOW TEMPERATURES 
LOW-TEMP LUBRIPLATE—The out- 


standing multi-purpose grease type 
lubricant that will remain plastic at 
70°F below Zero, yet has a Melting 
Point of 270°F. Resists water and 
acids— protects against rust and corre- 
sion even from calcium chloride used 
on paved roads during winter months. 


For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free “LUBRIPLATE DATA 
Book”’. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


o 


THE MODERN LUBRICANT 


"SKE BROTHERS REFINING, 
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PETE PACKING HAS A CURE FOR UNSCHEDULED DOWNTIME 











JFINSE 
PREVENTIVE MAINTENANCE IS EASY WITH R/M BIG 7 


One of your customers’ big problems lower maintenance costs, less down- 
is unscheduled downtime. You can time, simplified ordering, and faster 
help them over this hump with delivery. 

R/M’s Big 7 Packings and the pre- With the R/M line, you really 
ventive maintenance chart. It’s a make every selling-second count for 
chance to be of real service, and you. That’s because R/M packings 
service makes and keeps customers. for maintenance are sold only 
What's more, you can promise them through authorized R/M distributors 
peak performance (usually with only —no factory competition, a policy 
3 or 4 types in a single plant), plus of 17 years’ standing. 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


Cro) Ur ae 
BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 











PACTORIES: Passaic, N.J.; Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Neenah, Wis Crawfordsville, Ind 
Peterborough, Ontario, Canada 
RAYBESTOS-MANHATTAN, INC., Mechanical Packings * Asbestos Textiles « Industrial Rubber + Engineered Plastics 
Sintered Metal Products ¢ Abrasive and Diamond Wheels + Rubber Covered Equipment « Brake Linings « Brake Blocks 
Clutch Facings « Industrial Adhesives « Laundry Pads and Covers « Bowling Balls 
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named assistant to James G. Ray 
burn, vice president and general 
sales manager. 

Robert M. Casey succeeds Mr. 
Goodrich as head of the central dis 
trict which includes most of Ohio, 
West Virginia and parts of Ken- 
tucky and Indiana. He will make 
Cleveland his headquarters. 

Richard Merrell has been ap- 
pointed sales representative for New 
Jersev, Delaware and the eastern 
portions of Pennsylvania, Maryland 
and Virginia. 


Hajoca Corp. Buys 
Frank Hockett Supply 

The Frank Hockett Supply Co. 
Inc., Greensboro, N. C., has been 
purchased by Hajoca Corp., Phila 
delphia, and is being operated as a 
branch. 

Hajoca’s High Point, N. C.,, 
branch has been consolidated with 
the new Greensboro office at 621- 
631 South Spring St. All of Frank 
Hockett’s staff has been retained 
and Gordon W. Smalley, formerly 
manager of the High Point branch, 
is directing the new operation. 


Builds Philadelphia Quarters 


A new building has been con- 
structed by Gardner-Denver Co. to 
house its Philadelphia branch. Lo- 
cated at 4309-11 Rising Sun Ave., 
the new facilities provide more 
room, display space and a customer 
parking area. 


4 QUERY gets the undivided atten 
tion of two Southwest Industrial Sales 
Co., Dallas, executives, Harrell Wil 
on, president, and Ray Dowdy, sales 
manager 
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PRECISION 
PERFORMANCE... 


To the skier, precision performance means 








eellolala-Mmultiiatlclmdclelde liseli Mmelile| 


lots of experience. 


To tap users, precision performance means 
P P P 
production-line continuity, better threaded 


ports, increased tap life .. . and BAY STATE! 






Bay State Tap & Die Company 





Mansfield, Massachusetts 


4 
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i 
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On the shelves of your local Industrial Supply Distributor 









“-) so TOUGH 
YET SO SMOOTH 


NEW 
Cataloging for 















Your Salesmen 


NEW 


Folders for Your 











Customers 






NEW 
Advertising in 
the Trade Press 













You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, 
Woodworking Digest, New Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a 
new counter folder and mailing piece, as well as a complete new catalog 
for your sales force. A new counter display is being developed. Write 
for complete details on this new program. 













All Tying Together into a Real 
PROFITMAKER FOR YOU! 


NG Medlomel Saudloes 


NATIONAL AIR SANDER, INC., 2800 AUBURN ST., ROCKFORD, It 
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Dewey G. Dresser 





Veeder-Root Shifts Dresser 
To Distributor Program 


Dewev G. Dresser of Veeder-Root 
Inc. has been made a special factory 
representative in connection with 
the firm’s industrial distribution pro 
gram. He will work with T. Nelson, 
held sales manager 

Mr. Dresser formerly had been a 
sales representative at the Philadel 
phia office and is now at the Hart 


ford, Conn., general offices 


Features C. W. 


I'he lead article in the fall issue 


Marwedel 


of New Frontiers, Garrett Corp.'s 
house organ, reported on the found 
ing and development of C. W. Mat 
wedel, San Francisco, a subsidiary 
of the firm. 





STANDARD JET FUEL 
TARGET 


A standard jet fuel must be avail- 
able throughout the U. S. and many 
other countries by 1960, if the oil 
company suppliers are to keep up with 
the continuing expansion in commer- 
cial aviation, asserts Petroleum Proc- 
essing, McGraw-Hill publication. A 
jet plane on a single flight from Los 
Angeles to Tokyo, with stops in New 
York, London and Rome, will have to 
be assured of a uniform fuel whenever 
it refuels. 

















del 
art 


Suc 


ind 
Aart 
lary 








= 


@ WHY are Deming Centrifugal Pumps 
STANDARDIZED as completely as possible? 


1. Quick selection from a wide variety of 
the “most wanted” types: 
Coupled Type Pumps 
“Motor-Mount” Pumps 
Sump Pumps 
Sewage Pumps 


2. Quick delivery of Deming top quality 
Pumps. 
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STANODAROIZED DEMING PUMPS 


meet most industrial needs for “centrifugals” 


3. Simplification of future repair parts 
problems. 


4. Obsolescence problems reduced to a 
minimum. 


Make the new Deming Industrial Catalog 
1-57 your guide when helping your customers 
select the best pumps for their needs. Write 
for free copy of Catalog I-57. 


Quote, specify and SELL Deming Pumps for 
best results for YOU and YOUR CUSTOMERS. 


THE DEMING COMPANY 
511 Broadway « Salem, Ohio 


STANDARDIZED PUMPS 
FOR ALL INDUSTRIES 
















Specialty Selling Through 
DEMONSTRATION On Sales Calls 


Helps Make DUMORE a Key Profit Line 


for R. E. Ellis 


Making regular sales calls with a small, 
portable Dumore Series 20 Automatic 
Drill Head is standard procedure with the 
sales organization of R. E. Ellis Engineer- 
ing Co., Chicago, distributor of Dumore 
Precision Tools. They know from experi 
ence that demonstrating this tool to cus- 
tomers and prospects effectively opens the 
door to increased sales on it and other 
tools in this high profit, high unit priced 
line. 


Of course, the R. E. Ellis sales staff dem- 
onstrates other tools after the door is 
open, and they merchandise the sales aids 
made available by Dumore, too. But, dem- 
onstrating this tool as the lead item on 
sales calls has helped make Dumore a key 
profit line for R. E. Ellis! 

Here's the standard procedure — The 
Series 20 Head, fully equipped to operate, 
is set down close by. The pitch begins 
with ... “These drills (an item carried 
by most industrial salesmen) will give 
longer life, more production with less 
breakage if they are used with the right 





drilling equipment”. With the cord 
plugged in, the switch is handed to the 
prospect and he presses the button. After 
a complete cycle, a short explanation of 
the operating features follows. Then the 
prospect usually says, “Let's show it to 
our engineer’, or, “Leave it a few days, 
we've got a tough job I think it will 
solve”. R. E. Ellis salesmen say this ap- 
proach has certainly paid off! 





Note the ample stocks on band. R. E. Ellis 
realizes full well that fast delivery means bigher 
turn-over and bigger volume and profits 


Why don't you try demonstration selling. You tov, can 
make Dumore a “key line” for bigger sales and profits! 


















AUTOMATIC DRILL UNITS 
MICRO DRILLS 

TOOL POST AND 

HAND GRINDERS 


THE DUMORE COMPANY 
1322 Seventeenth Street 
Racine, Wisconsin 








- F 
NEW BUILDING in Watertown 
Mass., houses branch of Hope Rubber 
Co., Inc. of Fitchburg, Mass., with 
other branches in Holyoke, Mass., and 
Hartford, Conn 








Yale Transfers Ruland 
From St. Louis to Detroit 


William C. Ruland, district sales 
manager for hoisting equipment in 
St. Louis since March 1953, has 
been transferred by the Yale & 
l'owne Mfg. Co. to the same post 
in Detrot%t. 

Ralph W.. Worsey, Jr., representa 
tive in Chicago for the past four 
years, succeeds Mr. Ruland as head 
of the St. Louis district. 


New Representative 


David P. McCarthy, Jr., has 
joined Yale as hoist sales representa 
tive for the Pacific northwest area 
and will make Seattle his headquar 
ters. He was formerly with Min 
nesota Mining Corp 








CHECKING a special delivery phone 
order is Mervin W. Feinberg, president 
of Mid-South Supply Co., Chicago 
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Paul DeKoning, President of Jantzen, Inc., says: 





‘4 send her out in the worst weather!”’ 


“But I've got to! Top-fashion Jantzen swimsuits are rushed 
to the stores in mid-winter to beat competition for cruise 
and resort wear 

‘Speed is essential. The styles that catch on are followed 
by big re-orders 

‘To meet the demand — before our competitors do — we 
rely on Air Express! 


Our swimsuit factory here in Portland, Oregon uses Air 


—_— & AirExpress 


Express to ship all over the country. Air Express never fails us 

Air Express is using radio-controlled trucks to hustle 
shipments on the ground to and from airports. And any ship 
ment can be instantly traced by the new Air Express private 
teletype system 

Yet, we save money by specifying Air Express. For in 
stance, a 10 lb. shipment from Portland, Oregon to Kansas 
City, Missouri costs $6.66. That's 57¢ less than any other 
complete air service 


—y— 





30 YEARS OF GETTING THERE FIRST via U.S. Scheduled Airlines 


CALL AIR EXPRESS 


. division of RAILWAY EXPRESS AGENCY 
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U-W GOLD CLIPS 


®@ Designed for rugged duty 


@ Wide range of sizes from " to 1%” 


@ Convenient packaging speeds handling 


foe Gold-Clip, an important addition to Upson-Walton’s 
complete line of highest quality wire rope fittings, is fast 
becoming industry’s standard for rugged, dependable serv- 
ice ... can set new profit standards for you. U-bolt gold- 
chromate coated after galvanizing for easy identification. All 
Gold-Clips are drop-forged from high grade forging steel. 

Available in 4%" through 1%" sizes. Convenient packaging 
speeds inventories, eases your handling job. Write for com- 


plete details. The Upson-Walton Company, 12525 Elmwood 


Avenue, Cleveland 14, Ohio. 


thee UPSON-WALTON ¢ompany 


SINCE 1871 


Manufacturers of WIRE ROPE « ROPE FITTINGS « TACKLE BLOCKS 
CRANE HOOK BLOCKS 


Other offices: Chicago + Pittsburgh « New York 
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Charles R. Garfield 





David L. Lloyd-Rees 


Norton Assigns New York 
And Pennsylvania Areas 
I'hree new abrasive engineers have 
been appointed and a fourth reas 
signed by Norton Co. to the New 
York and Pennsylvania areas. 
From Rochester headquarters, 






























TRANSMISSION BELTS 
































“U.S.” Flat Belts come in 
special cord-constructed 
endless lengths or in duck roll 
belting. “U.S.” production 
techniques guarantee quality 
performance 














The complete “U.S.” V-Belt line 
includes the famous U.S 
Rainbow®, U.S. Royal Super- 
Service, and fractional 
horsepower belts (made by the 
error-proof Electronic Tension 
method to eliminate vibration 
and squeak and to increase 
service life 





BELTS 


The PowerGrip “Timing” Belt 
was awarded the Franklin 
Institute’s 1955 Longstreth 
Medal—for “invention of high 
order.” By providing 
near-100° efficiency in 
positive, non-slip, split-second 


N timing, it has become standard 
equipment in a wide variety of 
*2 machines and appliances 





Whatever your customer's power trahsn@fSsion yequire- 
ments, “U.S.” can supply them. With “U.S.” ware- 
houses strategically located across the country, you 
are assured of immediate service and shipment. V-Belt 
sheaves and “Timing’® Belt pulleys are tested for 
static balance and engineered to make the “U.S.” belt 
deliver the highest efficiency and durability. 

U.S. Rubber transmission belts—plus engineering 
assistance by power transmission specialists—are avail- 
able at any of our 28 District Salés Offices, or write us 
at Rockefeller Center, New York 20, New York. 


Mechanical Goods Division 
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* Sell FLEXCO 7 
fand ALLIGATOR 


Belt Fasteners 


... the prestige line 
that’s in demand! 


FLEXCO and ALLIGATOR products are accepted throughout 
industry ...they're preferred wherever conveyor belting is used 


FLEXCO and ALLIGATOR are not only the original belt 
fasteners but have consistently led in pioneering developments 
and engineering to make them the standard of the trade 


FLEXCO and ALLIGATOR are the complete lines—with them 
you meet most all requirements. 


Aw WN = 


Clean pac kaged items no splits... no trouble no 
complaints. 


Large attractive labels tell all. Well packaged, they reach your 
customer in good condition. 





Are YOU taking full ad- 
vantage of your FLEXCO- 
ALLIGATOR Distributor- 
ship by promoting these 
products made by the 
a “leader in the field’’? 














Sell these Great Names in Belt Fastening 
and Repairing — THEY MEAN MORE 
PROFIT TO YOU! 

FLEXCO FASTENERS for joining and 
repairing conveyor belts. 


FLEXCO HINGED FASTENERS for 


joining extension conveyors. 


ALLIGATOR V-BELT FASTENERS for 

ity’ aon open-end V-Belting . . . belts any length. 
ALLIGATOR V-BELT FASTENERS ALLIGATOR CONVEYOR BELT 
LACING for joining flat conveyor belts. 


FLEXIBLE STEEL LACING CO. 


4633 Lexington St., Chicago 44, Illinois 





FLEXCO HINGED FASTENERS 
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Robert |. Haigh is covering § part 


of the western New York area 
Bruno D. Henrickson has been as 
gned to the part of western New 
York in the Buffalo area 

Charles R. Garfield and David | 
Llovd-Rees have been appointed to 
Pittsburgh and northwest and south 
west Pennsylvania areas respectively 

Mr. Henrickson has been an abra 
sive engineer since 1954: the others 


were formerly field engineers 


New Treasurer 


William H. Perks has been 
clected treasurer of Norton succeed 
ing Kdwin EK. McConnell who re 
tired. Mr. Perks will also continuc 
is controller and a director of the 


firm 


Gets New Post 


Kllot D. Linton has been made 
issistant manager of Norton’s dis 


tributor sales promotion depart 
ment. From 1939 to 1947, he had 
been ofhce manager of the Cleve 


land district office 


New Representative 

\s part of its expanded service 
program for mid-western industry, 
Robert E. Blackmore has _ been 
named technical sales representative 
for Rubber & Asbestos Corp. and 
will make Berwyn, Ill., his head 
quarters. 





CUSTOM COLORED CARS 


Photo-sensitive painting of auto- 
mobiles is a distinct possibility in the 
near future, declares American Ma- 
chinist, McGraw-Hill publication. All 
cars would go to the dealer coated 
with a neutral white photo-sensitive 
pigment paint. The dealer would give 
the customer his choice of any color 
(to match his wife’s dress, if he likes) 
then play a controlled electromagnetic 
radiation gun over the paint to make 
it the desired color. For a change of 
color, the car could be run through a 
neutralizing energy field back to the 
original white, and be ready for a 
new look. 
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The WRIGHT Hoists for Dependability 


A FULL LINE TO MEET CUSTOMER REQUIREMENTS 
















‘ACCO 


products 


WRIGHT Hoist Equipment 
r to fit any job 
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WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 





















a Redesigned- 


beat 























Lo to 50 tons. 


{ 
|= a 5 
Reet 12 sizes I 
p HY 
50 tons iw 
WRIGHT 
WRIGHT Safeway Hoists Speedway 
. have been redesigned. In the Electric 
' 1F Safeway line you are selling Hoists 
eS the utmost operation effici- Ideal lifting units for loads f 
) ency over the widest range y 
i Bee Rape — from 4 to 10 tons. Most 
(/ of lifting applications. The dependable for production 
(ae tweive sizes and capacities . . 2 I 
‘ obs. Easiest to service. 
Ly —— of hoists handle loads of from ’ i 
I 


These rough, tough hoists build repeat business. 
Their long service life is promoted by a sealed construc- om Roller-bearing Trolley 
tion which suits them for both indoor and outdoor 
service. All vulnerable parts are enclosed in high grade 
analysis steel housing (see illustration). These features bys i 
make good prospects of cement mills and foundries | Ze 
where excessive dust prevails, heat treating installa- ("== 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 

Be sure YOU have the WRIGHT Hoist 
for every customer requirement 


| 
WRIGHT roller-bearing | 
trolleys, in plain or | 
geared models, provide ] 
smooth handling of 
loads from 4 to40tons. # 
Other trolley types with B 
proportional strength ; 
; 

t 

, 
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and flexibility for lighter 
industrial applications. 





Ba 
WRIGHT Jib Crane 


WRIGHT Jib Cranes are 
extremely desirable to sup: 
plement regular traveling 
cranes or monorail.tfack, or 


for complete information on the WRIGHT / | 
line items shown, send for these booklets: / 
Safeway Hand Hoists: Bulletin DH-164B / 
dway Electric Hoists: Bulletin DH-133B 


BH 
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Pull-A-Way: Bulletin DH-163B /~ for individual in ba 2 
. ; {f use ys, on r 
Jib Cranes: Bulletin DH-300 side of shops, etc. a 


> com 


Se 28 ae 
Pa a al ah a a a ls A a, Gs ws 


Better 
Value /; 








SEREEEEnaanenne 
See 
eer 1 ttt 








A instal your owe 


TEM 
CONVE 


ane iti on whbn yous Usk, 
ib on quidle 





“EX — 
INS 
This bulletin 


makes it easy foryou / 
. to sell conveyors! “ 





a 


« a 
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Your customers have thought about installing cost-saving power belt 
and gravity conveying systems more than once. Now you can “show them 
how” and sell them the conveyors by just putting this new Farquhar 
Bulletin 500 to work. 

Whether your customers are interested in a two or twenty-two unit set up. 
a level, floor-to-floor, straight or curving run, Bulletin 500 explains how 
it's done. Specifications for standard Farquhar Conveyors, useful Tables, 
Charts and a simplified “Check List” for getting down basic planning 
information are included. It shows how to take these “Check List” facts 
and convert them into detailed, step-by-step, conveyor buying and 
installing instructions. 

Help your customers design and build their own conveying systems by 
giving them Farquhar Bulletin No. 500! Write, wire or phone for your 
advance copy now. 


a at 
{Mail | A. B. FARQUHAR DIVISION, The Oliver Corporation 
this | Conveyor Dept. M-46, York, Penna. 
Coupon | Factory Branch: 618 W. Elm St., Chicago, Ill. 


OLIVER 


Please send me an advance copy of Bulletin No. 500 






a epinubnatiesiionacinaaie 


arguhanr Company ___ a 


Address__ — cael 
CONVEYors 
eee a 
POWER BELT AND GRAVITY CONVEYORS 


274 INDUSTRIAL DISTRIBUTION @¢ MARCH, 1957 





Malcolm Onwood 


Two Salesmen Join 
Chicago-Latrobe 

Malcolm Onwood and Raul Ran 
gel have joined Chicago-Latrobe 
Il wist Dnll Works as salesmen 

\Ir. Onwood has been assigned 
to the central Connecticut area and 
vill operate from the company’s 
New York office. From Los Angeles 
headquarters, Nir. Rangel is cover 


ing the southern California territory 





Raul Rangel 





SUITING THE STYLE 


Men’s suiting sales could be in- 
creased substantially if the industry 
would promote double-breasted suits. 
These require about one-eighth of a 
yard more material and many men 
would buy additional suits to be in 
style, says Textile World, McGraw- 
Hill publication 
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ALLEN-pointers that will help 
you sell more socket screws! 














eds 


A LLEN’S scientific redesign of the cup diameter on 
set screws gives greatly increased resistance to 
withdrawal torque. That's what counts in day to day 
use under heavy strain and vibration. 


Your customers will prefer the strong, clean “pressur- 
formd” sockets of Allenpoint Set Screws—they’re deep- 
er, smoother, and permit full wrenching leverage. You 
can show them how the uniform Class 3A threads as- 
sure frictional locking action that holds the grip of an 
Allenpoint against every dislodging force. See that 
your customer knows that Allenpoints have one moré 
full thread than serrated point set screws—that means 
more holding power, especially in the short lengths 


In Allenpoint Set Screws, you're offering your cus- 
tomers premium performance without increasing their 
production costs, and that’s what they want. 


Your customer will be interested in the story told 
by these actual-size, unretouched photographs, show- 
ing the cup pattern made by Allenpoints, serrated 
point set screws, and A. S. A. standard cup point set 


ALLEN 
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a small 
point... 


but it gives your 


customer a bulldog grip 
at no premium in price! 


Bg hy sz kare -& 
eS ee aie 


ALLENPOINT 





Serrated 
point 


AS. & 
std. cup 
point 





screws in a 3%4” steel shaft. As you see, at eath degree 
of tightening force, Allenpoints make a full circle pat- 
tern, penetrating deeper for greater holding power 


Write for more information, and samples 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. ALLER 


EX-SOCKET SCREWS 











MAGIC-TYPE CHUCKS 


save operating time 


Le 


MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 


changed without stopping or slowing down the spindle. 
apping, etc., can be performed practically con 


Boring. counter 


boring, drilling. reaming, ( 
tinuously. 
Let our 40 years of manufacturing experience help your customers selec 


"Call COLLIS For Service” 
wmm«w THE COLLIS COMPANY wu 


Dept. A, CLINTON, IOWA 











Sell a Tool 
Operators ENJOY Using 


Up Goes Production 


DOWN GO COSTS 
n “SMALL-WORK”’ Grinding 
and Finishing Jobs! 





Many of YOUR customers con 
PROFITABLY USE Foredoms. POW- 
ERFUL ADVERTISING in leading 
industrial publications BUILDS 
ACCEPTANCE for our product new 
in its 34th Year. For a surprisingly 
LOW INVESTMENT (less than $100) 
you can give effective represente- 
tion to this fast-paced line. Foredem 
prices are scaled for competition 
and YOUR PROFIT. 


REPEAT BUSINESS ON ACCESSORIES! 


For details of ovr outstanding Here are just a few of the many accessories listed 
distributor set-up write for in our catalog to make your sales of Foredoms 
Catalog Ne. NSIC BUILD PROFITS. 


QNEAGW ELECTRIC COMPANY 


ye Lae Na ST NSIC | NEW YORK 7, N.Y. 
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INVENTORY CONTROL is subject 
f discussion between R. M. Smith 
ibrasive engineer, Peninsular Grinding 
Wheel Sales Corp., and Murray Gi 

n charge of inside sales, Abrasive 


Supply ¢ Detroit 


rt 





Weed & Co. Elects 
Vice Presidents 

ilerbert Breitnauer and Herbert 
\. Westphal have been elected vice 

sidents of Weed & Co., Buffalo, 
N. ¥ 

\Ir. Breitnauer heads the firm’s 
ndustrial mill and factory supply 
sales division and Mr. Westphat 
directs the wholesale sales division 
Both men have been with the com 


pan ove! 25 vears 


Adds Two Directors 


Samuel D. Magavern, Buffalo at- 
tornev, and Delmer F. Hubbell, 
New York investment counsel have 
been named directors of Weed & 
Co. Mr. Hubbell is a_ brother-in 
law of Weed’s president. 





It seems | was too hasty—heh, heh 
in cancelling my price agreement with 
you 
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Wire Rope 
Assemblies 5601 





Corrosion Resisting 
Rope 4930 





General Wire Rope 
(OF te llelemCEaL.) 





Sling Catalog S-8 


MACWHYTE 


> WH 
RS ss*$ 
‘ s RS RS Fs SS RS eS San as 
3 : 
> ~ ~ ~ > > 
SINSSNSIRE SNS SS 


COMPANY 


The dependable, quality line 
that gets business and keeps it 


Throughout the years Macwhyte has satisfied its distrib- 
Ti Cole-Bu7idak-O eleliien Mele slceliils)ael-1107-18 Mae Co) oR ol -laleleuil- alee 


WY FeVondahva (cary o]-1ett-11P4-.-M lame o}e-1et-ylelabe vale] ial-1-16-10 mm o]gelelt lot e 
to cover every handling job. Included in the Macwhyte 
line supplied to users through Macwhyte distributors 
are: PREformed, Internally Lubricated Wire ropes, 
Round-Braided, Flat-Braided and single part wire rope 
slings, Stainless Steel wire rope, Monel Metal wire rope, 
Aircraft Cable and swaged fittings, and Safe-Lock wire 
rope assemblies. 


Large factory stocks of wire rope with complete handling 
and cutting facilities are available to you immediately. 
Ask to have a representative call. 


Catalogs provide consumers with complete, detailed informa- 
tion and specifications on all Macwhyte products. Literature 
on specialized uses of wire rope also available on request. 
For Catalogs or information, contact any Macwhyte wire rope 
warehouse or write direct to Macwhyte Company. 


MACWHYTE COMPANY 


106 - 


MILL DEPOTS: Pitts: 





RS- 
a service TO YOUR one : 






A source of 
good repeat business 






This handy dispenser rack 
saves time and trouble for your 
customers. Roll shim stock 
(solid, not laminated) is neatly 
packaged and protected — four 
separate rolls, each a different 











Harry M. Webster 














gauge. Your customer just , 
snips off stock as needed. When . 

q 
roll ends, you get an automatic H. K. Porter, Ine. 






reorder. Available in 6” x 10 ee a a er 
rolls, brass or steel stock. . 






















Harry \l. Webster of H. K. Por 


ter, Inc., Somerville, Mass., has been 








clected a vice president and a direc 














of the company 
Vith the firm over 20 vears, he 
4103 Union Street, Glenbrook, Conn had been sales manager in charge of 
tl ide sales. 
INSIST ON Executive Vice President 


SINT COLD ROLLED Appointed by Vickers 
THREADED STEEL ROD J. Fk. Forster has been ippointed 


executive vice president of Vickers 
] 


MANY USES IN » Inc. and will 
INDUSTRY ‘ 2 eo il] operations 


Mr. Forster joined the company 


have direct charge of 





in 194] as treasurer. He was made 


¢e president and assistant general 
manager in 1949. 


eS 





ORDER FROM YOUR MILL SUPPLY HOUSE— 
INDUSTRIAL JOBBER OR DIRECT FROM 


WwW ‘thresded = craune SINT Zinc. 


non — pee 1940 STANLEY AVENUE 
4 *COLD ROLLED THREADED — vod COLD DETROIT 8, MICH. 


eee es 









b *QUALITY «SERVICE «PRICE 
Established 1912 





STUDS * FORMED RODS 
PIPE PLUGS 





J. F. Forster 
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asting. It was re 

k with DEVCON B 

r $25,000 and 60 

| ypical of the savings 

running t ars that industry 
J DEVCON THE 





Yes, every time you make a call you can sell 
DEVCON - THE PLASTIC STEEL because it’s the 
only product of its kind. In just minutes you can 
prove to any type of industrial plant or shop that 
they can save real money . . . salvaging metal parts 
. .. repairing and rebuilding machinery . . . fixing 
leaking pipes and tanks . . . making complex jigs, 
fixtures and dies . . . doing 1001 jobs with DEVCON. 


<o— 


DEVCON is available in 1, 4, and 25 pound con- 
tainers . . . each package contains hardening agent, 
release agent, measuring spoons and complete in- 
structions. 





















THE PLASTIC 


| 
| 


PURCHASING 
DEPT 


beste: tan =“ : ... EVERY PLANT (S A CUSTOMER FOR 


AEN 


STEEL 


As Easy to use as Modelling Clay 

Anyone can use it without training . . . simply mix 
hardening agent (furnished) with DEVCON and 
apply. It hardens to a steel-like mass in less than 
2 hours . . . even under water . . . can be machined 
with regular metalworking tools. DEVCON is dur- 
able, permanent, neither shrinks nor expands, won't 
rust, is unaffected by most acids and alkalis 
bonds to practically any surface. Available in 2 types 
— DEVCON A, non-sagging putty and DEVCON B, 
semi-viscous liquid for pouring. 

In plant after plant, new uses are being developed 
for DEVCON every day . . . in tool rooms, foun- 
dries, pattern shops, maintenance departments 

all of which add up to continuous, repeat sales 


80% STEEL—20% PLASTI 





INTENSIVE ADVERTISING IN OVER TWENTY-FIVE TRADE MAGAZINES, 


plus data sheets and technical literature help you promote and sell DEVCON. Trained 
field representatives in your area are ready to demonstrate to your customers the benefits 


of using THE PLASTIC STEEL. Call or write today for full information. 


oy} AY Aote], Mele) i Te) -F- Wile), | 


77 Endicott Street 
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for SERVICE 


plus 





industrial 
hardware 
and wire rope 
fittings 


zs 


—, 
EE ») 
CeSs=> 
hook and eye 
turnbuckles 
Q. swivel eye blocks 
screw p 





connecting links 


anchor A 
fy C 0% ws 


malleable 


wire rope 
clips O— nut ring bolts 


When you need industrial hardware 
or wire rope fittings in a hurry — 
FANNER gives you fast service, 
When you put FANNER products 
to usre— FANNER builds in long 
term service life! In FANNER, you 
get a unique combination of facili- 
ties unequalled for quality, depend- 
ability and economy in cast iron, 
malleable iron and drop forging 
products 

The new Fine FANNER Catalog 20 
illustrates and describes the com- 
plete range of industrial hardware 
and wire rope fittings, only a few 
of which are shown here. Get ac- 
quainted with the complete line by 
sending for your free copy today! 


THE FANNER 
MANUFACTURING CO. 


INDUSTRIAL HARDWARE DIVISION 
Executive Offices and Plant 
BROOKSIDE PARK * CLEVELAND 9, OHIO 





WRITE TODAY 
FOR A FREE 
COPY OF 
THE NEW 
CATALOG 20 
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SERVICE LIFE 


FANNER & 


a 





45-YEAR SERVICE PIN is present 


f John M. Fox left | \ n p 
manager, The Black & Decker Mes 
( by Alonzo G. Decker, ex t 
vi president. Mr. Fox has th di 


tinction of being th mpan 


ntimuous-term employ 





Noland Co. Expands 


Jacksonville Staff 


['wo industrial supply and equip 
ment salesmen have been ad 
the stat of the Noland ( s Ja 
sonville, Fla., branch acquired la 
vear from the Hajoca Corp., Phi 
delphia 

Ihe two outside salesmen ar 
Leon FE. Waldron, formerly of the 
Birmingham, Ala., branch, and Vir 
gil C. Hanks of the Roanoke, Va., 


branch. ‘I'wo inside men were also 


idded to the industrial IVISION, 
Kugene Edens and Charles Lew: 
George Holliman is bran 


Y 


igecl 





FLOATING HOLIDAYS 


Three “floating” holidays a year 
have been given employees of a Chi 
cago firm, Chemical Engineering, Mc 
Graw-Hill Publication, reports. The 
flexible system allows an employee to 
take these days off singly or use them 
to extend his regular vacation. He can 
even take the free days in half-day 
units. These three paid holidays are 
in addition to six “fixed” holidays 








PRECISION BRAND 
ARBOR 


2 SPACERS 
and SHIMS 





€. 
YS 


FOR FAST, 
ACCURATE 
SPACING 





Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 
ordering 


PRECISION STEEL 
WAREHOUSE, INC. 


MANUFACTURING DIVISION 
421 MAPLE AVE., DOWNERS GROVE, ILLINOIS 











W. A. WHITNEY 


No. 8C 


CLIP PUNCH 


You'll find the sheet metal field a 
ready market for this tool. 


FRADE MARK 


REGISTEREQ 


All in one easy operation, this tool is used to 
form the clio to fasten sheet metal seams for 
duct work in air conditioning, heating and 
ventilating work. Accurate—Fast 
Capacity—3 thicknesses. No. 20 gage steel 
Length 18'/2 Weight 8 Ibs 





No. 2 Punch 






Close Corner Punch—all oarts interchangeable 
with regular No. 2—varts of tool drop forged 
with wearing parts heat treated. 9/32" hole 
thru 4 iron 
« See your jobber or write for 
our complete catalog 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 
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Four Ready-Market Items...in the 


“Philadelphia” QUALITY LINE 





ADJUSTABLE END TRUCK “Whitedelphta” 


This “Philadelphia” End Truck or Push Type Crane Assembly has advantages which 


make it first choice among industrial, commercial and service establishments requiring oane a 
this type of equipment. Trucks are readily adjustable to standard |-Beams from 6” to anti, au ane 
12’. It can be easily assembled in less than two hours. a ny BH 
Complete assembly consists of one pair of steel crane ends or truck carriers; four Spur ‘Gear Hoist. Plain. of 
geared. CAPACITY Me te 


trolleys with deep flange case hardened steel wheels; and four clamps with bolts. 10 Tons 


CAPACITY: 2 to 2 Tons. 








Pe ee ee 


q Ce— TE 
ee 


eter a ee ee 


MODEL “R”’ 
LIGHTWEIGHT 
SPUR GEAR HOIST 


One of the latest additions to 
the ‘Philadelphia’ line, and 
instantly popular because of 
its exceptional portability, 
compactness and light weight. 
Other features include low 
headroom and faster hoisting. 


Capacity: 2 to 10 Tons 














— 
“Dhl. y | hig” 


} 


‘Philadelphia’ Products Mean 
PROFITABLE DISTRIBUTOR SALES 


Because they are so practical in design, so well con- 
structed . . . with exclusive advantages so plainly evi- 
dent . . . “Philadelphia” Hoists, Trolleys and other 
materials handling equipment offer Distributors the 
soundest possible basis for steady sales and profits. Their 
reputation for quality, in both product and performance, 
gives unqualified assurance of customer satisfaction. 








o 0 
The four items shown here are merely representative of LOW HEADROOM 
the wide range of hoists and trolleys in the “Philadel- TROLLEY HOtST 
phia” line . . . a line that is growing constantly in scope, requiring exceptionally low 
and in acceptance throughout all industry. Hyatt Bearing Trolley wit 
Write for Bulletin 111556. RoE Capacity: 1 to 24 Tons 























PHILADELPHIA CHAIN BLOCK & MANUFACTURING CO. 


Designers and Manufacturers of the “‘Philadelphia’’ Line of 


Chain Hoists + Trolleys + Cranes + Special Materials Handling Equipment 
MASCHER and NORRIS STREETS + PHILADELPHIA 22, PA. 
Warehouses in New York «+ Chicago « Los Angeles 
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| Proved By 125 
Years of Service 


Here’s Your Sales Story—Use It 


You Buy Vises—But You Pay For Service 


The service obtained depends upon the construction of the 
vises selected. PARKER have built 7 features into their vises 
that assure longer and better service. 


Ex perience 


You Don't Have To Pay For 


Usually experience is costly. But the “know how” and skill 
PARKER has acquired through 125 years of Vise making doesn’t 


cost you a cent. 


THE CHARLES PARKER CO. Established 1832 MERIDEN, CONN. 


>>D>D>D> LET THESE KEYS 


OPEN UP EXTRA PROFITS FOR YOU! 


Fast Sellers . . . Proven Re- 
peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively ... yet are 
easily opened ...do not 
freeze in the joints. Product 
superiority ... backed by 36 
yeors of leadership in the 
field make these Key prod- 
ucts a dependable source of 
sales and profits for youl 


Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous 
sampling program build uni- 
versal demand . . . actually 
make openings for sales to 
many new customers for you. 














For sealing 
pipe joints 

carrying water, 
gas, low pressure 


steam. 











For sealing 
lines carrying 
oils and high 
pressure 





steam. 








W-K-NI 


DIVISION OF QC f& INDUSTRIES 


Plant: Missouri City, Texas 


INCORPORATED 
° Mailing Address: P.O. Box 2117, Houston, Texas 
1957 
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Lawrence M. Lyons 


Burndy Division Names 
Lyons Western Manager 


Lawrence M. Lyons has been ap 
pointed western manager of Burndy 
Corp.’s  utility-industrial division 
Che western territory includes Cali 
fornia, Oregon, Washington, Mon 
tana, Idaho, Utah, Arizona and 
Nevada 

Mr. Lvons has been with the 
ompany 17 vears and since 1946 
had been manager of the company’s 


vest coast plant 


One Fifth of Payroll 
Now Fringe Benefits 


One fifth of the total payroll 
of representative American com 
panies now consists of fringe bene 
fits, according to a recent survey of 
1.000 companies by the national 
Chamber of Commerce 

Phe average payment in 1955 for 
these benefits, which include every 
thing from free lunches to pension 


~ 


ot pay rolls, 39.2 


+ 
( 


plans, was 20.3 
ents per payroll hour, or $819 per 
employee. 

Fringe benefits have been on the 
increase. In 1947, the average pet 
entage of fringe payments for com 
panies who also reported in the 1955 
survey was 15.1. In 1955, the same 
firms paid out 21.7% in benefits 

The 1955 individual percentages 
varied widely, from 5°; for a bed 
ding manufacturer whose only pay 
ments were for legally required Gov 
ernment insurance, to 50°% for a 


chemical company that paid out 
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NOW you tan buy 


COLUMBIAN ROPE 
BY THE Foor! 





Here’s the biggest cordage news in years! For years, rope distributors and rope deal- 
Columbian Rope Co. now sells rope the way ers alike have wanted to buy by the foot. Now 
vou sell it—by the foot. Columbian meets that demand with the first 


real forward step in rope merchandising for 
the past 10 years. For full information, get 
in touch with your local Columbian distribu- 
tor or write us direct. 


No more buying by the pound! No more 
converting pounds into feet! You know ex- 
actly what you’re getting—with no figuring 


involved. ' 
A proneer tr the production of nylon, dacron 


Columbian’s sell-it-by-the-foot policy ap- and other synthetic-type ropes, Columbian 
plies to all Columbian Rope %°4” diameter and “stabilizes” these ropes with a patented treat- 
smaller. It’s a new deal right across the board. ment that prevents unraveling when cut. 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only rope with the red, white, and blue markers 
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re than $2,100 per vear per em 





You Move More Merchandise _ ><: tse bens ofall wpes 
when HHEINN | 
lumber dustry ‘Wholesal 


LOOSE-LEAF eel io: Mecca a 
Make Selection Easier—~ - . oe ee 


BINDERS f ice to 15.6% for the pulp, paper 
Company Benefits 


] } ] 
L hese WCTC the benehts provide 


the 1,000 companies st 


ly required payments, such as 


rveved 


Social Securitv and unemployment 


rance, 3.6°,, of payroll; pension 


| other agreed upon payments, mn 


luding termination allowances, dis 


Busy buyers want facts fost. When vuunts on goods, free meals, tuition 


your catalog gives them the right in- 
formation in five seconds, they reach 
for their order pads. 

That's why Heinn Loose-Leaf Binders travel time. etc., 2.2! o; pavme nts 
and Colorific Indexes play a vital part 
in wholesale selling. Product infor- 
mation stays up to date and in se- 


refunds, and stock-purchase benefits 


6.3°,; paid rest and lunch periods, 





for time not worked, including vaca 
tions, sick leave and paid time for 
quence for fast, easy reference. And a 
the custom-tailored binders look and reserve duty im Armed Forces, 6.3°, 
feel elegant — and add the force Profit sharing accounted for .7% 
of impression valué to your. sales 


The Noland Company, progres 
sive distributor of Newport News, 
Va., reports: “This binder was 
very well received by our custom argument 
ers and salesmen. All comments Welte fer 


have been favorable and we feel information on 
e ° how Heinn 

sure it has increased our sales con help 

We have found from experience yew sngry 


é ; your cataloging 
that a loose-leaf service is far su problems 304 W. Florida St., Milwaukee 4, Wisc 


of payroll, Christmas and _ special 


( 


awards and bonuses, 1°, and mis 





cellaneous payments, .2% 


perior to a bound catalog.” Copyright 1957, by The He 


Added Duties 


+ j Harold Gebike, secretary-treasuret 
of Electro Refractories & Abra 
e P. ° g sive Corp., has been made treasurer 


of Spar Mica Corp., which is man 
iged and partly owned by Electro 


ALWAYS FIRSTEST 


with the bestest 
precision screw fs 


machine products. 








CAP SCREWS + COUPLING BOLTS 
SET SCREWS - MILLED STUDS 
luha M ... Our specialty. 


-_ 


The Ottemiller line is sold exclusively through HARRY PULVER, right, partner 
Mill Supply houses and Industrial Distributors. Pulver Machinists Supply Co., Chicago 
ind maintenance man, Matthew Clas 


* ° n look at a new catalog Pulver will 
mM. in the company’s new suburban 
CO: YORK, PENNA. lant in Melrose Pash 
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com 


ener: 
hose 
List I 
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size, 
mend 


able 





"LE-Hi 





Here’s what 
distributors say 
about... 


LE-HI'S NEW 


and DIFFERENT 


NET 
PRICE 
LIST 








“Time saving” + ‘Simplified’ + "...best indexing yet’’ + "Easy to read” - 


DISTRIBUTORS 
NET PRICE LIST NO 


nd suggested resale prices 
a 


p-956 
with list 


MALLEABLE IRON 
STEEL and BRASS 


v m of a PANY 
ssonies COM 
sion of HOSE cce 


punanepnia 32 pENnsTey 





fr 


...@ really 


complete job"’+‘'... puts details at your fingertips” + "Illustrations clear and helpful" + "Compact 
and complete” + "Pioneer in the field”’ 


No need to ever again waste time and 
energy hunting data and price detail for 
hose fittings. LE-HI's Distributors’ Net Price 
List No. D-956 puts all the data you need 
at your fingertips! Correct nomenclature, 
size, part number, your cost and recom- 
mended resale and list prices are now avail- 


able in seconds—from a single, compact list! 


You save TIME...cut operating Costs... 
SPEED purchasing... give your customers 
FASTER, BETTER service! You'll agree with 
other distributors— LE-HI's Net Price List No. 
956...and LE-HI’s complete line of hose 
fittings for every application...set a new 
standard for pricing and profits! Write for 
your copy today. 





7 [e-ler vivision or HOSE ACCESSORIES COMPANY 





LEHIGH AVENUE AND 17TH STREET 


* PHILADELPHIA 32, PA. 


"LE-H/ MAKES A WIDE VARIETY OF HOSE FITTINGS SOLD THROUGH DISTRIBUTORS EVERYWHERE” 
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*AUTOMATIC GRIF 


SCREWDRIVERS 


Ss 





Ir 
for | 
these : 
exclusive a 
and importag ‘yheDriginal °" 
advanta ij - 
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YOUR SALESMAN WILL 
LOVE US FOR THIS/ 





4. P. Sheehy 


nw Padmetto 


“INTERWOVEN” 


heehy To Represent Aro 


1 New England States 
\ugustin P. Shechy | ined  SELF-LUBRICATING PACKINGS! 

he Aro Equipment Co., a 
trial sales representative in New Eng Your salesman knows, Mr. Dis- 
nd. He will set up tributor, that a new addition to a 
eranization and hi idauarte + product line offers him a fresh ap- 
rn proach to create interest among pros- 
a a \I pects .-and customers It allows him 
i Bi Ree ie ! to talk in terms his customers want 


to hear . . . better performance .. . 
lower operating costs. Palmetto In- 
terwoven, the most advanced ver- 
sion of a Self-Lubricating packing, 
gives your salesman the selling points 


reates New Division 
\ new firm, Power Li Fan (¢ 


s been established by ¢ 

ens : he needs to convince his technically 
IC cts I S . » ‘ 
roducts, Inc., as a trained customer. 

helsea Products, Inc., and Gr 
le ventilation problen “ They're. Lubricant Impreg- 


nated — Before braiding every 
strand is separately impregnated 








®@ Gripper recedes into 
handle for full blade 
use. 


@ Lok-Blok makes blade 
twist, impact proof. 

@ Chrome Vanadium 

Steel Blades. 


@ Unbreakable Insulat- 
ing Handles. 


yéT 2£€S @ Models for All Types 
~ Screws. 


cost ”, @ Hand-Ground Bits. 


@ Outstanding Merchan- 
dising Aids, Powerful 
National Advertising. 


ORDER THRU YOUR JOBBER 
UPSON BROS., INC., ROCHESTER 14, WN. Y. 
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with a special lubricant designed 
to the particular service require- 


ments 
( FS; 
™ They're Internally as well as 
Externally braided . . . Every 


strand passes diagonally through 
the entire cross section of the 
packing, internally locking each 
strand 


No other packing offers this combina- 
tion of advantages. That’s why Palmetto 
Interwoven is everybody's sweetheart 
It gives your salesman the talking 
points he needs . . . Your engineer- 
customer, the quality 
he demands . you, 
PALETTE the new profitable 
‘ business you're look- 
ing for! 
Write for details today! 





* 


CONGRATULATIONS on his nev 


assignment as an outsid ilesman a 


extended to J. W Bi Roper rt 
by his bother, AML Ropes J geo) PEST eae) 
| manager o caring hain & | 


NORTH WALES PA 





ply Co., Dallas 
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1. WESTERN offers a complete line 


We manufacture and maintain large stocks of all commonly 
used standard industrial fasteners— including cap screws, socket 
screws, set screws, pipe plugs, dowel pins, nuts and studs. What- 
ever the size of your order we can ship fast from stock. 


- nh WESTERN offers proved performance 
i W WESTERN is the chosen source of many leading 


manufacturers in critical industries. For instance, 
leading makers of road building equipment whose 
products must really take a beating, rely on WESTERN fasteners 
for rugged strength that stands up to the roughest treatment. 


WESTERN offers product quality 


3. 
\ advantages 
)y Product quality at WESTERN starts with careful se- 
c 


lection of approved steels, and is guarded through weE od TT E R NW 


production by many separate inspection opera- 


tions. WESTERN's carbon restoration process assures uniform AUTOMATI C 


strength and hardness throughout the entire thread structure. 


Write today for free catalog and prices 


Machine Screw Company 


4 r . WESTERN offers unusual facilities for 
: J division of Standard Screw Company 


design and development 
Our experience with special precision-machined 371 Woodland Ave., Elyria, Ohio 


products has given WESTERN unexcelled expe- 
rience in design and development work. This experience, 
applied to our standard products, assures you the efficiency 
and economy of the latest production methods. 


PRECISION SCREW PRODUCTS, PARTS AND ASSEMBLIES SINCE 1873 
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RESINOID 
DIAMOND 
WHEELS 


qualified distributors who specialize 


Add a product to your sales picture which has 


used by major U. S. industries. 






%& Distributorships are available to 
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abrasives and cutting tools. 


been fully approved and is 





Your further inquiry is invited and we will be happy to provide full particulars 


AURORA, ILL. 


SMS ET see 





INTERESTING and 


“MUCH MORI 





mn fine th wav Ni 
t id | il ) li 
npar©rines i ka 
l i \l t 
k of B I Ma 
( 1) 
F, E. Myers Sets Up 
Field Training Meetings 
\ series of eight sales training 
mectings in the field have been set 
up by The F. kk. Myers & Bro. Co. 
Seven of them were scheduled as 
one-dav sessions and the other wa 
a four-day Canadian training class 
held Feb. 11-14 
Four meetings were held: Kansas 


City, Feb. 4; Springfield, Ill., Feb 
6; Worcester, Mass., 
Atlanta, Feb. 27. The three remain 


ing sessions will be held in Canada 


Feb. 22 and 


Peterborough, Mar. 25; Kitchener, 
Mar. 27; and in Chatham, Mar. 29 

District managers handled the a1 
rangements for the one-day field 
sessions in their territories. KE. M 


Myers, vice president in charg 
sales, said that distributors 


invited to these meetings 





EASY HEAT 


A central heating system that in 
volves no expensive house renovating 
is being developed by a group of 
British scientists, Coal Age, McGraw 
Hill publication The 
is said to be so simple to install that 
it can be fitted into any room by the 


reports system 


householder himself 
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Corry ott & 
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FASTENING ¢ ws 
SCREW 


BOLTS NUTS 


TUBULAR RIVETS 
WASHERS - RIVETS 
FASTENING DEVICES 
IN ALL METALS 
STEEL @ BRASS 
EVERDUR @ MONEL 
STAINLESS STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
TO- BLUEPRINT 
SPECIFICATIONS 
AUTHORIZED DISTRIBUTORS 
PARKER-KALON - : 


SHAKEPROOF \on/ 


PRODUCTS 


GQWAoOTs | 


BOLT & NUT CORP { 


135 CHURCH ST ® NEW YORK 7 


os orders 





for the handy 
HUOT 

MACHINISTS CHEST 
—_—_—_] 





MODEL 104. Cork lined protective drawers... 

one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- : 
lined, easy-to-keep clean . . . holds a full 18” 

scale. 1934” long, 1334" high, 834° deep. 

MODEL 105. A “king-size” chest for tools up 

to 24°. 9 drawers. Size 2614°x14\"x12\". 

By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 





HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Paul 4, Minr 






























| 

















The Distributor Line 


... year affer year 
it’s BOSTON... 


7124 STANDARDIZED TRANSMISSION PRODUCTS 


to meet any need — with more products added 
regularly as markets develop. 





hen 


. a 


AVAILABLE ANYWHERE “OFF-THE-SHELF AT FACTORY PRICES 
from local Distributor’s stock — saves the buyer 
time and expense — simplifies servicing his products. 


250,000 SATISFIED BUYERS USING BOSTON GEAR PRODUCTS 
Cost-wise buyers everywhere rely on BOSTON 
Gear quality and economy. 


he 


pr tt a sph oa os 7 
cee OE a 


CONTINUOUS ADVERTISING PROMOTING DISTRIBUTORS 


Industry-wide publication program, plus service 
literature that simplifies selling. 


SALES EDUCATION For DISTRIBUTORS’ SALESMEN p 


A consistent schedule of product training courses 
at plant, and locally for Distributors. 


AGGRESSIVE SUPPORT FROM TOP-RATED FIELDMEN 


Active assistance to Distributors from BOSTON Gear 
Field Engineers who are qualified specialists. 


SELECTIVE, LIMITED DISTRIBUTION 


Assures maximum area sales potential for all 
Boston Gear Distributors. 


SELL ANY QUANTITY — ANY ACCOUNT 


Boston Gear Distributors are free to sell to 
any account... any quantity of any item, at factory prices. 


CATALOGS EVERYWHERE In DAILY USE 


Complete listings and engineering data make Catalog 56 
most popular guidebock for drive design and maintenance 








STANDARDIZED TRANSMISSION PRODUCTS 
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Automation of 
machine tools 
expands market for 
ANGLgear 


ANGLeear units are being 
used t operate automation 
controls on machine tools and 
new metalworking presses for 
the automotive industry. This 
field offers one of our largest 
ales potentials for ANGLgear,” 


says Walter F. Meier, President, Meier 
Transmission Supply Co., Cleveland, Ohio 


290 


Walter Meier's salesmen have 
found that industry's trend toward automatic control 
of machine tools has created another big market for 
ANG Lgear 
powe! takeoffs 


the standardized line of right 


“We find ANGLgear a worth-while line to handle 
because of its practical design and compact size in 
relation to rated capacity.” Mr. Meier adds. “Besides 
the important application noted, our customers are 
using ANGLgear to operate Geneva movements in 
lamp manufacturing machinery; to control spe ial 
industrial photographic equipment; and to drive 
feed controls on chemical process equipment. 

There are manufacturers in your 

territory who have similar 90 

power takeoff applications. Call 

on their designers and engineers 

and show them ANGlgear 

You'll find the reception excel 


lent and sales easily closed 


WRITE FOR INFORMATION 
THERE MAY STILL BE A TERRI- 
TORY NEAR YOU THAT IS OPEN. 


AYREON Ebee 


1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 
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Rov O. Schiebel 


Schiebel Gets New Post 
At Magnaflux Corp. 


Rov. O. Schiebel has been pro 
moted from sales manager to the 
new post of second vice president, 
sales and marketing, by Magnaflux 
( orp 

With the firm 17 vears, he has 
been Los Angeles branch manager, 
Chicago midwest district manager 
ind eastern district and export man 
igcr. Ile was made sales head in 


Arizona Magazine 
Salutes Pratt-Gilbert 


lhe November issue of Arizona 
Builder & Contractor was devoted 
to Pratt-Gilbert 
Phoenix, Ariz. Congratulations were 
extended to Cyril S. Gilbert, co 
founder, on his 80th birthday and 
to ©. ] 


ager, on 30 years of service with the 


Ilardware Co., 


Gollwitzer, general man 
hrm 

In addition to a history of the 
company, there were articles on M1 
C.S. Gilbert, Mr. Gollwitzer, Elbert 
Roy Gilbert, president, and F. H 
Gilbert, vice president 


New Officers 


New officers elected by Vincent 
Steel Process Co. are: Dennis Boyle, 
president and treasurer; Charles W 
Fritz, vice president and general 
manager; and ‘Thomas H. MacIndoe, 


vice president and sales manager 

















We'll never let you down: 
THE J&L PRODUCER-DISTRIBUTOR TEAM 


Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
OVER 400 rely on J&L and J&L Distributors for 
LEADING DISTRIBUTORS your steel pipe requirements. 

CARRY J&L PIPE “Uf First, you get superior pipe. J&L con- 

4p trols the quality all the way from raw 
LET Tem Yj materials through the finishing mills. 
SERVE YOU , V//, That’s why you find J&L steel pipe is 
4p long lasting and easy working on any 
application. 

Second, you get dependable service. 
Your J&L distributor is always ready 
with: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists. 

Whenever you need superior pipe and 
dependable service, phone or write your 
nearest J&L distributor. 


Jones & Laughlin 


STEEL CORPORATION . PITTSBURGH 





STEEL 


INDUSTRIAL DISTRIBUTION @ MARCH, 1957 291 





DOUBLE PITCH CHAINS 


become more popular 
with every application 


Double pitch chains are becom- 
ing increasingly popular for ap- 
plications where a precision roller 
chain is required and where cost 
is an important factor. 


Acme’s double pitch precision 
chain is available in standard steel 
and in a stainless steel line up to 
and including 12" pitch for con- 
veyors in the packaging, aircraft 
and many other industries. Stain- 
less steel provides the greatest 
resistance to corrosion, which is 


an important factor in these in- 
dustries. 


If you use continuous process ma- 
chinery in textile, agricultural, 
building, material handling, food 
processing, bottling or other 
fields, you should insist on Acme 
precision built double pitch roller 
chain. Acme stands up to your 
performance expectations. 


Available from stock at your 


Acme distributor. 


FREE CHAIN CATALOG 


Write Dept. 15-G for your 80-page copy of Acme’s 
latest catalog. Packed with valuable chain 
data. An indispensable chain reference. 


Call 


ACME 


for Service 


HOLYOKE 
MASSACHUSETTS 
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Wolverine Tube 
Creates New Posts 


l'wo new administrative posts in 
the sales division have been added 
by Wolverine ‘Tube, division of 
Calumet & Hecla, Inc 
L. G. Fox and H. A 


been appointed to the new positions 


Harty have 


of products manager and advertising 

ind sales promotion manager 
l’‘ormerly manager of sales service, 

Nir. Fox will 


l 


coordinate activities of 


yroduct sales departments re spon 


| 
I 
ible for marketing the firm’s cop 


per, copper base alloy and aluminum 


tubular products 

Mr. Harty will head both product 
and general advertising and guide 
sales promotion for all product lines 


He had been advertising manager. 





HOUSE TRAILER BOOM 


House trailers have become big bus 
iness, and a big potential market for 
appliance makers, says Electrical Mer 
chandising, McGraw-Hill publication. 
One estimate is that some 135,000 
mobile homes will be built this year 
and most will come equipped with 
washers and even with dryers and 
dishwashers. More important are the 
thousands of trailers now in parks or 
on the roads which represent a rich 
replacement market 
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HOLDING DEVICES 


More and More Cost Conscious Tool 
Designers Start with Heinrich Grip- 
Master Holding Devices to simplify 
their jig and fixture problems. 















Tool Engineers from all over the 
country continually report savings to 
75% with Heinrich’s simple tooling 
formula. And you realize additional 
savings because the Grip-Master can 
be used over and over again. 


The Grip-Master saves designing 
time, tooling time, costly tool steel 
and speeds production. 


HERE IS JUST ONE OF 
THOUSANDS 
OF APPLICATIONS 





Start with a speedy 


Grip-Master vise and fixture base. | —r 
i | 


Ce 


Simply add false jaws 
and bushing plate. 




















Result .. . an accurate, 
precision-built, low-cost jig 


WRITE FOR FREE CATALOG 








| HEINRICH TOOLS, Inc., Dept. 227C, Racine, Wis. | 





, heinrich Gri Masco 








PROOF OF FITLER’S INNER, DURABLE QUALITY 


te Me 


TREATED UNTREATED 


FITLER ANTI-ROT ROPE 


Once again Fitler research is responsible for technical 














advancement. Now, the finest of Manila Fibres are made 
to withstand even more rugged wear through Fitler’s Rot- 
proof process which gives protection against decay- 
producing moisture, mold, mildew, fungi and bacteria. 
There is a Fitler Rope design for your customer’s 
every need and it is treated to give efficient, economical 





service . . . This is a good selling point. 
SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
EST. 1804 
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Conde Hamlin 


DeWalt’s President 
Takes On New Duties 


Conde Hamlin, president of Dc 
Walt Inc., has been appointed to 
the newly-created post of deputy 
group executive of American Ma 
chine & Foundry’s Co.'s general 
product group 

He will coordinate and supervise 
operations of DeWalt Inc., AME 
Cycle Co., Junior ‘Tov Corp. and 
BMC Mfg. Corp., all American Ma 
chine & Foundrv subsidiaries. 

Mr. Hamlin, who continues as 
head of DeWalt, has been president 


since May 1955 


Morgans, Inc., Opens 
Jacksonville Branch 


Morgans, Inc., of Savannah, Ga., 
has opened a materials handling 
branch at 5270 West Beaver St., 
Jacksonville, Fla. 

The branch will be exclusive rep 
resentative of Clark Equipment Co., 
in southeast Georgia and northern 
Florida. The Jacksonville quarters 
have 30,000 sq. ft. and is manned by 


two salesmen and two service men. 


Firms Merge 


Shareholders have approved the 
merger of Production Instruments 
Co. and General Controls Co. Pro 
duction Instruments will be oper- 
ated as a separate division of General 


Controls. 

































Better 

design 

through product 
improvement 


Better 
insulation 
through 





How to increase your line 





without increasing inventory! 


New Louis Allis LINE-O-MOTOR gives real cost- and space-saving flexibility 


Here’s a hot distributor item — the new Louis Allis 
Line-O-Motor — a motorized gear reducer packed with 
Louis Allis quality and built to accommodate motors of 
any speed or enclosure. By changing mounting brackets, 
gear units can accommodate a wide range of motor sizes 


Line-O-Motor is available in ratings from 1 to 75 hp., 
double and triple reductions with ratios from 5.06 to 
230:1, in both foot and vertical flange mounted styles 


You'll appreciate the flexibility of the Line-O-Motor 
Gear ratio can be readily changed by Distributors in 
their shops without special equipment. Gear units cover 
a wide range of horsepower and output speeds and can 
be assembled with motors carried in your stock. 


And it’s ready for you right now: Line-O-Motors of all 
types are carried in stock on the same basis as integral 
gearmotors . . . delivery in one week. 


MANUFACTURER OF 


ELECTRIC MOTORS AND ADJUSTABLE 


INDUSTRIAL DISTRIBUTION © MARCH, 


Check these Louis Allis distributor advantages 
Attractive profits 


The most complete line of motorized drives 
in the industry 


Industry-wide product acceptance 
Fast delivery 


A top-notch field sales force ready to help 
you any time 


Products that are actively merchandised 
and promoted 


Investigate a Louis Allis distributorship — it’s a line 
you'll be proud and pleased to handle! Contact now 
your nearby Louis Allis District Office, or write the 
Louis Allis Co., 455 E. Stewart St., Milwaukee 1, Wis 


LOUIS ALLIS 


SPEED DRIVES 
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Products of 
Distributors’ 


Confidence 
FOR 65 YEARS 


“POSITIVE” Lock washers are all- 


important adjuncts to fastener sales. 


KANT LINK 


Their use in your customers’ plant are 





NONLINK POSITIVE 


a 


vital to critical assemblies of their 

















products. To serve your customers well, 
rely on a source of supply geared to 
making the best possible products, 
packaging it attractively, and selling 
it through distributors. “POSITIVE” is a 
product of the confidence many Dis- 
RIBBED TYPE , : , 
tributors have placed in us as their sole 


source of supply for the past 65 years. 


(is) 
, Lock WasHER Co. 
AVE. A & MILLER ST., NEWARK 5, N. J 









HIGH COLLAR \ J 


10 MODELS—5 CAPACITIES 
SELL KELLER POWER HACK SAWS 


CUT FAST 
LOW PRICES 
MORE FEATURES 


SHOP OR MAIN- 
TENANCE WORK 


Boost your sales by selling Keller 
Power Hack Saws. Handle any shop 
or maintenance cutting need... for 
bars, rounds and pipe. Your cus- 
tomers quickly recognize Keller 
quality features. 





































CLF eS 





NOW AVAILABLE in 10 models, 5 ci Millian Milani <td teen 


copacities, 4x4", 5x5", 64" x6%", catalog with prices and discounts 
a to" Q** is now ready for you. Write for your 
81/2" x82", and 101/2"x9”. copy today. 





SALES SERVICE MACHINE TOOL CO. 
2347 University Ave. St. Pavi, W 14, Minn 









twee HACK SAWS 


Builders of Power Hack Saws Since 1931 
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MOVES UP: Andrew M. Kelly of 


Duff-Norton Co. has been promoted to 
product manager of the Coffing Hoist 
Division. He had been manager of the 
division’s customer relations depart 


ment 





Joyce-Cridland 
Promotes Three 


(hree members of Joyce-Crid 
land Co. have been appointed to 
executive sales posts. 

John M. Miller has been made 
issistant general sales manager. Ro 
bert Tormey and Ralph Nyborg 
have been advanced to sales mana 
gers of the jack division and mate 
rialift division respectively. 

Mr. Miller will be first assistant 
to Huston Brown, president, and 
ilso continues as sales manager of 
the automotive lift division. 





AUTOMATION FOR HENS 


Said to boost poultry house “auto 
mation” ore multiple roosts over a pit 
with automatic feeders and waterers 
at four or five levels. These make it 
possible to cram more birds in less 
space, thus giving greater efficiency 
to the mechanical devices, notes 
American Machinist, McGraw-Hill 
publication. But though the provi- 
sion of a constant supply of food and 
water makes more comfortable work- 
ing conditions for the hens, thus pro- 
viding a superficial resemblance to 
automation, egg production still can 
be made neither continuous nor auto- 
matic, the magazine points out 























GRAPHITED 
BRONZE 


GENERAL PURPOSE 





UNIVERSAL 
BRONZE BARS 










LEDALOYL 
SELF-LUBRICATING 





Distributors find greater 
sales opportunities with 2300 
types and sizes of Johnson 
stock bearings and bars 











ELECTRIC 
MOTOR 
BEARINGS 





Johnson distributors and their salesmen find that the 1900 
types and sizes of standard stock sleeve bearings and over 
400 sizes of bronze bars in the Johnson line give them a 
distinct sales advantage. It means that on every call they 
can offer standard stock GP bearings, bars, Ledaloy] self- 
lubricating bearings, graphited bearings and electric motor 
bearings. This leads to larger orders, increased profits. 

If you are not enjoying the advantages of the full 
Johnson line of standard bearings and bars and would like 
to know more about them, write Johnson Bronze Com- 
pany. 



















Johnson 
JOHNSON Bronze 


535 South Mill Street © New Castle, Pa. 
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WHAT DOES THE DISSTON 
SELECTIVE DISTRIBUTION POLICY 
DO FoR you 7 





5 BiG ADVANTAGES 

ENABLE YOU TO GIVE 
OUTSTANDING SERVICE TO YOUR 
CUSTOMERS - AND /NCREASE 


YOUR SALES Votume./ 


1. Disston provides you with highly saleable 
quality products. 


2. Disston supplies tools at prices which aliow 
attractive profits. 


ae Disston refers to distributors all industrial 
catalogued consumer item inquiries and orders. 


4. Disston’s training program is geared to the 
facts that help you sell more Disston products. 


5. Disston backs up your sales efforts with 
hard-hitting advertisements in leading trade 
and consumer magazines, with promotion 
tie-in material for local use. 


Want more information? Write to: 
Henry Disston Division, 

H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 








HKP> Henry DISSTON DIVISION 
f/f H. K. PORTER COMPANY, INC. 
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Garrison and Graves 
Join Russell, Burdsall 
Duke A. Garrison and Frederick 
lk’. Graves have been named to the 
hnical sales posts of assist 
ints to the vice-president in charg 
f engineering and research by Rus 
Burdsall & Ward Bolt and Nut 
Co 
\Ir. Garrison was formerly district 
sales supervisor for National Screw 
Co. in the Cleveland area and M1 
Graves has been eastern sales engi 
neer for Lindberg Industrial Corp 


Flexonics Makes Cullen 
Assistant Sales Head-Hose 


James L. Cullen has been ap 
pointed assistant sales manager of 
the hose division by Flexonics Corp 

Since he joined the firm in 1951, 
: 


he has been a hose sales representa 


tive in the Chicago area 


Manages Research 

Charles P. McHugh succeeds 
William L. White as director of 
research and product design for 
Manhattan Rubber Division of Ray 
bestos-Manhattan, Inc Mr. M« 
Hugh had been assistant director of 


research and product design 








ity t 
tor 











HOW 2 HANDLING OPERATIONS OF BULKY PRODUCTS AT NATIONAL 
AUTOMOTIVE FIBRES WERE SLENATED WITH FAULTLESS CASTERS 













Long streamers of processed cotton, used for padding 
automotive seat cushions, are lapped several feet deep 
on wooden “cattle-car” type castered trucks, which are 
ideally suited for this application. The padding ma- 
terial is then moved on the trucks te a station for the 
application of glue and a covering fabric. Precise 
lengths are cut and individually stacked on the some 
truck. When full, the trucks are quickly moved to other 
production creas. 






600 SERIES 
DOUBLE 
BALL 
BEARING 
SWIVEL 
RLATE 
CASTER 


Two full rows of 
ground, polished and 
hardened ball bear- 
ings roll freely in two 
complete, hardened 
raceways for maximum 
maneuverability. King 
bolt nut is threaded for 
fine precision adijust- 
ment of raceways. 







Using but two styles of manually operated floor trucks, a com- 
pletely integrated materials handling system is maintained at 
National Automotive Fibres, the world’s largest independent 
manufacturer of automotive interior trim. These inexpensive 
trucks, equipped with ball bearing swivel Faultless 606-6 
Casters, solved the problem of handling a bulky product 
easily and economically. Partitioned floor trucks serve as the 
second prime materials handling method for this large manu- 
facturer. These partitioned trucks serve both as a fast and 
convenient way of moving bulky fabrics, pressboard forms 
and assorted trim materials between manufacturing opera- 
tions and as temporary storage units for the same materials 
As a result at least two expensive handling operations are com- 


Ilustration of top 
plate locking 
lugs shows how 





the lower ball race is positively anchored and . “lier _ . . 
locked to the top plate, giving full-floating freedom pletely omitted; eliminating the unloading of materials from 
to the horn in swiveling between the two ball races. trucks to shelves and back onto trucks when material is 
An exclusive Fauitless feature. needed. Since these operations are eliminated several times 


Series 600 Faultless Casters are made of a special high daily, the yearly savings oF poe achievement. 

tensile alloy material for extreme strength and high ductil- There are Faultless Engineered Casters made for every 
ity to withstand shocks. Yet the material is hard enough conceivable handling and equipment use, whether require- 
to resist indentations from the ball bearings. ments call for handling of 7 pounds or 7 tons, indoors or 
outside applications, or use on office chairs or jet engine stands. 













MR. DISTRIBUTOR: This installation at National Automotive Fibres is 
typical of thousands of Fauitiess Caster applications making friends in 
every important industry. If you are not yet selling Faultiess Industrial 
Casters for similor projects and want to know the profitable focts, write 
today, no obligation. 








Partition trucks permit dividing of different shapes, making all easily ad 
no from top of a high vertical stack to reach WE 

desired parts near bottom. Trucks are easily group-parked, yet selected J06b bY 

truck con be moved out of the line with minimum effort. 





INDUSTRIAL DISTRIBUTION @# MARCH, 1957 299 








2% Forged Steel Fittings 






Kenneth V. Bennett 
Thor Power Tool Fills 
Branch and Zone Posts 


\ new branch manager and el 
ric tool sales zone head have been 
med by [hor Powel lool Co 
Kenneth \V. Bennett, former sales 
gincer at Philadelphia, has been 
promoted to head the new Rich 
; . mond, Va., branch which will serve 
neu rustprooj coating most of Virginia, the southern part 
of West Virginia and North Caro 
hd 
\lartin A. Bertram, manager of 
: new Great Lakes electric tool 
That attractive color you see on our forged sleet eta Cities a tak cele 
carbon steel fittings is a new synthetic on eee 7 nati eae 
coating that effectively protects the fittings against the areas covered by the Detroit. 
corrosion in stock and in service. The coating Pittsburgh, Cleveland and Buffalo 
branches. 


completely covers the fittings—inside and 
outside, thus protecting threads and sockets, as 
well as external surfaces. 

If you are going to paint your piping system 
for color coding or other reasons, the new coating 
serves as an excellent base for paint. No 
objectionable rust or scale to scour off before 
painting. 

| All W-S forged carbon steel fittings, in both 
| | screw-end and socket-welding types, are 
now available with the new blue rustproof coating. 
| Remember the blue color. It labels the fitting 
| 


| a W-S Quality Product. &. 
f o- 





Martin A. Bertram 








Send for your copy of Forged Steel Fittings Catalog A-3-56 





Write to W-S Fittings Division, H. K. Porter Company, Inc., P.O. Mesias Wie Cornice Line 
Box 95, Roselle, N. J. 
Leuck Sales Service, Panama City, 


anh W-S FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
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Fla., has been named bv The Witt 
Cornice Co. as its representative for 
Florida, Georgia and Alabama. 
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Lasting accuracy for your customers 


PLUS a real 


competitive edge for you 







B&S Black Granite Surface 
Plates not only give your customers 
accuracy that’s practically 
ageless, they give you a healthy price 
advantage because shipping costs 
are less. There are 3 sources of 
supply: Providence, R.!., Chicago, Iil., 
Soa < i Los Angeles, Calif. Freight charges 
& Eos _ are based on rates from the source 
neorest delivery point. And on any 
surface plate, that means savings! 


ACK GRANITE SURFACE PLATES 


B&S Black Granite Surface Plates are 
made from nature’s toughest, 

most wear-resistant granite. Stress- 
relieved over the centuries, it 
cannot warp or distort—is unaffected 
by body temperature. It makes 
possible the super-smooth, uniformly 
hard surfaces that provide a truly 
superior base for precision checks and 
measurements. And there’s no 

need for rescraping or oiling. No rust, 
stain, or corrosion. Cleaning 

requires little more than the wipe of 
= a cloth! Available with surface 
& accuracy of 0.0001” or 0.00005”. 
Write for full details. Brown & Sharpe 
Mfg. Co., Providence, R.|. 












Toolmakers’ flats, pats, 
straight e angie a 


plates are also avail. 
the same high-quality, ag 
top-accuracy biatk granite, 


‘ WE URGE 





INDUSTRIAL DISTRIBUTION # MARCH, 1957 301 








reasons why 


you pocket 
more profits with 





BUFFALO'S 


complete line of | 


QUALITY 
EXTINGUISHERS 





















SELECTIVE PROTECTED 
DISTRIBUTION | _& TERRITORY 


NO CHAIN QUALITY, NATION- 
STORE ALLY ADVERTISED 
_ COMPETITION PRODUCTS 


{ 
! 
| 
I 
Sootlionatiienstienatitentiiendiadtiniiattieedied on de an ee ee ee ee ee ee ee _—— 
! 
! 
| 
{ 
I 
! 


& NO DIRECT SALES A COMPLETE LINE OF 
.. ALL SALES FIRE EXTINGUISHERS, 
GO THROUGH BRASS GOODS AND HOSE 
DISTRIBUTOR FOR EVERY FIRE HAZARD! 







Yes sir, when you sell Buffalo's Underwriters’ Laboratories and 
Factory Mutual opproved line, you can provide your customers 
with dependable protection against every fire hazard! And 
you make more profits too, becouse Buffalo's complete line of 
quality fire protection equipment plus their outstanding Selec- 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 





complete information! 


BUFFALO FIRE APPLIANCE CORPORATION 
D eee T oO N ais Oo Hu se 
esvTasisrsnee t+ 898 






BUFFALO 
etter-butl 





the right extinguisher for every 
hazard . 
Ss of brass ym the ~~) yl 
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MANAGER W illia NicKibben keep 


vith 1 1 off bs Siickdenes 


Hlope Rubber ¢ ranch in Wa 





Rockwell Mfg. Unit Selects 


Two Area Sales Managers 


New managers have been ap 
pointed for the Denver and Atlanta 
districts by Rockwell Mfg. Co.'s 


meter and valve division 


lhe Denver branch has been ex 
panded to a district ofhce and 
Orville Cochran, former branch 
head, has been made district man 


wer. Ilerbert Parker has been pro 
moted from sales engineer in the 


\tlanta district to manager 


Interstate Drop Forge 
Elects New President 


Charles W. Stone has been 
clected president of Interstate Drop 
l’orge Co. succeeding his father, the 
late Charles kK. Stone 

I'he new president joined the firm 
is an estimating engineer; he worked 
is a Sales engineer, became secretar\ 
in 1946, vice president in 1949 and 


executive vice president in 1954 


Appoints Director 


Louis B. Stoner, president of The 
Jacobs Mfg. Co. has been made a 
director of Chicago Pneumatic Tool 
Co. Chicago Pneumatic acquired 


Jacobs Mfg. in 1953 
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Ya 
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' WIRECO 
ADVICE 


like WIRECO and 4rown Shand 






1%. 





lat 
Ef) 





" 
xo, Sea ee : ; 
a =" 
Ae A SEN ee PON rt 


always on the job... 


Your local Wireco Field Representative will make spe- Exclusive Wireco 
cific recommendations for economical and efficient rope “Safety Engineering” . 
service for any application you may need. saves you men and SAFETY 


houses, located strategically in 24 key cities across the . 
country, are staffed by wire rope experts whose job it is operation. 
to serve you—no matter how decentralized the opera- 
tion—with counselling that reflects years of experience 
in the field. 


HOW YOU NEED IT. Just as the Wireco Ware- 
house in your neighborhood is there to save you money 
in custom-cut inventories, so is your Wireco Field Re- 
presentative prepared to devote his experience and judg- 
ment in saving you money in both time and materials. 


WHEN YOU NEED IT. your Wireco Field Repre- 
sentative and the staff of Wire Rope Corporation engi- 
neers and technicians that back him up, are as close as 
your telephone. Your problems are their business! Next 
time you hit a snag that requires competent wire rope 
advice ... call! 





WHERE YOU NEED IT. Wireco District Ware- conan [ENGINEERED) 


Sa 3 
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THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catawissa Union (hot forged from solid 
steel bars) with several extra value features that 
are exclusive here at the UNION SPECIALISTS! 
All Catawissa Unions are designed to give a 3-to-] 
SAFETY FACTOR 3,000-Ib. service unions are 
tested to 9,000-lbs., 6,000-Ib. service unions 
tested to 18,000-Ibs., etc 

Exclusive Ball-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
after machining, guvarantees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, 


oil, gas, chemicals, hot oils, gases or steam) 


WRITE FOR CATALOG 11 


INDUSTRIAL DISTRIBUTION 





Permacel Tape Establishes 
Electrical Product Unit 


, , 
il product ales divi 


has been established by Perm 
el ‘Tape Corp. and is headed by 
Norman Hickok, formerly director 
yf sales engineering 
Schuler has been named 
division sales manager fot 
the new division with headquarter 
n New Brunswick, N. J. Charles 
Keiter has been made western divi 
on sales manager with Chicago 
headquarters 
Others appointed to the new divi 
ion are: Dr. Stephen Karwan, prod 
manager for electrical tapes; 
James Hiers, product manager fot 


sulating materials; and Burl Keys, 


Herman Krone and Ray Rogers, new 


ct speci ilists 





GROUND HUGGERS 


New 1957 automobile models will be 
even lower than low-slung. A new 
chassis and suspension system will 
drop the height of the 1957 Cadillac 
by four inches; because of a 14-inch 
wheel, the Nash, Hudson and Ram 
bler will be down two inches; Chry 
slers will be down three inches, re 
ports Product Engineering, McGraw 
Hill publication 











1957 




















MORE ‘PULL’. . . MORE PROFIT 
with G & K Industrial Leathers 


and for the more 


only leather can do the job 
critical of these. G & K. and only G & K gives pe ak 
consistently 


Profits, in volume are yours with Graton & 
Knight's revitalized industrial leather line. Spear- 
headed by the “pulling power” of G & K’s pliable, 


performance and long life 
Your customer knows this. We’re reminding him 


strong, stretch-resistant transmission belting, the 
by an advertising of your continued interest and 


line ine ludes a variety of top-grade packings and 
service nare his enthusiasm by ret ommending 


miscellaneous leather goods. 
dependable G & k leather produc ts 


For a host of industrial applications, leather and 


my GRATON & KNIGHT 


KNIGHT J 


WORCESTER, MASSACHUSETTS 
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£53 When your 
{icp customer 


kas a press, reach 
for the 


DAKE 


Catalog and sell him A, 
exactly \ — 
the press ie the job. 
7-7) If he needs 
fioreti special 
“Ssdake engineers 
will cooperate to design 
and build it. 

Dake offers the 
most complete line 
=> (| to 300 tons) 
of shop presses 
for forcing, [—¥ 
bending, 
straightening : 
and other 
pressing < 
jobs. 
Sell Dake 
and you sell ~ Yo | 
customer =< 
satisfaction! 
DAKE CORPORATION 


631 Monroe St. 
Grand Haven, Mich. 

















USE CUSTOMERS’ too! 
i 1 Fo Sila ] 
kK | 








Buffalo Distributor 

Reports Record Sales 
Paul W.. Eva 

NicCarthy & Roget 

that sales ror 1956 Ca 

high of SS.500.000 


Ihe 


1956 sales volume t 
195] high h\ s / UN 


previous 
ind ex ceded 1955 


New Director 


William ¢ Baird ( 
Buffalo Pip & Foundry Con 
been elected a director of Beal 
Carthy & Rogers 

| Leaves Firm 

Clifford I Billin ct 
from the sales staff of Beals N 
Carthy & ~aon In Buft 

, after 34 vears with th 





ROBOT MAIL HANDLING 


Mail handling may become mech 
anized, according to Product Engineer 
ing, McGraw-Hill publication. Infor 
mation on a letter would be trans 
ferred to a machine, where a memory 
device would know to what part of 
the country the letter should go 











30¢ 
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____ | @ & SELLS FOR ONLY $49.85— 


7 


: NEW! 
“LONG REACH’ 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 





DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 

w& IT FILLS A LONG STANDING NEED 
(1¥%2 TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 

% COUNTLESS JOB APPLICATIONS 

% GOOD REPEAT SALES—CUSTCMERS 
ARE COMING BACK FOR MORE 

%& RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 

YET OFFERS 

e HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-Ail MODELS FROM %4 TON 
TO 2 TONS ARE AVAILABLE TO MAKE 

@ A COMPLETE LINE OF PORTABLE WINCH 

@ HOISTS 

@ Special corrosion resistant, 
ed LUG-ALls available in 
Because LUG-ALL Is The Best, It Is The Most 

® Imitated Winch Hoist On The Market 

@ CAR DOOR PULLERS THAT OPEN DOORS 

e IN A JIFFY ROUND OUT THE LINE 

® WRITE TODAY FOR MORE INFORMATION 


> THE LUG-ALL COMPANY 


® HAVERFORD 11, PENNA. ® 
@®eeeoeeoeeee7nee#eee7eneee)? 


salt spray test- 
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BULLDOG WIRE ROPE CLIPS 


Lamson Bulldog Wire Rope Clips have 
been providing “holding power” on the 
toughest lifting jobs for over 50 years 


The secret of their non-slip grip is in the 
construction of the saddle the wire 
rope lays smoothly in tailor made grooves 
that grip in the center and don’t cut or 
bite at the edges 


There are 25 pieces per package and 
Pp ig Qq 


& 

o the entire assembly is plated to withstand 

HO a 40 hr. salt spray test. The Lamson Wire 

Rope Clip comes in a wide range of sizes 

(6" to 1'2” clips) . . one for most every 

holding job 

-ON GREATER PROFITS! 
a 


HIGH-STRENGTH 
STRUCTURAL STEEL BOLTS 


Lamson High-Strength Bolts are the 
answer to today’s need for constructior 























speed and economy as well as tomorrow 
requirements for strength and safety 


Once properly installed, High-Strength 
Bolts CANNOT be matched for strength or 


low inspection and maintenance costs 


Compared to old-fashioned riveting 
High-Strength Bolts are stronger stati 
cally, higher in fatigue resistance and 
have far greater shear strength. 
Write for the COMPLETE High-Strength 
Bolt story. This 8-page brochure is 
yours for the asking without obligation 





YOU GET MORE WHEN YOU BUY FROM 


~~ S 
SS 


Wir 





1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM «+ CHICAGO 
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‘FZ ommander 
_MULTI-ANGLE SALES TIP 


= DRILL UNIT a 
Pee Zucgualled 


FOR VERSATILITY, SIMPLICITY, ECONOMY 


rMULTI- 
Melvin L. Weinberg 


Putnam Tool Appoints 
Weinberg Vice President 


FEATURES THAT HELP YOU SELL: 

e Compact—only 1 15/16” wide x 10 3/4” long | 

aay @ Drills on close centers mice | 
e Hydraulic spindle actuation—up to 4” stroke 


e Adapts to many power sources—flexible 
shaft, air or electric motors 


@ Only $125.00 complete 


Write for Ce nder's Full Line Catalog describing 7 other 


CABITAL 


INDUSTRIAL 


BRUSHES and BROOMS tiie 


Six Representatives 


Best for All Industrial Needs 


epresentatives have been 
d by A Chalmet 


ID 


always interested in equipment that give 
>r the money. This in turn makes your selling profit 
Your markets are in ty Cy 
| RK. Beacon ind Charles 
—— " — Dando s have been ippointed to t 
Working Packing a 
ind Power Plants ntown, Pa TICK Charles 


@ Paper and Tex uller | een assigned to Chi 
tile Mills @ Mines p ; ; 

1 icning to the Cin 
@ Dairies @ Hotels , C A. 0 C 

nn ranch, Merl Smith to Port 


@ Schools @ Ga 
rages @ Railroads land re.. al dwin Young to 
@ Airports ®@ 
Warehouses @ Pub 
lic Buildings @ etc 


@ We rge sers f 


buy they their lece Adds Denver Warehouse 


Warchouse facilities have bee 
INDIANAPOLIS behoernys Boston i Hose & 


BRUSH AND BROOM MANUFACTURING Co. Rubber Co. at 1925 Blake St., Den 


CORNER BRUSH and BROOM STS Est. 1890 INDIANAPOLIS 7, IND J. HI. Steffensen, district man 
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shatterproof... 


LENOX 4 


LENOX HACKMASTER. 
a Se ee 


You can’t shatter these rugged safety blades! Sharp 
twists and kinks are absorbed by the tough backs — 
even the inexperienced are assured 100% safe 

hack sawing. 


Flame-hardened teeth cut through the toughest 
materials with ease and accuracy. Hackmaster high 
speed steel blades outlast several ordinary blades — 
equal cutting qualities of all-hard blades. 





Specified by safety departments throughout the world, 
LENOX blades meet the wide range of cutting 
requirements in tool rooms as well as for 
maintenance and installation work. Call or write 
today for full information. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS + U.S.A. 








GRINDER 


full 1/8” to | 1/4” range 








MANAGEMENT'S 


i | 





, MODEL 
All adjustments calibrated right on DG3 
tool. Grinds to Recommended Speci- 
fications for Heal Clearance, Chisel Write For 
and Cutting Lip Angles. Complete Airborne Accessories 
Information Opens West Coast Branch 
\ branch oth to serve the west 
LISLE Corporation 807 Main Street * Clarinda, lowa ist area has been pened by Ail 
\ ries Corp. at $4024 
| Blvd., Los Angele 
( ge Ilasencamp, former west 
" eprescnitat ec, 1S ecting th 
thee and Haig || l vas been 


Russeil Associates, In has been 

LOOSENS rusted bolts aaika Radicons ddisaseniian 
nuts, screws, “frozen” parts! sales agency in the midwest 
f +] SSISSIDD Rive: to 

\ powerful blend of quick-acting of the Mi ippi River, 1 
Wisconsin, Illinois, Michi 


solvents. Frees parts frozen by rust 
in, Indiana, Ohio, Kentucky and 


corrosion, scale, paint, varnish, car - ‘ 
t tey r¢ + 
! vestern parts of es irginia 


bon or gum. Safe for all metals 





OVERCOATS FOR JETS 


Jet fighters are wearing plastic 
“overcoats” during manufacture to 
protect their skins from scratches 





Gasket G Joint SEALING COMPOUNDS 


Heat-proof, vibration-proof, non-solvent. Will 


mars and abrasions at a West Coast 
aircraft plant, American Machinist, 







not shrink, crack or crumble meets every McGraw-Hill publication reports. The 
gasketing and sealing requirement Prevents sprayed-on acrylic resin stays on 
rust, corrosion and seizure of joints throughout fabrication, is then sprayed 






Gasxer & yoin’ 


oe Staung comPou™ with remover and peels off easily the 


For Profit .. . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 






next day 











In Conoda: Radiotor Speciality Co., Ltd, Toronto 
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BUILD UP SALES WITH THE 


NEW puume 


BALL PEIN MACHINISTS’ HAMMER 
with 


flom-Breakalole 


FIBER-GLASS 


nlanalli@ 


c than Cte 
“with the Hien fot 









Improved functionally 
designed head for use 
in tight spots—and 
added striking power 


Shock-resistant han 
die can’t rust, rot or 
orrode. Guaranteed 
non-breakablein nor 
mal use 


This longer, lighter hammer is perfectly bal- 
anced for ease and speed. It’s the safest ball 
pein hammer made — and the strongest. The 
head stays tight. The handle won't break, bend 
or collapse from overstriking. You can get 


these ball pein hammers in the 5 leading head Slip-proof 

weights. FM16, 16 oz., FM20, 20 oz., FM24, NEOPRENE 
£ , VER 

24 oz., FM32, 32 oz. and FM40, 40 oz. ——" 










Heads and handles are 
permanently joined 
with Permabond”, a 
chemical weld. Handles 
can't loosen in normal 
usé 4 


PLUMB FB-24 
BRICK HAMMER 
One of the 28 new improved 
handtools, with non-break 
able handles, in the new 
Plumb line 













PLUMB 


HAMMERS + HATCHETS * AXES « FILES 





FAYETTE R. PLUMB, INC., 
PHILADELPHIA 37, PA. 
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GOING? 
DARNELL 


. the name you 
AMERICAN SUPPLY can depend on 
& MACHINERY 
MFRS. ASSN. 
CONVENTION 





for all 


ae” Casters E& Wheels 


aa 
YD 


San Francisco 
June 18-20 | 





s 
“ 
“ 
om 


\ 


ROBERT L. MUELLER 


\lt 








James F. Scott Gets 
Fort Worth Steel Post 


on | nited Best way to travel— 





agent. When vou go tack by heat and water 


fast and comfortable. Best Jam I. Scott ha ( | 
Way to arris relaxed and \\ th Stec & Nilach ( 
ready. Best wavy to return | , il sale rr escntat \I 
leave later. have more time Scott. wh be at 
(and fun) at the convention. | gq — . | 
\ | ! ) 
United links SO cities coast to | ; 
| It \ ( 
coast offers schedules 
round the clock and fares that | — : an RUBBER TREADS . @ wide choice of 
enk’ oni tin bade ing hay been n F. H treads suited to all types of floors, includ- 
\ppersol =" ing Darnelloprene oil, water and chemical- 
including an economical pperson ld P 
: | resistan? treads, 
half-fare family plan United | wer of the 1 t Len 
believes husbands like to Oklahoma territor be j RUST-PROOFED . « by zine plating, 
take their wives alone to to th t Tex Darnell Casters give longer, care-free life 
| s CC l ( ! 
conventions ko iformatio | : 7 ‘ ; 

7 nani oi ‘ited | LHuisiana area. 1 Rails LUBRICATION . . . all swivel and wheel 
and reservations. call l nites | Ven Ihe idquarte bearings are factory packed with a high 
or an authorized travel | i'd Col v Lee quality grease that “stands up" under at- 

4 OIC C4 ) l ) l 
' 
| 


STRING GUARDS. . . Even though string 


FLY UNITED mee | SESE 
DARNELL 

















‘ 
> CASTERS AND WHEELS ~<a 
Always 

| x “EE 

| SWWEL. 

| a”, am 

| and ROLE 

DARNELL CORPORATION, LTD. 
DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET CHICAGO 6, ILUINOIS 
s James F. Scott 
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west ‘Texas and south New Mexico 


district. Ile had been covering th 
east ‘Texas-north Lou ina area and 
is now at Odessa, ‘Tex., he idquarte 

\ J O' Donne has been ip 
pointed sales manager of the north 


] 
central ‘Texas district. He formerly 
upervised customer service opera 
tions at the sales department head 


qu irters 
Shifts Smith 


Russell H. Smith has been mad 


] 


upervisor of the customer-service 
section oft Fort Worth Steel's sales 
department he idquarters. ‘The past 


hve vears he had been sales manager 


it Chicago 





Lunkenheimer Holds 
alee — Puzzled about a complete, dependable source for 
Sales Conference 


e | 
) 
Reducing maintenance costs was Welding Equipment and Supplies? 
+ 


the theme of recent 95th anniver 

olga held by Lun Put the puzzle’s pieces together and you'll agree that 
New products were featured at MARQUETTE offers the quality welding equipment and 

the three-day mecting attended by accessory line to meet your customers’ every welding need. 

executives and all the firm’s sales 


representatives. John W. Brown. 


2 MARQUETTE 


Governor of Oh oO, spoke to the 
1 You can sell a modern “Jet” line 
sroup. complete line of AC I a 
and DC arc welders ome ~ a r "tip 
. ore eS ane , 
Celebrates 40 Years to serve any job re provides accurate 


quirement Intro 
duce the new, 1957 
MARQUETTE Ar 


Welder line in your 


control and long 
service Heating 


Ernest W. West has been cited 


by Lunkenheimer for 40 vears of 


soldering. cutting 





regulating and sa‘ 
cessory equipment 


territory 


service. He is presently office man a8 


iger of the firm’s Boston branch 
4 MARQUETTE ad 


justable, fibre-glass 
welding helmets 
also, shields, gog 
gles and lenses 


3 Full line of ele« 

trodes and gas rods 
for mild steel, high 
tensile, hard surfac 

ing, cast Iron, spe 
cial alloys and 
bronze welding 





5 MARQUETTE weld 
ing gloves, cleaning 
tools, clamps and 





‘ ables 


IMPORTANT TO YOU, MARQUETTE WELDING EQUIPMENT 
AND SUPPLIES ARE SOLD 100% THROUGH DISTRIBUTORS. 


Nationwide sales and technical service and warehouses. 
Phone or write us about a MARQUETTE Distributorship. 





When It Comes to Welding Come to 


UETTE 





BROCHURE illustrating new line of 


urface grind I ken on ) r—) 

Harry Lee ¢ n hicago, is checkec IY - fe 

H tes 5 I nt tr, partn “ Bs perer ses 

Looking on are George ittusch 

left manufa t de agent. a I = MARQUETTE MANUFACTURING co., INC. 


\. Hopf, sales manager, Covel Mfg. Co Dept. 7-315 307 East Hennepin Ave. * Minneapolis, Minnesota 
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s 
Kx 5250x% HP 
lorane 2 RPM - 


GOOD SELLING is mutual understanding, and here 
Warner's District Manager Jim Braas practicing just that 
The Warner policy is to take the distributor and his men cor 
pletely into ‘‘the family to preview sales plans, trade idea 


and particularly to get his realistic local’’ viewpoint 





| | Jor tall be ahi me 5 Caps 
| a iiaickiiihiane — mate 
Piso... ) x | iat 


| 





| 2 
eo 4 ee ae 


GOOD SELLING is dominating national advertising built on 
convincing sales ideas. This distinctive color spread is typica 
of Warner's aggressive program in FACTORY, aimed dead 





center at the distributor's best prospects, and offering solic CG 


benefits in profit-making controls 4 
m 


keting 
care i 
the W 
FACT 

advert 


FACTORY: 


MANAGEMENT AND MAINTENANCE 330 












U08 MARKET Facts ave as 
mame 


(Om YOUR was ce 





Orne 





GOOD SELLING sound planning and effective sales tool: 
Here, the core of the Warner distributor operation the “Extra 
Capacity Selling Kit a warehouse of sales stimulators, direct ma 
material, helpful catalogs and literature, displays, demonstrators, sales 


training aids, market fact 





built on 
5 typica 
d dead 


1g sO 





GOOD SELLING 


media, or as R. F dgar, Warner's Mar 


strong advertising 
keting Manager puts it We take extreme 
care in selecting the magazines that will get 
the Warner story into the field, That's why 
FACTORY is always a must on our national 
advertising media list 


— 


B® 4 McGRAW-HILL PUBLICATION, 


330 West 42nd Street, NEW YORK 36, N.Y. 











f FA TORY t nake 

he Dack f 

14 ‘ } ; on the 
UE the manage 
gineers with operating re 
tion, pliant engineering 
direction of people To 


easier, be sure yc asK 


gq regularly i FACTORY 
























SHOVELS 
SPADES 


ALL 
OTHERS 


Moly steel of proven analysis, heat 
treated to secure maximum hard- 
ness and toughness—Proper blade 
design—Highest grade handles— 
These quality features combine to 
make Moly shovels out wear and 
out last all others. 


THE WOOD SHOVEL 
& TOOL COMPANY 
Piqua, Ohio 


— 
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Samuel N. Pritchard 


Pritchard Directs Sales 
Of Henry Disston Division 


Samuel N. Pritchard ha ed 
the Henrv Disston Division, H. kK 
Porter Co., Inc., Pittsburgh, a 

| sales manager 

Hle will supervise the ha 

ind export departm 

iles activities. M_r. Pritchard 
formerly a branch manager for | 
ternational Business Machi 


David Piggott Elected 
J. T. Wing President 


David Piggott has been elect 
president of J. T. Wing & Co., De 
troit, succeeding his father, Gran 
P tt, who has been mac hai 
man of the board. Mr. G 
had been president since 1934 

Albert Piggott has been advanced 
from secretary to vice president and 


manager. H. A. Wentworth is trea 


urer 


ivvO 
oie 


The new president had been \ 


president before taking over a 
of the firm 


Sets Up New Division 


} 


A new division to marke } 
trial products has been established 
by The Tait Mfg. Co., formerly Day 
ton Pump Co. I[t will be called 
l'aitco and a separate field sales or 
ganization will handle the uni 


products 





DISTRIBUTORS 


can’t sell 
CUSTOMERS 


can’t buy 


BETTER FILES 


than 


pri!GATo, 


BRAND 
FILES 


SWISS PATTERN 


That's been true 
for 50 years and 
it's true today. 

» We help Distrib- 
'| utors make money 
by selling SOLELY 
through them, and 
giving them the 
SERVICE and qual- 


ity files they need. 





Z We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- 
ity we put into these 
fine files. 





The line is com- 
plete. ill sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
erns, to the most 
exacting standards. 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON 
NEWTON 











CC 





quality proved 


POWELL VALVES 





FIG. 150—Bronze Globe Valve for FIG. 2608—Bronze “WS” Full Flow Cm ; a> 
‘ aaa os . 

150 Pounds W.S.P. Inside screw Globe Valve for 200 Pounds W.S.P 
rising stem, union bonnet, renewable Union bonnet, renewable hardened 
composition dist stainless steel seat and di: 

FIG. 500—Bronze Gate Valve for FIG. 375—Bronze Gate Valve for 

125 Pounds W.S.P. Inside screw 200 Pounds W.S.P. Inside screw 

rising stem, screwed-in bonnet rising stem, union bonnet 

‘ > 7 } aJ 





for dependable flow control 


Consult your Powell Valve distributor for full facts about quality proved bronze, iron, steel and 


corrosion-resistant valves. For every flow control problem—there is a Powell Valve to solve it. 


THE WM. POWELL COMPANY, CINCINNAT! 22, OHIO... T1ith YEAR 
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why does JOHNSON 
outsell the rest? 


Because your industrial prospects know the Johnson 
line. They rely on its consistent quality — 
proved dependable in over 55 years of operation. 
They know they get the most efficient, economical 
performance from Johnson Gas Burning Equipment. 
They know they get advantages from Johnson 
equipment that no other line can give them. 


No. 120 Hi-Speed 
Furnace Ronge — 1300° F 
to 2400° F. Reaches 1500° in 


five minutes. 















No. 142 

Heat Treatin No. 706 

Furnace . Annealing Furnace 

Range — 1300° F to Range — 400° F to 1800° F 

2350° F. Heats fast a tempers, anneals 
steels 


to save time and gas 















No. 101 
Bench Furnace 


The most powerful bench 
furnace for its size made. 


No. 118 
Combination Bench 
Furnace 

Ideal for all around shop use 







For information on Johnson's complete line 
of quality Gas Burning Equipment write 
today for the new Johnson Catalog 





No. 60 BCD 
Concentric 
Ring Burner 
With Johnson Venturi Mixer 
and Tube with Heavy Valve 
Three burner with separate 
controls 





If it burns gas () 


look to Johnson . . since 1901 


JOHNSON GAS APPLIANCE C0. 588 E Avenue NW, Cedar Rapids, lowa 
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Sheldon H. Ingram 


New Fairbanks Manager 
Directs Pittsburgh Branch 


Sheldon H. Ingram has been 
ide Pittsburgh branch manager by 
Ihe Fairbanks Co. He will super 
ile vestern Pennsylvania, 
Ohio. West Virginia and northern 
K itu k 
With the firm since 1946, he cov 
| the southwestern Pennsvlvamia 
ind northern West Virginia terri 
| i i Mal 
Worthington Reassigns 
Matullo and Hammond 
J. R. Matullo has been made dis 
manager of Worthington 
Corp. s new Newark district office 
dk. Weston Hammond has been 
yromoted from assistant manager of 
the Los Angcles office to district 
ead 
\Ir. Matullo had been manager 





J. R. Matullo 











f the New I< ( mich Omice § 

ist Septembx 1 hic ( Newark 
mce replace tin New Jors« 
branch of the New York district 
fee and wi rve Essex, Hludson, 
Bergen Passa Morris, Sussex, 
Warren, Ilunterdon, Somerset, Mid 


llesex, Nlonmouth and | 
- IX hmond, Rock 


md and Orang ounties in New 


mon coun 


York 

\Ir. Tlammond succeeds J. ¢ 
\lurphy im his new post. Mr. Mut 
hv who has be ippointed specia 
cpr entative had headed the Los 
\ngeles office since 1930. Before 
Mis appomtment as assistant man 
wer of the Lo Angeles district off 

1951, Mr. Hammond had bee 
istributor supervisor of the air con 
litioning and refrigeration division 





E. Weston Hammond 





Heads Market Analysis 
Jim Wilkinson has joined Ducom 
mun Metals & Supply Co., An 


of market analysis 


Los 
geles, as manager 


Ile has held market research posts 





with Kaiser Aluminum, Beckman 
Instruments, Soule Steel and Co 
lumbia-Geneva Steel 
PASTEL TIRES 
Colored tires for the family car 


might be on the market soon, accord- 
ing to Chemical Week, McGraw-Hill 
publication. One company already has 


made experimental tires of varied 


hues 











BIG NEWS ABOUT 





DROP LIGHT 
REELS 


Perfect portable industrial light- 
ing—ideal for warehouses, load- 
ing docks, construction jobs and 
dozens of other uses! Available 
in 20’, 30° and 40° cord lengths. 


? 
A 
) 
puke 


% 


ELECTRIC 
BALANCE 
REEL 


for 


POWER 
TOOLS 


Eliminates costly 
“waste motion” on 
production lines! 
Completely elec- 
trical—does away 
with separate bal- 
ance wire cables. 





as 


17th & Indiana Ave. 
Philadelphia 32, Pa. 
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Here's your opportunity for 
the same high unit profits and 
easy sales that have made the 
Cordomatic line popular with 
automotive jobbers for years. 
Now, Cordomatic has developed 
a new line of products which is a 
“natural” for the industrial and 
electrical fields...and they're 
being pre-sold to all of your 
customers in the trade books they 
read most. The products are uni- 
formly high in quality ... fully UL 
approved... yet, in keeping with 
Cordomatic's policies, are priced 
to sell! 


Warehouse stock available in all 
principal cities in U.S. and Canada 
Write today for free illustrated 
brochure and price sheets. 


I 

CORDOMATIC DEPT. “W' | 
17th & Indiana Ave. | 
Philadelphia 32, Pa. 
- | 
ome 
Address | 
| 

City Zone State | 
a | 











WORLD'S FIRST 
TRANSISTORIZED CONSTRUCTION WARNING LIGHTS 


Now ...a safer, more reliable flasher you can offer to many 
markets! Construction companies, city and state highway depart- 
ments, utilities, police, and fire departments . . . these are but a 
few of the potential users. 

SHOCKPROOF! Transistor 
circuit unaffected by impact, 
weather or rough usage. 













BRIGHTER! Specially- 
designed lenses provide greater 
visibility. Flash dwell time is 
longer; rate is 60-70 times per 
minute. 


LOWER cosTs! 
Costs 15% to 25% less 
to buy, much less to 
operate and maintain 


double-face for 
barricades 





EASY 

MAINTENANCE! 
Uses marine bulb and 
standard batteries, 
available anywhere. 
Battery change takes 
only 20 seconds. Noth- 
ing to fail or get oul 
of order. 


LONG LIFE! Battery 
life in cone models: at 
least 400 hours; in bar- 
ricade models: at least 


1500 hours. 


Available in four 
models: Barricade or 
traffic cone styles with 
either double-face or 
360° lens. Send for 
Free Literature and 
360° for Prices. R. E. DIETZ 


traffic cones 


Go LGD) cnt you go Sefely 


[DALE QOPI A ETT SEL 2 ae 


double-face for 
traffic cones 
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$5,000,000 SPS Plant 
Going Up On West Coast 
l’oundation work has been started 
on a $5,000,000 plant by Standard 
Pressed Steel Co. in Santa Ana, 
Calif. ‘The 420 by 600 ft. building 


expected to be ready by early 


1958 
Il. ‘Thomas Hallowell, president 
said the firm will spend more than 


$7,000,000 on new plant and equip 


nt 1957 








jc JINS KRYLON: Brenton : Morse 
has been appointed vice president and 

asurer of Krylon, In He was foi 
merly controller and assistant treasurer 


of Botany Mills and Gera Mills 





—— 


> 


Kutectic Welding 
Promotes Richardson 
Leon DPD. Richardson of Eutecti 


Welding Alloy 


} ) 
vanced from Sal 


Corp. has been ad 
manager for the 
eastern states to assistant general 
sales manage! 
With the firm 11] vears, he will 
work with Fred FI. Roehl, vice 
national sales man 


company's dis 


president and 
ager, directing thi 


] 
trict cngincers and field supervisors 


Two New Directors 


red Fk. Roehl! 


national sales manager 


ice president and 
ind Joseph 
| QOuaas, vice in charge 
of manufacturing and production, 
have been elected to the board of 
Welding Al 


directors at Eutecti 


lov _ 
Adds Phoenix Warehouse 


\ warehouse-service center has 
been established by Eutectic Weld 
ing Allovs at 1404-1414 S. Seventh 
St., Phoenix. John Maftfeo has been 


named to head the operation 


Diehl Mfg. Names Agent 
Thomas R. Donnelly of Pitts 
burgh has been appointed _ sales 
went for Dichl N\ifg. Co. in the 
western Pennsvlvania-W heeling, W 


Va., area 











NEW JOB: William H. Wing has 
joined Utica Materials Handling Co., 
Utica, N. Y., as a sales engineer. He 
has been with Cherry-Burrell Corp. the 
last 11 vears 


ete, | 







is your best 
stockroom y 


By always having Arro 7 
Anchoring and Drilling Devices -. 
on hand, your nearest industrial 


supplier, wholesale hardware, or. 
electrical supply house can enable 
you to keep production up, while 
keeping your inventory costs down. 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


2 OM = @\ 


SPIRAL-DRIVE NAIL ANCHOR MACHINE SCREW ANCHOR 


— - = | ARKO, 
A a j ER E | 


—— 
7 


TIP 


4 
(iam ey eet |: "s : / > SPRING-TYPE 
—n ty w TOGGLE BOLT 
Ts#® BOLT ANCHOR 
5 TUMBLEHEAL 
T LE BOLT 


—— <a! 


a es 
7 


ST em 
ARROFLUTE CARBIDE MASONRY DRILI 
02 ee aininiais isa | =_- - 


COR FaeeFe SS Sree re ie) FOUR-POINT HAND STAR DRILL 


MAL-LEAD BOLT ANCHOR 


REW EXPANSION SHIE . 
es —) 
TWIST DRILL POINT 


“Iie 
‘ é 
meee 


“« 
ke 
— . ’ al —— _ 


T DRILL POINT 
A E EXPANSION SHIELL 


i be. 
6 Filipe 
— EXPANSION SHIELL 
& Ly asst om fh 
. 
DOUBLE EXPANSION SHIELI 


DISTRIBUTORS: 


Tuis Advertisement Appears in Leading Publications 


Directed to Your Customers 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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Electric 
Tools 





W. L. Smith 


soa. 
ot 
POS, 
o. x 

et hie 
Bes 
a» os ae * ‘ a SS 


duty belt sander 


It’s new! It’s heavy duty! It’s Stanley! 

And the H31 does more — 
Because it sands faster than other belt sanders 
Because the ball bearing motor runs cool and stays cool J. M. Abbott 
Because the drive belt delivers full power to the sanding belt 
Because it doesn't need constant lubrication 
Because it is heavy duty and has a long working life 
Because it has a low noise level in use 

the H31 costs less — 


less than any comparable heavy duty belt sander sold today 





National Advertising 


Your customers will see Stanley Sander 
advertising in February, March and Apri 
issues of the Saturday Evening Post 
Popular Mechanics Pop tlar Science 
Mechanix Illustrated, Factory, Mill & 
Factory, Industrial Equipment News 
New Equipment Digest and Carpent 





H331 Belt Sander Kit — $96.95 
Sell this new Stanley Sander alone or in new sander kit. H 331 Kit 





$96.95 — complete with accessories in metal carrying case. For full 
details write Stanley Electric Tools. Division of The Stanley Works, 483 
Myrtle St.. New Britain, Conn. H. D. Seigler 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY : 
New Owners Expand 


Epperson & Co. Market 





K;pperson & Co., ‘Tampa, Fila., 

20,000 quality products of The Stanley W inal ont eatin tribution firm which was put 

rdware + doo: controls « alumirum windows « metal narts + coatings - chased from G. F. Epperson, Jr., 
| 24 Stanley plonts in the United States, Canada, England and Germany recently has expanded its inventory 
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ind market and increased its sal 
taff under the new 

W.L. Smith is pre 
charge purchasing, | 


ind 1] 


charge 


hanagcmicnt 
ident 
MI. Abbott 
1D. Seigles 
of 
were formerly with 


Co. s llonda 


ot 
is vice-president 
Is vice president sales 
\ll three officers 
Cameron & Barkles 
branches 


Ihe sales staff includes Vic Scott, 


Bill Leavell, G. Hl. Lukens and 
Clyde S. Johnson. ‘The firm is op 
crating at the same quarters, 130 So 
Franklin St 
Ramset Fasteners Names 
Regional Sales Heads 

Clarke ‘T’vron, sales manager of 
Ramset lasteners, Inc., division of 
Olin Mathieson Chemical Corp 
reported that four regional sales 


manager posts had been created 


Krom Philadelphia headquarters, 


Dale Champlin will head sales on 


the eastern seaboard. R. W. Mullis 
will direct southern sales out. of 
Charlotte, N. C., headquarters. K. E. 
Van Scov, who is located in Kansas 
City, will handle middle west sales 
Samuel Winters, operating from 
San Francisco, will be responsible 
for western sales 


Elected Director 


Fred C. Foy, president, Koppers 
Co., Inc., has been elected to the 
board of directors of I]. K. Porter 
Co., Inc., Pittsburgh. 





SATURDAY SHIRTS 


Hours worked beyond the standard 
40 usually breed a camaraderie among 
those who share them In a Lawrence, 
Mass., takes the form of 
“Saturday shirts”, notes Factory Man- 
agement and Maintenance, McGraw- 
Hill publication. Workmen, supervisors 
and engineers are sartorically correct 
during the week, but on Saturday they 


shop it 


break out in sport shirts of exotic pat- 
tern and violent hue 


ind has 














Heavy duty orbital sander 


does more. .. costs less 


It’s new! It’s heavy duty! It’s Stanley! 
And the H36 does more — 


Because it sands faster than other orbital sanders 
Because the ball bearing motor runs cool and stays coo 
Because the pad is wide and absolutely flat 

Because full power is delivered to the pad 

Because it is perfect for flush sanding 


the H36 costs less — 


less than any comparable heavy duty orbital sander sold today 


National Advertising 
Stanley San 
March and 


Evening P< 


Your customers will see 
advertising in February 

issues of the Saturday 
Popular Mechanics 
Mechanix Illustrated 
Factory 
New Equipment 


Factory Mill 





Digest and ¢ 


H336 Orbital Sander Kit — $58.95 
Sell this new Stanley Sander 
$58.95 complete with accessories in metal 
details write Stanley Electric Tools, Division of 
Myrtle St.. New Britain, Conn. 


sander kit. H 336 Kit 
carrying case. kor 
The Stanley Work 4 


alone or in new 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLE 


Apri 


st 


Popular Sciencs 


& 


Industrial Equipment New 
arpenter 


full 


a 


v 
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100-Ton Hydraulic 
Mode! 100B12 


Ratchet Lowering 
Model 2215SB 


Ball Bearing Journal 
Model 2510 


Hydraulic "Two Speed" 
Model 25B22 


Hydraulic “Hi-Speed” 
Model 8-9A 





JACKS for All Trades 





aS 


ing industry, 


Silene Mfg. Co. 


oughly complete... 





market . . . capacities 
closed heights from 63 
from 114” to 24”. 





the jack portion of Bupa Division, 
This old, 
highly-reputable line of 120 models in 9 basic 
types is wisely and widely diversified and thor- 
expertly selected to sup- 
ply the mass demands of the whole industrial 
from 3 to 100 tons... 

A 2. 
This means every jack is a 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
‘pura WACKS 


WESTERN is a new name in the jack manufactur- 
having only recently acquired 


Allis- 


established, 


. lift ranges 


fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 


basic industries 


most aggressive 
most attractive to buy from... 
able to represent. Here’s how: 


New SERVICE Policy 


Authorized Repair Stations 
strategically located through- 
out the nation carrying com- 
plete stocks of replacement 
parts. Prompt repair service 


New DELIVERY Policy 


WesTERN has built up an 
inventory of all models, all 
types. No matter how large 
an order is placed, deliveries 
will start immediately 





New ADVERTISING 
Policy 


Hard-hitting, interest-pro- 
voking ads are scheduled in 


Policy 





.urging users to buy 
WEsTERN Jacks from West- 
ERN Distributors. 


distributors 


leading industry publications tomer lists . 
for imprinting so distributors 
can tie-in with WESTERN’s 
national advertising 


But more has been changed than just the 
name. WESTERN is determined to become the 
jack manufacturer... the 
the most profit- 


New SALES Policy 

New representatives have 
been appointed 
are set up so representa- 
tives Can concentrate on 


lerritories 


proper servicing of selected 


New DESIGN Policy 
WESTERN has announced a 
100-ton hydraulic jack 
illustrated above. More jacks 
are on the drawing board 
others are being redesigned, 
refined, improved 


New PROMOTION 


Direct mail pieces for dis- 
tributors to send to their cus- 


ample space 


WRITE... for Catalog... for All Facts 


7 WESTERN 


RAILROAD 
SUPPLY 
COMPANY 


(Oo Industrial Division—2400-2434 S. Ashland Ave., Chicago 8, Ill. 


6799 
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Harry P. Leu, Ine. Adds 


To Machine Tool Unit 


Glenn Sites and Lee Wetherbec 
have been added to the sales staff 
of the machine tool division of 
Harry P. Leu, Inc., Orlando, Fla 
\Ir. Sites will be traveling the south 
em half of the state and Mr 
Wetherbee will handle telephone 
ind mail inquiries of machine tools 

Both men are experienced in 
machine tool sales and service. “W<¢ 
ire fortunate,” Paul J. Stine, presi 
dent, said, “in obtaining additions 
so qualified to our staff. And that 
means not only in sales but in ser 
ice and trouble shooting.” 

Hillman Baggett, manager of the 
machine tool division for the past 
six vears, has been with the firm for 
20 vears. Harrison Groo, another 
experienced machine tool represent 
ative, has been with the company 
for the past three vears 

In announcing the additions to the 
machine tool division sales staff, the 
firm put out a folder which showed 
portraits of the staff and gave short 
biographies. It was sent out in a 


direct mailing. 


Joins Tube Turns 


Clarence Matthews Buechler has 
joined the sales development depart 
ment of ‘Tube ‘Turns, a division of 


National Cvlinder Gas Co. 








V. C. BARNES, right, vice president, 


Serson Supply, Inc., Chicago, checks 
an order with John Serson, secretary of 
the firm 











einen tiem, 





Elmer 8S. Ley 


Bingham Tool 
Names Officer 


Bingham lool & Supply Co 
Cincinnati, has elected Elmer §S 
Lev secretary of the company. 

Sales manager for the past year, 
\Ir. Lev is the former proprietor of 
Ley Tool Supply Co., of Cincinnati, 
which he liquidated in 1955. Forty 
four years in the supply industry, 
Mr. Ley started his career with Vul- 
can Supply Co., Cincinnati. He 
joined Bingham ‘Too! as a salesman 
in 1934 and started his own firm 


in 1946 
To Warehouse for Dayton 


Dayton Rubber Co. has ap 
pointed Bingham ‘Tool & Supply 
Co. as its regional warehouse in 
Cincinnati. Bingham ‘lool has set 
side 2,000 sq. ft. of stock space for 
Davton lines, in addition to its own 
distributor stock of Dayton prod 
ucts. The warehouse will supply 
dealer accounts in the area. Edward 
\. Wallace is the Dayton regional 
representative with headquarters at 


Bingham ‘loo! 





COAL ‘N MOLASSES 


After experimenting with a number 
of binding materials to mix with 
anthracite, including starch, the Min- 
ing Bank—a government department 
in Peru—found that molasses was 
ideal for the manufacturer of coal 
briquettes, reports Coal Age, Mc- 
Graw-Hill publication 






Sell Fluoroflex"-T (Teflon’ ) 
Hose Assemblies 


for severe service 


ERE is lightweight hose your custo 

mers can rely on where temperature 
and corrosive conditions are so severe 
you can’t sell ordinary hose. 


With patented tube of Teflon, stainless 
steel wire braid, and blowoff-proof fit- 
tings, Fluoroflex-T hose is ideally suited 
for use with corrosive fluids, fuels, oils, 
gases, vapors... for conveying strongest 
chemical solutions, hot solvents, indus- 
trial finishes, steam ... or what have 
you? 


Fluoroflex-T hose is rated for 65°F 
to +450°F continuous operation 100°F 
to +500°F ambient). Non aging, this 
hose retains its flexibility indefinitely 
over entire temperature range. It is the 
original Teflon hose, time-tested and 
proved by over 4 years’ service experi- 
ence. 


These unique, lightweight hose assem- 
blies are now being stocked by leading 
distributors nationally profitably 
rounding out their industrial line. For 
more information, write RESISTOFLEX 
CORPORATION, Roseland, N. J. West- 
ern Plant: Burbank, Calif.; Southwest- 
ern Plant: Dallas, Tex. 


20th year of service to industry 


Heat resistant and 
corrosion-proot too ! 





q 
Aiea 











RESISTOFLEX 
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A MESSAGE TO AMERICAN 


INDUSTRY ° ONE OF A 


SERIES 


A Progress Report on Faculty Salaries: 


UP... But Not 


Tue cuart on this page provides a report of 
the progress being made in solving a problem 
of crucial importance to every American. The 
problem is that of seeing that college and uni- 
versity faculty members get decent salaries. 
This new chapter, which brings the story for- 
ward two years—from 1954, when it was last 
dealt with in this series of editorials, through 
1956—has a decidedly cheering element. For 
in the last two years faculty salaries have made 


real headway. 


Two Years of Improvement 


In 1954, in terms of what their salaries 
would buy, faculty members as a whole 
were actually worse off, by 5c, than they 
had been fourteen years earlier. As the 
chart shows, over the same period the real in- 
come of the average industrial worker had in- 
creased by almost half. And, in what it would 
buy, the income of the average physician, with 
professional training comparable to that of 
the average faculty member, had jumped by 
80% >. 

In 1956, however, the average faculty 
salary would buy about 12%° more of 
goods and services than it would in 1940. 
Relative to where they were two years be- 
fore, faculty salaries showed a larger gain 


over the two years than those of any of the 


Nearly Enough 


other groups whose salary progress is 
charted. 

This movement of faculty salaries in the right 
direction has many contributing causes. The 


gest single boost was given by the great Ford 


bigg 


Foundation gift of half a billion dollars to our 
colleges, universities, and hospitals, almost half 
of which was ear-marked for faculty salary in- 


creases. Gifts from business firms have also 





What is Happening to College Faculty Salaries 








Percent Change INDEX 1940 100-4 
Real Income Before — 200 
Taxes T 
1940-54 1954-56 1940-56 


Physicians ..... + 80% + 9% + 96% 
Industrial Workers +49 + 109 + 64% *\— 180 
Lawyers w.ctecee +189 + 9% +299 * 


Faculty Membe 





FACULTY MEMBERS 








ry 
in 80 
1940 1954 1956 
Mara: | for Financial Aid to Education, U. S. Dept. of Com 
U. S. Dept. of Labor, National Association of Educa 


tion Resear Dept., McGraw-Hill Dept. of Economics 
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helped a lot. And so, in many cases, have 
stepped-up money-raising campaigns by alumni 
groups and cooperative regional and_ state 


groups of colleges. 


Still a Long Way to Go 


However, faculty salaries started their 
ascent from such a dismal depth that they 
still have a long, long way to go up before 
there is room for the comfortable convie- 
tion that they are fair, or even safe, fromthe 
standpoint of protecting the nation’s vital 
interests. It still remains possible to find many 
shocking companion pieces for the following 
incident recently reported to a McGraw-Hill ex- 
ecutive group, working on problems of financial 
aid to higher education, by the president of an 
illustrious small liberal arts college. 

“The recruiting officer of one of our large 
industrial companies came to our campus a few 
weeks ago,” the college president said, “and 
offered five of our seniors higher salaries to start 
working for that company when they are gradu- 
ated next June than the salary received by any 
member of our faculty. And the seniors, of course, 
promptly went to their professors to seek advice 
on whether or not they should accept. It doesn’t 
take much imagination to see what this sort of 


thing does to the morale of a faculty.” 


Senior Teachers Fare Badly 


One of the more devastating things it does, of 
course, is to make the more experienced college 
and university faculty members receptive to the 
idea of going to greener pastures, currency- 
wise, in business and industry. 

For these senior faculty members the 
financial pounding in the past 16 years has 
been even worse than the chart indicates. 
While the average real salary gain reported 
by the chart has been 12°, the average 
salary of a full professor still buys less 
than it did in 1940. This is because most of the 


salary increases have gone to beginning instruc- 


tors, for whose services industry has been pro 
viding the sort of competition reported by the 
liberal arts college president. 

And it creates this financial lackluster of 
posts as senior college faculty members right 
at the time their services are needed more than 
ever to handle the oncoming flood of college 
and university students. Between now and 1970 
college and university enrollment is expected 


to double. 


What is Needed Now 


What is clearly needed is a continuation 
and intensification of the drive to increase 
their salaries to a point where college and 
university faculty members will be sharing 
somewhere near fully in the general pros- 
perity of the nation. It could be counted good 
progress in this direction if over the next two 
years faculty salaries on the average were to 


go up another 12‘ 


with most of the increas 
concentrated in the senior faculty ranks. And 
this can be made possible only through more 
outside contributions. 

There is reason to be encouraged by the prog 
ress that has been made over the past two years 
in bailing college and university faculty mem 
bers out of the terrible financial hole into which 
they were allowed to slide. But there is the most 


urgent occasion to keep at it and harder. 





This message is one oO} a series prepare dl hy the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide deve lopme nts that are 
of parti ular concern to the business and pro 
fessional community served by our industrial 


and technical publications 


Permission is freely ¢ vtended to neu spapers, 
groups or individuals to quote or reprint aul or 
parts o] the text 


Reusta Ueber 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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how's it coming? 


For us, the answer is— Fine! 


Orders for forty catalogs placed with us during 1956. A total of 18,972 
pages. More than in any year since 1951. 

Number of pages now (January) in work: 12,624. More than at this 
time last year. Looks as if 1957 may run ahead ef 1956. 

Has the time come for you to consider a new edition of your book—a 
further improved and still harder-hitting sales tool, one that will keep you 
“squared away for whatever winds may blow’’? 

It will be a pleasure to provide you with all our latest ideas and sug- 
gestions. No obligation to you, of course. Just drop us a line today. 


THE LAKESIDE PRESS 


R.R. DONNELLEY & SONS COMPANY 


CATAIL< COMPILING DEPARTMENT 
350 East 22nd Street, Chicago 16, Illinois - CAlumet 5-212I 
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Rocky Mountain Group 
Holds Annual Meeting 


Ihe Rocky Mountain Association 
f Distributors held its 10th annual 


rence at the Broadmoor [otel, 


Colorado Springs, Colo. Clinton A 
Biggs of ‘The Biggs Kurtz Co., Grand 
Junction, Colo., president of the 
roup, ¢ pened and pre ided over the 
two-dav mecting 
Four distributors reported on con 
tions in their area of interest to 


manufacturers. Warren I Foss, 
\l. L. Foss, Inc., Denver, spoke on 
the Rocky Mountain area; George 
Doolittle, Albuquerque Lumber Co., 
\lbuquerque, N. Mex., discussed 
the southwestern area: U. J. Kuhre, 
Strevell Paterson Hdwe. Co., Salt 
Lake Citv, dealt with the Utah 
Idaho area; and FE. C. Kieswetter of 
W. A. L. Thompson Hdwe. Co 
Topeka, Kan., covered the Kansas 
Nebraska-Missouri area. 

Five other speeches were also pre 
sented the first dav. “Possibilities of 
More Profits’ was reviewed by 
W. W. French, president, National 
Wholesale Hardware Association 
“Progress Rides With Steel” was 
the topic of Ralph L. Gray, Armco 
Steel Corp. H. P. Ladds, president, 
Ihe National Screw & Mfg. Co., 
spoke on “Free ‘Trade—Panacea o1 
Poison.” John S$. ‘Tomajan, presi 
dent, ‘The Washburn Co., discussed 
“From the Consent of the Gov 
ered” and William G. Rector, 
president True ‘Temper Corp. dealt 
with “Mobilizing Sales to Maximize 
Profits.” 

In addition to opening remarks 
by Mr. Biggs, the second day's pro 
gram included four speeches: “The 
Next ‘Ten Years,” John C. Cairns, 
president, ‘The Stanley Works; 
“Qur Most Critical Social Problem 
Second Onlv to the Prevention of 
War,’ Heber R. Harper, Ph.D.; 
“Thinking Ahead,” Stanley J. Roush, 
president, Atkins Saw Division, 
Borg-Warner Corp.; and “Asso 
ciation—Distributor Cooperation,’ 
Charles T’. Jordan, president, Amen 
can Supply & Machinery Manufac 


turers’ Association 











Heuser 


Henry V. 
Son Succeeds Father 
As Head of Henry Vogt 
Licuser 


Henry 


has been elected 
Vogt Machine 
father, G. A 
who has been appointed 
board chairman 


Mr. H. \ 


ecutive vice 


Henry \ 
president of 
Co. succeeding his 


Heuser, 


had been ex 
that 


director. 


Lleuser 


president and in 


post also acted as_ sales 
He worked in every department of 


the firm during the past 20 years 


Hicks Machine Tool 

Organized in Memphis 
Hicks Machine 

firm, has been organized in Mem 


I. Hicks, form 
\emphis. 


l'ool Co., a new 


phis, ‘lenn., by A 
erly of Hays Supply Co., 

Ray Bellgrau is vice president and 
secretary of the 


will 
Mississippi 


new company and 


work as its representative in 


John Rier is east Ten 


nessee representative with head 
quarters in Chattanooga. ‘Tom 
Corum will handle the Arkansas 
territory 


Mr. Hicks headed Hays Machine 


lool Co., a division of Hays Supply 


To Handle Boice-Crane Line 


|. K. Kessler & Associates have 
been appointed by Boice-Crane Co. 
is their Florida representatives and 
Giles ‘Tool 


handle their power tools in Canada. 


Agencies in ‘Toronto to 


Easier Pulling Means More 





SIMPLEX JACK SALES 





SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
— the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


selection 





No. 310A 
RATCHET LEVER JACK 


Lifts, pushes or pulls at 
any angie 
15-tons capacity. 






WORLD'S LARGEST 
MECHANICAL AND 





JENNY 


mato. SACKS 
UTH-A-TOOL 
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Hydraulic pullers are only part of 
the complete Simplex line of lever, 
screw and hydraulic jacks. There 
are more than 125 
Simplex models. No 

offers your customers such a wide 


you to fill all jack needs from one 
source. You profit, too, in lower 
inventory costs, less ordering de ingle bal! 
tail, easier reference and selling 
plus customer preference. 


SIMPLEX 





ROL-TOE 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
has remote controlled ‘‘center-hole'’ ram and 
puller. Torque-free pull quickly removes shoft 
on printing press (above) 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 56. Write for copy. 


different 
other line 
enables 


other line 





MFGRS. OF INDUSTRIAL 
HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Road 
Broadview, Illinois 


329 











MORGAN 


OFFERS A 
WELL PLANNED 
AND 
HELPFUL 


VISE 


SALES AND 
SERVICE 


SET-UP 


®@ Give us the opportunity 
to serve you and we know 
from experience that you 
will find MORGAN a vise 
supply source highly val- 
vable in your sales pro- 
gram. 


Every sale you make is 
backed by an uncondi- 
tional guarantee. Each 
vise reaches you and your 
customers in a_ strong 
fibreboard carton which 
protects against damage 
in transit. 

Write for the 

MORGAN Distributor Plan. 


We urge users to buy thru their local 
distributor. 





| = 
MACHINISTS’ VISE 
Solid Jow Stationory Base 


SHEET METAL 





, 

} = 

; MACHINISTS’ VISE 
Solid Jow Swivel Bose 





HINGED PIPE 





UTILITY BENCH COMBINATION PIPE 


MORGAN VISE COMPANY 
110 N. JEFFERSON ST. 
CHICAGO 6, ILLINOIS 

Established 1892 
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Louis R. Meyer 


Stanley Electric Tool 
Assigns Meyer and Inch 


['wo sales representatives have 
been assigned by Stanley Electric 
Tools, division of ‘The Stanley 
Works 

Louis R. Meyer has been ap 


pointed to cover the Pittsburgh ter 
ritory and ‘Thomas A. Inch, Jr., will 
work out of the Los Angeles office. 

Mr. Mever had formerly been 
with Otto Bernz Co. and T. King 
McCreery as a salesman. With the 
company since June 1956, Mr. Inch 
had been a salesman with Veeder 


Root, Inc 


, fOr SIX years 





Thomas A. Inch, Jr. 





Board Member 

David Firth, vice president of 
Dodge Mfg. Corp., has been elected 
to the board of directors of J. H. 
Fenner & Co. Ltd. of Hull, England. 
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Pr 


‘THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE'C 


Dies and 
Templates) 





3 
i 
me. 


reel Blue 
gan HEN — 





Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy 


Write for full information = : 
THE DYKEM COMPANY = 
Established 1920 
2305A North 11th St. « St. Lovis 6, Mo. 





LAMINATED HARD MAPLE 





Aggressive distributors in certain 
areas are needed immediately to 
sell TOLCO “industry proven” lami- 
nated bench tops and other maple 
top products. TOLCO tops have the 
natural beauty of hard Northern 


maple . . . the acceptance of the 
greatest number of industries in the 
country . . . and the dollars and 
cents advantage of low cost mainte- 
nance. Nationally advertised and 


sold through authorized distributors. 


WRITE TODAY FOR THE TOLCO 
DISTRIBUTOR’S PROFIT PLAN 


THE TOLERTON COMPANY 


P. O. Box 1658 Alliance, Ohio 
Established 1894 
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22 Engineers 
Join Trane 


l'wenty-two engineers have yust 


completed an intensive sales engi- 
neering training program at The 
‘Trane Co 


Fifteen have been assigned to the 
firm's sales offices where they will 
receive additional training: Jerry G 
Bartos, Dallas; Virgil E. Carrier, 
Tulsa; Ravmond I Crawford, 
Greensboro, N. C.; William I 
Dudek, Seattle, Wash.; James ] 
Duffv, Detroit; Edward L. Duncan, 
West Hartford, Conn.; Thomas M. 
Elliott, Jr., Toledo; Kenneth A. Gab 
lin, Philadelphia; Sam H. Harper, 
Jr., Houston; David R. Hodgson 


St. Paul, Minn.; Robert D. Krounet 
Buffalo, N. Y.; Robert W. Leonard 
San Fran o:; Richard E. Shim 


shak, Pittsburgh; William G. Wof 
ford, Jr., Dallas; and Raymond R 
Youell, Milwaukee 

Of the remaining seven, Hubert 
R. Gangl, Jr., David L. Jessee and 
Roger O. Zoellner have been ap 
pointed to the company’s home of 
fices. ‘Ted D. Digel, Glen T. Nar 
fason, William H. Reid and Ernest 


Schellenberg have juined the firm’s 


Canadian sales operation 
Directs Syracuse Office 


Donald J. Girard has been pro 
moted to manager of Trane Co.’s 
Svracuse sales office. James H. Han 
chett, the present manager, will re 
tire on April | after 20 years in 
that post but will continue as a 
representative in northern New 


York State 
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And now for my final argument!” 





Now Ready... for YOU | 


















tking) CATALOG 


44 Pages on 
INSERTED BLADE 
MILLING CUTTERS 


This new, comprehensive catalog- 
handbook contains practical, useful in- 
formation on High Speed Steel and 
Carbide Milling Cutters and includes 
full information on the following types 
of Viking Cutters available including 


Staggered Tooth 
Half Side 
Interlocking 
Face Mills 

Shell End Mills 
Dove Tail 
Single Angle 
Double Angle 
Specials 





kiN) py ETIN «55 


Describing the NEW 
DEXAMATIC TOOLING 


with 
exclusive VIKING “CHIPTROL” 


6-pages of data on this recent ex 
clusive Viking development in index 
able throw-away carbide insert 
type tools including such features as 


Positive and Negotive Rokes 
Fully Adjustable Chipbreakers 


Interchangeable Replacement 
Parts 
Rugged Broached Slot Holders 
Heovy Duty Screw-Actuated 
Wedgelocks 


Use coupon below for a prompt 
response to your request for copies 
of these two NEW pieces of in 


formative literature. Remember: The 
FREE on REQUEST Viking line is a dependable one to 
handle 


MAIL COUPON TODAY 


] = Cr" oo "lc = 

! VIKING TOOL CO., ! 
: SHELTON CONN. . 
i Please send me, without obligation your l 
1 44-page Milling Cutter Catalog [); your | 

bulletin 255 [) 

! | 
1 Nome ! 
I | 
| Position ] 
I | 
i Company | 
I Address 
J I 
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STOCK 
BORE 
SIZES 





With Cup-Point tet 
Socket Set Screws 


CLIMAX 
PRECISION 
SHAFT COLLARS 


Climax Shaft Collars are precision bored, 
machined and plated to assure fit and 
service. Cup-point socket set screws hold 
tight. From “6” to 3” bore in ie” 
increments. Write today for prices. 


Prompt delivery from stock in 
standard package quantities. 


wok srry rare 


cr 863 EAST 140th ST., CLEVELAND 10, OHIO 





pAINE 


copper plated hanging devices 


Simplify the hanging 
improve the appearance 


in copper tubing installation 


2 HOLE STRAPS 


arp corners c 
mped on ec 


1 Sizes conveniently 


“ SNUGFIT 
WIRE HOOKS 


© copper plated wire 
| sharp drive 





HANGER IRON 


for easy 





THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
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temen always take (BAINES 


Additional Inf 


U.S. Steel Promotes 


Chapman and Johnston 


| l tant ( la 
Dp ted { States 
Co ii¢ \l 
M.. Chapma ! ( 
( TC lent I 
| John R | 
na tant 
[ il¢ itanion 
Before his promot \Ir. Ch 
had been a tant ¢ | 
i iles dist I | ! 
ved as a salesma ) St. 1 
Kansas Citv area 
Chicago district sa nage 
ind manager of the shect trip 
iles division 
Mr. Johnston had fon CC 
issistant general manag¢ F sale 
olicitation. He had als en as 
tant manager of sales at Chicago 
| Milwaukee sales manag 
Memphis Distributor 
Assigns Salesmen 
Lewis Supply Co., Memphis, 


l'enn., has appointed Lamar Will 
ford as city salesman. He has been 
vith the firm five vears 

Roy McDurham, six vears with 
has been appointed 


NI SSISS] pl 


with headquarters at Jacks 


the company, 


salesman to travel in 





PRICES are checked by H. L. Garner, 
uiver, and W. L. Gomez, manager, at 
the Savannah, Ga., branch of the Cam 

1 & Barkley Co., Jackson Fla 
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en appointed 


tative by Hvy-Pro 


JACK MERRITT ha 


I ) 


di 

lool ¢ He ha issigned to cover 
Nh ga ind verate out of the 
D ty ‘ Hy F 





Stiles Heads Western Area 
For Yale & Towne Division 


Harold M. Stiles has been made 


western regional sales by Yale Ma 
terials Handling Division, ‘The Yale 
& Towne Mfg. Co. He succeeds 
Frank Boufford who joined Yale’s 
San Francisco sales and_ service 


branch 
For the past nine years Mr. Stiles 
served as a division sales executive. 


In his new post he will supervise 


sales throughout the 11 most west 
ern. states and the Canadian prov- 
inces of British Columbia and Al 
berta 





VOTE AGAINST MILK 
BOTTLE 


Housewives consider standard milk 
bottles and cartons a nuisance and 
would prefer a bulk dispenser, accord- 
ing to a report in Food Engineering, 
McGrow-Hill publication. A survey for 
a Minneapolis dispenser firm showed 
that while the ladies thought their 
families would drink more milk from 
these units, not all want the dispenser 
if they have to pay for it. Others only 
want it if they can make enough on 
the cheaper milk to pay it off in one to 
two years. And to accommodate a 
standard bulk unit holding two five- 
gallon cans, most modern kitchens 
would have to be remodeled, the mag- 
azine notes. 


when you handle the complete line of 


GLOBE BELTING 


YOU CAN TAP ADDITIONAL MARKETS 








the most COMPLETE line of 
the RIGHT belting for ANY job! 


The many belting needs that come within the wide range of the 


Globe belting line will help stimulate your sales . . 
more complete service for customers . . . 


. provide a 
increase your profits. 


The long lasting qualities, dependability and economy of service 
make Globe a really profitable line for the distributor. 


the GLOBE line includes 


YOUR FINEST PROSPECTS INCLUDE 


SOLID WOVEN WHITE COTTON BELTING 

STITCHED CANVAS BELTING 

PLASTIC AND CELLULOSE COATED 
BELTING 

ENDLESS WOVEN BELTS, COTTON OR 
NYLON 

KANRY-TEX BELTING 

WHITE, BLACK OR BROWN NEOPRENE 
RUBBER BELTING 

WEBBINGS 














Flour Mills 

Bakeries 

Canneries 

Cereal Mills 

Food Handling Machinery 
Manufacturers 






ay 
PL 


ie eee 








Textile Mills 

Grain Elevators 

Biscuit and Cracker Plants 

High Speed Too! Shops 

Manufacturers of Packaging 
Machinery 


KNOWN FOR QUALITY THE WORLD OVER 
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Write for details — DEPT. D 


4y GLOBE WOVEN BELTING CO., INC. 
Ly 


Woodworking Shops 
Printing Plants 
Candy Manvfacturers 


Automotive ond Aviation 
Industries 






1400 .CLINTON STREET e BUFFALO 6, NEW YORK 
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SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


Write for Bulletin 33-C 


They’re hot items with quarries, 
foundries, mines, sand and gravel 
plants, contractors, and wherever 
abrasive materials are conveyed 
by belts. 

Industry is sold on Belt-Savers 
because of extensive use through- 
out the years... because of their 
money-saving advantages. 

The exclusive cone and wing 
design prevents materials from 
lodging between pulley and belt. 
Sharp lumps and roughage can 
do no damage. Belt life is in- 
creased from 50% to 400%. 

You'll enjoy a steady, easy-to- 
earn income from Belt-Savers. 
Put them in your line now. 

And include Sprout-Waldron 
cast-iron pulleys for standard 
transmission and conveying ap- 
plications. They’re available in a 
wide selection of types and sizes. 
Write for details. 


SPROUT-WALDRON 


Manufacturing Engineers 
Since 1866 


3 Logan Street 
Muncy, Pa, 
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Sheehy 


James L. 


Tube Turns Establishes 
Western Area, Names Head 

James L. Sheehy has been made 
district manager by ‘lube ‘Turns 
Plastics, Inc. of its recently estab 
lished western area. His territory in 
cludes California, Oregon, Washing 
ton, Wyoming, Montana, Utah 
Arizona, Nevada and Idaho. 

Mr. Sheehy who will make San 
Francisco his headquarters, joined 
the firm in May 1956 


H. E. Hamann Organizes 
Long Island Firm 


\ new firm, Hamann Supply Co., 
has been organized in North Mer 
rick, Long Island, N. Y., by Hugo 
E. Hamann, former general man 
ager of Jos. A. Batlle & Co., of Man 
hasset. 

Warehouse and office will be at 
1100 South Drive, North Merrick. 
Mr. Hamann, president and treas 
urer, said the company will special- 
ize in precision metal cutting tools. 
He had been with the Batlle firm 


seven and a half years 


June Hamann is vice president 
and secretary 
Sets Up Subsidiary 

The assets of the Eugene C. Stacy 


Load Binder business have been pur- 
chased by Webster Mfg., Inc., and 
corporation, Stacy Load 
established to operate 


a new 
Binder Co., 
as a subsidiarv of Webster 


1957 


FASTER WAY 


TO SELL 
MORE 


LOCK 
WASHERS 


Customer convenience 
Spurs sales 


Faster handling 
_ {increases profits! 


customers will welcome conven 










e of buying spring oe coe 


Ne UNI PAK These sturdy, visible 
pace-saving paks make these spring lock 
washers easier to handle on any job. Sell 
UNI PAK® because they're tl n t 


ind most us oful package of 
They'll by ost you 


up-to-date 
pring lock wa ae 
profits by boosting spring lock he 
PHILADELPHIA STEEL AND WIRE CORPORATION 
Penn St. and Belfield Ave., Phila. 44, Pa 
Sates Otiees and Werehouses 


Gut ut PAK 


Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


S PAN 


Hose Connectors 





Flore Fittings 
Compression Pipe Fittings 


Bottled Gas Trailer Fittings 


ein §- [5°] 


Tank Valves & Shutoffs 











Automotive 
Drain & Shutoff Cocks Accessories 


Needle Valves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


OTSEGO, 


MICHIGAN 























Ay 


Ernest Payne 


Central Screw Promotes 
General Sales Manager 
Central Screw 


Co. has been promoted from general 


Ernest Payne of 
sales manager to vice president in 
charge of research and marketing. 
With the company since 1925, he 
will make his headquarters in Chi- 


cago 


Nashville Firm Promotes 
Warren, Davenport 
Machinery Co., 


ville, has promoted James | 


Nash 
War 


ren from sales manager to vice presi 


l'ennesse 


dent in charge of sales. 
H. E. formerly pur 
chasing 


Davenport, 


agent and assistant sales 


manager, has been made sales man 


ager. He will continue his buying 
responsibility. 

Mr. Warren has been with the 
firm since 1945 Mr. Davenport 


since 1949. 


and 





SMALL BUT RICH 


The tiny British protectorate of 
Swaziland in southeast Africa may 
show a proven reserve of about 45- 
| million tons of high grade iron ore 
when current drilling reports are pub- 
lished next year, Engineering and Min- 
ing Journal, McGraw-Hill publication, 
says. An investigation of coal deposits 
has also shown rich results in the ter- 
ritory, which at its widest is less than 
100 mile and measures only slightly 
more at its longest. 











thit FREE 


Wu ite Yor Data Book 


New 12-page 
it tells HOW TO SAVE TimefAand Money 


‘A 






N 







Y 


PuNncH-Lox 
HOSE CLamps 


Tools and Fittings 





teizin 
Send *Plicing 


m 
*eHloneou, 'epeirs 






mee see 


Every maintenance engineer in industry 
and construction should have this complete compilation 
of data on the application and use of Punch-Lok Hose Clamps 
the perfect clamp for... 
Pneumatic Tool Hose Suction and Discharge Hose 
Welding Hose Seizing Wire Rope Ends 
Mending Split Posts, Beams, and Planks 


Splicing Welding Cable Hundreds of Other Jobs 


Stock-Sell-Profit with 
Punch-Lok Hose Clamps 


Get the Facts 
Use this Coupon 





= | 

Dept. U, 321 N. Justine St l 

Chicago 7, Illinois 

| 

Send me your new Data Book and Distributorship Plan | 
| 

Individual Title | 
| 

Company 
Street ; 
City Zone State { 
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DOWEL PINS 






PRECISION BRAND* 
Preferred by Machinists 


Distinguished for quality, accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND dowel pins are made 
from the finest steel obtainable for this purpose. They 
ore hardened and ground to =.0001"and are available 
from ’" to I dia., %" to 6" lengths. Supplied in 0002 
and .00l" over basic sizes. PRECISION BRAND 
dowel pins are attractively packaged and also come in 
bulk quantities. SPECIAL SIZES ALSO AVAILABLE 


¢ | alse available 


SHIM STOCK ® FEELER 
STOCK ® GROUND FLAT STOCK ® 
MUSIC WIRE @ DRILL RODS © 
ARBOR SPACERS 










eect: 


PSW PRECISION STEEL WAREHOUSE, INC. 
421 MAPLE AVENUE * DOWNERS GROVE, ILLINOIS 





TIME AND 
MONEY 





Money Savers for the Metalworking Industry 
Money Mokers for Industrial Distributors By Tap 
selling the cost-cutting features of Walton Spe Extractor 






cialized Tools you can take advantage of today’s 


cost-conscious market 


WALTON TAP EXTRACTORS 


Cut the labor costs of removing broken taps 
Quick, efficient, inexpensive 


MULTI-POSITION TOOL HOLDERS 


Cut the labor costs of tool changes, and the cost 
of holders. Four sizes handle all tool bits and 
boring bars Ve" to 2 


WALTON TAP EXTENSIONS 


Ct the labor costs of tapping in ‘‘tight’’ places 
Quickly provide needed extra length 


“REPS” PIPE, STUD, AND SCREW EXTRACTORS 


Cut the labor costs of removing resisting pipes, 
studs, ond screws. Provide an immediate, power 
ful, pulling grip 


PROFITABLE DISTRIBUTOR PROPOSITION 


If you are a Distributor who is not now 
handling these Specialized, time-saving Tools, 
it will pay you to investigate our nationally 
advertised products and liberal Distributor 
Plan. For prompt attention write to: K. W. 
Weeks, Pres., The Walton Co., 602 New Park 









Tap 
Extension 


Tool 
Holder 







Pipe, Stud 
and Screw 





Ave., Hartford 10, Conn. ao, Extractor 


THE WALTON COMPANY 





HARTFORD 10, CONNECTICUT 
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NEWCOMER at Michigan Abrasi 
C William J. Martin has n ay 
pointed district manager in the ¢ 

land-Columbus-Pitt rf irca. He had 





Equipment Replacement 
And Depreciation 


The Machinery and Allied Prod 
ucts Institute has reported the re 
sults of a survey of “Equipment 
Replacement and Depreciation 
Policies and practices.”* Replies to 
the questionnaire, received from 296 
manutacturers of capital equipment, 
provide important new information 
ibout the capital goods producers 
themselves and some significant keys 
to the practices of industry generally. 

Among the results of the survey 
ire the following: 

Almost two-thirds of the 296 com 
panies are using one of the two ac 
celerated depreciation methods 
thorized by the 1954 tax law; 

(hree-fourths of the responding 
companies believe the methods of 
distributing depreciation now al- 
lowed are adequate; but almost half 
ire dissatished with the length of 
the periods over which depriciation 
must be taken; 

Few of the companies make any 
“purchasing-power adjustment” in 


Copies of the full report 
of which this is a summary—are 
available for $1.00 at the Ma 
chinerv and Allied Products In 
stitute, 1200 Eighteenth Street, 
NW, Washington 6, D. C 








depreciation to reflect rising replace 
ment costs: 
I hree-fifths 


innual 


of the 
ipital budgets; but 


COTM PAalliecs 
have 
only one-fourth make up preliminary 
capital budgets for more than a 
year ahead; 
Vhree-fifths of 


Companies us¢ l 


the 
pay-off period” 


responding 


requirement in analyzing equipment 
replacement problems; 

Almost half 
thought customers 


position was a 


the 
current liquid 


companies 
matter of “minor 
consideration or of no consequence” 
in decisions to buy or not to buy 
their products; 

Uhree-fifths 
know of “many unused opportun! 


said their salesmen 
ties for profitable re-equipment in 


customer plants.” 


Allen Mfg. Co. 
Names Advertising Chief 


M. Raymond Whigham has been 
appointed advertising and sales pro 
motion manager by The Allen Mfg. 
Co. . 

He has handled sales correspond- 
ence and distributor relations. Mr. 
Whigham initiated and directed the 
company’s training program. 





IN THE SWIM 


Construction of swimming pools is 
now proceeding at a spectacular clip, 
multiplying more than seven times in 
ten years and bringing smiles to 
chemical suppliers, notes Chemical 
Week, McGraw-Hill publication. It’s 
estimated that the 56,000 existing 
pools, plus those built in 1956 which 
will bring the total past the 70,000 
mark, will consume $8.5 million a year 
worth of chemicals (such as chlorine, 
hypochlorites, paints). Well over half 
the pools (61%) are outdoors; some 
62% are residential; about 61% are 
equipped with gas chlorinators. Of 
existing pools, nearly 52% dot the 
Pacific Coast; 16% are in Texas and 
in the mid-South; 11% are on the 
East Coast. 














The World's Finest and Most Saleable Line! 


ALL ATHOL VISES are made to rigid specifications based on Athol’s 88 
years of specialized vise experience. Check these important and ex- 


clusive features that are yours to sell when you handle the ATHOL line: 








1—HEAVY HORN provides added rigidity when vise is opened to full capacity. This 
is an Athol first. 

2—BUTTRESS THREAD adds 50% more strength at the root of the thread 

An Athol exclusive. 


where it 


is most needed. 

3—SWIVEL BASE cannot slip because grooves are cast in, like an internal ring gear, 
and tapered DROP-FORGED clamp bolt is similarly grooved. Clamp handle is 
easy to operate, swings back out of the way of work. Two fingers will tighten 
the clamp, but two men cannot turn the vise. This is another Athol first. 

4—SPRING SCREW FASTENER holds the NO SLIP- 
PAGE OR BACKLASH. Wear is compensated by this spring screw, held securely 
by two collars and a pin. Another Athol first. 

5—JAW FACINGS are made of tool steel, machine-milled deeply, and 
place. They cannot come loose, and will last as long as the vise 
substitute for welded jaws. 

6—FRONT AND BACK JAWS are made of solid cast iron. 


Optional — RATCHET HANDLE is useful to the toolmaker for making quick adjust 
Again, only Athol provides this feature. 


buttress-threaded screw tight. 


welded in 


The re 


is no 


ments. 


MACHINE & FOUNDRY CO. 


ATHOL, MASS. 





"Strength Where Strength is Needed” 
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WROUGHT 
BRASS 


Never Fust- 


“ASK YOUR INDUSTRIAL 
} DISTRIBUTOR OR WRITE 















Universal offers 
these advantages 
Complete line 
Quick delivery 
Engineering service 
vv 
WRITE FOR 
TECHNICAL DATA BOOK 















{ Stiff Eors. Cannot 
pull together of 


top when tightened 
Ears also form per- 
fect nut lock. 


2. 


Heavy Shoulder to 
engage vise jows, 
~~ = clamp to 
e pulled tremend- 
ously tight. 


3. 


Tongue runs in 
channel holding it 
close to hose and 
moking a uniform 
grip. 









HOSE 
CLAMPS 



















«-— 4. 


Pliable in band por- 
tion, grips tight 
ond con be opened 
up, removed and 
used over again. 





Make Hose Last Longer 











BATTLE CREEK, MICH. 





— 





INDUSTRIAL BRASS FITTINGS 
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Service Industries 
Lead in Growth 





By 
McGraw-Hill Department of Economics 

The service industries have been 
the most rapidly growing sector of 
the American economy, in terms of 
both employment and expenditures, 
in the past decade. Since World 
War I there has been a gradual but 
persistent shift in employment from 
the goods-producing sector to the 
service-producing sector of the econ- 
omy. Now more workers are en- 
gaged in the production of services 
than in the production of goods. 

The service industries are made 
up of more than just the routine 
personal services such as barber and 
beauty shops, laundries and dry 
cleaners, medical care and domestic 
help. They cover also: wholesale 
and retail trade, finance, insurance, 
idvertising, real estate, transporta- 
tion, communications, public utili- 
ties and government activities, in- 
cluding the armed forces. (This 
report is concerned primarily with 
those industries that produce serv- 
ices for consumers.) The goods-pro- 
ducing sector of the economy is 
made up of manufacturing, mining, 
construction and agriculture 

[he service industries will prob- 
ibly continue to grow faster than 
those producing goods. While serv- 
ices have been taking an increasing 
share of the labor force, manufac- 
turing employment has not even 
regained its wartime peak of 1953. 
And employment in agriculture—the 
second largest goods-producing in- 
dustry—has been decreasing almost 
steadily since 1929. 

Furthermore, consumer spending 
on services (excluding government) 
has been increasing about twice as 
fast as spending on durable and 
nondurable goods in the past half- 
dozen years. Indeed, the quarterly 
records of consumer expenditures 
for services, going back to the begin- 
ning of 1939, do not show a single 


quarter-to-quarter drop. 


Why the Rise in Services? 
There are a number of reasons 








for the rapid growth of service in 


dustries 


1. Advances in technology have 
enabled us to produce more goods 
for a growing population without re- 
quiring a proportional increase in 
labor. In agriculture, for instance, 
the problem in recent years has been 
to keep even a declining work force 
from producing more than the 
nation could consume. ‘This has 
had the effect of releasing labor for 
the service industries, some of which 
have shown negligible gains in man 
hour productivity. Over the 80 years 
from 1869 to 1949 output per man 
hour gained at an average rate of 
2.3% in the commodity-producing 
industries; but, according to esti 
mates bv Harold Barger for the 
National Bureau of Economic Re 
search, the gain was only 1.0% a 
vear in the largest service industrv, 
wholesale and retail trade 


~ 


lechnolog. 


has itself created 
the need for additional services. The 
automobile, radio, television and ap 
pliances are outstanding examples 
of products that have spawned large 
service industries in the form of fill 
ing stations and sales and repair 


establishments 


3. Rising personal incomes have 
enabled consumers to buy more ser 
ices. Only about two-thirds of con- 
sumers’ income must now be de 
voted to necessities. The remaining 
third goes to what is called “op 
tional” spending, of which luxury 
services are getting an increasing 
share. Moreover, people are able 
to spend more on necessary services, 
like medical care 


4. A shorter workweek—historically 
it has been dropping an average of 
three hours per decade—has given 
the worker more leisure time to 
enjov certain services. Those as 
sociated with travel and recreation 


would be examples 


5. There has been a demand, cul 
tivated every election year, for more 
and more government services. Em 








You Won’t 
Feel Like 
This 





But You Will 
Feel Like ~ 
This 





WHEN YOU SELL SPARTANS 


Distributors selling Spartans don’t have that low down 
feeling. They know if they sell the right blade for the 
job that there will be re-orders and they know the full 
Spartan Line gives them the proper blade to offer. 


More and more distributors are finding that SPARTAN 
BLADES are satisfying, that users are asking for them 
and that we can give service when it is needed. 


Sparty says: 

“We have a few open territories. 
If any Distributor wants to tie up 
future profits with a proven meta! 


cutting line, write us today.” 











( @ SPARTAN KUTALL 





SPARTAN SAW WORKS SPRINGFIELD, MASS. 


HACK and BAND SAWS 
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one thing I’ve learned... ~~ 


w 


YOU CAN SET YOUR WATCH BY WILTON! 


Thirty years as a salesman and industrial distributor have taught me to value integr 
above everything else. During the year's I've sold Wilton vises and clamping tools, I've 


learned that | can depend on Wilton the way | can depend on this old timepiece of 





mine. What Wilton says, publicly, privately, and in print, Wilton does. And | really 
had my eyes opened when | visited their new plant! They've shown me what genuine 
integrity between manufacturer and distributor can be, and believe me, the results have 


been profitable in more ways than one 


WILTON TOOL MFG. CO., INC, 


SCHILLER PARK, ILLINOIS 


Sold By Leading Distributors The World Over 















A BETTER 
BACK-UP 
WHEEL 





FOR YOUR 
ABRASIVE BELTS 


NOW IN POPULAR 14” ideale 
DIAMETER SIZES AT BIG SAVINGS ait 


stock removal 






Now—new production techniques allow you to SAVE on new R-57 Rubber Contact 
Wheels! They have all the well-known features of R50 and R54 models—longer belt 
life, oil resistant rubber, wet or dry use, heat dissipation, maximum safety, etc. And 
what's more, they have a 30% trade-in value! (The R57, R50 and R54 wheels come in 


many popular sizes, /2’’ to 22’ diameters in 1" to 6” widths, or to your specifications 


A WHEEL FOR 
4 EVERY OPERATION 


45° Scoop Tooth 


WIDTH OF FACE 


TYPE 1 2 3 
Aygressive Stock Rem 


4} 
| o Plain «=: 32.00 34.00 36.00 38.00  <,Asgressive 
Serrated 37.00 39.00 42.00 44.00 — Avgressive Contoct Work 


Moderate Contour Work 
Cosmo Expander 

Operates Without Back 

stand Idler 





IN PLAIN OR SERRATED FACE IN ALL DUROMETERS 


DElta 86900 
(on phew: Vclomms  20)-1-) 5. mm Cle) E74) B Amn, Lom 


ee ae ee HLLINOTS 






651 Le oe ee ee oe ae . 
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better able to attor 


Some Are Growing Fast— 


Some ser©rvice nadustries a va 
; - wl ycter rot t| ; r 
iv ata much fast ite tha THC 
For example, consumer spending o 
I 
] ] ¢ 7 
uir travel has increased one and 
, , , 
half times in the past five ' Ih 
; ' ‘ : 
ul t d ) ion 1 ¢ 
| IVC bs p? c +S 
| 1 
niles by air in 1955, compared with 
) S b hon aS gc Ics I 
1950. Air travel surpassed first-cla 
ul tray | in passenger miles in 1951]; 
th car, air travel is certain to out 
trip a lil trave except mimut 
ng 
Aut } ] ] . nyt | 
ULOTMODICS AiSO HdVe d PLATITC 
for an increasing share ot the con 


umer’s dollar. Expenditures on auto 
repair, greasing, washing, parking 
ind rental have doubled since 1950 
Service stations sold about 10 billion 
more gallons of gasoline in 1956 
than in 1950. ‘The Hertz Rent-a 
Car System grossed an estimated 
989.1 million in 1955, compared 
vith $32.9 million in 195( Lhe 
Association 
reports that more than $0 million 


American Automobile 


Americans took at least one trip bi 
ir in 1955, up from 72 million five 


vears before that 


—And a Few Are Declining 


l'here are other service industnes 
that have shown a decline, in either 


expenditures or employment 01 


both. Consumers are now spending 


] 


ess of their income on local bus 


transportation, sleeping and parlor 


irs and electric railways as the. 


have turned to private cars and air 


transportation Replacement yf 
horse-drawn vehicles by autos and 
buses has resulted also in a sharp 
drop in such services as blacksmith 
shops and livery stables 


} 


Domestic service employment has 


declined considerably, especially 
since 1940. In the late 19th cen 


tury more workers were employed in 














domestic crvice than in al thelr 


service indust In 1S7E domest 
servants a unted for 1/14 of the 
ibor force 50 the figure had 
dropped to 1/30 of the labor for 
Behind thx drop have been th 
easing of household work by moder 
ipphances, the fact that a large su 
ply of cheap immigrant labor is 1 


longer available and the increasing 
opportunities in higher-paying job 
elsewhere lhe opening of mam 
new fields to female workers ha 


t } 


’ 
been pal ulariy important 


Sprout-Waldron Reassigns 
Bolay as Representative 

\lbert W. Bolay has been as 
to gover South Carolina, 
Georgia and Florida as a district rep 
resentative for Sprout, Waldron & 
Co., Inc 

Mr. Bolay has been with the firm 


signed 


several years and had been formerly 
located at the Muncy, Pa.. plant as 
1 project engineer 


Holds Sales Meeting 


\s scheduled, Sprout-Waldron’s 
district representatives, the firm’s 
officers and sales executives met for 
a seven-day sales conference Rep 
resentatives from Latin America and 
Canada were also present. 








And now I'll give you complete ship 


ping instructions—are you taking all this 


down? 


“let me tell you 
about the... gue 






cullman 
POWER TRANSMISSION LINE” 


‘IT’S GREAT!...” 


and what's more Cullman’s customers agree with that 







fact. More and more power transmission users lepend 
on Cullman for their power transmission needs. Sprock 
ets, chains, couplings, complete chain drive 

name it — Cullman makes it 





“IT’S A COMPLETE LINE!...” 


that you can count on. If you need a specific size 
Cullman can give it to you. The large range of sizes 
available, plus depth in stock, makes selection easy and 
fast. Even special designs can easily be had. That's 
another reason so many customers specify Cullman 





“IT’S AN OUT-OF-STOCK-LINE!...° 


Tell me what customer doesn't like quick service’? Ne 
waiting around for some part that holds up production 
and costs a plant down-time loss. Strategic warehousing 
too! Quick, efficient service the right part when you 
want it 


a 
is Tete 





‘IT’S A LINE WITH A REPUTATION!...” 


That's rizht. Over 60 years old bur full of new ideas to 
give customers better service, better products and 
up-to-the-minute deliveries 








“AND IT’S A STEADY PROFIT LINE! .. .’’ 


The Cullman line is well advertised, pre-sold and 
backed up in quality and reputation. No wonder it's 
so easy to sell and so profitable to handle. How about 
adding the Cullman line to your profit picture... today? 


ullman 


POWER TRANSMISSION 
66577 ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


CULLMAN WHEEL COMPANY, 1347 ALTGELD STREET, CHICAGO 14, ILLINOIS 
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with 


 ) @ 
J 
| a) 


ABSORBENTS 


the modern, economical oil 
and. grease absorbents that 
keep your floors dry, clean 
and safe, and reduce main- 


tenance costs. 


WRITE TODAY FOR FREE 
60-SECOND DEMONSTRATION 


Now Available! 


Handy 


ri OIL-DRI 


PoisPes*™ DISPENSER 


AVAILABLE AT YOUR WHOLESALER 


e e 
= ri CORPORATION 
| OF AMERICA 


520 North Michigan Avenue 
Chicago 11, Illinois 








Oil Production Shows Rapid Increase 


THOUSANDS ¥ BARRELS 
DF BARRELS ' 
r0O = 740 


arly Averoges by Weeks 
Right hond scole 


fb Wer, 7 


oily Averages by Yeors 
Left hond scale 





| | fle 
2000} j | 
iff 
} ie 
. 


| 
i 4 
| 
400) 
+ Ly 
; c 6600 
i source: American Petroleum institute 
j } | 
olttitististiser trend _ 
1935 ' ~~ 1945 1950 SS) FMAM as NO\VFMAMJIJ ASONG $300 
“ 955 1956 
iM j 
Iffects of the S I i t ut of pet d 
through mid-January 1 ! i it f t vor than il and ¢ 
level of produ tion is at a | 





Gray Co. Salesmen View New Product Line 


yw ; 






Gray Co.’s salesmen were shown a complete new line of paint pumps, paint circulat 
ing svstems and other finishing equipment at firm nt three-day general ind 
trial sales conferen Small s pd vn above were used to familiar 
the men with the new quipm ) i en attended the meeting 





Baldor Electric Holds Sales Meeting 


oe ’ 





Baldor Electric Co. held its first national sales meeting. Plans for this year were out 
lined at the three-day meeting which was climaxed with a dinner at a local St. Louis 
restaurant. Salesmen were take1 rat f the firm’s plant 
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Albert Segerlin 


Hartfield-Healy Supply 
Names Vice President 


Albert Segerlin has been ap 
pointed vice president by Hartfield- 
Healy Supply Co., Inc., Buffalo, 
N. } 

Mr. Segerlin, who joined the 
firm in 1950, will continue to head 
sales for western New York and 
northwestern Pennsylvania 


thrig Head Marketing 
At GE Department 


Herbert E. Ihrig has been named 
manager of marketing administra 
tion and personnel development for 
General Electric Corp.'s Metal 
lurgical Products Department. 


Mr. Ihrig joined the firm nine 
years ago and served in various 
capacities including distributor sales. 


New Carbide Shop 


A new carbide metals shop has 
been opened by the Metallurgical 
Products Department in Kenil- 
worth, N. ]., and will service the 
entire eastern half of the country, 
including the eastern half of Penn- 
svl\ lla 





USEFUL PEACH PITS 


Crushed peach or apricot pits with 
10-15% aluminum oxide added clean 
steam turbine rotors, wheels and dia- 
phragms, notes Electrical World, 
McGraw-Hill publication. Aluminum 
serves as the abrasive and the ground 
pits hold down the dust. 











All 
at 
once... 






: 
* 


¥ 


Me 
‘ 
™ 


\\ they're laced! 


- 


with 


abbas 


HOOKS and LACERS 





You can lace belts up to 12 inches wide all 
in one operation with Clipper Belt Hooks 
and Lacers. Until the Clipper hooks shown 
above were inserted into the jaws of the 
lacer, they were protected and held in place 

by a reinforced card that is easily stripped THIS AD IS 


he hook in the | ; 
lacer jaws, exerting wp to 45000 Ibe. of WORKING 
FOR YOU IN 


pressure, imbed the hooks firmly and uni- 
formly across the width of the belt. And prise. 
in the belt, each hook is separate from the AMERICAN MILLER ond 


PROCESSOR 

others to give flexibility not possible with THE CANNER an 
other methods of belt lacing. For unmatched 
speed, strength and flexibility, depend on 
the proved Clipper machine-lacing method. or 


DESIGN NEWS 
FLOW 

D PROCESSING 
ILL and FACTORY 


— INFORMATIO 
marae FOR MORE OR N TEXTILE INDUSTRIES 


Detailed product information and 
case history examples of Clipper 
machine-lacing benefits are con- 
tained in Bulletin No. 157. Send 
for your free copy today. 





Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 





tat 


_—_—— 


992 Front Avenue, N.W., Grand Rapids 2, Michigan 
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of MASONRY 
FASTENERS and 
ANCHORS! 


U. S. Expansion Bolt Co. is first in the industry 
to introduce SKIN-PACKAGING, the modern, 
self-service way to merchandise anchors 
and fasteners. 


a PWalel 788 ad fe 
AND ADVERTISE 


UTILITY HOOKS 


A heavy duty hook 
for all hanging jobs. 


ONE COMPLETE 
SOURCE = SUPPLY 


TOGGLES & HOOKS 


For hanging and 
fastening jobs on 
hollow walls. 


PRICED FOR QUALITY 


zi , TOGGLE BOLTS 


For hollow wall in- 






























& stallation. 


GENERAL 
PURPOSE 
Plastic Wood Screw 
Anchors. 





ATTRACTIVE 
COUNTER DISPLAY 









FEATURES SKIN-PACKED 
CARDS FOR EASY SELF- 
SERVICE SALES 


Selling features printed 
on counter display. 
Cards also available in 
standard packages. 






U.S.E. PRODUCTS WILL 
GET TOP BILLING 
FOR FAST TURNOVER 
SOLD THROUGH 
RECOGNIZED JOBBERS ONLY 


wy) 
—> 
igs 
ha a Ce 
9 


in OSD 
se ANCHORING. FASTENING. DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. ID-3 


rs 
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A. Neal 


Edmond 


Nicholson File Adds 
Three Board Members 


[he board of directors of Nicho 
son File Co. elected three n 
bers, Ekdmond A. Neal, Charles |] 
l'ogg ind John I’. Holt 

Mr. Neal is vice president-dome 
tic sales and Mr. Fogg is vice pres 

secretarv. Mr. Holt is 
president of The Danielson fg 
Co., a subsidiary of Nicholson 


dent and 


Garrett Supply Fills 
Phoenix Branch Posts 


Kdwin R. Castle has been mad 
manager of the Phoenix branch of 
Garrett Supply Co., division of The 
Garrett Corp. Mr. Castle has been 
serving as acting manager since the 
death of Henry 
manager, last November 


\[r. Rotroff, a 


branch's sales department, has been 


iurner, former 


member of the 
named to succeed Mr. Castle as sales 
manager. 

Both men were memb« 
MecConkey-Docker Co. of 
Phoenix when it acquired 
1954 by Garrett Supply, Mr. Cast 
for 19 vears and Mr. Rotroft for 
cight 


original 


Was 


Buys Connecticut Firm 


I'he Mullite Refractories Co. has 
been acquired by H. K. Porter Co 
Inc., Pittsburgh, and will be com 
hrm s 


bined with the Laclede 


Christy Division 
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BIN-TYPE UNITS 


ideal for display and storage of bulk and 
packaged items They are particularly use- 
ful in ouragen machine shops, maintenance 
departments, tool rooms etc 















NO. B608 


6° Wx 12” Dx 75" H 
« Seventy-two bins 6" W x 6” H 
« Shelf dividers adjustable on i” centers 
e Shelf adjustable on {' 2” centers 
* Continuous tabel holder on front of each shelf 
« Flanges on shelves turned down 
« Baked green finish 
« Shipped set up, one in a carton 


PRICES F.O.B. FACTORY 
OR WAREHOUSE PHILA 


$62.30 





omplete Catalog & Price List 
on Request 


PHONE: BAldwin 9-1805 


BAY PRODUCTS INC. 





1577 W. Indiana Avenue, Phila. 32, Pa. 


UU aS 
REPEAT SALES 


Sell the new standard in machine 
key stock — MAK-A-KEY — 
packaged in 6 most commonly 
used sizes for industrial use. Ideal 
for repairs, replacements and 
maintenance. Standard assort- 





ment in sturdy self-service display 
carton, 12 in. lengths: 3/16, 1/4, 
5/16, 3/8, 7/16, 1/2 in. squares. 
Also rectangles and additional 


sizes. Write for details! 


coLD 
FINISHED 


ZINC-COATED 
GREASELESS 
OVERSIZE 
CLEAN 


DEVAN-JOHNSON CO. 
508 Rathbone Ave. 
Aurora, IIlincis 














W orthington’s Executives 
Meet with Distributors 


W ort ( Industi 

l \ ( 
\il i 

C 
i 1 tro | ic TO ]2 
) t ta better geo 
iph ew mem 
t the ta 

Dist t ttending the meet 
g ( | \\ Kuhnsman and 
H. N. « vder, Hl. N. Crowder Jr 
Co., A tow Pa.: P. J. McBride, 
Delta Equipment Co., Philadelphia; 
George B. Needham, Jr. Biggs 
Pump & Supply C Lafavette, 
Ind. W \\ Oberjuerge and 
1. Doz Oberjuerge Rubber Dis 


tributing Co., St. Louis, Mo.; M. I 
Stray, Charles A. ‘Templeton Co., 
Inc., Waterbun Cenn.; HH a 
luck, Pittsburgh Gage & Supply 
Co., Pittsburgh; Hloward Webb and 
John Miller, Webb Belting Co., 
Inc., Buttalo 

Worthington representatives in 
cluded: F. J. Whelan, vice presi 
dent-resale: J. E.. Seibold, manager, 


] 


merchandising sales department; 


LD. E. Tessendorf, manager, mechani 


= 4 @)] @i 44 —e ie at=1000l-) ame a-le le ler— 


cal power transmission sales depart 
nent \\ eter ager O 

men i \ oe ter, manager of Wrelels roi tl—3¢elael-la—% 

the firm’s general marketing divi 

a=) o)f-(or—Janl—1a) an eorel—) e— 


eT H 


sion Was present as a guest 

Mr. Whelan praised the thre« 
retiring members, Mr. McBride, Mr 
Needham and S. A. Russell, J. Rus 
sell & Co., Inc., Holvoke, Mass., for 


their many contributions 


a 





WINE ON TAP 


A French trucker’s error provided 
white wine instead of water in the 
apartment of a master sergeant from 
Illinois living in Bussac, France, notes 
Fleet Owner, McGraw-Hill publication 
The army officer, drenched with white 
wine in the shower, found the wine 


also coming from the kitchen tap. But 

investigation showed it was all a mis- RUE IAAF 

take. When the wells run low in this ® 
part of France, the residents buy water 
from the same people who ordinarily Finest quality in Shears - Garden, lawn 


haul the local wine—and this driver and farm tools - Shovels - Hammers, axes, 


st didn’t kno hat a potent load aes 
« how ames . ’ hatchets + Fishing tackle - Golf-club shafts 
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SKINNER-SEAL 
PIPE JOINT 
CLAMP 
STOPS LEAKS 


at joint where pipe is 
Tela -\4-1e Mah comanadiale 





SKINNER-SEAL 
PIPE JOINT CLAMP stops 
leaks at joints where 
pipe is screwed into fit- 
ting. Any temperature— 
any pressure up to 2,000 pounds. 
Saves the cost of tearing out and 
renewing leaky fittings. Prevents 
shutdowns. In stock at most indus- 
trial distributors. 


















EMERGENCY PIPE CLAMPS for safe, 
sure, lasting repair of splits and 
rust holes in pipe. No pressure too 
high. Anyone can apply in a few 
moments. Made in all sizes, 12” 
to 12)’ for steel and C. 1. pipe. Stocked 
by practically all distributors. 


Complete line of 
Repair Clamps. 
Send for catalog! 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 

















Factory Payrolls at Record High 


a 
Yearly Stotistics Monthly Statistics 
(Lett hond scale (Right hond scale) 
150 / 947-49-=10 Without adjustment for seasone! vonor 
NJ Source S. Bureau of Labor Stotst s 
/ “af 


o tits | iiitt I l i 50 
1955 940 945 95 955 954 955 
lotal pa of ta K id 
by veal end stood at an l 1 i i | 
fa than wag ! i | la ck 
1 plants prod l i ft l 


need to operate at f ypacit 





Rust-Oleum Sales Meeting Features Plant Tour 





Over 75 members of Rust-Oleum Cory field sales staff attended recent annual 
sales meeting held at the Evanston plant. Highlight of the six-day is a trip 
through new $500,000 plant addition. The adidtion, the eighth ! xpansion 
project within the past 10 years, adds 1] q. ft. of office spa n the administra 
tive buildings and 10,560 sq. ft. of space to the manufacturing p 





- 

; 
Present at recent sales indoctrination course held by Parker-Kalon Division, General 
American Transportation Corp., wer¢ tanding from left) W. A. Toepel and A 
Towne, Parker-Kalon; C. W. Crowl, L. A. Benson Co., Baltimore, Mid.; D. Kaye, 
Franklin Supply Co., Povidence, R. I.; C. J. Geis, J. Kursman and H. Elfenbein, 
Parker-Kalon. Seated (from left) are: R. Krystvn, Samuel Harris & C Chicago; 

} 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 


Parker-Kalon Holds Distributor Sales Course 





W. Green, L. A. Benson; L. Lyons, Franklin Supply; R. Voorh« Vorvs Brother; 
ind R. Ames, R. C. Neal Co., Inc., Buffalo, N. 
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Memphis Mayor Cited 

By Hardware Merchants 
Edmund Orgill, Mavor of Mem 

phis and former president of Orgill 

Bros. & Co., Memphis, received the 

Gold Medal ind Scroll wward of the 

Ilardware Met & Manuta 


ition of Philadelphia at 


hants 
turers Associ 
the group's 7Ist annual banquet 

Ihe Gold Medal and Scroll is 
given annually “to an outstanding 
individual connected with the in 
dustry, who by his activities has re 
flected credit upon American busi 
ness.” 

Edward K. ‘T'rvon, Edw. kK 


Co., Philadelphia, chairman of thc 


I'rvon 


jury of award, made the presenta 
tion. The jurv also included Wm 


Geo. Steltz. Ir. Supplec Biddlc 


Steltz Co., Philadelphia, and D 
Rumsey Plumb, Fayette R. Plumb, 
In 

From 1940 to 1956, Mr. Orgill 


was president of Orgill Bros. He 
served on the executive committec 
of both the National and Southern 
Wholesale Associations 
and is a past president of the South 


I lardware 


erm Wholesale Hardware Associa 
hion 
Mr. Orgill has been cited by the 


American Legion Post No. 1 and 
the Memphis Chapter of the Jumor 
Chamber of Commerce. He was 
named Qutstanding Citizen otf 
Memphis in 1953 by the Civitan 
Club. He was director of the 1943 
and 1944 Community Chest Drive 
Mr. Orgill is director of the New 
Baptist Hospital Drive and a mem 
ber of the advisory board of the 
Crippled Children’s Hospital. In 
1945 he served as president of the 
Memphis Youth Service Council 

Association officers for the year 
are: Charles B. Leinbach, Supplec 
Biddle-Steltz, president; Mr. Plumb, 
Fayette R. Plumb, vice president; 
and Thomas A. Fernlev, Jr., secre 
tary-treasuret 


Moves Coast Office 

The San Francisco office of Sarco 
Co., Inc., and Sarcothern Controls, 
Inc., has been moved to new and 
larger quarters at 1485 Bayshore 


Blvd. 





For 
Distributors Only! 


LOWEST PRICES ON 
QUALITY nee 


IMPORTED FASTENERS + 


MEAN MORE SALES 
AND PROFITS FOR yOu 


Be competitive in price on bulk fasteners 
— and still make big profits. In- 
crease both your bu!k fastener 














© 


volume and profit per sale. 








STOCK DELIVERY 
Shipped from very complete stocks in both Bayonne and 
Chicago warehouses. 


SEMI-FINISHED NUTS AT PRICES YOU'LL LOVE 


These superior quality, washer faced nuts are cold 
formed in sizes 4” thru \%” Finished, Regular and 
Heavy. Even more economical hot formed oil treated 
black Finished and Heavy, %” thru 1%”. 

Conforming to all applicable American Standards they 
are— 


Tapped Right—Fit Right—Look Right—Priced Right 


Compare heads and threads 


PRICES ... Watch your profits grow! heads and threads 


prices are consistently lowe 
DISTRIBUTOR PROTECTION POLICY... We sel! to distributors 


only and positively will not sell to users or consumers. 


quauity ... Although you can pay more, you cannot buy 
a finer product. Produced by leading manufacturer 
abroad, pride of craftsmanship is very much apparent 
in all our fastener products. You can sell to your most Juan 


critical customers secure in the knowledge that our fas- 


LOCK 
WASHERS 


teners will meet the most rigid standards of quality. 





GUARANTEE . .. Complete satisfaction guaranteed. Return 


privileges at our expense. 





SSS SS SS SSS SSS SSS SSS SSS SSS SSS SSS SS SSS SSS eee SS eee 
For bigger profits | 
on bulk fasteners 
send in this cou 
pon for our 36 
page loose leaf in 
dexed complete 
fastener catalog. | 


heads Wit 


threads inc. 


Name 

Company 

Address 

City Zone State 
Phone 





Veet ee ee eee eee ee eee eee 
essen eececnaaneee e& eee eee & 
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Here’s the Vise That Gives 
You More Features To Sell? 


Stationary Base 
or 
Swivel Base 


SINCE 
1895 





Joseph B. Kaddis 


COMPARE 

MATERIALS 
DESIGN 

CONSTRUCTION 











q — 
4704 HEAVY MACHINIST Vises 





Red Seal Vises are built to stand up under the hardest use. George Hayslip 


Compare it feature for feature with any other vise. You'll 


find that your customers will recognize and prefer Red Seal Fim 
Vises, too. Their high quality makes them easier to sell! ia 
Features: Acme threads for screws for easy \ ~~ x. 





quicker action and replacement. 
© Castings of semi- better holding 
Steel. power. © Convertible! 
® Rear jaw broached ¢ Jaws faced with Stenderd stationary 
to insure perfect fit high grade tool vise can be con- 
with sliding bar. steel over entire verted to swivel 
on : face. Knurled, heat- vise by additions of 
© Sliding ber wilted treated, milled, base. Swivel model 
on all 4 sides. 
tongued, and can be made sta- 
* Screw of cold-colled grooved. Attached tionary by removing 
steel with deep cut to jaw faces with base. : 
George Fergerson 
One of our many factory reoresentatives is near you to serve your needs 
Write for Complete Price and Discount Schedules on These Fast-Selling Vises Two Directors, Salesman 
SOLD ONLY THROUGH DISTRIBUTORS Added by Distributor 
Iwo members of Chamberlin 
AMERICAN SCALE & sR 3 co. Rubber Co., Rochester, N. Y., have 
2745 Southwest Bivd Kansas City, Mo been elec ted direc tors otf the firm 
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A Se RES 








ind a new 
staff. 


Psi B 


SdiCsthiall tas 


;corge Havslip, sales eng 


| 1c ld 
been elected directors of the com 
pany. George Fergerson has joined 
the firm’s sales engineering staff 
Mr. Fergerson had been a repre 


ndustrial products 
States Rubhx 
+ 


the pa Vears 


sentative for the 
division of { 
i¢ () 


nite dl 


New Head Takes Over 
At New York Rubber 


Herschel G IHlarns has been 
clected presi ident of New York Rub 
ber Corp. succeeding Mark H. Strat 
ton Mii Stratton has headed the 
firm sin 1932 and is. retiring 
\pnil | 


Before his new 


Harris had 


issignment, My 
been vice president in 


charge of sales for the Airubber divi 


sion. He joined the company in 
1937 

C. Bradlev Allen has been pro 
moted from vice president in charge 
of sales of the mechanical rubber 


goods division to executive vice 


president. Mr. Ailen, who has been 
with the firm 25 vears, was also made 


director 


Changes in Service Setup 


Changes have been made by Fed 
eral-Mogul-Bower Bearings, 


Its service 


Inc., in 
Alan E. 


Carlson has been named to the new 


organization 


post of supervisor of districts; Elgin 
Oehler has been advanced to assist 
ind James W. Root has 


been made manager of the Pitts 
burgh district 


int manage! 





NUCLEAR CLEANLINESS 


Nuclear plants need more mainte- 
nance men than do conventional power 
plants, since the possible presence of 
radioactivity requires a high degree of 
cleanliness, Electrical World, McGraw- 
Hill publication, points out. Radioac- 
tivity also limits the time a repairman 
can work 











CHICAGO 








(1) T-Handle Speed Selector 








(2) Micro-Switch Direction Control 


(3) Speed Change Mechanism 
(4) 2H.P., Three Phase Motor 
(5) Belt-tension Adjustment 
(6) Multiple V-Belts 





Variable Speed 


omni " SHELDON basi LATHES 


auy weed 


INSTANTLY 


* Spindle speeds changed at I( r 
second. Built-in tachometer per 
rate selection of speedsfrom 200t 
in direct drive 40 to 300 r.p.: 


per 

ifs accu- 
1800 r.p.n 
n back gear 


This new lathe instantly meets every changing 
speed requirement in the tool room, or quickly 


sets and holds to any prescribed speed for 
production runs 
-duty Variable Speed Drive 


Rugged, Heavy 
—an oversized unit with 
throughout that delivers positive | 
the spindle 

High Spindle Speeds 
1800 r.p.m. (direct drive), 


double V-belts 
l-power to 


from 200 f.p.m. to 
from 40 r.p.m. to 


300 r.p.m. in back gear 
Instant and Automatic (power driven) 
Speed Selection—Only 9 seconds to change 


from low to high speeds in either direct drive or 
backgear. Speeds are changed automatically 
when T-handle is lifted or pushed into engage- 
ment 

High Horsepower at All Speeds—Because 
the drive unit is oversized, it has larger belts 
which deliver maximum gripping power at all 


speeds. A2 H.P., three Phase motor recom- 
mended 
Additional lathe features: Zero Precision ta- 


pered roller spindle bearings, 54 pitch gear box, 
heavy cast pedestal, tool-room accuracy. Op- 
tional accessories include hardened bed ways, 
LOO long taper key drive or 4° D1 Camilock 
spindles 

Sheldon Precision Variable Speed Drive Lathes 
are available in 11 or 13” Swing. Model 
WM.-56-P (Illustrated) less motor and switch, 
$1,944.00 F.O.B. Chicago. Other 10", 11", and 
13” Sheldon Precision Lathes from $832.00 up 
Also 13” and 15” Sebastian Geared Head Lathes, 
Sheldon Milling Machines and Sheldon 
Shapers 


Write for Catalog 


SHELDON MACHINE CO. INC. 


4234 N. KNOX AVE. * CHICAGO 41, ILL. 
‘ 
. = a 4 Q ae 





rn ee 


& ¢ 


ae oe 


Each Sheldon lathe hos its complete complement of production attachments and accessories 
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SELL TOP QUALITY 




















See 















es 


ARBOR SPACERS ™ 
SHIMS and SPACING t 
COLLARS © Arbor Spacers and 
from . 


pacers furnished 


Shims in 20 sizes and thicknesses 
001” to 125”. Arbor S 
lard keyway; Shims, with no 
Also Spacing ( 
popular diameters, and in 
thicknesses from ' to 3”. Hardened 
and ground; edges chamfered. Fur- 
standard keyway 










with stan 
keyw ay 
merous 


ollars in nu- 


nished with 


Mei EY Ee 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 


coils packaged in trans- 
boxes, except above 
a 12”, in cellophane 
All thicknesses from 
For use in precision 
inspec- 


ances, '2”x 25 
parent plastic 
020”. Strips '. 
27 thicknesses 
001” to .032 

fitting, checking clearances, 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 
Selected from 
material rolled 
to precision limits, 
free from burrs, and pro- 
tected by oil coating. Coils packed in 


carton for easy dispensing and protec- 
tion. 15 thicknesses, 


001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 


able also in two assortment packages 
—12 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032” 


WRITE FOR 
Complete, Profitable 
Dealer Information 

Today! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. © DETROIT 3, MICH. 
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Operating Expenses Are Key 


To Distributors’ Success 
Wholesale distributors of elect 
il construction miateria 195¢ 

recorded the greatest sales veat 

history, reported Arthur W.. Hooper 
executive director of the National 

\ssociation of Electrical Distribt 

tors. Sales for 1956 were estimate 

it $3,781,000,000 
Che need for an adequate 


on invested capital, says Mr. Ho 


is become thi paramount prol lem 


for electrical distnbuto1 Despite 
the record volume, he sa busine 
has become extremely sensitive a 
success is. being achieved only by 
those firms that have 


over their operations 

By reducing expenses, such firm 
have been able to weather continu 
declines in the gross margin 


from 1% to 14% Mi 


Hooper added that the pressures of 


ing 
ranging 
operating a business within such 
tight 


necessary for 


economic limits has made it 


many wholesalers to 


adopt new concepts and new plan 
for their businesses 
Mr. Hooper said that this year 


will find distributors continuing to 


drop unprofitable lines. Heavier 


concentrations and support of thos« 


lines backed up by a distributor 
policy is expected as wholesalers 
come to realize the high cost of 


“playing the field” and backing away 


from the basic functions needed to 


] 


justify a place in the trade channel 








I only have time for a quick sale—I’m 
double-parked!” 








' 
' 
i 
| 
' 
j 
! 
! 
! 
! 
! 
! 
' 
| 
! 
| 
i 
! 
| 
! 
i 
! 
| 
! 
i 
! 
! 
i 
! 
I 
! 
! 
| 
! 
! 
1 
| 
| 
| 
! 
I 
! 
! 
! 
! 
| 
| 
| 
t 








GREER 


STOP NUTS 


ANCHORED 





It pays to represent 
Proved Product 
PERFORMANCE 


! 

1 

l 

! 

' 

! 

i 

i 

i 

! 

! 

! 

! 

' 

! 

! 

! 

1 

i 

{ 

! 

! 

When you sell these widely used Stop Nuts, : 
you are able to provide for all requirements ; 
from small instruments to such large appli- 1 
cations as in Diesel locomotives. : 
1 
Made in steel, aluminum, brass and stainless | 
steels in conventional finishes. Special al- : 
! 

| 

1 

! 

1 

1 

! 

' 

1 

! 

! 

! 

| 

! 

! 

i 

i 


loys and finishes available 


Find out the advantages to you in represent. 


ing this line. Full details sent. 


GREER 
STOP NUT COMPANY 


2620 W. Flournoy Street 


Chicago 12, Illinois 





ha BIG ORANGE FX)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


U 





Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 
Can be attached 
anywhere on the 
job. >on oe ~ 
of pliers needed 

SLIP HOOKS 

Available 
for Chain 
Sizes 4" 

5/16", ¥e" 
and Pe 


ANCHOR and CHAIN 
Screw Pin SHACKLES 









GRAB HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", %e” 
le Ma", 





Forged of HI-STRENGTH "STEEL 
Available in sizes 4%" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-c colored or galvanized 

Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 
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mG 
ROBERT T. MAGEE, recently named 
vi tf Stauss & Haas, Inc 
N trial supply and 


eq t n charge of sal 














Wolverine Tube Assigns 
Two Sales Representatives 


William Bothwell and John V 
Betz have been appointed sales rep 
resentative Wolverine Tube, di 
vision of Calument & Hecla, Inc. 


Mr. Bothwell has been assigned 
to Louisville, Ky., headquarters and 
will cover Kentucky, southern Indi- 
ana and the surrounding area. Mr. 
Betz, who was formerly with Gar 
Supply Co., Long Island, N. Y., 
has been appointed to the New York 
area. 





STOCKLESS STOCK PLAN 


A brond new stockless stock bonus 
plan has been set up for young execu- 
tives by oa Pittsburgh firm, reports 
Factory Management and Mainte- 
nance, McGraw-Hill publication. Sal- 
aried employees who make a measur- 
able contribution to the success of the 
company may be given “units” repre- 
senting shares of the firm's stock. 
They‘re not stock but have most of 
the characteristics of stock except 
voting rights. When the employee _re- 
tires, dies or leaves the firm he or his 
beneficiary will receive “dividends” 
earned by his accumulated units—the 
equivalent of the dividends actually 
earned by company stock. 













STYLE A—“Y” Type. Stand- 
ard and extra heavy flanged, 
flanged blowoff 

STYLE B—“Y” Type. Screwed 
connections, screwed blowoff 
STYLE C—“Y” Type. Screwed 
connection, flanged blowoff 
STYLE D Basket Type. 
Screwed or flanged 

Screens, perforated or wire 
mesh, in brass, steel, monel or 


stainless steel 


Everything you need in strainers! 


line ready for fast delivery to satisfy your cus- 
tomers. Make Keckley your strainer headquar- 


ters! Ask for Catalog No. 55. 





A complete 


a 
nm 
co 
4 
(om 
om 
~< 
co 
eS 
= 
en — | 
= 
= 
on 


General Offices and Factory 
: 3400 CLEVELAND ST., SKOKIE, ILLINOIS 


STRAINER 
HEADQUARTERS 







© Filoot Volves 





Kutto: The Handiest 


Carton Opener Made 
Nationally Known and Nationally 
Used—is Now for the First Time 


Offered to You for Resale. 





® Now you can satisfy your customer 
requests for the Kutto Carton Opener. 

®@ Kutto is the handiest tool ever made 
for the shipping and receiving room. 

@ Made of heavy quality steel—it will 
stand a life-time of hard use. 

© Complete with 5 extra blades stored 
in handle. 

Now profitable KUTTO business in your 

market area is yours—both new and re- 

placement orders. Stock KUTTOS—let 

customers know you sell them—add on 

to sales and profit! 


Write today for literature and prices 


MODERN SPECIALTIES CO. 


4301 Ogden Ave Dept. ID 
Chicago 23, Ill 








Going Business for Sale 
in Vermont 


Combination Industrial Supply House 
and Gray \ron Foundry 


Present owners retiring; offering un 
usual opportunity for young man with 
industrial supply experience to build a 
future 

Industrial supply department has 
franchise for distribution of leading 
profitable lines. Foundry is completely 
equipped, including modern machine 
shop. Both departments have excellent 
list of long-standing customers. Annual 
volume exceeds one-half million dollars 
—divided almost equally between the 
two departments. Volume can be in- 
creased considerably with aggressive 
management of capable, active owner. 


Asking $150,000. Long term pay- 
ments can be arranged for responsible 
buyer. Replies held in strictest confi- 
dence 


For complete information, write 


R. M. BRADLEY & CO., INC. 


250 Boylston Street 
Boston 16, Mass. 
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CARBIDE 


SOLID and TIPPED 
CUTTING TOOLS 


Stock Tools: 


Burrs—Carbide 


Drills—Solid Carbide 
and Tipped 


Internal Grinding 
Burrs—Solid 
Carbide 


Reamers and 
End Mills 
—Solid Carbide 
and Tipped 


Slitting Saws—Solid 
Carbide 


Rotary Files H.S.S 
—Hand cut and 
ground from the 
Solid 





Specials: 


In addition to the foregoing, 
ESSEX maintains a special tool 
designing department and can 
supply the following in Solid Car- 
bide and Carbide-Tipped Tools: 
Counterbores i 
Step-Drills 

Twist Drills 

Dies 

Grooving and Milling 








Cutters 
Key Cutters 


T-Slot Cutters 





Router Bits 





Profiling Cutters, Etc 


to sketch or blueprint 





Complete resharpening 
and 


service available 


reconditioning 


Areas available 
for distributors 


inquiries invited. 





Makers of Fine Tools Since 1868 
ESSEX ROTARY FILE & TOOL 


CORPORATION 


295 MADISON AVE. -e NEW YORK 17, N.Y 
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Bert Lowe Supply Moves To New Home 









SER LOWE Sima 
SOUST RAL Sonn, 





¥ Co 





N I S ( 1 ‘Tampa " 
lhe Bert Lowe Suppl ( h 
moved to the former Westingh Rapids-Standard Sets Up 
its. ‘ e . . 
varchouse at 416 Ellamaec Avi Canadian Corporation 
l'ampa, Fla., which gives the f 
— I he Rapids-Standard ( In 
three times as much ils sae tie le 
Clit ] ( I CTeSt 
wailable in its former location { . 
es KS 1th St ' n Specialty Mfg. & Distnbuting 
) ) ) Th | . 
Co. of ‘Toronto, the first foreign 
Lhe new quarters pro ec Sol : 1] 4] 
17,000 sq. ft... which has ible ee ee ae <n 
; \ new corporation is being 
the company to increase stocks ‘ a 
the } i ¥ ganized and will be called Rapistan 
the lines carned and to a T Cemeie Lad. Thendose 1. MeCedl 
lines, notably V-belts and shea ‘i os ) 
president and general manag 
mid industrial rubber products : ( ee ; ; a 
or cCadadcS 18 Vi ] icn 
Bert Lowe is president of the i aes Se 
firm which was founded in 195 a and ‘een = 
Nathan C. Snvder is secreta Each 
ilso a director of the firm, 
¢ urehac 
Heads Purchasing vhich will continue the business 
Edward R. Randall has been pro- formerly conducted by Specialty 
moted by Walter Kidde & Co., In \ifg. & Distributing Co. \anufa 
from purchasing agent to director ture of the entire Rapista ne is 


of purchases. 


ontemplated 





Chicago Hucksters H 


I | 
" 


i 
* 
' ‘ 













Member f the Huck ndust 
discu d the gr | i pat 
neeting. Present tandi 
(; g \Mattusch inuta 

lub president); ge Schli J 
x % Carrett, Atlas Sales ( 
Cloonan, Armstrong Br Tool ¢ 
Byer, Lufkin Rule; John Conrad, A 
from Samuel Harris ( ( 

sent for the pictur 


MARCH, 1 





old Meeting 





; « 
aA 
} ; ~ 
re 


ne 


7 
ya 






. 
Ff 


nanufacturers’ representatives club of Chicago 
’ national industrial convent n 
ft) George Hughes, Nicholson | Co 
wgent; Henry Michgelsor Allen Nit ( 
Lufkin Rule ¢ Eddie Fuller, N i Fi 
tting) Russ Rasmussen, Lufkin R R 
B Hovet, Safetv Socket Screw ( Wa 
Equipment Corp.; and R. H. Barrett, guest 
Chester Gaudian, Supreme Product is not 





957 











Syntron Makes 
Sales Changes 

Six of Syntron Co.'s sales firms 
have e new ippointments. 


J. L. Donner has joined the Los 


Angel les company and will be 
locate the South Gate area 
R. k. Dunfield has been assigned 
by the Connecticut sales firm to 
cover that state 
W. L. Jolly has joined the Hous 
sale ynpanv and been named 
to the territorv outside of the Hous 


ton metropolitan area 

H. J. Shockey has been appointed 
by Svntron Chicago Sales Co. to the 
south ec of Chicago 


W. |. Baumgartner has been as 


signed to the citv and county of 
St. Lo proper by the St. Louis 
sales firm 


kG. Flesche, Jr., has been named 
by the Newark sales staff to the Ber 
gen, Hudson, Union, Middlesex and 
Monmouth counties, N. J., area 


New Supply Firm 

(he industrial supply division of 
United Hardware & Supply Co., 
Erie, Pa., has been purchased by a 
group of Erie business men headed 
by Harold A. Johnston and will be 
operated as United Industrial Sup 
ply Co. \r. Johnston had been 
with United Hardware the past 20 


VeCars 


Wins Citation 

The Philip Carey Mfg. Co. has 
been cited for its “excellent manage 
ment” in 1956 by the American 
Institute of Management. It is the 
fifth consecutive vear that Carey has 
been cited by the institute. 





TINIEST TV 


The world’s smallest TY camera 
is designed to locate faults in boiler 
tubes, says American Machinist, Mc- 
Graw-Hill publication. German built, 
the tiny camera is two inches in diam- 
eter and six inches long. 














OF HOSE CLAMPS 


In hose clamps, the quality name today as always is 
AERO-SEAL. We pioneered the famous precision worm 
gear and engineered the extra strength and holding 
power. Other clamps may LOOK like AERO-SEALS, 
but take a second look! Compare quality with price cuts 
and special discounts. Which pays off best? Compare 
the worm gear construction. Note that AERO-SEAL 
worms don’t wobble. Look at the special rugged inter- 
locking feature that makes AERO-SEALS hold tight — 
no spot welding. Note the precision gear that applies 
uniform pressure — does not pinch hose. Stainless steel 
bands, complete size range for dozens of fastening uses. 
Insist on genuine AERO-SEALS. 


For added quick-attach 
advantage, get AERO-SEAL 
Jets. Nothing like them! 


Gap 
Ah o10-Seal REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC., 700 LIBERTY AVENUE, UNION, NEW JERSEY 
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IMAGINE 
OUR SURPRISE! 


... we shipped 


A SALESMAN 


itely Voriable Speed Grinder we shipped tO MARION MALLEABLE! 
to Marion Malleable in Marion, In- 
diana SOLD 4 MORE IN LESS THAN A 











YEAR! When we asked grinding room MACHINERY MEN: 

Super Harold Williams about it, his Standard Grinders SELL THEMSELVES! 
or was short——and mighty sweet: Obvious superiority of this equipment 
WITH YOUR GRINDERS, WHEEL COST means quicker sales, higher profits for 
1S DOWN AND PRODUCTION'S UP!" you! 











Here's the way it looks all dolled up 
in chart form: 























Make of Wheel Avg. Hourly 

Grinder Cost Production- 
Per Ton Tons 

Brand X $3.20 44 

Sandard 

No 3sc|(O S175 











IT’S THE STANDARD STORY WHEREVER 
YOU GO. Like we said ‘‘mighty sweet”’ 
...-FOR RAISING YOUR PROFIT CURVE. 







BOOTH 677 © WESTERN METAL EXPO ® LOS ANGELES © MAR 25 THRU 29 


the STANDARD electrical tooi co 


meee pm FOUNDRY GRINDER DIVISION 
2520 RIVER ROAD e@ CINCINNATI 4, @ OHIO 
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Everyone Needs Them... Everyone Buys Them 


Starrett STEEL RULES 


Here is a quick review of the complete Starrett line of 


Steel Rules .. 
craftsmen and mechanics. 

SATIN CHROME STEEL RULES 
New 6, 12, 18, 
fractional or decimal graduations... 


. the standard of precision for all skilled 


24, 36, 48, 60 and 72-inch lengths with 
featuring Satin 
Chrome Finish, the no-glare, hard wearing, multi-plate 
finish pioneered by Starrett. Dark graduations stand 
out sharp and clear against non-reflecting Satin 
Chrome. Rules are easier to read in any light — also 


resist moisture, acids, perspiration, rust, stains. 
STANDARD STEEL RULES 

Complete range of sizes from 1 inch to 72 inches and 
from 5 cm. to 1 meter. All types — spring tempered, 
heavy spring tempered, semi-flexible and full flexible. 
All styles of graduations — English, Metric, English 
Shrink. Also Aircraft Quick-Reading 
Graduations reading in 5Oths or 100ths and the new, 


and Metric, 


easier reading Starrett Quick-Reading Stee! Rules with 
staggered graduations. 
DECIMAL GRADUATED STEEL RULES 

Now offered in a full line of standard steel rules and 
shrink rules precision graduated in 10ths and 50ths 
in accordance with approved industry standards. 
Available in all popular types and lengths in standard 
steel or Starrett Satin Chrome Finish. Also decimal 
graduated blades for Starrett combination squares, 


combination sets and bevel protractors. 


HOOK RULES 
Available with adjustable or reversible hook, standard 
or narrow blade, in lengths from 4 inches to 72 inches. 
The hook feature is convenient for measuring through 


holes, from rounded corners, for setting calipers, etc. 


SHRINK RULES 
Offering patternmakers a complete choice of spring 
tempered, machine divided steel rules in lengths from 
6 to 24 inches for all standard shrinkages from Ye” to 
As” including single and double shrink. Also decimal 
shrink rules graduated in Quick Reading 50ths (.02) 
and 10ths (.10). 
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NO. C604KE Satin Chrome Rule with No. 4RE graduations 
8ths, 16ths, Quick Reading 432nds and G4ths. End gradua- 


tions in 42nds both ends one side. 


tae No C306R 2 rrTirry 3 an 


50 Lor ? * | cae 


NO. C306R Satin Chrome Rule with No. GR decimal gradua 
tions — Quick Reading 10ths (.10) top edge, 


PADSSL AR Tabata dg Reveeeaseanee 


SOths (.02) 


bottom edge. 

















SHRINK 1 1-e@ToFr 2 No.370 
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NO. 370 Steel Rule with No. 4 shrink graduations. 


OTHER STEEL RULES AND ACCESSORIES 
Always popular with mechanics and students are 
Starrett steel rules with pocket clip, rule cases with 
clip, ready reference rules combining 6-inch scale 
with table of decimal equivalents, letter and number 
drill sizes or machine screw tap and drill sizes. The 
utility of any Starrett steel rule can be extended with 
Starrett Key Seat Clamps, Rule Holder, Rule Clamp and 


other accessories. 






ACCO ACCO Registered Slings-Wire Rope & Chain 


THE STANDARD OF EFFICIENCY AND SAFETY 


products 
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SECTION 
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OLD 


ROUND 
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We Changed the Shape of This Link to Boost Your Sales! 


e This new master link for Wire 
Rope and Chain Slings is the latest 
development of acco’s sling engineers. 
They found that by shaping the link 
as shown above they could make it 
keep its shape under loads up to 18% 
greater than does the old standard 
round link. Just as shaping a quantity 
of steel into an I-Beam allows it to 
carry more load than it would as a 
square or round beam, so does this 
new shaped link stand up better un- 
der these higher loads. 

The new shaped master link is a 
better, safer link. Although it costs 
more to make, you can offer this im- 
proved new link to your customers at 
no increase in price. 

BIG NEW MARKET 
The development of this new link 
is but the latest step in a continuing 
technological advance which has been 
converting slings into precise mate- 
rials-handling tools. You can cash in 
on this trend 


Every one of your customers who 
has a crane or a hoist uses slings. 
Many of them are probably still using 
old-fashioned, hand-made slings. 
Necessarily the safety of these slings 
must be open to question. 

Every one of these customers is a 
good prospect for acco Registered 
Slings. They will readily appreciate 
the greater safety and lower lifting 
costs they get with acco Registered 
Slings. 

NO EXTRA CALLS 
The business is there. It’s good 
business, it’s repeat business and it’s 
business you can get without making 
extra calls. You can get up to 10% 
greater volume from yaur present cus- 
tomers by asking for the sling business. 


EASY TO SELL 
Intensive advertising in trade 
publications tells your customers of 
the advantages of acco Registered 
Slings—helps to make your selling 
job easier. And acco provides com- 
plete and well-illustrated literature 
which makes a simple job of choosing 
the right sling for your customer— 
completely eliminates any need for 
technical training. acco’s distributor 
program keeps your inventory down, 
yet enables you to make fast deliver- 

ies which build good will. 
Call your ACco representative today 
for complete information on acco’s 
program and the facts on the potential 
in your territory. If you don’t know 


his name, write our Bridgeport office. 
Trade Mark Registered 


_ AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONN. 


Better 





Atlanta, Boston, Chicago, Denver, Detroit, Houston, Los Angeles, 
New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., 


Value 


San Francisco, Wilkes-Barre, Pa., York, Pa. 
In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont. 








